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—the gears 


run in oil! 


Beaver Model-C Portable Power Units 


Com pare the se . have six unbeatable sales advantages. 
7 They're exclusive with Beaver and help 


make Model-C the favorite of piping 
Exclusive Beav ntages ;} contractors everywhere. Check these 


extra advantages and make sure you 
have the fast-selling Beaver Model-C 
units available at all times: 


All gears are fully enclosed — run in oil. 

Safety switch-lock and chuck wrench holder— patent pending. 
Patented safety lock — holds pipe tool handle firmly. 
Heavy-duty %” to 2” chuck — full size, full range. 


Cast steel-iron housings insure greatest strength and maximum 
stability when driving geared cutters and threaders. 


Conveniently located heavy-duty, weather-proof motor pro- 
vides plenty of power. Properly located for safety, cool 
operation, longer brush and armature service. 


Write today for catalog and prices. Address Beaver Pipe 
Tools, Inc.,216-30( Dana Avenue, Warren, Ohio, U.S. A. 
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WHAT LINES PAY at 
vour house? Do you 
know? ‘The W. S. Nott 
Co. does, and it cost them 
next to nothing to find 
out. Read all about their 
simple three step system 
that puts them “in the 
know” on Page 86 


Defense Topics 
Talk of the Trade. 
Editorial 


OLD VS. NEW? But 
why the “versus?” Why 
not old accounts plus 
new? Bob Montgomery 
shows you how to hold 
tight to the old customer 
while reaching for the 
new. Story’s on Page 82. 


— 


CHANGEOVERS in 
your customers’ opera- 
tions invariably mean 
more sales—if you're on 
your brogans. Read how 
Salesman Aldrich keeps a 
finger on his customer's 
drawing board to the great 
good profit of all. Page 94. 


L A R 


Washington Bulletin 
Supply Sales Trends... . 
The Outlook for Business 


HOW MANY AC- 

COUNTS that you call 

on are involved in de- 

fense work? Do you really 

know, or are you guess- 

ing? Defense potential 

needn't be guesswork, as 

ag Salesmen Joe Frank. and 

cone Jim McCann prove on 
Page 84. 


NOBODY KNOWS HO- 
TELS like a salesman— 
or so they say. Your favo- 
rite magazine takes you 
“backstairs” at the New 
Yorker to prove a hotel 
can mean “More Than A 
Room With Bath”. 
Page 88. 


WHAT SALESMAN can 
say he has never handled 
plywood in some form? 
But what has that to do 
with selling industrial sup 
plies, say you. More than 
you know, sav we, and 
suggest you learn about it 
on Page 104 


Door Openers 


New Products 





It’s an old, old problem and, as many distributors 


insist, it ought to be resolved, one way or the other. 


INpusTRIAL DisrripuTion makes one good start 


toward a solution in next month’s issue. An eight 


page special article gets right down to the meat of 


the thing. 


It defines the question 


many distributors have 


NET PRICES?—OR LIST AND DISCOUNT? 


different meanings for “‘net prices”); outlines some 
of the best judgments for and against adoption of 
“net”, complete with case histories; and suggests 
what might be done in the trade to solidify opinion 


ind practice on prices. 


You'll want to keep a mental note on this one; it’s 
well worth a look and a listen. 





is THIS YOUR FASTENING PROBLEM? 


al Wrenching solved it! 


BAC Intern 


The Problem 


Fastening point located at extreme depth of recessed area. Normally 
Pens § for hand — of fastener. 

Overhang and location of fastening point prohibited use of straight-drive 
or external-grip wrenching tools. 

Vibration and machine operation required fastener with maximum resist- 
ance to fatigue and deformation under repeated tightening and loosening. 








MEMO to: Industrial Distributors:- 


No. 2 of a series in leading indus- 
trial publications read by your 
customers. All Holo-Krome adver- 
tising directs sales to Holo-Krome 
Authorized Distributors. 


caves TIME ayes SPACE 


H-K Socket Screws are Completely Cold 
Forged from alloy steel by an exclusive, 
patented Holo-Krome process which retains 
the uncut, uninterrupted fibre structure. 
Every step of H-K production is controlled 
and checked by metallurgists and technicians 
in Holo-Krome’s own Physical and Chemical 





Laboratories. 





The Solution 


Holo-Krome Socket Screws — 
with internal wrenching — 
solved this unusual and difficult 
assembly problem . . . quickly, 
efficiently, economically. 


If you have a fastening problem 
— need a screw fastener which 
permits the greatest freedom 
for creative designing ... USE 
HOLO-KROME 


¢ qves WEIGHT, 4yeS MATERIAL 


H-K Completely Cold Forged Socket 
Screws .. . scientifically heat treated — held 
to Class 3 Thread Fit — individually hand in- 
spected .. . support and justify the 
Holo-Krome Guarantee of Unfailing 
Performance. 


HOLO-KROME 





SOCKET 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN, 


U.S.A. 
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Users Agree—L-B Precision Steel 
Roller Chain Is Today’s Top Drive 


When your customers buy power trans- 
mission drives, they're looking for effi- 
ciency, long life, over-all economy. And 
when you sell Link-Belt Preci- 
sion Steel Roller Chain, you 
give them all three. 

Efficiency — positive, slipless 
Link-Belt Roller Chain is over 
98°C ethcient 

Long life—extra features, like shot- 
peened rollers, mean added years of 


* Sales 
Meeting 
in Print 


trouble-free service. 

Economy —L-B Roller Chain offers 
low cost per hp transmitted when you 
consider initial price plus power 
and maintenance. 

Below are a few typical in- 
stallations. Thousands of other 
successful applications prove 
Link-Belt Precision Steel Roller 
Chain today’s No. 1 drive, for efficiency, 
long life, over-all economy. 


| 


Link-Belt Precision Steel Roller Chain combines with P.I.V. Variable Speed Drive 
to provide remote mechanical control of this beamer in an eastern textile mill. 


Link-Belt double-strand Roller Chain and 
Herringbone Gear are used to drive oven 
conveyor countershaft. 


Complete Link-Belt slat conveyor drive 
consists of Roller Chain, Worm Gear, 
P.I.V., Flexible Coupling. 


Link-Belt Precision Steel Roller Chain, 
Gearmotor and Roller Bearings are used 
on this “Can Unscrambler.” 





Two Link-Belt Screw Conveyors handling 
rice are driven by these Link-Belt Precision 
Steel Roller Chain drives 
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Liquid Screens’ fully enclosed, self-aligning 
vibrator transmits high-energy vibration 
uniformly to deck, preventing blinding. 


Liquid Screens Have 
Big Sales Potential 


Canners, packers, processing plants, pa- 
per mills—in fact, all plants that must 
separate solids from a relatively large 
volume of liquid—are excellent pros- 
pects for the Link-Belr NRM Liquid 
Vibrating Screen. 

Take the case of an Oregon cannery 
that now uses three Liquid Screens to 
dewater what used to be refuse. From 
the 60 tons of waste separated every 
eight hours, they recover several tons of 
usable pears each season. In addition, the 
clearer residue can now be sold profit- 
ably to a commercial alcohol distiller. 

Another usage for these efficient 
screens is growing in importance. Be- 
cause of intensified activity in prevent- 
ing stream pollution, more and more 
industrial plants need Liquid Screens to 
remove trash and refuse from waste 
water. 


New Vibrating Screen 
Catalog Now Available 


This 20-page illus- 
trated book includes 
specific information 
on how to select the 
right screen and 
screen cloth for 
maximum operat- 
ing efficiency. Write 
for Book No. 2377. ."*"" 


LINK<D BELT 
eA 
-— 


vibrating 
screens 





LINK-BELT COMPANY 
Chicago 9, Indianapolis 6, Philadelphia 
40, Atlanta, Houston 1, Minneapolis 5, 
San Francisco 24, Los Angeles 33, Seattle | 
4, Toronto 8, Springs (South Africa).| 
12,630} 
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Take your choice—or use them all 

as our cover features some of 
the ways in which “it pays to ad- 
vertise”. So, if you are in the 
throes of planning or operating an 
advertising department, turn to 
page 98 and see how one is suc- 
cessfully managed in a_ Buffalo 
supply house. 
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Clinch More Sales With The 
Production Power and Versatility 


MULTIPLE 
SPINDLE 
DRILL 
PRESSES 


You can add important sales volume in your territory 
right now by pushing Atlas multiple spindle drill presses. 
Practically every manufacturing plant has sequence drilling 
operations. Many of them, you'll find, are still using the 
wasteful method of changing drills for sequence work — 
through habit, and oversight. 

The Atlas line is perfect for cutting production costs. 
2, 3, 4 spindle drills are available with massive production 
tables. You're way out ahead of competition with Atlas, be- 
cause only Atlas drilling heads combine the exclusive “‘float- 
ing drive” spindle with 4 ball bearings, steel to steel drive, 
new depth stop with vernier adjustment, wider column 
bearings, exclusive head positionir.g mechanism, plus many 
other features that improve operating smoothness and ac- 
curacy, and lower drilling costs. 

Catalog M-50 gives you complete details for your sales 


contacts. Send for it today. 


aO™ YEAR 


Vp~ PRESS COMPANY 


g TION. Pitcher St., Kalamazoo, Mich. 


DEPENDABLE QUALITY TOOLS 
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FIRST 
IN 
POWER 
TRANSMISSION 
MACHINERY 








EWS 


Mishawaka, Indiana 





x“ 
FOR DODGE 
TRANSMISSIONEERS 














DODGE SCHOOL ENROLLMENTS SOAR 


APPLICATIONS AT ALL-TIME PEAK 


FOR TRANSMISSIONEERING COURSE 


More applications for enrollment in 
the fall term of the Dodge School of 
have been 


Transmissioneering re- 


ceived than at any time since the 
was established eight years 
ago. Fifty Distrib- 
utors’ representatives than can be 
the fall 


attendance 


school 
percent more 
accommodated in classes 
made application 
this term. 


for 


held during the 


12 and 26. 


Classes will be 


weeks of November 5, 


Students face a full week of in- 


tensive training and study with 


work in the classroom, laboratories 
and plant by day and plenty of 
“home work” to occupy the evening 
hours. This is practical training that 
has proved its worth in the field 
since it prepares the Dodge Distrib- 
utor’s representative to provide the 
latest answers to the problems of 
transmission. 


mechanical power 


American industry is relying more 
and more on the service of the man 
who the 
lapel button for help in meeting 


wears Transmissioneer’s 


these pre »blems. 








SPECIAL DESK PRESENTATION POPULAR WITH DODGE DISTRIBUTORS 








brings reports of great 
the 
unique “Extra-Measure Book’’ pro- 


Every day 

Distributor enthusiasm for 
vided by Dodge as part of its pro- 
motion the 


sell Dodge Power Transmission Ma- 


support for men who 
chinery. Salesmen like its compact- 
ness. It’s easy to carry, yet it en- 
ables a hard-hitting, graphic presen- 


tation of Dodge products right on 
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the pre spect’s desk. The ring binder 
with built-in expandable easel con- 
tains strikingly illustrated sections 
on these Dodge products: Steel Con- 
veyor Pulleys (bolted hub 
Taper-Lock); Rubber Lagging for 
Steel Pulleys; 
Arm Speed Reducers; Dodge Sealed 
Life V-Belts. Additional sections are 
veiling published periodically 


and 


Conveyor Torque- 





SEALED-LIFE V-BELTS 
FEATURED IN CURRENT 
DODGE ADVERTISING 

















With publication advertising and 
with effective sales promotional ma- 
terials for use by Distributors, Dodge 
is telling the story of its complete 
line of Sealed-Life V-Belts. 

Just as the name implies the life is 
sealed in these Dodge belts—a spec- 
cial cover protects the tension mem- 
bers, really seals them against the 
entrance of abrasive dust and any 
other destructive substances. High 
strength cords in the tensile sec- 
tion take shock loads with minimum 
stretch. The extra protection of the 
special seal means efficient service 
over a longer period. 


Dodge Sealed-Life Belts are fur- 


| nished for normal duty (suited to 


most jobs) and for special duty 
extra 
Dodge Special Duty belts have 40% 


where service is required. 
higher horsepower rating and ability 
to handle great shock loads. They 
are oil and grease resistant, heat re- 
sistant, static conducting and mois- 
ture-proof. 

The Dodge Sealed-Life line also 
includes Double-V Belts and 


tional Horsepower Belts. 
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EUROPEAN DEFENSE PROBLEMS 
BUILD UP 


By the Economics Department 
McGraw-Hill Publishing Company 


MOBILIZATION IN EUROPI 


so far—has produced major economic problems 


for the North Atlantic nations, but not much military strength. 
I'he defense effort has renewed rapid inflation in Europe and drained off 


much of the nations’ all-too-limited gold and dollar reserves. 


But it has put 


only about another 300,000 men in uniform and production of weapons for 


them has hardly begun. 

Europe’s problems center around 
industrial production. The countries 
have boosted their production about 
10 per cent since Korea. But they 
can’t meet the demand for weapons 
by raising production again because 
shortages of steel and coal put a ceil 
ing on output. And governments feel 
they can’t shift from civilian produc 
tion to military. That would lower 
living standards—and give _ local 
Communist parties an opening. 

Che problems—inflation and_ lag- 
ging production—are so great that the 
United States cannot escape being 
drawn into them. 

Europe’s problems will be the 
background for key decisions in Con 
With clections around the 
corner, and with our own mobiliza- 
tion effort expected to be creating a 
sizeable government deficit next year, 
Congress will have to decide next 
spring how much the United States 
should do in bolstering Europe. This 
vear’s $7.5 billion foreign aid program 
is being approved only after long and 
intense debate. Next year the pressure 
to cut aid drastically will be much 
greater 

Europe’s problems—and the deci- 
sions the United States will have to 
make on them—are vital to American 
business. Our export markets—and 
the flow of imports to this country 
will be shaped by the way the prob 
lems are met. And it is American 
business—particularly the industries 
producing steel, coal, and heavy in 
dustrial equipment—that will feel the 
impact of decisions Congress makes. 

We have put this report together 
to outline what is involved in Furope’s 
growing defense problems 

Europe has been hit by two waves 
of inflation. First, the impact of 


gress. 
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United States mobilization sent prices 
in Europe soaring. Frantic American 
buying—for stockpiling and produc 
tion purposes—sent prices of tin, 
rubber, wool and. other materials 
through the roof. In three of the six 
months after Korea this country 
actually bought more from foreign 
nations than it sold abroad, some- 
thing that has rarely happened in 
the last ten years. The second wave 
of inflation is rolling in now. Since 
European nations were slower to 
grasp the full significance of the 
aggression in Korea, their defense 
effort lags from six to twelve months 
behind our own program. As more 
and more of Europe’s resources are 
diverted to the arms effort, the in 
flationary pressures will mount. 

During the period from Korea 
through the first quarter of this year 
—when the United States wholesale 
price index went up 16 per cent— 
similiar indexes in the United King 
dom went up 27 per cent, in Italy 22 
per cent, in France 37 per cent, in 
Belgium 31 per cent and in Western 
Germany 22 per cent. 


Military Production In Europe 


Europe's record in defense produc 
tion is breathtaking—in reverse. With 
a highly skilled population and with 
resources that compare favorably with 
our own, European production of 
military “hard goods” in 1951 will 
reach but $1.5 billion—barely 10 per 
cent of the United States figure for 
1951. In the United States, deliveries 
of military hard goods have reached 
a total of $14 billion; and by next 
vear our rate of deliveries will zoom 
from $20 billion to $40 billion. Next 
year, Europe plans to boost military 
output to the $2.5 billion level. 


When General Eisenhower saw this 
figure, he immediately proposed to 
the North Atlantic Treaty Organiza 
tion council meeting in Ottawa that 
Europe’s arms output be jacked up 
33 per cent. The General was em- 
phatic in insisting that $3.1 billion of 
hard military goods in 1952 would not 
mean undue strain for European 
economies. 

When the General makes a public 
blast at Europe—that’s news. He is 
well known as a friend of Europe. 
Last year he saved the day for Presi- 
dent ‘Truman when Congress threat- 
ened to bar the sending of American 
troops to Europe. And just two weeks 
ago he succeeded in getting Congress 
to restore some of the cuts it made 
in this year’s foreign aid program. 

No one expects Western Europe 

for all its resources—to come close 
to matching American performance 
on military production. But even the 
recently released Third Quarterly Re 
port by Mobilization Director Charles 
E. Wilson admitted that “thus far, 
only modest progress has been made” 
toward meeting mobilization targets. 


The Dollar Problem 


The old “dollar gap” is back. And 
there can be no mistake about that. 
Many people were fooled when the 
United States lost nearly $3.8 billion 
in gold and dollars last year. ‘They 
thought that was the end of the 
world’s shortage of dollars. But that 
was temporary, due to the fact that 
our imports zoomed because we 
started mobilizing a full six months 
before any other country. Now Europe 
will need more imports and, at the 
same time, armaments will put a big 
dent in its exports. 

Britain’s trade position was upset 
by world inflation. The British index 
of import prices jumped to 143 in 
June (1950 equals 100) while the 
export price index, figured on the 
same base went to 120. The British 
lost $221 million of their gold and 
dollar reserves in the first quarter of 
1951. By the third quarter, the loss 
had jumped to $638 million. And 
apparently losses on this scale will 
continue. 

The French are losing dollars, 
The July loss was more than $119 
million as compared with a monthly 
average deficit of $28 million during 
the first quarter and $S1 million dur 
ing the second quarter. 

(Continued on page 10) 
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PREPARED BY LUNKENHEIMER ESPECIALLY 
FOR LUNKENHEIMER DISTRIBUTORS 
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L-351-15 


and Service Opportunities 


an WITH 
LUNKE 


This issue of INDUSTRIAL DISTRI- 
BUTION outlines the hundreds of new 
markets that are opening up to you. All 
you need is a start — an opening wedge — 
an introduction ...to find the hidden 
profits you’ve been overlooking. 

Your Lunkenheimer Engineering Devices 
are ideal door-openers to new markets. 
They’re high in demand, low in compe- 
tition, and universally accepted. Try these 
tested ways to increase your volume and 


interest your mew customers: 


As a starter, arrange some displays fea- 
turing your Lunkenheimer oil controls, 
lubricating devices, grease cups, and 
bottle oilers. Exhibit your Lunkenheimer 
pop safety valves, relief valves, air noz- 
zles, liquid gauges, whistle valves, and 
bronze cocks. 


BRONZE e 


THE CO 


NHEIMER 
Engineering Devices 


IRON e 


ie 
a 


a 





“Talk up” these plus profit-makers. As 
interest builds, you'll be able to set up 
a special department to promote and sell 
Lunkenheimer Engineering Devices. 


Be sure you have plenty of circulars on 
hand to exhibit with your promotional 
displays. You may want to arrange 
a special mailing to a selected list of 
customers and prospects. 


We'll be glad to cooperate — with both 
ideas and literature—in launching your 

plus-line promotion. Tear out 
\6 a. this page and slip it in your fol- 
Ns low-up file, so you’ll remember 
to inquire about the many ways in which 
other distributors have unearthed new 
profits. For suggestions and information, 
drop a line to The Lunkenheimer Com- 
pany at Box 360U, Cincinnati 14, Ohio. 


STEEL 


HEIMER 
NE Yi /eC0k NAME IN VALVES 
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Get your order iu“Jodag! 


DRILL CAPACITY 
No. 70-4” 


Another MONEY MAKER 


Here's a new Dumore profit 
maker — a fast, compact, super- 
accurate drill sharpener for No. 
70—%”" twist drills that will 
pay for itself in short order in 
any shop you place it. 


With the Dumore Drill Grinder 
you offer your customers (1) in- 
creased production, (2) lower 
drill costs, (3) lower scrap losses, 
and (4) a means of maintaining 
maximum drilling production 
even with “green” help. 

You'll like the boost this new 
Dumore product gives your sales 
volume. The savings it affords 
the user are easy to demonstrate, 
and the price is right. 


Dt-13 


The DUMORE COMPANY 


1300 17th St., RACINE, WIS. 
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DEFENSE TOPICS 





(Starts on page 7) 


Western Germany has — finally 
achieved a balance between exports 
and imports. For a while last winter 
Germany’s inability to export enough 
to finance its imports threatened to 
wreck the whole pattern of European 
trade. The verv substantial trade sur 
plus it earned in the second quarter 
of this year was the first in German 
postwar economic development. 

Italy has a persistent trade problem 
and is losing about $72 million in 
foreign exchange each month. 


Key Problems In Key Countries 


United Kingdom—Coal and stecl 
are the big problems. Despite nation 
alization of the mines, the socialist 
government has not succeeded in 
making coal mining attractive enough 
to get more miners to go below 
ground. And the leaders of Britain 
have refused to permit miners from 
Italy to come in and help work the 
pits. (Oddly enough, the Belgian 
government—a monarchy, no less 
was happy to welcome Italian miners. ) 

Britain’s coal output of 210 million 
tons a year contrasts with the prewar 
figure of 280 million tons. British 
coal exports are down to one-sixth of 
the prewar level. That compounds 
the hemes of coal on the continent. 
British steel output is also down. 
Currently it is actually lower than it 
was in July 1950. 

France—Here, too, coal is critical. 
Despite the Monnet Plan for moderiz 
ing and increasing output in_ basic 
industries, last year’s coal production 
of 52.2 million tons exceeded some 
prewar figures but fell short of others. 
This year 60 million tons of coal will 
be lifted from the ground. But France 
is traditionally a coal importer and 
will need at least 15 million tons 
more. 

The coal shortage puts a lid on 
steel production. Monthly steel out 
put is about 832 thousand metric 
tons. This is up nearly 100 thousand 
tons over the rate for mid-1950 but 
barely tops the figure for March 
1949. 

Despite inflation, business — in 
France is booming. No one wants to 
switch to defense production for fear 
of losing a chunk of the civilian mar- 
ket. And the government is doing 
practically nothing to facilitate a 
transition. For example, a leading 
lrench auto producer recently re 
fused to produce jeeps. He claimed 
no one would follow his lead and, 
so, his business would suffer. 

(Continued on page 14) 





R. G. BURSON, Manager, ee 
Industrial V-Belt Sales, 
DURKEE-ATWOOD COMPANY 


ee 
cette. right now is the time to find 
out about this Durkee-Atwood V-Belt Sales 


Policy... the fairest, squarest — and most 


profitable- —program in America today!” 


Daag otf eau uri gett 


poreanesen ATWOOD ponaheontg Department A6-1! 


Form No. 523 polis 13, 





Gentlemen: Please send me the complete story on 
your written industrial V-belt Sales Policy. 


Nome______ 
Title 
Company 


a ee 
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They're 
Good 
Bolts 


Whether your customers judge Bethlehem Bolts on holding power, 
or smoothness of fit, or merely on appearance, they're sure to come 
up with the same answer—Bethlehem Bolts are good bolts. Beth- 
lehem Bolts meet everyone’s approval because they are manufactured 
by precision methods from quality steel, and have well-formed heads, 
strong shanks, and smooth-fitting threads. They’re made in hundreds 
of types and sizes, enabling you to meet virtually every need. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 
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Only a NUCUT 
gives you 
“doubling-in-brass”’ filing 





1. CUTTING ACTION 
pa SMOOTHING ACTION 


ILING with a NUCUT is like using 
i files in one. With each and every 
stroke, the coarse teeth slice off metal 
fast, true. At the same time the fine teeth 
finish the surface smooth. No skidding 
or waste motion, no clogging that re- 
quires frequent cleaning, no scratches 
to remove. In short—better, faster, easier 
filing. 

You can tell a NUCUT both by the 
WHITE TANG—and from the wavy ap- 
pearance of the patented teeth when you 
hold the file at an angle. Your distributor 
will gladly tell you the right sizes, shapes 
and cuts to reduce your filing costs to a 
minimum. 


HELLER BROTHERS 
COMPANY 


America’s Oldest File Manufacturer 


Newcomerstown, Ohio 


At every stroke 





How to protect files 


A file is a cutting tool. To give you 
its best service, it must be carefully 
handled and safely stored. 


WRONG: Throwing 
files together or with 
other tools results in 
dull or broken teeth. 


RIGHT: Keep files sep- 
arated. You can do 
this easily by hanging 
files in racks . . . or 
placing them in wood 
partitions. Either way 
affords good protec- 
tion. 


MR. DISTRIBUTOR: NUCUT advertising is appearing in publications that reach the impor- 


tant users and buyers of files in your territory. Please note that it directs these prospects to you. 
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MECHANICS PREFER 


[uF KIN 


CHROME-CLAD 
TAPE RULES... 


THEY STAY 
EASY TO READ! 


Mezuraur steel tape rules 


have jet black markings . . . 


they stand out against non-glare 


chrome white background that 
won't chip, crack, peel or rust. 
Patented self-adjusting end hook. 
Replaceable blades. Available 
in 6, 8, and 10-ft. lengths. 


NATIONWIDE ADVERTISING of Lufkin Tapes, 
Rules, and Precision Tools appears regularly 
in leading Sunday Newspapers, General and 
Industrial magazines urging readers to “BUY 
THROUGH YOUR INDUSTRIAL DISTRIBUTOR.” It 
pays—many ways—to sell the Lufkin line. 


SELL JUFAKIN 


TAPES © RULES 
PRECISION TOOLS 


THE LUFKIN RULE CO.,, 
SAGINAW, MICHIGAN 


DEFENSE TOPICS 





Starts on page 7) 


Western Germany—Coal produc 
tion is still only three-quarters of the 
1947 level. And there is not much 
chance of boosting output until the 
question of the future ownership of 
the mines is finally resolved. Also the 
Ruhr has a major housing shortage. 
It is just not possible to billet addi 
tional miners in that area 

Steel production—1.1 million me 
tric tons a month—is still well below 
prewar figures. But it docs represent 
an impressive comeback from the 
monthly average of 198 thousand 
inetric tons in carly 1947. 

Perhaps the heart of the German 
problem is political. No other areca 
in the world is as vital to the Sovict 
Union. Soviet Icaders place a top 
priority on hindering the rearmament 
of Western Germany and on prevent 
ing it from lining up solidly with the 
Atlantic Pack countries. 

When Gencral Eisenhower assumed 
command late last vear, he decided 
to postpone the decision on German 
rearming. In recent months—as the 
United States has prepared to sign a 
separate peace pact with the Bonn 
government—much progress has been 
made in securing agreement on the 
German role in Western defense. 
But it is not likely that the West 
German state could mobilize anv great 
number of troops before 1953. And 
in the meantime, there is more and 
more pressure—both political and 
economic for reuniting East and 
West Germany in a single, indepen 
dent nation. There is no assurance 
that such a new Germany would re 
main tied to the West 

Italy—The chronic problem here 
is overpopulation and unemployment 
And the unwritten law of no discharge 
makes matters worse. A Fiat plant 
has 5,000 surplus workers on th pay 
roll 

Italian defense is also hamstrung by 
a peace treaty that limits military 
production and places a ceiling on 
the size of the armed forces. The 
United States has indicated that it 
will push treaty revision, enabling Italy 
to expand its defense effort 
What Can The United States Do? 

Europe clearly can’t go it alonc 
We have already promised to help 
out on coal, steel and machine tools. 
We have the coal, but filling Europe’s 
coal requirements would take the full 
time service of more than 500 Liberty 
ships—and shipping is tight. We have 
promised the British three million 


| tons of steel next vear, but industry 
| 
' 


132-138 LaFayette St.,New York City—Barrie, Ont. Continued on page 18) 
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“We don’t have to buy belts 

so often since we started using 

Condor Whipcord V-Belts,” say users, 

“and we save on maintenance, need less inven- 

tory, and with all, get better power transmission!” 

Long life is built right into every Condor V-Belt. There- 

fore, these belts have less stretch on your drive, don’t require take- 

up so often. And the engineered straight sidewalls grip pulleys snugly 

and deliver positive power. All the advantages are described in Bulletin 

6868 D, mailed on request. You'll find our hose, flat belting and conveyor belts 
last longer, too. Phone your R/M Distributor. 


MANHATTAN RUBBER DIV'SION PASSAIC, NEW 


RAYBESTOS-MANHATTAN, INC. 


Manufacturers of Mechanical Rubber Products + Rubber! Covered Equip + Radiator Hose + Fan Belts + Brake Linings + Brake 





Blocks + Clutch Facings + Pockings + Asbestes. Textiles + Pewdered Metal Products + Abrasive & Diamond Wheels + Bowling Sol 





Hand and Motorized 
WINCHES 3 ; fill and trim dry bulk materials 
; : up to 2” lump size into cars, 
enable one man to lift— ; bins and storage spaces 
or move—heavy loads ’ ; at low cost. 
—up to 3000 pounds. 
Bulletin No. 1046. 


Ask for Bulletin No. 340. 


! rive Nae AODIN PL ELE 
S-A 


CAR PULLERS 


multiply manpower. 
One man can move up 
to six loaded cars. Any 
firm with a switch 
track needs one. 


= aA 
$i Rech Pe ENE EW OD Se DIOP NY Bal rene s* 4 Mm 
¢ . 


S-A 
“TELLEVEL”’ 


Automatic Bin Level Regu- 
lators control material level 
automatically in bins, 

tanks, storage piles. 


Bulletin No. 1048. 


Bulletin No. 1339. 


ee a kt all 


S-A 
BOX CAR LOADERS 


save time and labor in load- 
ing and trimming loose, small 
lump materials into box cars. 
One man can operate. 


pee 


De TELA PUA eRe eM 


e 9- > 
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SACO 


adapt standard full speed 
motors to any speed desired. 
Saves floor space, installation 
costs and maintenance. 


Bulletin No. 643. 
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Bulletin No. 948. 


Yours to Sell Without Stocking 


These equipment items are naturals for you. Almost every industry 
is a possible buyer—particularly those concerned with saving Get the facts—write 
time and money in handling materials. S-A “Cost-Cutters” are for complete information. 
effective “door openers” in developing new accounts...and your 
z s sell the adily 1 lls. Y " full di Descriptive bulletins of this equip- 
men can sell them readily on regular calls. You make a full dis- aush, eit estes end dasneale, 
tributor’s profit—YET THERE IS NO NEED TO CARRY will be sent to you promptly on 
STOCK. We make drop shipments to your order. Our flexible open request. Look into the possibilities 
. ~~ ° ‘ of these proved sellers. There's a 
distributor policy requires no investment by you...and there are powerful sales story back of each 
no territorial sales quotas to meet. For extra profits at no addi- item. Write today! 
tional selling cost—round out your line with S-A Equipment. 


STEPHENS-ADAMSON 


8 RIDGEWAY AVENUE, AURORA, ILLINOIS MFG. CO. LOS ANGELES, CALIFORNIA * BELLEVILLE, ONTARIO 
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Ask your BILLINGS pl 
ve OWINGS & SPE 


i 


NCER CO. 58 


‘5 VO ins >] = £2 
. 


He'll tell you why: 


- ent 
‘ advertisemen 4, goodwill 


ributors- 


: nation’ eceptance 
al a eplications 
ear for Billings Dist 
<a ond advertising — 

Selective Distr yen 
Billings acer dais ns 
jie “ee customer accepted prog 
name W! 


Write for det 


ails 


THE BILLINGS & SPENCER CO. HELP ORR 2 
S 


Specialists in Drop Forgings Since 1869 | 
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DEFENSE TOPICS 





(Starts on page 7) 


here is scrambling for steel. Machine 
tools are the tightest item of all— 
there is a 22-month wait for key types 
of tools. 

Washington leaders—including key 
Congressmen—fear that American aid 
may go right down the rathole unless 
Europe substantially increases its own 
effort. Administration leaders in Con- 
gress, like Senators George and Con- 
nally think we have about reached 
the limit on raising taxes. And both 
think foreign aid is one of the most 
expendable government __ projects. 
Next year, with the Presidential elec- 
tion in November, the whole foreign 
aid program will have to be justified 
at the ballot box. 

So, unless the Europeans come up 
with dramatic results in their rearma 
ment effort there may be a few legis 
lators willing to take the stand for 
another $7 or $8 billion aid program 
in 1953. 

This year’s foreign aid program 
carries over to mid-1952—and _ that 
underwrites a continuing strong mat 
ket for United States exports through 
this winter. The emphasis will be in 
creasingly on priority equipment, 
however, Europe will have fewer and 
fewer dollars to spend here, so will 
tighten up on all buving that isn’t 
directly essential to defense. 

Controls on American imports are 
also likely to tighten. The Intet 
national Materials Conference, for 
example, recently divided up the 
world’s supply of copper. Other com 
modities will come under allocations 
in the months ahead. No one can 
forecast with precision how well these 
controls will work—but there’s no 
doubt that the nations will try to make 
them work. 


Europe and the Campaign 


Europe’s problems may also become 
a major campaign issue here. Presi- 
dent Truman has sponsored the 
shaping of our whole foreign policy 
particularly foreign economic aid, the 
North Atlantic Organization, and the 
new mutual security program. 

These are all involved now. If 
Europe really begins to make progress 
in building military strength, the 
President's policies may continue. If 
not, the United States would have to 
recast its whole foreign policv—as the 
nation prepared to go to the polls. 

General Eisenhower is also deeply 
involved in Europe's affairs. With 
these two likely to be central figures 
in the campaign next year, Europe’s 
problems may have a decisive bearing 
on the Presidential election outcome. 
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SAYS JACK CASH 


No. 1507 
JUST 7 INCHES HIGH—WEIGHS ONLY 22 LBS. 


Where low height and powerful lift- 
ing capacity are required—the 
“Shorty’’ Screw Jack is a wise 
choice for you to recommend. 
Although developed recently, this 
jack has met with widespread 
acceptance and hundreds of them 
are now being used by shipyards, 
contractors and industrial plants. 


WRITE TODAY 


for Bulletins AD-3E and AD-12E 


Your sales manager should THE DUFF-NORTON MANUFACTURING co. 


have copies of these bulle- ¢ 
tins, but we'll be glad to 
send them to you. 


MAIN PLANT and GENERAL OFFICES CANADIAN PLANT 
PITTSBURGH 30, PA. TORONTO 6, ONT. 


“Che House that Jacks Built” 
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Cylindrical grinding small shafts on a high production basis. 


To NORTON 
Distributors 
Salesmen: 


root of 








Roughing drill blanks by through-feed centerless grinding. 


Show Customers 


irrotection 


For Their O.D. Grinding Investment 


Buying machines for O.D. grinding — cylindrical or 
centerless — is a sizable investment, and your cus- 
tomers give a lot of thought to it. 

So this month, in your customers’ preferred metal- 
working magazines, we're telling them that: 

No chain can be stronger than any of its links — and no 


WNORTONK 


ABRASIVES 








grinding machine can be more efficient than its grinding 
wheels. 

We're telling them, too, that there’s a right Norton 
wheel for every O.D. grinding job they do — and that 
you're their one best source for the right wheel for 
each job. 


Gdlaking better products to 
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Remind Customers Of The Many Variables These O. D. Grinding Machines 


entering into correct wheel selection. For example, the ma- Are Paying Off... 

terial, the size and shape of the article being made, the amount WITH NORTON WHEELS 

of stock removal, the dimensional tolerances and finish re- 

quired, the type and condition of machine. Impress on them Se se 
how you're ready to go over every one of these factors with es < 
them — to make sure they’ll get wheels that will perform 

better, last longer and save more time and money. Impress 

on them that Norton uniformity assures the right grinding 

action in every wheel. 


Offer Lower-Cost Grinding 
with these Norton Safeguards 
Norton Abrasives, ALUNDUM* (fused alumina) and 
CRYSTOLON* (silicon carbide), are made in a variety of 
types and grain sizes for best results on every material 
handled in centerless or cylindrical grinding. 





Norton Bonds, vitrified, resinoid, shellac and rubber, are 
available for cool, free cutting action, extra long wheel life 
and just the finish required. 

Norton Service includes the most comprehensive aid in grind- 
ing wheel applications, thanks to your own practical experi- 
ence, plus the specialized information and help Norton makes 
available to you. 


Here’s Your Combination To Lick 
The Toughest O.D. Grinding Problems! 


Your Norton Distributor’s Manual. Handiest, most compre- 
hensive guide to the correct selection of grinding wheels ever 
published. Covers practically every grinding job. 

Your Norton Educational Material — literature on every 
abrasive application, always in ample supply. Also, sound- 
and-color films freely loaned for operator training and sim- 
ilar purposes. 

Your Norton Technical Backing. A Norton Abrasive En- 
gineer is always available to help you analyze your cus- 
tomers’ grinding problems, and make expert recommenda- 
tions. And, backing you both, there is the knowledge and ex- 
perience of the world’s largest manufacturer of abrasives. 


Put This Booklet To Work For You 
Between your visits, an O.D. grinding 
customer’s surest guide is Form 2006, 
The A.B.C. of O.D. Grinding. Besides 
giving him many facts on the selection, 
use, and care of cylindrical and center- 
less grinding wheels, it impresses on him 
the vital importance of getting exactly ‘ 
the right wheels. Make sure every cus- Cyinditent chevider grinding, with wheel head 
tomer gets his copy. eee 


NORTON COMPANY, WORCESTER 6, MASS. 


Distributors in all principal cities 


Abrasives * Grinding Wheels ¢ Grinding and Lapping Machines © Refractories * Porous Mediums 
Non-Slip Floors * Boron Carbide Products * Labeling Machines 


*Trade-Marks Reg.U.S.Pat.Off. and Foreign Countries 


make other products better 


Plunge-cut grinding to a shoulder in a centerless machine. 
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Jacobs advertisements 
like this 
KEEP YOU 
IN THE SPOTLIGHT 





When you sell Jacobs Chucks, you not only get the bene- 
fit of a world-famed product — you also benefit from 
Jacobs advertisements aimed at keeping your customers 


focused on Jacobs and YOU. 





The current Jacobs advertising campaign in AMERI- 
CAN MACHINIST, MACHINE & TOOL BLUE BOOK 
and MODERN MACHINE SHOP utilizes a series of 
entertaining cartoons that register the superiority of the 
Jacobs grip in a manner not easily forgotten. You're in a 
pleasant spotlight when you start your calls by mention- 
ing Jacobs. It gets well-earned attention. The Jacobs Man- 
ufacturing Company, West Hartford 10, Connecticut. 








IFIT’S A 


they nab Dinsmore. 


1 grip like a JACOBS CHUCK!” 


FITS A 


( (a8 if HOLDS... Business for You 


IT HOLDS 


THE JACOBS MANUFACTURING CO., WEST HARTFORD 10, CONN original 1 
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__ Masking Tape 


FOR MASKING e FOR HOLDING 
FOR SPLICING e FOR SEALING 
FOR REINFORCING 


forse roe 
<q =pPpew 


Every call you make on a manufacturer 
has possibilities for the sale of DUTCH 
BRAND masking tape. Here is a con- 
sumed product in daily demand. Today's 
stepped-up production methods call for 
tape for hundreds of uses. Handling 
“DUTCH BRAND” places you in position 
to meet your customers’ requirements. 


DUTCH BRAND masking tape is offered 
with a definite distributor policy that has 
met with distributor favor over a period 
of years. It will pay you to write for full 
information. 


MOLI tg fRUAIE W480 Ee 


CYA FO BMT IAT O44 


$edeg -eagqrag Pu“ew 


VAN CLEEE BROS INC 


Monttocturers Rubber Products [- 1910 
7800 WOODLAWN AVENUE © CHICA 19, KLINOIS 
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... BLACK & DECKER toons 
BLACK & DECKER accessories 








in November 
issues of 

e IRON AGE 

e STEEL 

e MILL & FACTORY 


e FACTORY MANAGEMENT 
& MAINTENANCE 


@ AMERICAN MACHINIST 

e MACHINERY 

e AUTOMOTIVE INDUSTRIES 
e PURCHASING 

e PURCHASING NEWS 


and as a half-page 
in November 10 
SATURDAY EVENING POST! 





--- AND 


™ every one of the more than 
53,750,000 Black & Decker advertisements 
to be run during the coming year, this ad 
is directed toward sending prospects to 
YOU ... the Black & Decker Distributor 

... for demonstrations, complete information, 
expert help in tooling problems. It's 
typical of our policy, built on more than 
30 years of successful selling through 
Distributors—a policy that has paid off, 
for you and for us! THE BLACK & DECKER 
MFG. CO., 617 Pennsylvania Ave., 

Towson 4, Maryland. , 
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Black & Decker Bench and Portable Grinders 


speed up c« wide range of jobs! 


Quality-built models to suMy, 
your needs, give long service! am, 


a 


| pry & DeEcKER Grinders do more jobs because 
of their surprising versatility and ‘‘tailored- 
power’? B&D motors—do them better because of 
their real quality construction! B&D Bench 
Grinders give you dependable, B&D-built con- 
stant-speed motors; streamlined design for more 
work clearance; adjustable U-shaped tool rests 
for better support; strong steel wheel guards for 
extra safety. B&D Portable Grinders give you 
perfect balance for easier handling; splined gear 
mountings for perfect power transmission; steel 
bearing inserts fog smooth running; complete abra- 
sive dust protection for vital parts; extra-safe 
welded steel wheel guards. 


Whatever your problem, see your nearby B&D 
Distributor first for expert help—and for eye- 
opening demonstrations of timesaving, cost-cut- 
ting B&D Tools! Write for free catalog to: THE 
Brack & DeEcKER Mrc. Co., 617 Pennsylvania 
Ave., Towson 4, Maryland. 
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The costliest place 
to catch mistakes 
is here— 





Best-lighted area in most plants today is the 
inspection table. But good inspection light- 
ing can only help catch errors after they 
occur—and time and materials have already 
been wasted. 


The cheapest place 
is here— 





By giving their production workers as good 
light as they give inspectors, your customers 
prevent mistakes from happening. There are 
fewer errors, less fatigue, fewer accidents. 





Photos courtesy Metals & Controls Corp., Attleboro, Mass 


THE BEST WAY IS WITH “5-WAY IMPROVED” 
G-E FLUORESCENT LAMPS IN LIGHTING FIXTURES! 





S a result of recent improvements made 
by General Electric lamp research 
scientists, you now can offer your customers: 


(1) Increased efficiency (improved phosphor) 

(2) Better uniformity (improved processes) 

(3) Less end blackening (purer materials, more 
accurate controls) 

(4) Longer life (new materials and methods) 


(5) Better color rendition (new Deluxe White 
lamps show colors as they really are) 


Workers see better, work better under cool 
fluorescent light with less glare, fewer shadows. 
Newest form of fluorescent is G-E slimline— 
up to 8’ long, single pin base, instant starting. 


FREE BOOKLET! How to light up 
for better production. For your 
copy of “Planned Lighting for 
Industry.”’ write General Electric, 
Department 166-ID-11, Nela Park, 
Cleveland 12, Ohio. 


You can put your confidence in 


GENERAL @@ ELECTRIC 
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A steel hand hoist with ; 
compact, adjustable suspension and trolley i 


The ARMY TYPE WRIGHT SAFEWAY HOIST has a trol- {i 
ley adjustable to various width I-beams. Its unique 
mounting holds hoist close to beam, increasing height 
of lift. Fine for use where overhead is low. Easily 
converted to 2-wheel geared trolley unit. 
LONGER-LIFE FEATURES 
® Steel in all load-supporting parts 
® Load sheaves with five formed pockets 
® Alloy steel load chain 
® Swiveling drop-forged load hook on nape 
® Alloy steel, machine-cut gears ‘ i ASSEMBLY 
® Fully enclosed, self-oiling gear case ( 
® Guide Rollers on Geared Trolleys. 


Your customers will be inquiring about this popular 
new WRIGHT Hoist. Write today for Bulletin DH-269. 


co York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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TIE-IN ON THE SCHOOL BUILDING PROGRAM 


WITH THIS SATE Z LINE! 


12” Lathe 


J-180 
18"'x6" Surfacer 





More and more schools are being built to Pia 
adequately serve the nation’s students. Now, 

and in the years ahead, Extra Profits await the — 
distributor who sells J-LINE WOODWORKING ners 
MACHINES. In demand by light industry, too! | 

Line up with J-LINE, the woodworking machines 

that are known the country over as “the best that 


money will buy”! Write for information. 





A 











BELOIT, ibieel. hii, | 


GRANCH OFFICES CHICAGO. KLINOIS. HIGH POINT 
MONTH CAROLINA, MEMPHIS, TENNESSEE, PORTLAND 
OCEGON 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1951 





Its EXTRAS like these 


that make IMPERIAL DISTRIBUTORS 
HEADQUARTERS for the finest 
in tube fittings 


Here are a few of the many Imperial 
EXTRAS in quality that make tubing con- 
nection work easier, faster and simpler for 
your customers, They’re EXTRAS that make 
your selling job easier, too. You become 
recognized as Headquarters for the Finest 
in Tube Fittings when you handle Imperial. 


TUBING SIZE MARKED ON NUT 
Identifies fittings quickly . . . speeds and 
simplifies tubing jobs. 

Makes it much easier to find needed fittings 
in a hurry. 

Fittings are easier to sort and check. 
Teaches men to recognize fitting sizes. 


FITTINGS ARE FORGED * 


Forged fittings have Greater Strength and 
Toughness. 

They stand up better under pressure, vibra- 
tion and shock. 

Denser grain structure means no chance of 
seepage. 

Greater uniformity means quicker, easier 
assembly. *Elbow and Tee Bodies. 


LONG DRYSEAL PIPE THREADS 


A definite improvement in pipe threads. 


Imperial Tubing Tools 
- ++ @ complete service 
to your customers 

With Imperial you offer a 
complete line of tubing tools 
for cutting, flaring, double 
flaring, bending, reaming, 
swedging, and pinch-off of 
tubing. They are tools that 
help your customers get jobs 
done faster—better . . . tools 
that are the leaders in design 


Longer on sizes 4” and over. 


Provide extra assurance of tighter, stronger 
joints. 


Especially valuable in providing for addi- 
tional takeup when reconnection is necessary. 


Ask for Catalog No. 350 


THE IMPERIAL BRASS MANUFACTURING COMPANY, 511 S. Racine Ave., Chicago 7, Ill. 
In Canada: 33 Church St., Toronto, Ontario 


I M PE it I AL Pioneers in Tube Fittings and Tube Working Tools 
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and Tube Working Handbook No. 369 


and quality. 





A Case Where It Pays To Be “Sticky” 


MANUFACTURER of brass and copper 
products was having trouble with the 
lubricant used on open gears of draw benches. 
The compound did not stick to the gear teeth 
but flew off, and large quantities accumulated 


in the pits under the machines. 


Then one day the maintenance men “cleaned 
house” and applied Keystone No. 122 Heavy. 
... This was back in 1939 and they've been 


using No. 122 ever since. 


As the foreman pointed out: “No. 122 spreads 
evenly over the gear faces and doesn't fly off.” 
Furthermore, it resists acid and alkali; needs 
no heating; is waterproof, and is free from 


hydro-carbon tars and residues. Not only does 


SPECHEALIZED 


this Keystone grease afford better lubrication 
but it also eliminates the costly job of cleaning 
spent grease from the pits. 


Previously, as much as 8 drums were required 
to do the same work now accomplished by 
1 drum of No. 122. 


Performance and savings like these are natural 
with Keystone Specialized Lubricants ... so, 
we urge you, Mr. Distributor, to have your 
prospects run a trial test—for it’s a good entry 
to new sales...and to 
KEYSTONE LUBRICAT- 
ING COMPANY, 21st & 
Lippincott Streets, Phila- 
delphia 32, Pa., Est. 1884. 


repeat business. 


LUBRICANTS 
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ALLOY STEEL. Drilling #364 hole in 
alloy steel forging. Red Shield Service * 
Engineer recommended a surface 
treatment and special point to match 
the job. More than doubled tool life. 





SERVICE. Theres 70 years’ Standard 
experience behind our Red Shield 
Service Staff to help solve your metal- 
cutting problems. Simply call your 
Standard Tool Co. distributor. 


SAVES #30 PER DAY. Special drilling 
machine with four deep-drilling heads for 
drilling ¥%2-inch diameter hole, 14 inches 
long in chrome-nickel-~moly steel shaft. 
Red Shield Service Engineer recommended 
special crankshaft drills with suitable 
surface treatment. Machine has cut 
tooling cost in half. Overall savings 
estimated #30.00 per day. 


STANDARD [OOL (0. wearer 
New York + Detroit > Chicago » San Francisco 


THE STANDARD LINE: Drills « Reamers + Taps + Dies - Milling Cutters + End Mills « Hobs + Counterbores + Special Tools 
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For Fewer Slow Downs, 
Less Lost Time, use 


WHIT\ BY 


CI 


lain Drives 


Whitney Advertising Tells How Chain Drives 
Can Cut Costs...Make Sales For You 


Whitney in over 28 


industrial publications tells your prospects and 


advertising leading 
customers how Whitney Chain Drives simplify 
design problems, cut power transmission Costs. 
These strong, hard selling ads actually open 
the door for you and your salesmen... make 


it easier to sell Whitney Chain Drives. 


In addition, sales aids for your own use, 
— such as self-mailer bulletins, advertising 
reprints, drop-off bulletin’s envelope stuffers, 
catalogs and other merchandising material 


make your sales job easier. 


Remember Whitney Chain Drives... roller, 
silent and conveyer chains, accurately cut tooth 
sprockets and flexible couplings . . . are a quality 
chain drive line known throughout industry for 


its dependable performance and long life. 


Make this year your Whitney year, it will pay 
off in more sales and profits. 


WHITNEY 


AIN COMPANY 


CONN. 


cH 


239 HA 


D 2, 
MILTON STREET, HARTFOR 
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Cushioned drive protects motor — 
Adds extra life to both motor 
and blades. No gears, no 
grease. 


6000 R.P.M. blade speed—Full ball 
bearing, exceptionally cool 
motor develops up to 12 H.P. 


Made of steel and aluminum stamp- 
ings for hard work, severe serv- 
ice. Weighs just 19 Ibs. 


UNDERWRITER’S 
LABORATORY 
APPROVED 





812" Blade 
2-11/16" Cut 
Metal Case, $8.00 Adtl. 


Depth of Cut 
Adjustable from 34” 


For YOUR customers... the Syntron New Porta- 
; ; Angle Cuts to 2-11/16” 
ble Electric Saw that features time and cost —trom 90° to 45 
cutting selling points. Here’s something New ia caste 
to Sell with Extra Sales Appeal. sii satis nite 


rardsenicevithvalwetectues. SYNTRON COMPANY 


hard service with value features 
of outstanding quality. 900 Lexington Ave., Homer City, Pa. 

















To Serve You Better 


Yes... on all types of welded chain, weldless chain, 
hoists and other material handling equipment you 
now can get better service from your nearby Round 
Chain Company. 

Here's why: 

Every Round plant and warehouse has been modern- 
ized. Production is streamlined. A new production 
and inventory control system is another step in our 
continuing program to handle your orders promptly 
and efficiently. 


The Round Engineering Department has been 
strengthened and enlarged . . . is now second to 
none! It is developing new and better products 
for you. 


Without cost or obligation, you may call one of our 
skilled engineers to consult with you on your prob- 
lems of materials handling and all other chain uses. 


Each Round Chain Company is managed by experi- 
enced, capable executives. Many of these men have 
grown up in the chain industry . . . have spent most 
of their lives with the Round organization. Others 
are younger executives . . . graduates of the Round 
training program. 


Finally, Round Chain Companies can serve you 
better because they have a background of 82 years 
in the chain industry! 





CHAIN FOR EVERY NEED 


INDUSTRIAL © FARM 
HOME «© AUTOMOTIVE 


Sling Chains © Railroad Chains ©@ Log Chains 
Farm Chains * Marine Chains ¢ Tire Chains 
Building Chains @ Fittings and Attachments 
Bronze Non-sparking Chain 
“Ohio” Hand Chain Hoists (all types) 
Electric Hoists ©® Trolleys * Winches © Crabs 
Hoist Chain for all hoists 


Security in Every Link 
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THREAD pice edie 


BY HAND OR MACHINE 


wih TOLEDO 


Light weight, low 
cost! Toledo No. 
1R Threader, 1” 
to 2” pipe. 


Good tools help your customers speed 
up pipe fitting and beat high costs! 

Always recommend genuine TOLEDO 
Pipe Tools and Power Pipe Machines—for top-speed 
production, long life and satisfaction! Each Toledo 
designed for easy handling, faster cutting...ina 
complete range of capacities. Hand Tools, all pipe sizes, 
4%” to 12” and 4” to 1”’ bolts. Power pipe 
machines, up to 2” and 4” capacity. Mechanics will do 
better work, faster and easier with time-proven Toledos— 
the choice of experienced hands for nearly half-a-century. 
The Toledo Pipe Threading Machine Co., Toledo, Ohio. 
New York Office: 165 Broadway, Room 1310. 


For close corner work, 
Toledo No. 11 Ratchet 
Threader, 4%” to 14%”" 


ACHINESA.POWER DRIVES cin 


Toledo No. 999 2” 
Power Pipe Machine, 
wheel or knife cut-off. 





ret 


THE ABRASIVE PRODUCT 
Keep your cutting tools BAY STATE Koolpore Tool Resi 
in “fighting” condition. Grinding Wheels. 
BAY STATE tool wheels ; 
manufactured with KOOLPORE 
specifications are ideally 
suited for sharpening 
broaches, cutters, reamers, 
end-mills, taps, hobs, 
counterbores, etc. They 
are ideal because of 
their extra cool, fast- 
cutting ability ...a 
protection from excess 
heat that can ruin the 
edges of your valuable, 
hard-to-get cutting mor coe 
LAPOINTE MACHINE TOOL co. 
_ tools. , hi GRINDING JOB sr 
Ask for BAY STATE “on-the- ROAC eer 
pol engineering help on your broach : ee ae This type of — 
next abrasive job. mackie 


: shing th i 
diameter of tank track links, — io 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass. 
Branch Offices and Warehouses — Chicago, Cleveland, Detroit, Pittsburgh 
In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ontario 


4 eoMES WITH STREN G Sn 


f a = ,. 
~ a SECURIT nt 
‘ 
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e(( CMH FLEXIBLE METAL HOSE 


and watch 
your profits go UP! 


With the CMH line of flexible metal hose 
products you sell a complete line. There is a 
CMH hose type for virtually any connection 
subject to vibration, misalignment, flexation 
or expansion and contraction. You are able 
to offer your customers an economical and 
dependable solution to troublesome prob- 
lems—at a nice profit to yourself. 





The CMH distributor policy is sound— 
your activities are backed by an extensive 
advertising and sales promotion program 

. engineering and product application as- 

REX-WELD corrugated steel REX-TUBE convoluted bose is sistance is available when required . . . profit 
and bronze hose is available in available in a variety of types 


standard sizes from 4" through 12" including square locked, ball margins are liberal. 


LD. for burst pressures to 12,000 bearing and fully interlocked Write for complete information. today. 
psi, temperatures to 1000° F, in a variety of metals including ) 
Stainless steel types also available. steel, bronze and other alloys. 


Cant pete aee CHICAGO METAL HOSE Corporation 


heve ‘ed indy 
for po rT) nen 1314 S. Third Ave. * Maywood, Ill. + Plants at Maywood, Elgin, Rock Falls, and Savanna, Ill. 


In Canada: Canadian Metal Hose Co., Ltd., Brampton, Ont. 


ONE DEPENDABLE SOURCE 


fér every flexible metal hose requirement 


Conveluted and Corrugated Flexible Meta! Hose in a Variety of Metals » Expansion Joints for Piping Systems 
Stainless Stee! and Brass Bellows * Flexible Metol Conduit and Armor + Assemblies of These Components 5 


| 
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SO ONAN 


. Head radii 
. Head diameter 
. Body diameter 


Thread form 
Lead error 
Thread size 


. Rockwell hardness 
. Head- Body - 


Thread concentricity 


. Head height 
. Socket size and depth 


ALLEN 
DISTRIBUTORS 


tie up with 
scientific chart control. 
It’s the newest plus 
in your Allen Franchise. 


KNOW 
THE SCORE 
ON 
CHART 
CONTROL 


It can be of 
major usefulness to many 
of your best customers. 
Illustrated book on the basic 
facts of Chart Control 
FREE to Allen Distributors. 


Write the factory on 
your business letterhead. 
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Shoulder screws . . . Allenuts 
Flat head cap screws . . Keys 
Dowel pins . . . . Pipe plugs 


4, 
mits - oe 


The important help that an 
experienced supplier can give 
you in times of shortage. 


Neen NINN 


| 
) 
i 
| 
| 
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HOW TO CUT MAINTENANCE COSTS 
AND GET LONGER SERVICE WITH 


KENNEDY 


z JOB-FITTED VALVES... 





“~ 











Economy and ease of maintenance are built 
into KENNEDY valves because they are JOB- 
FITTED...every valve specially designed and 
engineered for the job it has to do. 

When you plan a valve installation you 
can find the right valve for the job in the 
complete KENNEDY line . . .and, for depend- 
able service far longer than the average, 
keep these points in mind... 

AVOID EXPOSURE TO ABUSE — Install valves 
outside of busy traffic lanes where machinery and 


other heavy objects are likely to smash into and 
bend the stem. 


USE UPRIGHT POSITION whenever possible with- 
out hindering convenient operation. This elimi- 
nates the danger of trapping in the bonnet any 
sediment likely to damage the stem. 


AMPLE CLEARANCE is necessary for rising stem 
gate valves to avoid excessive seat and disc wear 
if valves cannot be fully opened. Use non-rising 
stem valves where headroom is limited. 


WHEN CRAMPED FOR WORKING ROOM, KEN- 
NEDY JOB-FITTED valves can speed inspection 
and maintenance because they are designed so 
that the bonnet and stem assembly can be quickly 
removed and reassembled. 


INSTALL VALVES WITHIN EASY REACH, so that 
they can be operated safely and conveniently, 
without reaching or climbing. 











TROUBLE-FREE PERFORMANCE REQUIRES STRONG, TIGHT JOINTS 


SCREWED JOINTS demand clean, sharp 
threading. Wire brushing of all threads, fol- 
lowed by wiping with a clean cloth, will 
readily remove rust and loose dirt. Dam- 
aged and bent threads can generally be 
straightened with a tap or die. A good 
thread lubricant, applied sparingly to the 
male threads only, will reduce the friction 


FLANGED JOINTS must first be accurately 
aligned to prevent any strain that might dis- 
tort the valve seat and cause faulty opera- 
tion. A solvent-soaked rag will thoroughly 
clean and remove any rust-preventative on 
the flanges. To assure proper seating, the 
gasket should also be wiped clean. Lubri- 


SOLDER JOINTS on copper tubing lines— 
The Kennedy JOB-FITTED Solder Joint 
Valve is specially made for easy installation 
on this type of service. The tubing ends 
should first be squared with a fine hack saw 
blade. A file will remove the burrs. Then 
clean the inside end of the valve and the 
outside end of the tubing with steel wool. 


HOW TO RECOGNIZE A GOOD FLANGE. 
A few quick visual checks can give you a 
fairly good idea of the quality of a flange. 
The outside diameter should be a true cir- 
cle; bolt holes equidistant from the edge, 





HOW TO RECOGNIZE GOOD THREADING. 
Threads must be correct diameter and 
length for the nominal size of the pipe. Be 
sure the threads are cut clean, so they will 
take up properly...and free from grit and 


TO HELP YOU BOOST YOUR VALVE PROFITS, 
take advantage of the Kennedy Distributor Plan. it includes catalogs, 
literature and other sales promotion pieces for your customers . . . 
plus special selling aids and services for Kennedy Distributors, all free 
of charge. And to build demand in your market, all Kennedy products 
are extensively advertised in the trade publications your customers 
read. Write today for full details on the profit-boosting KENNEDY 
DISTRIBUTOR PLAN. 


and make it easier to pull up a tight joint 
without the danger of wrench damage to the 
pipe or threads. Guard against pulling a 
screwed joint too tight. This can often in- 
jure the valve seat. Always be sure to apply 
the wrench to the valve hex nearest to the 
joint being made up to prevent distortion 
of body and seat. 


cating it with graphite will make removal 
easier when it is necessary to open the joint. 
The addition of a bit of thread lubricant on 
the bolts will speed installation. You can 
also protect the flanges from uneven stress 
by tightening all of the bolts gradually, 
rather than one at a time. 


Rub until all the dull spots are gone and 
take care to wipe away all metal particle: 
Coat the contact surfaces thoroughly with 
good flux and insert the tubing as far as i 
will go in the valve socket. Finally, heat th 
joint before applying solder—and use jus 
enough solder to completely fill the join 
Remove excess solder with brush or cloth 


equidistant to each other, and straddling th 
vertical and horizontal center lines. Flanged 
faces should be machined flat and ever 
preferably with serrated finish which tend 
to hold gasket in place, prevent blowout 


sediment which could cause mutilation o 
threads or undue friction heat in making 
up joint. Beginning of thread should sho 
good chamfer of at least one full thread 
depth to permit easy entrance of pipe. 


, x KENNEDY 
~'\\ JOB-FITTED 
VALVES 


y we = ~ Designed and 
é 2 ia ered 
\ i 4 


THE KENNEDY VALVE MFG. CO. + ELMIRA, N. Y. 


VALVES « PIPE FITTINGS + FIRE HYDRANTS 





“MARVEL” #4s 


Always HAD the edge 





MARVEL High-Speed-Edge Blades assure Faster, more Accu- 
rate cutting with proven Economy and complete Safety. Only 
the MARVEL is a composite blade with a high speed steel cut- 
ting edge electrically welded to an exceptionally tough, strong 
alloy steel body. 


The High-Speed-Edge does the cutting while the alloy back, 
with hardened eyes, carries the load. Blade tensions up to 
300% higher than those possible with ordinary blades are 
recommended. This greater tension is confined to the cutting | 


or leading edge by the location of pin holes (exclusive MARVEL 
design feature) and cannot be overcome by work resistance. 
Heavier feeds and greater speeds are practical without “run 
out.” 

High-Speed-Steel cut- 
With greater accuracy, higher production and lower costs per * ting edge 
cut, come the extra dividend of Safety, for MARVEL High- - 
Speed-Edge Hack Saw Blades are Positively Unbreakable— 


they will not shatter. Tough _ unbreakable 


alloy steel body with 
MARVEL High-Speed-Edge Hack Saw Blades cost no more hardened eyes. 

than ordinary blades. MARVEL High-Speed-Edge Holes Saws 

not only have the “edge” but the tough alloy steel bodies which 1&2 Integrally welded to 
give them the extra strength needed for deep work on drill ” ‘mehe @ feet-cattia 
presses and lathes. MARVEL Band Saw Blades come welded ' , "9, 
to size ready for use, packaged in individual boxes . . . these “e- lasting Composite 
three lines of superior metal-cutting saws constitute the very blade that is positively 
finest blade service you can offer your customers. unbreakable. 





ARMSTRONG-BLUM MFG. COMPANY 


“THE HACK SAW PEOPLE” 
5700 BLOOMINGDALE AVENUE CHICAGO 39, ILLINOIS 
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Reamer Facts 


Reamers are "Size" tools. When they become 
worn to the point of being undersize they 
must be discarded or ground to a smaller 
size. It follows that you will want to use 
reamers that will produce the greatest num- 
ber of holes between grinds and also give 


the largest number of holes per reamer. 


Whitman & Barnes Reamers 


Whitman & Barnes Reamers are designed, 
manufactured and heat treated to produce a 
maximum number of holes before regrinding 
is necessary. They hold an enviable record for 
economical performance in many of the largest 


production plants here and abroad. 


Then too, Whitman & Barnes stock line of 
reamers include types suited for practically 
every reaming operation. They can be 
obtained from reliable distributors every- 
where. Special reamers made to your blue- 


print or specifications. 


Makes of hue bool Shave lt?” 
CALL YOUR LOCAL DISTRIBUTOR 


a 


sea a ee 


TT ulas 


UTH, MICHIGAN 


NEW YORK e CHICAGO + LOS ANGELES + HOUSTON 
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Selecting the “lay” 
of wire rope 


@ An important characteristic of a wire 
rope is its /zy—the relative directions in 
which wires in the strands, and strands 
in the rope are twisted. 


In regular lay rope, the wires in the 
strands are twisted in the opposite direc- 
tion to the strands in the rope. 


However Jang lay rope—in which 
wires and strands are twisted in the same 
direction—offers several advantages: 





i 


@ it flexes better 
@ it has more resistance to abrasion 


SS 


@ it has more resistance to bending fatigue 


SS 
—s 


— WSDSD 


When choosing /ang Jay, be sure to 
specify that it be “preformed”. An extra 
operation in the manufacture of Upson- 
Walton’s LAYRITE preformed rope 
forms the wires and strands in a fixed 
spiral. This frees each part from internal 
stress. Years of rugged service have 
shown that Upson-Walton’s LAYRITE 
wears longer, Cuts maintenance costs. 





Specify it on your next tough job. 


THE UPSON-WALTON CO. 


CLEVELAND, OHIO 
NEW YORK e CHICAGO e PITTSBURGH 


wire rope ¢ rope fittings 
¢ tackle blocks 


MATCH YOUR WIRE ROPE TO YOUR FITTINGS AND BLOCKS...ONLY UPSON WALTON OFFERS ALL THREE 
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“SKILSAW backs their line with 
complete support and service!” 


—says the Wm. H. Ziegler Co. Inc., Minneapolis distributor 
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The Wm. H. Ziegler Co. Inc., in Minneapolis, Minnesota is a 
distributor of SKIL Tools exclusively. This highly successful company 
is enthusiastic in its praise of the SKIL line and SKIL selling support. 


tall 
“Our experience with SKIL Tools has been excellent?” Ce Deeds 


<< 
-.. says Mr. Larson, manager of the Industrial Sales ating A i | 


Division of the Wm. H. Ziegler Co. Inc. — 


C. A. NELSON, (standing), manager of SKILSAW'S 
Mr. Larson adds, ‘SKIL Tools meet every requirement for highest Minneapolis Branch, discusses the SKIL line with S. H. 
Haigh, salesman in the Industrial Division of the Wm. 
H. Ziegler Co. Inc. 


customer satisfaction. Every detail of quality shows in these well- 
designed, efficient and rugged tools.’’ He continues, “The SKIL Sone a 

: a ‘ Mr. HAIGH, salesman for this distributor, says, “SKILSAW 
line is backed by specialized service and parts facilities right here in keeps its promises—helps us keep ours. The coopera- 
tion we receive from SKILSAW branch representatives 
i has enabled our salesmen to build long lists of satisfied 
the kind of tools and service they require!” customers!” 


Minneapolis. Only with the SKIL line can we give our customers 


Call Your Nearby SKILSAW Factory Branch Office for Complete Information 


SKIL Products are made only by 
SKILSAW, INC. 
5033 Elston Ave., Chicago 30, Illinois There’s A SKIL Tool 
SKILSAW Factory Branches in principal cities 
In Canoda: Skiltools, Ltd., 3601 Dundas Street West, For Every Purpose, 


Toronto 9, Ontario Every Place ee 


PORTABLE @ TOOLS ay Asien 
GY ,f >= To Miss A Sale! 
SKIL Saws SKIL Drills SKIL Sanders SKIL Grinders 








Just about. It takes that many 
different combinationstomake 
sure that you—big user or 
small user—get exactly the 
right pump you need 

That's why we manufacture 
Worthington centrifugal 
pumps in over 10,000 standard 
combinations of capacities, 
heads, casings and mountings 

Types CN (frame-mounted 


Are 10,000 pumps enough for you? 


and DN (built-in motor) are 
made in capacities from 10 to 
1800 gpm, heads to 535 ft., 
with 40 sizes of pump casings 
and 200 combinationsof frame- 
mounted designs. 

And— maximum inter- 
changeability of parts! 

Get the habit of asking for 
a Worthington— you'll get ex- 
actly the pump you want 





The Fruit Was 
in a Sweat 


- z 


...and So Was 
the Pump 


They suddenly began having a hot 
time of it at a fruit and produce 
company near the Dillon Supply 
Company in Raleigh, N.C 





Type CN, frame- 
mounted, isa real “any- 
drive” pump—readily 
driven by electric mo 
tor, V-belt, orany other 
source of mechanical 
power 


A centrifugal pump used in their 
refrigeration system had called it a 
day, and the temperature was ris- 
ing in the rooms where the produce 
was kept. Without refrigeration, 
the perishables would have indeed 
perished 

But a frantic call to Dillon lo- 
cated, in the distributor's stock of 
Worthington centrifugal pumps, 
exactly the size needed. Prompt de 
livery and not a lettuce leaf 
was allowed to wilt 








Type DN is the famous 
Worthington Monobloc 
design—compact, stream- 
lined, with built-in motor 
On both types, liquid ends 
are interchangeable, and 
can be equipped with 
either conventional pack- 
ing or mechanical! seal 


It's another example of the wis- 
dom of depending on your Worth- 
ington Distributor. No distributor 
offers more pumps no distribu- 
tor offers more value in pumps 
than a Worthington distributor 


The Customer 
Can't 
“Stick” You. . . 


No matter what pump specification he has... you can give him 
exactly what he wants—J/f you handle the Worthington line of 
standard centrifugal pumps... 10,000 standard combinations of 
capacities, heads, casings and mountings. 











S leecianienienientastentenentententents | 


Worthington Pump end Machinery Corp 
Pump and Compressor Merchandising Div 
Herrson, NJ 

Send lates! bulletin on Worthington Centrity- 
ge! Pumps. Any other (type) 


Compeny 


ae, 
THE GOOD RIGHT HAND OF INDUSTRY aati 
POWER TRANSMISSION shoeves ait COmPRESSORS 
V-belt, werteble speed drives. weteresled, erected 


1 1 
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PUMPS commitvgel City Stave 


power cotery seem ee ee 














As we keep telling your customers in ads like this one—No dis- 
tributor offers more pumps . . . no distributor offers more value in 
pumps... than the Worthington distributor. 

Worthington Pump and Machinery Corporation, Pump and 
Compressor Merchandising Division, General Offices: Harrison, N. J. 


WORTHINGTON 
= (ON 


<A 
no 
THE GOOD RIGHT PA HAND OF INDUSTRY 


POWER TRANSMISSION: 
sheaves, V-belts, variable speed drives 


PUMPS: 
centrifugal, power, rotary, steam 


AIR COMPRESSORS: 
water-cooled, air-cooled 
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NATIONAL 


(oot wr PE 


OFFERS MORE....-. covccccccccs USED MOST! 


COMPLETE UNIFORMITY 


6 SPELLERIZED 


Uniform metallic structure, 
ductility, strength, corro- 
sion resistance, surface fin- 
ish and diameter. 


EASY CUTTING AND THREADING 


Absence of slag inclusions, 
laminations, and blisters as- 
sures smooth, strong threads 
... clean cuts. 


EASY TO BEND 

National Pipe has that extra 
strength and ductility so 
necessary to meet the de- 
mands for smooth, uniform 
bends. 


SOUND JOINTS 

Uniformity and accuracy 
in manufacturing have made 
unequalled pipe jointing re- 
cords for National Pipe . . . 
whether welded or threaded. 


SCALE-FREE 

National Scale-Free Pipe 
avoids damage to valve 
seats and clogging of small 
orifices. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


Special rolls work the bloom 
surface to eliminate irregu- 
larities and produce a dense, 
uniform surface. 


RIGID CONTROL 

From the raw material to 
finished product, one organi- 
zation has rigid control over 
the manufacturing steps that 
produce National Steel Pipe. 


THOROUGHLY TESTED 

Each and every stage of pro- 
duction is carefully checked 
by the finest instruments .. . 
the most experienced men. 


CONSTANTLY IMPROVED 

For over 60 years, National 
Steel Pipe has constantly 
been improved to meet the 
most difficult requirements. 


NATION-WIDE ACCEPTANCE 
A cross section of industrial 
or building applications will 
show a predominant use of 
National Pipe . . . largest 
selling pipe in the world. 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL Stee! PIPE 
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WORLD'S LARGEST PRODUCER OF SOCKET SCREWS 


SPS 


stalnparo| PRESSED srgrt co. 


JENKINTOWN 13, PENNSYLVANIA 








that holds customer ia __| 


By offering practical, down- 
to-earth information 

through magazine advertising 
and service bulletins, Fafnir 

is helping Distributors to main- 
tain the interest of their 
customers and prospects regard- 
less of current conditions. 
Notice how the advertisement 
reproduced here offers a 
simple, inexpensive solution to a 
problem. This is one of a 

series that is appearing regularly 
in FACTORY, MILL & 
FACTORY and PURCHASING. 
New service bulletins are 

giving Fafnir Distributors new 
Opportunities to strengthen 
customer relationships. The 
Fafnir Bearing Company, 

New Britain, Conn. 
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* A series of Fafnir Service Bul- 
letins provide tips on how to 


get the most value from Fofnir 


B A L L B E A R i N res S Pillow Blocks and other Power 


Transmission Units. 
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Anticipate your need... 


for these ESSENTIAL CHUCKS! 











Once again, as metal working industries 
pick up the load on military production, 
most orders for chucks are coming through 
stamped “urgently needed” . . . while prac- 
tical delivery dates extend further and fur- 


ther ahead. 





That being so, you can save your pur- 
chasing department a lot of chuck procure- 
ment worries later on by making a systematic 
check of essential chuck needs RIGHT NOW 


and then passing on your orders at once 





for indicated future delivery. We'll be in a 
much better position to schedule deliveries 
as you need them to meet your own tight 


schedules. For fast service buy through your 


Industrial Distributor. 





THE CUSHMAN CHUCK COMPANY 
HARTFORD 2, CONNECTICUT 








WRENCH OPERATED ' AIR OPERATED 
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WILLIAMS ADVERTISING 


“we, SELL 


> In keeping with the times, Williams 
advertising now emphasizes ways and 
means of getting more usefulness and 
productive value out of Williams Tools. 
So far this year, 18 “Memos to Mechan- 
ics” have been produced. These help- 
ful, factual messages appear in the form 
of full page advertisements, in all the 
business papers on Williams Advertis- 
ing Schedule. Reprints, punched and 
trimmed for loose leaf binders, are 
offered to readers at no cost. 

Requests for these reprints flow in at 
an ever-increasing rate... providing plus 
advertising coverage of your industrial 
customers. 


(This standard signature appears in all 
Williams advertising) 


OPEN END, BOX, ADJUSTABLE & RATCHET WRENCHES; DETACHABLE SOCKETS & 
SETS; IMPACT SOCKETS; TOOL HOLDERS; LATHE DOGS; “C’” CLAMPS; CHAIN 
SOPWRE TONGS & VISES; FLANGE JACKS, PLIERS; SCREWDRIVERS; PUNCHES & 
~ GHISELS; SOFT FACED HAMMERS; HOIST HOOKS; EYE BOLTS; ROD ENDS; CRANK 
~ & BALANCE HANDLES; THUMB SCREWS & NUTS; BODY & FENDER TOOLS. 


tages 





lee —_ 


J. H. WILLIAMS & CO., BUFFALO 7,N.Y. Qisiiclulors Everywhere 
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GamWwork bie 


Supplying American Industry with the 


right tools — promptly and economically — 





is no job for a “one man band!”... It takes 
teamwork — teamwork carefully planned and 
properly executed .. . The teamwork carried 
on by E. C. Atkins and Company and the 
Industrial Distributors of the Nation is a good 
example! .. . Working together—as a team — 
we provide Industry with standardized products 
— such as “Silver Steel” Hack Saw Blades, Band 


Saws, Circular Saws, and files. 


E.C. ATKINS AND COMPANY 


> + 

*ao, wre 
Home Office and Factory: 402 So. Ilinois St., Indianapolis 9, Ind. A T K | 5 S 
ATEIMS BL WATS antaD 


Branch Factory: Portiand, Oregon 
Knife Factory: Lancaster, New York 
Sales Offices: Chicago . Portiand . New York 
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CARBORUNDUM 
YOUR -RANCHISE 


“Carborundum” and "Aloxite” are registered trademarks which indicate manufacture by 
The Carborundum Company, Niagara Falls, New York 


50 INDUSTRIAL DISTRIBUTION © NOVEMBER, 1951 





CUSTOMER CONFIDENCE 


The CARBORUNDUM distributor can look to 
the future secure in the knowledge that 
customer confidence will continue to operate in 
his favor. He has two outstanding advan- 
tages: (1) the recognized excellence of abra- 
sive products by CARBORUNDUM. (2) the com- 
plete freedom of selection of product, and 
thus of product recommendation, which 
builds confidence among his customers... 


Always the 
RIGHT abrasive product 


Only CARBORUNDUM offers a complete line of 
abrasive products. With the CARBORUNDUM 
line alone, you can always recommend the 
right abrasive for any specific job and inspire 
the feeling in customers that your recom- 
mendations are free and impartial. Continu- 
ing developments at CARBORUNDUM provide 


up-to-date information on applications and 
methods...they serve as an ever-broadening 
background that lends authority to your 
recommendations. 





The Best Known Name in Abrasives...which has 
produced unique profit-building accceptance and recogni- 
tion of the CARBORUNDUM brand. 

Attraction of Allied Franchises from Other 
Quality Lines... broadening the opportunities for better 
service to your Customers. 

New Developments... resulting from CARBORUNDUM'’s 
insistence On continuous product improvement. Sales ma- 
terial on new products and applications is vital in main- 
taining distributor service on a sound competitive basis. 


Intelligent Technical Counsel... based on many years 
of practical experience in the solution of widely varied 
problems of abrasive application. 

A Single Source of Supply...with reduction and 
simplifying of stock records, shipping orders and invoicing, 
and improved stock control. 

Integrated Sales Planning...close support of com- 
prehensive training courses for distributors’ salesmen, and 
cooperation in sales and service from our highly trained 
field staff. 

Advertising and Promotion...‘ pre-sclling”, to help 
make sales calls more effective. 

These features of the CARBORUNDUM Franchise add up to 
a substantial “plus” factor that is highly valued by lead- 
ing distributors. 


or 


MARK 


DISTRIBUTORS 


supply ALL Abrasives under one brand name 
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Wek mou diled 





show customers how to save setup time 


and speed part output 


witty WALKER-TURNER 


DRILL HEADS 


(Right) Simultaneous Drilling Operation s 
On this job, four standard Walker-Turner 
Drill Heads are mounted horizontally to 
drill both ends of two double-end tube 
closures simultaneously. 8 separate opera- 
tions are consolidated into one, saving 
machining time 


(Below) Multiple Mounting 

“In-line” arrangement of Walker-Turner 
Drill Presses can speed part output on 
many jobs where a series of holes are to 
be drilled, tapped, reamed or counter- 
bored in a single work piece. Multiple 
models such as this have been in constant 
use for over 5 years. 


To increase your sales 
opportunities 

...to help your customers meet 
current production demands, 
this adaptability of Walker- 
Turner Drill Heads will be 
stressed in Walker-Turner ad- 
vertising in leading industrial 
publications for October. And, 
as always, readers will be told, 
“Your Walker-Turner Distrib- 
utor can help you”. 


SOLD ONLY THROUGH AUTHORIZED DEALERS 


WALKER+TURNER 


e DIVISION 


KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, -N. J. 


(Above) Overhead Drill Press Assembly 
To reduce overall drilling time, an 
aircraft manufacturer mounts a 20” 
Walker-Turner Drill Head on a 
sliding carriage supported by an 
overhead steel tube. Ball bearings 
in carriage provide easy lateral 
movement. Head may be swung in 
a complete circle. 


(Below) 2 Drill Heads Working at Once 
To rough grind lens blanks to 
specified curvature, two Walker- 
Turner Drill Heads here work in 
conjunction. Not only is machin- 
ing time reduced substantially, burt 
the required accuracy is assured. 


Drill Presses * Radial Drills * Tilting Arbor Saws * Belt and Disc Surfacers * Metal-Cutting Band Saws * Metal-Spinning Lathes * Spindle Shapers * Jointers 
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Shake well before using 


There’s nothing wrong with your eyes or your 
glasses. This just happens to be a shaky subject. 

Among the thousands of instruments we de- 
sign and build are oil pressure gauges for road 
machinery and jeeps. And, as anyone who has 
ever ridden them knows, they are not places for 
gauges with a weak constitution. 

To test these gauges, we put them on a gadget 
dreamed up by our engineers—a vibration tester. 
Its 3000 vibrations a minute—enough to shake 
the bejabers out of any instrument—soon tell us 
if a gauge can stand the rigors of rough roads. 


The vibration tester is an indication—a small 


indication—of the pains USG takes to engineer 
instruments for enduring accuracy. It’s a sample 
of the thoroughness applied to developing gauges 
for home freezers, for airplanes, Diesel loco- 
motives, paint sprayers, Compressors, pressure 
cookers, weather balloon instruments—to name 
only a few USG applications. 

Have you a problem in the field of thermom- 
etry, pressure measurement or control? Call on 
us to show you what we have done for others, 
what we might be able to do for you. United 
States Gauge, Division of American Machine 


and Metals, Inc., Sellersville, Pa. 


Lully Drauges Cnyinecral for Cnilitiing G eters 





PRODUCTS OF UNITED STATES GAUGE 


Absolute Pressure Gauges © Aircraft Instruments * Air Volume Controls « Altitude Gauges © Boiler Gauges ¢ Chemical 


Gauges * Mercury, Gas, and Vapor Dial Thermometers * Glass Tube and Industrial Thermometers ¢ Flow Meters © Inspectors’ Test Gauges © Precision Laboratory Test Gauges 
Marine, Ship and Air-Brake Gauges © Voltmeters © Ammeters * Welding Gauges 
OTHER DIVISIONS OF AMERICAN MACHINE AND METALS, INC., AT SELLERSVILLE, PA.: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS 
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Thousands 
| THE LINE THAT GIVES 


| of Peake : 
MONO.-BILT tat Tom QUALITY Fat 
Wire Wheel Brushes EVERY 


INDUSTRIAL 


Now in Service NEED 


Power Driven Wire Wheel Brushes 
“Mono-Bilt” 
ificati > “Steel-Clad” 
Specifications calling for greater toler- “Dura-Bilt” 
ance requirements in today’s production bsnl 
has increased the need for Mono-Bilts. —aaer 


Now wide understanding of the ability Fine Wire Polishing Wheel 


of Mono-Bilts is bound to create a prof- “Sturdi-Bilt” Wire Cup Brushes 

itable market for the future. Fibre Wheel Brushes 

Wire Scratch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 

Miscellaneous Maintenance 
Brushes 


YOUR MARKET 





Mono-Bilt Wire Wheel Brushes are 


Steam & Electric Railroads 


applicable to many power brushing Marine Industry 


operations. Bulletin 42-61R de- Aviation 

. - Power Companies 
sc 

ribes our complete line of Power Public Works 


Driven Brushes. Quarries 
Mines 
General Contractors 


THE MILWAUKEE BRUSH Chemicals 


Ceramics 
MANUFACTURING CO. Public Buildings 


2212 2236 North 30th Street Paper Mills 
Food Industries 


Packing Plants 

Dairies 

Textiles 

Metal Working Industries 
Wood Industries 

Glass 


Milwaukee 45, Wisconsin 


INDUSTRIAL 
BRUSH PROBLEMS 
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RELIANCE SELLS YOU 
Another advertisement in the out- 
standing Eaton-Reliance series that 
is helping distributors to bigger 
sales and better customer relations. 
We'll gladly furnish reprints. 


You Can Pay More and Save Money by 


Buying from an Industrial Distributor 


® The amount on the invoice is only 
a part of the cost of industrial sup- 
plies you use. 


® Analysis of plant cost studies by 
a well-known trade publication* 
shows the average annual cost of 
carrying industrial supplies stocks 
is 10.55% of the purchase price. 
Broken down as follows: 
Storage Facilities 1.84% 
Insurance and Taxes .99% 
Freight and Cartage 1.70% 
Handling and 
Distribution 
Depreciation and 
Obsolescence 1.47% 
Interest on Investment 1.51% 
Total 10.55% 
. this means every $1,000 worth of 
supplies you carry actually costs you 
over $1,100 at the end of the year. 


® When you let your industrial dis- 

tributor carry your stocks and de- 

liver them as you need them, you 

save this added cost. 

® This is only part of the saving. 
® Being close at hand, he can 
be reached easily by a phone 
call, and can make prompt 
emergency deliveries, often sav- 
ing costly production shut- 
downs and customer good will. 


® Since he carries large stocks 
of many items you use, your 
buying practices are simplified 
and buying costs correspond- 
ingly reduced. . 


*Industrial Distribution 


® His catalog gives information 
on many products you use. 
® Costly paper work is drastic- 
ally cut. One purchase order, 
one invoice and one check may 
cover dozens of items you order. 
® Considering these economies, you 
can pay more and make important 
savings by buying from an industrial 
distributor. 


® Get better acquainted with your 
industrial distributor and let him 
know your problems. 


His long 
experience and up-to-the-minute 
knowledge of new developments, 
trade practices, and engineering 
details can be invaluable to you. 


RELIANCE DIVISION 
EATON MANUFACTURING COMPANY 
MAIN OFFICE AND PLANTS: MASSILLON, OHIO 
Sales Offices: New York, Cleveland, Detroit, Chicago, 
St. Louis, San Francisco, Montreal 
In Canada: Eaton Automotive Products, Ltd., London, Ont. 








3) 


Dependable Distributors 
stock Dependable 


REWJANCE 
ypeoing 


LOCK WASHERS 





a 





Reliance Spring Lock Washers are manufactured to Government Specifications 
in Carbon, Alloy, and Stainless Steel, Phosphor Bronze, K-Monel and Aluminum. 
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Sheave Rims are made 
from light weight, stress 
free, semi-steel castings, 
accurately machined and 
carefully balanced to 


aS w\ INTERCHANGEABLE HUB 
Holes in Web of Rim and ® t ] ] 

Hub are drilled to template 

to assure interchangeabil- 


ity and quick mounting — 
no special tools necessary. 


Hubs are bored to shaft 
size and keyseated —no 
bushings to work loose and 
cause trouble. Shoulder of 
Hub and face of Web in 
Rim are machined to 
obtain perfect fit and to 
assure concentricity of 
bore with diameter of Rim. 





Lock washers prevent heat 
treated socket head screws 
from working loose. 
Smaller diameter Sheaves 
furnished with Fillister 
head screws. 


The complete TRANSCO 
“LD” Sheave consists of a 


Rim ond a Hub onembled TAM BETTER SERVICE AT NO EXTRA COST 
aS 


head or fillister head 


screws. “LD” Sheaves are ON DRIVES FROM Y; TO 10 HORSE-POWER 


designed for easy mount- 


ing of Rims of various “py : . 
aenccttenandiamenmaamn TRANSCO “LD” Sheaves are available from stock in one, two, 


— or Hubs of different bore and three grooves for A’ Section Belts, also Combination 
sizes in the same Rim. Grooves for “A” or “B” Section Belts, in sizes ranging from 2.2” 
P.D. to 18.4” P.D. - AT NO PREMIUM IN PRICE. INTERCHANGE- 
OTHER ABILITY of Hubs and Rims offer a maximum service with minimum 
ForT Wor TH investment in inventory. 
ree oe ects 


ROLLER CHAIN 
SPROCKETS 


SCREW CONVEYORS TEEL AND 
scaaw SLEVATORS ForT W ORIH od ated 


es Te Dept. 111 3600 McCart Street FORT WORTH, TEXAS 


WRITE FOR CATALOG SECTION 40A 
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Butterfield Selling Tools 


Are 100% Dirt -Y-¥4, 


TF Too... 


LY Your Customers / 


_ — 


9 


me 


POINT NO. 4 IN THE 


BUTTERFIELD 
SALES POLICY 


“We will provide our Distributors with 


eal d el, 





material (with the Distributors 


imprinted) to best assist them to 
service their trade and aggressively 


promote the sale of our line.” 


Along with every other of the 
seven points in the Butterfield 
Policy, you'll find this one carried 
out to the letter. The merchandis- 
ing kit you get from Butterfield is 
packed with real result-getters. 
Colorful, informative folders do an 
effective selling job on your count- 
ers and as envelope-stuffers .. . 
handy tap-size charts and decimal 
equivalent charts keep both your 
name and Butterfield’s constantly 
before customers at the point-of- 
use ...and there’s a lot of mer- 
chandising impact in Butterfield’s 
convenient, non-spill packaging! 


ADVERTISING THAT 
ADVERTISES YOU 
Butterfield’s continuous national 
advertising covers the metal-work- 
ing field, with full-page color ads in 
AMERICAN MACHINIST, MACHINERY, 
TOOL ENGINEER and MODERN MA- 
CHINE SHOP. And every ad features 


the “‘Buy Through Your Distribu- 
tor’ theme at the close of the sales 
message. 


PLUS OUR “AMBASSADORS 
OF GOOD WILL” 

Butterfield service men have 
been factory trained to give expert 
aid to you and your customers in 
any cutting tool problem. More 
than that, they know the impor- 
tance of building good will for 
Butterfield and for you. Count on 
them for a worthwhile ‘‘assist’”’ to 
your selling at every opportunity. 


IT ALL ADDS UP 

to the kind of backing, cooperation 
and fair treatment you need for 
peak selling — and it’s all down in 
Butterfield’s Distributor Policy. 

Why not contact us for full 
information? Union Twist Drill 
Company, BUTTERFIELD 
DIVISION, Derby Line, Vermont. 


BUTTERFIELD 


THE 100% INSPECTED TOOLS 
Every Tool Individually Inspected 


TAPS © DIES * REAMERS © SCREW PLATES 
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SOLID TOOTH 
RIP 
CUT-OFF 
COMBINATION 
SAWS 
DADO HEADS 


TRIMMER 
SLASHER INSERTED TOOTH 


EDGER : HEAD SAWS 
Wy - EDGER SAWS 
R 79 


SAWS 


“BLUE TIP” SAW BITS 
"RED CIRCLE” SHANKS 


NARROW 
BAND SAWS 


Over 100 years devoted to the ideal of develop- 
ing the foremost line of cutting tools in this country 

. that’s what underwrites every purchase of any 
product in the Simonds Line. 


And don't forget this: 100% Simonds Quality Control begins with steels 


specially processed in Simonds own steel mills...and going all the way through 
Simonds famous Windowless Plant (first in this country ). 
Here, in this completely controlled-conditions plant, modern straight-line 



















> 
LOG BAND ond BAND RESAWS 









RED STREAK 
VENEER 
KNIVES 











T-18 
CHIPPER 
KNIVES 









were ~ 





Lele) 
KNIVES 








“TUNGSWELD 
PLANER KNIVES 








THIN PLANER 
KNIVES 





CORRUGATED 
BACK KNIVES 







“RED TANG 
SAW SHARPENING 
FILES 





lye Poduchion “CRESCENT GROUND” CROSS-CUT SAWS 





production methods are implemented by 
special equipment to produce cutting tools 


of one quality only...Simonds TOP Quality. PULPWOOD SAW BLADES, FRAMES, TOOLS 


And your customers can bank on it that 


these Simonds Tools will deliver top per- 
formance on any job ... from hand filing 
to production cutting with saws and k SAW AN 'v) STE EL Co. 


of all types and sizes. 


am 


FITCHBURG, MASS. 


Branch Offices in Boston, Chicago, San Francisco and 
Portland, Ore. Canadian Factory in Montreal, Que. 





Leading 
industrial Distributors Say, 


Linco/n 
Lubricating Equipment 


ES MONEY FOR US” Pi 


J. F. Phillips, Director of Sales, The Boyer-Campbell Co., Detroit, Mich 


Lincoln Lubricating Equipment has proven a very valuable and 
profitable line Mr. D. M. Williams 5 4 
D. M. Williams, Vice President, LeValley Mcleod, Inc., Schenectady, N. Y & 
The Lincoln Lubricating Equipment line is one of the most profitable : 
and satisfactory lines we handle.” / 


Clegg Walker, President, Isaac Walker Hardware Co., Peoria, Ill 

‘Our association with Lincoln Lubricating Equipment is both pleasant 

and profitable Mr. Clegg Walker 
L. L. Brenholts, President, Harris Pump & Supply Co., Pittsburgh, Po 





We continue to build o profitable repeat business on Lincoln 
Lubricating Equipment 


John N. Stone, Director of Sales, Stone Supply Co., Houston, Texas 





National advertising, unique packaging, and merchandising aids make 
selling Lincoln Lubricating Equipment easy, fast and profitable.” 
Mr. L. L. Brenholt 

Paul W. Evans, Secretary in Charge of Sales, Beals McCarthy & Rogers, way 
Buffalo 5, N. Y 

Lincoln's helpfulness, integrity and quality-mindedness enable us to give 

our customers the best possible lubrication equipment service.” 

R. E. Ferguson, Jr., Assistant Manager, Industrial Supply Co., 

Clinton, So. Carolina 


Lincoln Lubricating Equipment has proved a valuable asset to us.” 


Mr. John W. Stone 





2 
beng, 
- 


Mr. Poul W. Evans 


\ 
\ 
Mr. 8. E. Ferguson, Jr. 


+ ¢ @ PIONEER BUILDERS 


EINEVEN 


LUBRICATING EQUIPMENT e »- 


LINCOLN ENGINEERING COMPANY, 5739 Natural Bridge Avenue, St. Louis 20, Missouri 
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1, NATIONAL ADVERTISING 


Lincoln's consistent program of 
National Advertising in leading 
publications, constantly directs the 
buyer to the Industrial Distributor. 





A Well-Planned 
Merchandising 
Program 


A Complete Line, 
For the Application 
of Lubricants, 

To Serve All Major 
Industries 


STOCK...FEATURE 
... SELL the Line 
That Helps Build 
Sales For You 


* . 


LPS dU Sele 


2. DIRECT MAIL 

Attractive mailing pieces giving 
actual case history records achieved 
by manufacturers through the use 
of Lincoln Equipment, are available 
to Industrial Distributors. 


3. SLIDE FILMS 


Color slide films of installations 
are available for use at 
Distributor sales meetings or 

in your prospect's office. 


4. SALES DISPLAYS 
Displays designed for 
increasing sales are available 
for use in Distributor’s 

Sales Rooms to pre-seli your 
customers... save you time 
.-. sell while you're busy. 


5. SWEET’S CATALOG 
AND INDIVIDUAL 
CATALOGS 


The entire Lincoln Line of 
lubricant application 
equipment appears in Sweet's 
Pre-Filed Catalogs which are 
distributed to your customers 
each year. Individual 
catalogs are also available 
for your use and distribution. 


6. SALES AND SERVICE 
SCHOOL 

Lincoln maintains a Sales 
and Service School where 
Distributors’ Salesmen and 
mechanics are factory-trained 
to provide customers with 
the most complete and 
efficient service. 


7. UNIFORM PACKAGING 
Lincoln Lubricating Equipment is 


' attractively packaged in metal-edge 


cartons to permit safer handling, better 
inventory control, quick identification 
and increased eye appeal. Accessories 
are pre-packaged in polyethylene 
bags for additional protection from 
dust and moisture. 


Write for complete information telling you how 
you can become a Lincoln Industrial Distributor. 


LINCOLN ENGINEERING COMPANY, 5739 Natural Bridge Ave., St. Lovis 20, Mo. 
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... When you 


handle the 


broad Brown & Sharpe line 


With the wide variety that you can 
offer in the complete Brown & Sharpe 
line, there's hardly an industrial com- 
pany in your area that isn’t a healthy 
sales prospect. 

Brown & Sharpe's broad range of 
products can get you into many new 
doors . . . often with a small order 
that opens the way to regular, large- 
scale business. You can become 
known by your customers as the 
single source for all their tool needs. 


-"/ 


3% 


PAC rORY 


x's= 


a vee ~ 
er 


¥33 
ise 5 


To make your sales job easier, you 
have the help of constant “pre- 
selling’ by Brown & Sharpe's 
extensive advertising—appearing 
regularly in thirty-five leading in- 
dustrial, machine shop, purchasing, 
and engineering publications. 
Expand your market and write up 
bigger orders by handling and push- 
ing the complete Brown & Sharpe 
line. Brown & Sharpe Mfg. Co., 
Providence 1, R. I., U.S.A. 


han 


WE URGE BUYING THROUGH THE DISTRIBUTOR 


American 
achinigy 


— IBS 


——— 


Machinists’ Tools 
Johansson Gage Blocks 


Pumps °* Arbors and Collets 


Cutters 
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Brown & Sharpe 


Permanent Magnet Chucks 
Electronic Measuring Equipment 
Machine Tool Accessories 





the new, revised edition 
of this popular P-K 


ASSEMBLY 
HANDBOOK 


This 24-page, pocket-size reference manual rates 
a place high up on any list of ‘“Most-wanted 
books” today. 


In a few short weeks requests direct from 
Self-tapping Screw users and through P-K Dis- 
tributors have mounted to more than 40,000. Re- 
quests are still pouring in. 


This extraordinary demand is worth noting for 
several reasons. It’s a significant measure of a 
booming market well-sold on Parker-Kalon Self- 
tapping Screws. It is also convincing evidence: 
that P-K has scored again with service liter- 
ature effectively keyed to current needs. 


Parker-Kalon promotion like this will continue 
undiminished. Making friends in the fastener 
market today, it will build good will that means 
more business for P-K Distributors tomorrow. 


That’s why any P-K Distributor will tell you, 
You're O.K. with P-K” . . . for prestige, for sales, 
for profits. Parker-Kalon Corporation, 200 Varick 
St., New York 14. 














PARKER-KALON® 


he Quiginal SELF-TAPPING SCREWS 
(oldfr'y” SOCKET SCREWS 


AND OTHER FASTENING DEVICES 
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The case 
of 


the missing 
warehouse ! 


For many alert businessmen, the big, 


overcrowde d warchouse 
appearing 


is virtually dis 


The reason? It’s because they've found < 
way to cut their inventory to a minimum! 

No huge stock ties up their capital. 
No sudden price-drop hits them hard 
No big storage bills cut their profit. 


64 


| 








pat eet ome 8 a 


For they have a “warehouse” in the sky! 


Whenever they need parts to keep pro- 
duction lines moving, or merchandise to 
keep shelves stocked, they get them over- 
night or sooner—with Air Express! 


Whatever your business, you can profit 
by inventory control via the world’s fastest 
shipping service. Here are its unique ad- 
vantages: 


IT’S FASTEST — Air Express gives the 
fastest, most complete door-to-door pick- 
up and delivery service in all cities and 
principal towns, at no extra cost 


IT’S MORE CONVENIENT —One call t 
Air Express Division of the Railway 
Express Agency arranges everything. 


IT’S DEPENDABLE Air Express pro- 
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vides one-carrier responsibility all the way 
and gets a receipt upon delivery. 


IT'S PROFITABLE—Air Express expands 
profit-making opportunities in distribu- 
tion and merchandising. 


For more facts call Air Express Division 
of Railway Express Agency 


AIR EXPRESS 


GETS THERE FIRST 





This man... 


SOLVES 
YOUR INVE 
PROBLE 


too soon. It ties up money need 
or it ties up the plant by lacking chiff 


There isa man in your locality who will finance your 


inventory. He has at all times approximately $500,000,000~- 
invested in the tools, equipment and materials 

you need. He will gladly and promptly supply from his 
large local stocks many things which you frequently and 
urgently need. Why not get better acquainted with this man. 


Creditable 


this MAN is an industrial distributor or a specialist in certain indus- 
trial items. You will find him listed in the classified section of your tele- 
phone book—most likely under the heading Bars, bronze or Bearings, 
bronze. If he is the leading distributor, he almost certainly is the Bunting 
Distributor. He carries in stock for your money saving convenience Bunt- 
ing Standard Stock Industrial Bearings, Electric Motor Bearings, and Pre- 
cision Bronze Bars—ask him for catalog. 


There are approximately 2,000 Industrial Distributors serving every indus- 
trial section of the United States. In 1948 their total sales were more than 
$3,000,000,000. They carry an average inventory of $500,000,000, curn 
their stocks 5 to G6 times per year, fill 200,000 orders per day, have 12,000 
outside salesmen and engineers, 10,000 inside telephone order expeditors, 
operate 8000 trucks delivering merchandise on which their average net 
profit is .0292 cents per dollar of sales. 


Pai... eS 


Bunting. 


TE, aap 


THE BUNTING BRASS & BRONZE CO., TOLEDO 9, OHIO 
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Double-barreled 


value ! 
The long life plus 
the extra regal ae 


and mainte! 





ings in money 


eal s y 
the clles or factory, 
these lamps a liv urpass ae 


of Westinghouse = Seen 
fluorescent lamp Ss you CAN BE SURE...1F ITS 
can't be beat Westinghouse 
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A LEN ) Xs, Band Saw Blade 


For Every Cutting Problem 





LENOX 
Friction Cutting 


Band Saw Blades 


LENOX 
Skip-A-Tooth 


Band Saw Blades 





For Cutting 
nesium 
Aluminum Bu atders 
$s s 
ccs ss are 
Har Car 
Soft ve per Board 


Board 





LENOX 


Regular Metal Cutting 


Band Saw Blades 





fhe Tools the Plaid Bon)” 


NM] AMERICAN SAW 
> & MFG. COMPANY 


Ri. = Springfield - Massachusetts 
HACK SAWS. BAND SAWS. GROUND FLAT STOCK 
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Type 23 Thread-Cutting Screw 
... for Metals > 


Wide thread-cutting slot... providing 
greater chip-space ... makes these screws 
top choice for cutting soft metals like zinc 
and aluminum . . . in which they cut a stand- 
ard machine-screw thread. And they may 
also be used in harder metals. Another 
American cost-cutter! 





Thread-Cutting Screw 


... for Plastics 

Again the wide thread-cutting slot, caging 
greater strength to the fastening... but here, 
combined with a_ wide-spaced thread... to 
give this screw all the operating characteristics 
required for smooth, fast fastenings in plastics 
(without any need for threaded inserts). Here 
is still another American cost-cutter ... from 
the complete, modern American Line of 
Screws and Bolts. 








aman 


COMPANY 
PHILLIPS HEADquarters 


WILLIMANTIC, CONNECTICUT “a; 
Main Office & Plant AAJ 
Willimantic, Conn . 
ya Office & Plant, Norristown, Pa. ay 
> Office & Warehouse, Chicago, Ill. (9 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1951 





Hanson-Whitney Rapid Precision Captering Machine 





a machine i 
you can use, 


a price | 
you can pay; 





delivery : 
you'll like; 





Here’s the machine that precision centers almost any part with a 
machined finish — round, square, ball-ended, tapered — up to 314" diameter. 
A variety of parts machined from the bar on automatics or 
semi-automatics can thus be centered quickly, accurately for subsequent 


grinding, milling, or special threading operations. 


Centers are first drilled and then shaved, on one side only, to 
insure absolute accuracy, an operating feature that reduces the amount of 
stock allowed for finishing operations. A simple treadle arrangement 


leaves operator’s hands free for speedy work handling. 


This efficiently designed machine costs little, delivers the 
work fast. A note on your company letterhead brings an 8-page 


detailed bulletin by return mail. 


MANSON .-WHITNEY COMPANY ¢ HARTFORD 2, CONN. ¢ DIVISION OF THE WHITNEY CHAIN COMPANY 
itne 


PIONEERS OF FINISHED TAPS 
a Y 
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in WIRE ROPE, too 
the RIGHT KIND of muscle 
makes the difference 


Endowed with highly specialized leg muscles, the kangaroo is able to make tre- 
mendous flying leaps—even with Junior perched in the rumble seat. 

In wire rope, too, specialized jobs call for specialized muscles. That’s why in 
Wickwire Rope we make sure you always get the proper combination of physical 
properties to best resist the destructive forces found on your particular job—whether 
it be abrasion, load strain, shock stress or bending fatigue. 

Wickwire Rope gives you the benefit of long experience and specialized know- 
how which assures you of exactly the right kind of rope your particular job demands. 

For additional information write or phone our nearest sales office. 


THE COLORADO FUEL & IRON CORPORATION—Abilene (Tex.) + Denver * Houston + Odessa (Tex.) * Phoenix + Salt Lake City + Tulsa 
THE CALIFORNIA WIRE CLOTH CORPORATION—Los Angeles * Oakland © Portland » San Francisco * Seattle * Spokane 
WICKWIRE SPENCER STEEL DIVISION—Boston + Buffalo + Chattanooga + Chicago + Detroit + Emlenton (Pa.) * New York * Philadelphia 


LOOK FOR 


me euiow mance aM Raséetr ee mcivsen aveacue creed suas 
ON THE REEL nas 


X *- “J 


— 
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(Advertisement) 


Jacking Up Sales 


Knock On Any Door, 
Metal Working Plant, 
That is! 


Take a tip from experience. 
Metalworking plants are big 
users of hydraulic jacks. 
Most of the these industries 
use hydraulic jacks. Specific 
applications include: 

Setting up and leveling machinery 
Jacking gears and bearings on shafts 
Repairs of cranes and craneways 
Positioning materials for machinin: 
————- fabricated plate wor' 
Pulling flywheels, gears, etc. 
Removing tight members from shafts 


That’s only the beginning. You'll find a hundred other 
applications. Remember, the complete Simplex line of 
jacks provides a size and capacity for every job. 


ae Think nothing of 
it, if you hear that 


a 

(A! HA! THEYRE cry when _ are 
near the T-K plant. 

-TORTURING ME; It’s just pot on 
— Simplex Jack pass- 

ing its final “ex- 
am”. Before ship- 
ment, all Simplex 
Jacks pass through 
the “torture cham- 
ber” where, among 
other tests, they 
are subjected to a 
load 50% over 
rated capacity. 
That’s to assure 
ample SAFETY on 
the job. With the 
Simplex line, you 
“sell safety ... to 


pe 


be sure! 


A NEW HOT NUMBER FOR YOUR 
LITTLE BLACK (SALES) BOOK 


b 4 
P 
Oo 

TH 
j 
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! 
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YB 
What a gal! What a jack! The new 
number A1538 Aluminum Pole Jack 
is a live-wire for telephone compan- 
ies and utilities. “Lightweight”— 
35 lbs. lighter—it pulls or straight- 
ens any pole easier. Yet it weighs 
only 60 Ibs. and has 15-tons capacity 
with a 22-inch lift. Use ‘it, too, to 
lift your sales! 
If a picture is worth “a thousand words” (as Confucius 
says), an on-the-job demonstration is worth many pictures. 
Which suggests you take along a Simplex and show your 
prospect how much better it can do a job. Chances are 
you'll sell it... and many others. 


WHATCHA KNOW. JOE 
HERE'S A HYDRAULIC 
JACK WITH A TOES 


Yes, and both the cap and lifting toe have the same 
capacity. We’re speaking, of course, of the new Simplex 
“Rol-Toe” Hydraulic Jack. The bearing roller in the toe 
is an important, exclusive feature that offers multiple 
benefits. There are other advantages, too. Get the facts 
from Simplex Bulletin: Hydraulic 51-R! Rol-Toe Jacks 
are available in 10 and 25-ton capacities. 


WHAT'S HE GOT THAT I HAVEN'T? 


You guessed it! That spellbinder at the left is going to 
town on Simplex Ratchet Lowering Jacks. He knows, as 
everyone else should know, that only Simplex Ratchet 
Lowering Jacks lift full capacity on both cap and toe. 
Brother, that’s a plus feature in selling, if there ever 
was one. 


IT WINS THE ALL-ROUND 
CHAMPIONSHIP! 

T. K.’s Util-A-Tool Set— 

“the tool of a thousand uses” 


Lifts! Pulls! 
Pushes! Spreads! Bends! 


Clamps! 


Boss men everywhere praise 

it because it can do so many 

jobs so well—in 80 many 

fields. Util-A-Tool Sets are 

gilt-edge investment for shop 

and factory maintenance— 

for mines, railroads, oil fields, shipyards and construction 
work—for all general lifting, pushing, holding, pulling, 
spreading, clamping, etc. Frequently, it saves its cost 
on a single emergency job. Why not feature it on a trip 
around your territory? You can’t lose! 


Plan to see our Complete exhibit at the Plant Maintenance 
Show—Philadelphia. Jan. 14-17, 1952 


TEMPLETON, KENLY & CO. 


1036 3 Central Ave, Chicage 44, 1 
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WEATHERHEAD ADVERTISING 
helps you sell / 


Weatherhead advertising appears regularly in the 
magazines shown below...reaches over 100,000 
industrial supply prospects each month, many of them 
right in your area. 


Wai Hew '" fouirment, PARTS, maTERIALs 


Aba ‘eubeugur a = 


— 
mig? Teearinc 


EE i fe 


=e vOO wie? 


MORE WEATHERHEAD SALES AIDS.. 


Get the handy new Weatherhead catalogs—F-1456 Weatherhead 
Standard Brass Fittings, E- 1457 Weatherhead ERMETO Flareless Fittings, 
H-1451A Weatherhead Hose & REUSABLE Hose Ends. Write Dept. I, 
The Weatherhead Company, 300 East 131st Street, Cleveland 8, Ohio. 


«w) The Mark off Duality 





A 


FIRST IN HYDRAULIC CONNECTIONS 
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TWO REASONS FOR STOCKING 
FEDERATED GARDINER SOLDER 


Customers buy Federated Gardiner brand Acid Core Solder 
because they know the product from national advertising 


and national reputation. 


They return to buy this top quality Acid Core Solder 
again and again because they find that it makes their 


work easier and faster. 


All Gardiner Acid Core Solder alloys are 
unequaled for consistency and perfectly 
suited for joining copper, brass. steel and 
other solderable materials. Listed by 


Underwriters’ Laboratories, Ine. 


— 


The familiar blue package is easily 
recognized . . . easily moved. 


Stock it and see. 


AMERICAN SMELTING AND REFINING COMPANY «+ 123rp STREET AND INDIANAPOLIS BLVD. 
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DISTRIBUTORS WHO AoW SAY... 


CHICAGO WHEEL 
isa Peach of Dea f= 


Ask any Industrial Distributor who sells Chicago Wheel products, and 
he'll tell you that year-in year-out, it’s the top abrasive specialty line 
for him. His profit margin is larger and fully protected, and he’s never 
stuck with stock obsolescence or slow turnover. The Chicago Wheel 
line, moreover, is non-competitive on many items. And it’s backed by 
hard-hitting, consistent national advertising, helping to boost the fast- 
est growing company in the abrasive industry. If you are not satisfied 
with your present connection ... if you want to get aboard a real money- 
maker . . . don’t delay . . . find out today why CHICAGO WHEEL is a 
Peach of a Deal! 





MOUNTED WHEELS 


First—Foremost—and 
+ Finest! The fastest 
turnover and the big- 
gest profit line in the 
abrasive field. Mini- 
mum space require- 
ments low stock 
investment higher 
profit margins. 


“XL” BOND WHEELS 


A real Chicago Wheel 
exclusive this new 
XL” Bond for car- 
bide tool and cutter 
grinding. Nothing 
like it on the market 
;—the answer to your 
> diamond wheel short- 
age. All popular sizes 
and steel backs. 


GRINDING WHEELS 


Wide range of sizes, 
shapes and specifica- 
tions for every portable 
tool operation. The 
outstanding line from 
both quality and profit 
factors. Exclusive . . . 
“79E” Bond Wheels 
for faster production. 


CUT-OFF WHEELS 


Longer-lasting, stronger, 
more efficient wheels that 
cut anything. Complete 
range of sizes and shapes to 
meet every demand. Bonus 
selling feature is 10% 
greater cutting efficiency 

a competitive advantage 
available only with Chicago 
Cut-Off Wheels, 


a 


MY 


INTERNAL WHEELS 


Vital to today's urgent 
production require- 
ments... a real leader 
in the field. Better bal- 
anced to give better 
finishes. Available in 
all popular sizes for 
every I.D. application. 


HANDEE TOOLS 
OF 1001 USES 


Top quality hand tools 
for shop and home use. 
Nationally advertised... 
nationally known. Wide 
range of models... plus 
more than 500 matched 
accessories for steady, 
repeat business. 


CHICAGO WHEEL 
Sales Promotion Aids 


Literature, engineering data, practical 
feed information —everything you 


CHICAGO 
WHEEL: Mig.co. 


Dept. ID, 1101 West Monroe Street * Chicago 7, Illinois 


eed to do a better selling job is yours 
ith the Chicago Wheel line. Write to- 
day for complete details 


Offices in Principal Industrial Centers 
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sier to Sell 


BECAUSE THEY’RE 
SAFER TO BUY 


Besides Card’s rigorous factory-inspection, 
Card Taps are purchased on the open market — 
wie) at times and places unknown to us — by the 
5 —' ee Pittsburgh Testing Laboratory, which re-tests 
é- he. “Ee: them thoroughly, certifying the results. That s 
cs. the double-checking that makes Card Certified* 
‘ a e 
Taps safer for your customers to buy, easier for 
ad «6S. WW. CAR : 
i ARD MFG, J 
rewrmer a+ CO you to sell. 


ee Ta i Ses —75% ot ot Trag m , : : 
Netioee! Form of Taree And that’s why tool users everywhere recognize 
Tape, Bios Screw Plates the distinctive Card signature-panel as the sign of 
—s top quality taps. In 1951 this signature will ap- 
pear in over 1,000,000 Card advertising messages 
carried by the metal-working industries’ leading 
magazines. 


Card backs up your selling with carefully 
planned merchandising aids, including colorful, 
hard-hitting direct mailings and handy reference 
charts, all with your imprint. And Card factory 
trained engineers are always available to you and 
your customers for expert advice on any cutting 
tool problem. 


Add prompt service to your customers — be- 
cause we deliver to you, from warehouses in New 
York City, Detroit, Chicago, Fort Worth, Los 
Angeles, San Francisco and Seattle — and you 
have a list of real sales-advantages. Why not get 
the whole story of how they can build your profits 
— and how Card’s Sales Policy protects your 
interests and channels business direct to you? 
See your Card representative — soon. 


* by the Pittsburgh Testing Laboratory S 2 \ y ~ 5 A R D 


pmo acten of DIES © SCREW PLATES MANUFACTURING COMPANY 


. WRENCHES 
DIE STOCKS TaP Mansfield, Massachusetts 
DIVISION OF UNION TWIST DRILL CO. 


——— 
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BIG TWIST 


This is the business end, or forming die, 
of the world’s largest rope laying machine 
—a two-story device in American Manu- 
facturing Company's Brooklyn, N. Y. mill. 
It will shape a rope up to 20 inches in 
circumference—thick as a man’s leg. 


SSEULULL iL 
eovreebeetbee 


The experience of American in produc- 
ing enormous ropes of super-strength is 
reflected in the exceptional ruggedness of 
the cordage supplied to industry. 


“American Brand’’ Pure Manila Rope is 
made to highest standards of quality and 
performance—and in a full range of sizes 
and constructions for industrial uses. Write 
for full information about the advantages 
of handling “‘American Brand” Rope. 


American Brand’ 
PURE MANILA ROPE 


; | etererver rrerereererrereeey 
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TN 37 American Manufacturing Company, Brooklyn 22, N. Y. 

: “a4 : ROPE - TWINE - OAKUM - PACKING - CARPET AND ELECTRICAL YARNS 

Branch Factory: St. Louis Cordage Mills, St. Lovis 4, Mo. 
SALES OFFICES: BOSTON « CHICAGO + HOUSTON + NEW ORLEANS + PHILADELPHIA + SAN FRANCISCO 
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Talk of the Trade 


EXPERIENCES: We're still picking up reports on the 
convention tour. . You may recall that the con- 
ventioneers who went up to the Northwest after San 
Francisco were on the road over Fathers’ Dav. . . ‘The 
women in the party decided not to Ict the day pass 
unnoticed so they made arrangements to have peopk 
in the tour have dinner together after the regular guests 
were finished ach man was presented with a gift 
and each presentation was made with a bit of verse 
ipplying to the individual. . . They were read by Eva 
Beck. The tour conductors arranged with the hotel 
to supply six cakes for the occasion and after the pres 
entation of the gifts and impromptu entertainment 
program was staged Mary Vaughan, Gordon’s wife, 
was program chairman and she called on Bill Purtell 
Holo-Krome) who took charge by calling on the talent 
It was a big event for all. 


SAILING, SAILING: It was a beautiful day for cruis 
ing when R. N. Dames (R-J Bearings Corp., St. Lomis 
set sail up the Mississippi in his 38-ft. cabin cruiser 
With him were a half dozen manufacturers’ men : 
Things didn’t work out too well, though. . . Without 
inv warning, a storm came up and evervone got soaking 
wet before they could get into the cabin. . . It was rough 
for awhile but no one got sick—that is, no one got sick 
until the party was back on land and then the host and 
two of his guests became violently seasick 


FUNNY?: The next time some one complains to you 
about not being able to sleep, maybe you can make him 
feel a bit better by telling him the story of the newh 
elected executive whose worries over his new job wer 
keeping him awakc nights At his wife’s insistence, 
the executive went to his doctor for help The doctor 
advised him not to worry about the situation and _ pre 
scribed a mild sleeping pill A week later the execu 
tive was back in the doctor’s office, complaining that 
the pil didn’t help a bit. . . The doctor, pointing cut 
that the pills were of the mild variety, suggested the 
executive take two before retiring \ week passed and 
back the executive went to the doctor “The pills 
haven’t helped a bit, doc,” he complained. “I was 
reading about twilight sleep the other night. Why can’t 
you give me something that'll give me twilight sleep.” 


.. “Well,” the doctor explained, “twilight sleep is for 
women; you know, labor’. . . ‘The executive exploded: 
“Labor, that’s all I hear. Good gosh, man, can’t you do 
something for management!” 


STILL SLEEPING: If that doesn’t help your sleepless 
friends, just remind them of Roy Reynolds’ (Revnolds 
Co., Baltimore) nickname for regulation DO-ZS8. . . Rov 
calls it Dozie § 


I'RAVELER: Ray Neal is back at his desk in R. C. Neal 
Co., after a swift trip to the West Coast. . . Ray drove 
out with his daughter who lives in California and re 
turned by plane. 


POLITICAL: From all reports I hear Bill Purtell (Holo 
Krome) is a cinch to get the Republican nomination for 
Senator in Connecticut Good luck, Senator. 


INTERNATIONAL: Wallace Campbell (Campbell 
Hardware & Supply, Seattle) recently received a copy of 
the British trade publication, “The Ironmonger’. 
leatured in the issue was an article on the “problem of 
space”. . . The article, accompanied by photographs of 
the Campbell Hardware’s display floor and shelving at 
rangement, told of the company’s move two years ago 
to its new quarters, 


rE 
PFHOUGHT FOR THE MONTH: Wonder if the 


Southern Association’s record of having good weather 
for the Biloxi meeting will hold this year 


R. W. B. 
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FIRE PROTECTION 
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It’s BIG —today’s valve market—and getting 
bigger every day. And as it grows, the advantage of be- 
ing a Jenkins Distributor grows along with it. 


a 


COMPLETE LINE 
for 93% of 
industrial 
valve needs 


gains extra sales for 


JENKINS DISTRIBUTORS 


With the broad range of types, sizes, pressures, and 
metals represented in the Jenkins line, he is fully pre- 
pared to supply valves for all but a few special needs. 

He can help his customer save time and simplify 
planning by offering, from one dependable source, 
hundreds of different valves. And, along with variety, 
he can offer tested Jenkins quality . . . the longest last- 
ing, lowest maintenance valves that money can buy. 

With a complete line, continuously advertised,—with 
strong, steady sales support—no wonder Jenkins con- 
tinues to be the preferred valve franchise .. . why, year 
after year, it pays, and pays well, to sell Jenkins Valves. 
Jenkins Bros., 100 Park Ave., New York 17; Jenkins 
Bros., Ltd., Montreal. 





problem-solving water hose 
produces steady customer for REPUBLIC DISTRIBUTOR 


TT 


@ A large Pennsylvania Canner had a hose problem that spelled O-P-P-O-R-T-U-N-I-T-Y 
for Republic's local Distributor 

Splattering food juices were rapidly deteriorating ordinary washdown hose. The hose 
covers turned flabby and scraped off on concrete floors. The exposed carcasses wore out 
prematurely with the destruction accelerated when workmen kinked the hose to control flow. 

Could the problem be solved? 

Republic's Distributor knew it could . . . suggested a test run be made with Fairway 
Water Hose, and the test, begun 15 years ago, is still going on because the hose never 
wore out!!! 

The workmen are more efficient with the easy-handling Fairway Hose and the company 
(now a confirmed Republic customer) is tickled to death since eliminating hose repair and 
replacement costs. 

The results, produced here by Fairway Water Hose, are typical of all Republic Rubber 
Products, produced under the 5-point Sales Policy to give Republic Distributors definite sales 
advantages on special as well as standard jobs. 





REPUBLIC’S 5)-POINT POLICY 





1. A LINE of rubber items sufficiently complete 
to permit effectively supplying the require- 
ments of the trade solicited 

2. A QUALITY of product uniformly good and 
capable of delivering service results that 
should reasonably be expected 


3. A PRICE basis inducing and making possible 
aggressive competition with reasonable profit 
return 

4. FREEDOM from competition from his source 
of supply, either direct or indirect, among the 
trade covered by his day to day solicitations 


5. SELLING helps of reasonable amounts so that his sales force may be given the 
advantage of specialized training and a knowledge of the product sold 


Lee Rubber 


- 
4 x 
i 


& Tire Corporation 


YOUNGSTOWN, OHIO 


— 


Photo courtesy of 
D. E. Winebrenner Company 
Hanover, Pennsylvania 
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Industrial Distribution 





Improve Your Customer Relations 


O distributor has a more valuable business asset 

than a list of satisfied, loyal customers. And that 
goes double for distributor salesmen. We've all 
heard, ad nauseam, the old cliche, “The customer is 
boss”. But we need eternally to remember and to 
ict as if that were the freshest statement we had 
ever heard. Now, especially, when there are more cus 
tomers than goods, we need again to look at ow 
customer relations. 


A Time For Wooing 


To be sure, when business is hard to get we all 
‘court’”’ our customers with the greatest care, Then 
we realize with all the intensity at our command 
just what a valuable asset a steady customer can be 
But now we should be doing the things which will 
insure us steady customers when the selling gets 
tough. It’s now that the delicate fabric of distribu 
tion-customer relations can be cemented into last 
ing business assets. Buyers have a very human ten 
dency to remember the things you do now to make 
their jobs easier—and they will also remember the 
short answer. 

While buyers have a tendency to stick to old 
sources under present day conditions, there is also 
i tendency to try different sources. When the old 
source proves unsatisfactory, they will place orders 
wherever they can get the goods. This breaks down 
old buying connections. Certainly, as distributors 
ind salesmen, you can’t deliver goods if you don't 
have them. But you can take the time to explain 
the delivery situation on the products in short supply. 
You can work closely with your customers and help 
them anticipate their requirements. And you can 
suggest workable substitutes where they are availabl 

I'll admit it’s difficult to repeat the same stor 
with patience a dozen times a day. Salesmen, by na 
ture, are geared to selling and not to explanations 
of why it can’t be. Thus, the short answers. But 
customer “X”’ doesn’t know you’ve already explained 
the supply situation in detail to customers “A”, “B”, 
“C” and “D”. He wants the complete story just 


as if it were the first time you had told it. And he is 
entitled to it. 

Beyond just the matter of patience and basic cour 
tesy, everyone in each distributor's selling force has 
added service functions to perform. Selling takes 
on a different form. The good salesman and the re 
membered one will try in every way to smooth the 
rough road of the buyer today. The people in the 
buyer's plants are putting the heat on him. With the 
buver’s permission, of course, work with the people 
in the plants. Bring new and better ways of doing 
things to their attention. See that they are using 
their tools and equipment properly. Suggest new 
products that will save time, manpower and mate 
rials. Recommend better methods of use, care and 
conservation. The help you give and the friends you 
make will pay dividends in good customer relations 
in the vears to come. And all this will take some 
homework to develop positive knowledge on all the 
things vou’re not too sure of. 


Essential Selling 


While the times may require a little different em 
phasis, salesmen are still essential in a sellers’ market. 
Thev have an enormous job to do—and it’s never 
ending. 

Your contacts are with people. Business is pri 
marily done between people who know each other 
personally. Just the matter of keeping up with per 
sonnel changes in the plants of your old customers 
may seem an imposing job. Then there are the new 
people in the plants of new customers. All must be 
told the story of your firm and the services you can 
render. And in this job, top management has a 
responsibility, too. Earmark a couple of days a week 
to call on your good customers—the old ones, cer 
tainly, but the new ones as well. Now is the time to 
build a solid base of good customer relations. 
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COPIES OF ORDERS are filed in each salesman’s box by COMPLETED CALLS are checked off in record book at 


Martha Zuchak. Account analysis is made from these dav’s end. Mr. Montgomery schedules calls regularly 





A.B.C. Manufacturing Co., 420 Riverside Drive, Cleveland, 0. 
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SALES RECORD ¢t icl istomer is maintained on sheets like this one. Work requires « two hours a week 



































SALES DATA is kept on each customer in a separate folder CONFERENCE is held periodically between Mr. Mont- 


Mr. Montgomery takes them with him on all calls gomerv and Sales Manager Gordon Vaughan 
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THIS CLEVELAND SALESMAN SHOWS YOU ... 


How to Hold Old Customers 
while Getting New 


Bob Montgomery, salesman for The W. M. Pattison Supply Co., Cleveland, 
has simple system to help hold established accounts while getting new 


SALESMAN Bos Montrcomery of The W. M. Pattison 
Supply Co., Cleveland, has found a system that will help 
supply salesmen lick the problem of soliciting new busi 
ness without neglecting their established accounts. All 
that’s required is a little time, plus close attention to 
what your customers buy from you. 

“I was discouraged to find several years ago that it’s 
very easy to let good, established accounts slip while 
you're out trying to get new business. The two or three 
years that you spent building up a good account can turn 
out to be totally wasted time if you don’t keep the busi- 
ness after you get it,” says Mr. Montgomery. 

After doing a little thinking on the problem, he found 
that there are two ways to make sure that established 
accounts don’t suffer from the continuing search for new 
ones. 

“First,” he says, “a salesman must continue to give all 
accounts regular personal attention. There’s nothing new 
about that idea, except that it’s not enough to rely on 
good intentions. I’ve set up a tickler system that won't 
allow me to neglect my old customers.” 


Time Must Be Allocated 


Since a salesman has only so much time, Mr. Mont 
gomery thinks that it’s a question of time allocation in 
striking a balance between established customers and 
prospects. And the established customers must comc 
first. Not only is it a question of the time the salesman 
has invested in building up the account, but it’s a fact 
that no customer is so well covered that extra attention 
will not yield more sales in new lines. 

l'o make sure that he gives his customers regular atten 
tion, Mr. Montgomery has divided all his customers into 
five territories, one for each day of the week. He classifies 
customers, in a pocket sized notebook, within territories 
as to the frequency of calls required. This of course d¢ 
pends on volume and potential. The classifications are 
one call a week, one call everv two weeks, and one call 
every four weeks. 

He sets up a schedule of eight calls a day, and visits 
cach customer on the same day of the week on every call 
This has the advantage of not only being easier to 
schedule, but also leads the customer to anticipate the 
salesman’s calls. After he makes a call, the account is 
checked off on the schedule. 

Whatever time is left during the week after regular 
calls are made, he uses to cultivate potential customers. 
These calls are not made on a regular basis until estab 
lished as regular accounts. 

Another phase of regular personal attention, as far as 
Mr. Montgomery is concerned, is showing appreciation 
for a customer’s business. 
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“The worst mistake you can make is to take anybody's 
business for granted,” he says. “If a sizeable order comes 
into the office by mail or phone from one of my custom 
crs, even though it’s something he buys regularly, I say 
‘thanks’. Whenever a customer thinks a salesman takes 
his business as a matter of course, then the salesman can 
expect his volume in that plant to go down.” 

Mr. Montgomery's second “insurance policy” against 
sacrificing old accounts for new ones are his thorough 
iecords of sales made to each customer, 

All W. M. Pattison salesmen get a copy of each order 
filled for their customers. Mr. Montgomery uses _ this 
information to keep a data sheet for each of his custom 
crs, Showing the number and type of items sold during 
the year. At the end of each year, he has an annual 
record of his sales volume for each account. 

Each record, which is just a sheet of paper divided 
into columns for all the pertinent information, is kept 
in a separate folder. Each morning, the salesman takes 
the folders of the customers he is to call on that day out 
of the file and checks over it. If there is any noticeable 
decrease in the sale of any item to the account, Mr 
Montgomery checks with the customer to find out the 
icason. 

In addition to the customer’s individual purchase 
record, he also keeps in each file a record of the date on 
which the customer mentions any item which he does 
not buy regularly. Reference to this record makes it 
possible for Mr. Montgomery to bring the subject up 
again on his next call. 


Folder Kept For Each Customer 


Folders are kept for every customer, and all items are 
listed which he sells to that customer in quantity. 
“Quantity” refers to either the number of units sold, o1 
the dollar value of a few large, expensive items. 

In addition to sending its salesmen a copy of each 
order filled for their customers, management at W. M 
Pattison gives them a monthly record of their total 
sales to cach customer. ‘This record is not broken down 
by items, and thus is no indication of internal shifts in a 
customer's purchasing. It does provide a rough check of 
how the salesman is doing with his customers. 

Maintaining records of this type does take extra time 
Mr. Montgomery does this work at his home during the 
cvenings and on weekends. He says, however, that it 
requires only two hours of his, time each week to main 
tain sales records for 110 customers. 

“And it’s worth it,” he says. ““There’s just no sens« 
to spending two years getting a good volume account, 
and then losing it through indifference or lack of atten 
tion while you're chasing after new business.” 
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PROSPECTING FOR POTENTIAL, Jim McCann, (left) 
manufacturer's man, and Joe Frank, (right) Eagle Supply 


rea 


Co., Paterson, N. J. explain how a metal awning maker’s 
drill setup can be adapted to defense contract work. 


How to Case a Customer’s Defense Potential 


WHEN HE CAME IN that Mondav morning and found th« 
memo on his desk, Joe Frank, salesman for Eagle Supph 
Co., Paterson, N. J. wasn't too surprised. It was from 
Dave Hecht, president of the firm, and it read 

Joe—start surveying vour territory for possible changes 
in your customers’ operations. Mavbe this Korean thing 
is closing up, but there are still a lot of billions in defense 
work outstanding and still to be awarded; and no sign 
of a cutback. Some more of your people bound to be 
involved. One big seller should be cutting tools, mavbe 
tbrasives, too. Get McCann to work with you on a spot 
check of the tools situation 

Ihe “McCann” referred to was Jim McCann, sales 
and service representative for Standard ‘Tool Co 

Mr. Frank got him on the phone and set up a date to 
go calling the following Wednesday and Thursday: “Only 
be able to give you a couple of days on it, Joe”, Mr 
\MicCann told him 

‘Okav with me—just so I see how it’s done.” 

“It’s a date then,” McCann replied. “Now here's 
what I want vou to do. Get hold of a pad and pencil 
and write down your major accounts, your good . . .” 
ind McCann went on to explain how he wanted Joe 
rank to set himself up so they’d make the most headway 
in the time allotted. 

Between calls that dav, the salesman managed to 
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sketch in some of the details he was able to recall about 
cach customer. When he had finished, and sat down 
that night to put his notes in order, he set up his informa 
tion under the following heads (Dave Hecht, as sales 
manager, suggested several of them) 


A. Major buvers, minor buyers, non-buvers but tool 

prospects; (he got this by a little digging in the 
firm’s sales records. ‘The “prospects” data was 
based on news and rumor he had heard in the 
plant itself) 
Accounts likely to go into defense work; those not 
in defense work or intending to go in, but whose 
volume was likely to increase due to lessening of 
competition; accounts who might be compelled to 
change to manufacture of a different product, due 
to materials shortages; and finally, accounts who 
would continue “as is”, but whose full potential 
never had been in Mr. Frank’s pocket. 

2. New plants in the Passaic-Paterson area; (he knew 
of +0 that had gone up in a short year and a half; 
heard rumors that others were on the way into 
the area). 

. Number of workers in each plant, and the number 
and types of machines used. (The area runs to 
medium-large and small plants, most of it precision 
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FOOL CRIBWINDOW frames Mr. Frank, Sevmour Kas 
simir, plant superintendent, and Mr. McCann who is explain 
ing emergency uses for a portable electric drill 





MAKER OF MOTORS, Fred Kent, Sr., reviews for his son 
and the two salesmen the problems he had to solve before 
he could set up production schedules 


machining, i. e. fabrication of stamping dies for the 
container industry; gages and fixtures, ctc.). 

Lhat job took longer than he had thought it would: 
in fact, he was still working up data when Mr. McCann 
walked into the office at 8:30 on Wednesday morning 
But in two days he had pulled together enough informa 
tion about his customers and prospects to make Mi 
McCann attentive for a good fifteen minutes. 

You certainly did it up brown, Joe,” Mr. McCann 
told him with a grin. “Come on, let’s have a cup of 
coffee and talk up some of these customers of yours.” 

They worked a heavy schedule during their two days 
together. They managed eight stops the first day; four 
teen on the second; called on a textile machinery builder 
(no increase likely here); a metal awnings maker (poten 


tial increasing all the time, but slowly); a manufacturer 


of television tubes (on the point of moving into radar 
equipment); a fabricator of machinery for automatic 
packaging (major customers); a tool and die shop (poten 
tial in cutting tools here was tremendous because the 
firm was making low tolerance jigs and fixtures for the 
a fabric: itor of miniature motors for navy and 
aircraft (they had been a production machine shop, made 
5000 of this, 5000 of that, the last job in automatic 
packaging machinery for oleomargarine—potential had 
made a long leap ahead); a job builder of textile and 


SCTVICES ) 


ovgerenrcs OME” 


DEBATE ON DESIGN grew out of discussion of joining 
die which combined piercing forming operation. The prob 
lem: blind hole tapping of the die 


FROM MILLING TO DRILLING is easy, says Mr. Mc 
Cann. By making minor adjustments, he explains, the same 
setup for milling a groove can be used for drilling 


plastic printing machines; a plant that made fixtures for 
injection molding (and could convert overnight to fix 
tures for tool/die defense work); a precision electronic 
flight instruments plant (working under a new  sub- 
contract, and Eagle Supply already had felt its effects in 
idded sales); and had called in at similar type plants, 
with varying success. 

lhe two would have made more calls had it not been 
for the fact that many of the customers who learned 
Mr. McCann was “from the factory” immediately drew 
out blue-prints of drilling and tapping jobs that had 
given them headaches—or were likely to do so in the 
future. Nevertheless, Mr. McCann was able to tum 
several of these “trouble-shooting” contacts into sales 
productive channels. Mr. Frank profited, too, in being 
able to look on while the remedy was worked out. 

Before he left on the last day, Mr. McCann gave 
Mr. Frank onc more big assist; some advice on how to 
hunt down potential. “Joe, the more time you spend 
beforehand thinking about your customers and how much 
they're going to: be involved in this thing, the faster you 
can get into their plants ana then get out again. And, 
for gosh sakes, keep notes on what goes on in your terri 
tory. You just can’t remember it and you never know 
when some fact you’ve written down about an account 
will prove to be the thing vou needed to close the sale.” 
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Point Sales Efforts 
In Right Direction 


Management at W. S. Nott Co., Min- 
neapolis, has a simple, inexpensive 


method of determining which of its lines 


STRIP SHEETS, each listing one salesman’s sales over a 4 
veral day period, broken down by lines and showing gross are profitable, which should be cut out 


ach, are totaled by Margaret Theisen 


Do you KNow which of your lines are producing cnough 
profit to warrant your carrying them? 

Do you know from which of vour lines you gain the most, 
profitwise? ; 

Do you know exactly how much gross profit you have 
shown on each of your lines at the end of cach month? 
The officers of W.S. Nott Co., Minneapolis, can give 

\ou the answers to these questions about their business 

s casily as they can give you the time of day. 

By combining several simple, inexpensive accounting 
operations, W. W. Woods, auditor, is able to compile 
the following information monthly 


1. ‘Total company sales, divided into 44 line classifica 
tions 
Cost of sales for cach of the +4 groups. 
Gross profit realized on each classification 


+. Percentage of gross profit on sales in each of the 
MONTHLY REPORT is cl ed by W. W. Woods, audi groups. 
' ty vork t 1 hod o omp J ( 4 f 
Mir. Woods worked a meth d of compiling th 5. A breakdown of total company sales, showing what 
iformation by Combining ¢ work with other operations ¢ 
percentage (and dollar volume) of sales has a gross 
profit of 10 percent or less, between 10 and 15 per- 
cent, 15 and 20 percent, and over 20 percent. 
Figures showing the same information, fiscal year to 


date 





Compilation Is Inexpensive 


We feel this information is absolutely necessary if 
ve're to know where our profits are coming from,” says 
\lr. Woods. “The best thing about it is that it costs us 
next to nothing to compile the figures. We have worked 
out a system that allows us to get this information at 
the same time we figure our salesmen’s commissions—it 
takes only a little more time to write out the sales and 
cost data.” 
\ctually, Mr. Woods has combined several bookkeep 
ing operations to allow, at one sitting, a clerk to figure 
ilesmen’s comsnissions, break down sales and cost of 
sales by salesrnen and lines, arrive at monthly totals of 
sales and cost per line, and use the figures to post to 
the general journal the cost of goods sold for profit and 
ACTION ON REPORT is taken after Mr. Woods consults loss statement purposes. The figures are also used to 
vith O. L. Hale, president. Mr. Hale uses data as a guide check against previous entries in the accounts receivable 


n dropping unprofitable lines, adding new lines ledger 
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HOW THEY... 
Get the Information That Boosts Profits, Cuts Costs 


1. Every order filled by the company is first writ 
ten up on an original charge sheet; the working sheet 
from which billings are made and accounting data 
are derived. Carbons beneath each charge shect 
reproduce copies to be used as a packing slip (onc 
corner of this tears off for wse as an address label), 
delivery receipt, register copy, and salesman’s memo 

The charge sheet looks like an invoice, with col 
umns for “shipped”, “unit price’, “total price”, 
‘discounts’, and “net price”, in addition to the cus 
tomer’s name and address and other general informa 
tion. Three additional columns are headed “code”, 

unit cost’, and “net cost”. 


2. After the items ordered have been listed on the 


charge sheet, it is cleared through the firm’s inven 
tory control desk. Except for the salesman’s memo, 
the carbon copies then go to the warehouse and the 
goods are shipped. 


hese figures are transferred from the work sheet 
to a “strip”, a long narrow piece of paper listing the 
salesman’s name, the period covered, and the sales 


and cost total for cach code number. 


6. The strips, one for cach salesman, are then 
totaled on a recap strip by line classifications, and 
grand totals are taken. ‘The grand total for sales is 
checked against the customer ledger control, pre 
viously posted, for possible errors 


7. On the back of each strip, the clerk figures the 
salesman’s commissions, from the sales total, for the 
period covered by the strip. 


8. On the back of the recap sheet are listed the 
misccllancous charges and credits, taken from the 
original charge sheets. ‘These include parcel post, 
insurance, use tax, express, added prepaid charges, 
and freight allowances. These charges and credits are 
posted to the general ledger. 


3. The next step is pricing, costing, and coding, 
il] done by the same individual. 

“Coding” refers to the code number assigned to 
cach of the 43 major lines the company handles. 
Vhere is a 44th classification for miscellaneous items. 
Each item on the charge shect is identified in the 
‘code” column mentioned above by its line number 


9. At the end of cach month, the recap sheets are 
totaled, and the figures are entered on a master sheet. 
This sheet lists actual sales, cost of sales, gross profit 
in dollars, and percentage of gross profit for the 
month in each of the line classifications. 

Ihe sheet also lists the same figures for the firm’s 
4. The customer is then billed from the original fiscal year to date. 


charge sheet 10. From this master sheet, Mr. Woods compiles 


distribution of sales according to gross profit. ‘This 
distribution looks like this 


5. Charge sheets are accumulated, by salesmen 
Every two or three days, depending on the volume 
of business, a girl takes the stacks of charge sheets 
ind posts the charges to the customers’ accounts 
[his is a fairly simple job, since the ledger accounts, 
like the charge sheets, are grouped by salesmen. 10° 

Then, from the same stacks of charge sheets, the 10° 
sales figures and cost figures are totaled, by lines, with 15! 
in adding machine on a work sheet 20% 


Sales with gross profit of: — Sales: 


or less S 5,000 
to 15 $10,000 
to 20% $15.000 


ind Ove! $10,000 











According to Mr. Woods and O. L. Hale, president, 
very little additional time, and consequently little addi 
tional money, is needed to get this information. 

How the information is compiled is explained in an 
idjacent column. Its three principal uses to manage 
nent are 


lucrative lines are added, and mean profits which might 
otherwise have been missed. 

2. The analysis shows up the strengths and weaknesses 
of the individual salesmen. If the big majority of the 
firm’s salesmen show a good volume on, say, Line 25 
metal hose and fittings) while the remainder do not, the 
sales manager will check the below par salesman. 

Also, two salesmen might each have a $200,000 yearly 
volume 


1. The analysis enables Mr. Hale to determine if any 
lines are failing to produce enough profit to make it 
vorthwhile for the company to continue carrying them. 
lhe management sees no point in carrying an unprofitable 
line, vet hesitates to“use guesswork to decide which lines 
are unprofitable. This analysis removes the need for a 
rystal ball, and shows in black and white which lines 
should be dropped. 
\t the same time, Mr. Hale uses the report as a guide 
in adding new lines, these to complement his most 
rofitable ones. Accessories and equipment for the most 


i 


he analysis will show if one salesman rings up 
most of his sales in the highly profitable lines while the 
other spends the majority of his time on the less impor 
tant, profitwise, items. 

3. The analysis reveals if the most profitable lines are 
producing a satisfactory volume. If a line returns a 31 
percent gross profit, yet represents only a tiny part of the 
firm’s total sales volume at the end of the year, orders 
go out for the salesmen to put more emphasis on this linc 
at the expense of the less profitable ones. 
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[HE SERVICE DOOR IN A HOTEL is the 
sales entrance for the industrial distrib 
utor. Take for instance, the Hotel 
New Yorker, Manhattan’s largest. To 
maintain and service its many facili 
ties, including 2,500 rooms, it pur 


chases 16 out of the 24 classes of items 
ore all a 00m carried by distributors. 
According to Warren D. Lewis, 


building superintendent and chief en- 


re gineer of the 43-story building, a large 
Wi a part of his purchasing is done through 
industrial distributors, whom he con- 


siders “‘an important cog in the ma 
chine”. 

Although the hotels in your service 
area may not be as large as the Hotel 
New Yorker, it’s possible that they 
too have use for the following: cutting 
tools, power operated bench tools, 
portable electric tools, welding equip- 
ment and supplies, pipe tools, valves, 
iron and steel products, wire rope, 
power plant equipment, power trans- 
mission products, material handling 
items, mechanical rubber goods, pil 
low blocks, electrical equipment sup- 
plies, lubricants, safety equipment and 
miscellaneous shop supplies 


FOR THE DISTRIBUTOR, A HOTEL MEANS 





Handles Buying 

Mr. Lewis, who is in charge of buy 
ing for operational and structural main- 
tenance, works with a 100-man crew. 
Routine purchasing he delegates to an 
assistant—it’s when a special part is 
needed that he brings his engineering 
training and experience into play. It’s 
dificult to catch him in his office, 
three floors below street level, because 
in an institution the size of the New 
Yorker, emergencies crop up often 

The hotel has its own machine shop, 
fully equipped with bench grinders, 
saws, vises, hand tools, welding equip 
ment and work benches. The chicf 
engineer's private office has a rein 
forced window which gives him a cleat 
view of the huge basement containing 
large generators and mammoth air 
conditioning machinery, a room as 
large as a factory and requiring factor 
lighting, safety equipment, and clean 
ing supplies. 

Among New York distributors who 
issist Mr. Lewis in his gargantuan task 
ire Behrer-Nason Co., Inc.; A. W 
Gerstner Co.; Hansen & Yorke Co., 
Inc.; Patron Transmission Co.; Pat 











THis) IS THE SECOND in a series of 
irticles on unusual markets for dis 
tributors. Next month, in keeping 
with the season, we'll tell you how 
1 toy manufacturer relies on dis 
VERTICAL VILLAGE uses sixteen types of industrial distributor's lines; contains tributors to help him keep Santa 
fully equipped tool shop; is a natural for repeat business. The 43-story Hotel New Claus supplied 
Yorker illustrates the potential market of your hometown hotel 
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terson Bros., Standard Plumbing Sup 
ply Co.; Topping Bros.; Frank ‘Tracy, 
Inc.; and Kove Bros. 

The anteroom to the chief en 
gineer’s office contains three large 
shelves loaded with catalogs for quick 
reference, Fast action is the keynote 
here; in an emergency, such as a break 
down in the air conditioning, the 
needed part must be obtained fast 
ind it has to be the right one! 

It isn’t difficult to see how the dis 
tributor’s man with imagination and 
know-how can benefit both himself 
ind a hotel engineer. Every hotel has 
a maintenance problem—every hotel 
is a potential market for mill supplies 

ind every hotel is a natural for re 
peat orders. Here’s a customer that the 
salesman can’t afford to ignore 


Second Problem 


Another example of the varied prob 
lems faced by Mr. Lewis’ staff was the 
small ice rink which is used for floor 
shows in one of the hotel dining 
rooms. Water had to be piped to the 
20-x-20 rink, about 40 gallons in all. 
Following each show the ice must be 
scraped smooth and the excess re 
moved. An average temperature of 18 
degrees must be maintained to keep 
the shallow mink frozen. 

\ hardwood floor had to be devised, 
which would roll out from underneath 
the bandstand and cover the rink be 
tween floorshows, since the 
doubles for a dance floor. 

Keeping the supply pipes from leak- 
ing involved special planning, as well 
as maintaining the exact temperature 
of the ice—which has to be kept a 
little lower than melting to prevent it 
from fracturing and to make for eas¢ 
in skating 

Because of the nature of his work, 
Mr. Lewis has come into contact with 
many industrial distributors, and as a 
result, his evaluation of them is clear 
cut. He does not underestimate their 
importance in industry; he feels they 
play an essential part in connection 
with his own job. But he stressed the 
fact that familiarity with his line is one 
of the big assets of the distributor 
salesman—and in his opinion there is 
room for improvement in this direc- 
tion 

At least 20,000,000 guests have 
registered in the Hotel New Yorker 
since its door first opened—it isn’t 
probable that the hotels in your sell- 
ing area operate on a scale as big as 
this. But every hotel is, in a sénse, a 
vertical village, with product-using 
maintenance and operational prob 
lems—to the distributor who wants it, 
i hotel offers more than a room with 
bath—it gives him a big opportunity 
for service and sales. 


space 


HOTEL TOOL SHOP uses welding equipment and supplies, safety equipment, 


cutting tools, power operated bench tools 
man to get into, but worth the effort 


Not an easy place for a distributor sales 


Above: Foreman Machinist, Richard Campbell 


AIR CONDITIONING is problem in Manhattan's largest hotel; helps travelers 


beat city heat; provides headache for maintenance crew 


Special parts are purchased 


by head engineer; routine purchasing is handled by assistants 


WARREN D. LEWIS, building superinte 


ndent and chief engineer of the 2560 


room New Yorker supervises planning, holds responsibility for maintenance purchas 


ing of mechanical and electrical equipment 
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Catalog library is in anteroom 
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ENDLESS BELT, recommended to drive sawmill equipment by H. B. Cottle, 
Morgans, Inc., Savannah, solved lumber company’s problems in new planing shed 
E. H. Hill looks on. Planning, product knowledge made solution possible 





THIS MORGANS, INC., SALESMAN SAYS 


“Industrial Expansion Means 
New Sales Opportunities” 





The expanding lumber indus- 
try in the South provided this 


Georgia salesman with a big 


chance for plus sales; his 


technique can be applied suc- 
cessfully elsewhere, too 


luis 1s THE TIME to chalk up plus 
sales by taking advantage of the indus 
trial expansion boom in your area, 
according to Henry B. Cottle, sales 
man for Morgans, Inc., Savannah. 

Mr. Cottle has observed that re 
cently many plants, large and small, 
are spending a lot of money moderniz 
ing and expanding their production 
facilities. And he says, it’s the suppl 
salesman with imagination, plus a 
knowledge of his customers’ opera 
tions, that can divert a good percent- 
age of that money to his own suppl 
firm. 

“When you get a chance to work 
closely with the engineers of a plant 
in planning new equipment’, says 
Mr. Cottle, “it’s your opportunity to 
turn routine sales into big orders.” 

\ recent example is Mr. Cottle’s 
experience with a local lumber com 
pany. ‘The company decided to con 
struct a planer shed and move ma 
chinery to the new location. Naturally 
the question of how to make the 
operation as efficient as possible was 
the chicf topic of discussion. 

This provided Mr. Cottle with a 
choice opportunity to present his ideas 
to the lumber company’s management 


Automatic Handling Best 


He suggested that automatic han 
dling of rough and finished lumbe1 
offered the company the best possi 
bility of reducing costs and increasing 
safetv. After considerable research to 
find the best types and ratings of 
equipment to solve this problem in 
materials handling, Mr. Cottle pre 
sented a finished plan for the new 
planer shed’s layout. And he then 
persuaded the management to trans 
late his plans into the physical instal 
lation of equipment. 

This included, first, an endless belt 
to drive the line shaft from a 175 hp 
steam engine. From this shaft, he 
planned takeoffs to two planers, on 
6-in. band saw, two fans and one 
molder. He suggested sealed ball 
bearings for the line shaft. 

\ heavy chain conveyor was con 
structed to handle the packaged lum 
ber brought into the planer shed by 
fork lift trucks, so that rough lumber 
could be inspected as it moved to the 
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planer. A belt conveyor was installed 
at right angles to the chain conveyor 
to carry the lumber into the planer 
automatically. 

From the planer, the lumber goes 
onto another chain conveyor, installed 
at right angles, and is taken automatic 
illy to the package loading platform. 

Mr. Cottle suggested that two such 
systems be installed, and to make oper 
itions more flexible, the two chain 
conveyors for finished lumber were 
joined by a small chain conveyor. This 
meant that finished lumber can flow in 
cither the same or opposite directions 
to loading platforms. All conveyors are 
individually motor driven with re- 
ducers installed. 

There was no delay in installation, 
since the salesman could supply a 
great portion of the necessary belting, 
chain, sprockets, bearings and auxiliary 
supplies from inventory. 

What had first apeared to be an 
order for a small amount of supplics, 
was developed into a finished job 
totaling several thousand dollars, all 
by careful planning and the use of 
imagination on the salesman’s part. 


Experience Applied Elsewhere 


While this equipment was being in- 
stalled, Mr. Cottle had a chance to 
study the sawmill operations closely, 


and apply the knowledge gained to 
other plants in his area. 

He solved one problem for another 
lumber company which was experi- 
encing long shutdowns while adjust- 
ing the cut belt which operates the 
ind carriage off a diesel engine. 
Ihe feed and backing belts in a saw- 
mill are subjected to great strain be 
cause of the sudden stops and fast ac 
celeration demanded. This particular 
cut belt periodically stretched and 
pulled out the lacings. 

Mr. Cottle installed a 6-in. wide, 
cord endless belt to solve the problem 
The belt performed so well that the 
salesman made the same installation 
in several other sawmills. ‘The suc 
cess of these operations, Mr. Cottle 
says, is due to getting the belts to 
exact measurements. ‘This requires a 
little more time, he says, but means 
more efficient operations for the cus- 
tomers. Another widespread sawmill 
problem solved by this salesman was 
the frequent breakdowns and _ short 
service life of pition and drum gears 
in handling log carriages. A _ terrific 
strain is placed on the pinion and 
drum gear in starting and reversing 
the log carriage as the log moves back 
and forth through the saw. Normal 
service life was about a month. 

Mr. Cottle suggested that the pin 
ion and drum gear be replaced by a 


SaW 
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PRELIMINARY RESEARCH, using manufacturer's specifications and his own 


experience, enable Salesman Cottle to 1 


ommend right machinery for sawmill 


INSPECTION of new equipment, installed by Mr. Cottle, takes place with Mill 


Superintendent Davis 


roller chain drive. ‘Uhe first installa 
tion was an immediate success, and 
service life was considerably increased 
Most of the mills in his area are con- 
verting this phase of their operations 
to roller chain drive. 

\nother expansion problem solved 
in a sawmill by Mr. Cottle involved 
working out a system for two line 
shafts, operating on different loads, 
to be driven off the same motor. 

Che customer had a 1650 rpm, 23 
hp diesel motor installed between two 
line shafts. One was to drive a man 
drel at 780 rpm, requiring 200 hp, 


I'xperience from this job helped solve other problems 


and the other required but 30 hp 
Both shafts were in parallel, one m 
front and the other behind the motor. 

The salesman solved this problem 
by installing a 12-groove sheave on 
the 10-inch stub motor shaft, so that 
10 V_ bélts could be used to operate 
the 200 hp shaft and two V belts to 
drive the 30 hp shaft. 

All these problems, which are be 
coming more common as new mills 
are built and greater demands are 
made on the old ones, are sales oppor 
tunitics for the alert supply salesman, 


says Mr. Cottle 
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DOUBLE DUTY NOTEBOOK at Bard Steel & Mill Sup 
ply Co., Kalamazoo, Mich., contains listing of all filled 
orders, shows cost of each and which are covered by ratings 


Combine Operations 
To Cut Costs 


This Michigan distributor uses one loose 
leaf notebook to list rated orders and 
cost information. Combination leads to 


lower costs, simpler records 


\ DOUBLE-DUTY NOTEBOOK at Bard Steel & Mill Supph 
Co., Kalamazoo, Mich., both lists rated orders filled 
by the company and gives cost figures on each order 
filled 

his not only puts rated order information at the 
fingertips of the purchasing department for use when 
reordering, but provides complete cost data on every 
der for line profit analysis 

Ihe sheets of this 84 x 11]-in. loose leaf notebook are 
separated into 20 product classifications. Each classi 
fication is further broken down by supplier and type of 
item. There is not a sheet for every size of everv item 
Since priorities are extended to suppliers on a dollar 
rather than size, basis, such a fine breakdown is not 
necessa’ry 

Che same is true of the cost information. P. D. Rick 
man, president, analyzes his gross profit by lines rather 
than individual items. This means that all sizes of items 
can be lumped together in the analvsis 

\t a point during the order handling routine, data 
from every order are posted to the proper pages in this 
notebook. The information includes the date of the 
invoice, the rating number (if anv), number of items, 
cost, and replacement number for use when a rating is 
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‘TICKLER SYSTEM is used on perpetual inventory control 
When items are subtracted from individual control sheet, a 
plastic tab is clipped on. Tabs are checked daily 





PRICE, COST ANALYSIS is made on all lines by P. D 
Rickman, president. Cost data come from loose leaf note 
book, which is maintained as part of regular order routine 


extended to a supplier. There are separate cost and 
quantity columns for rated and non-rated orders 

When a replacement order is to be made by the pur 
chasing department for, say, twist drills, the purchasing 
went turns to that classification in the notebook and 
picks up the quantities from the rated orders listed there. 
Purchase order numbers are entered under the “Replace 
ment No.’ column, and the rating is thus extended to 
Bard’s suppliers 

Gathering the cost data is equally simple. Since the 
various lines are entered on separate sheets, all that 
has to be done is add the cost columns to get the cost 
of goods for each line. With this information, and sales 
totals from invoice copies, Mr. Rickman is then able to 
inalyze the profitability of each of his company’s lines. 

Getting priority and cost information is worked 
smoothly into the firm’s regular order handling routine 

When an order is received, cither by mail or telephone, 
it is tvped on an invoice form. This is a “tear-out” type 
form, with seven carbons. If the order is rated, the cer- 
tification is also typed on 

I'wo copies, for use as a packing slip and shipping 
order, go to the warehouse. One copy goes to the cus 
tomer as an acknowledgement. Stamped on this copy is: 
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THREE FORMS cover paperwork phases of order handling 
Combination form on top supplies information for notebook 
sheets listing cost, priority data. First form, with carbons, 


Many Thanks For This Order 

O Shipment will be made promptly 

0 We expect to ship 

0 As scheduled by you 

I'he customer is then able to tell when to expect the 
items ordered. 

Ihe remaining copies are held in an open order file 
until the shipping copy is returned from the warehouse. 

One carbon, pink, is used as a worksheet for pricing 
and costing purposes. The quantity shipped is listed on 
this sheet from the shipping copy, and the pricing clerk 
lists the price, extension, discount, net price, and net 
cost for each item on the work sheet. This sheet remains 
attached to the other copies, which are later used as 
invoices and salesmen’s copies. 

Ihe next stop is at the inventory control desk, where 
the merchandise shipped is subtracted from the _per- 
petual inventory control, Mr. Rickman has installed a 
system of inventory control which utilizes 7 x 11-in. 
forms, which lie loosely in large trays under product 
classifications. 

When a subtraction is made from a card, a plastic tab is 
put at the top of the card. All the tabs are visible from 
the top of the tray, and, at the end of each day, some- 
one from the purchasing department pulls ali tabbed 
cards from the trays and checks to see if the items that 
moved during the day should be reordered. 





used as invoice copies, work sheet, etc. Form on left is 
priority record. Final sheet is inventory control page, 
maintained as record of purchases and sales 


Once a month, the purchasing agent, or his assistant, 
goes through the whole file to make sure that none of 
the items missed attention through mistakes in tabbing. 

he original and carbon copies of the order are sent 
to the invoice department, where the first two copies 
are typed up from the pink copy and mailed to the 
customer. 

The pink copy then goes to the purchasing department, 
where the cost and rated order information is listed in 
the notebook. 

\s a further aid in handling rated orders, Mr. Rickman 
keeps a “‘priority and delivery information” notebook, 
divided by suppliers. In the book is put all the informa- 
tion that comes in from suppliers concerning priority 
information, shipping dates, and other factors affecting 
their products. Another classification in the notebooks 
is for general priority information. 

“We've found that one;sure way to cut costs in the 
supply business is to combine as many operations as 
possible,” says Mr. Rickman. 

“During the last war, we didn’t cost our invoices, and 
consequently kept data on rated orders directly on the 
inventory control cards. Now that we have started an- 
alyzing our costs and profits by lines, we’ve been able to 
cut the costs of doing so by combining cost records with 
priority information. And it works just as well as if we 
kept separate records.” 
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FEEDER CONVEYOR on primary crusher required 10 hp AFTER CRUSHING stone passes on conveyors through 
drive. Note size of broken stone after blasting which con screens. Convevor drives show at top; crusher and screen 


vevor has to haul up to the initial operation units don’t. Lavout suits terrain 


a + 


aa 2 fl 


OVERSIZE stone goes through this jaw crusher (drive im PRIPLE ROLL crusher (150 hp drive in foreground) con 
foreground) and then returned through screens by con tinues reduction of stone with convevors carrving it on to 


Screen dr hp wi more screening and sto kpilin 


+ 








MOUNTING DETAIL of drive for o »f Convevors FEED AND TAKEOFF convevors near control trailer 
ing into screen, showing separation of units whicl h-very motor in lay-out ts controlled from pilot window of 


for adaptability in la t trailer which also has MRO supplies 


94 INDUSTRIAL DISTRIBUTION © NOVEMBER, 1951 





Changes In Operations 
Mean Plus Sales 


\NY CUSTOMER, LARGE OR SMALL, who is thinking of 
changing his way of doing things is opening an oppor 
tunity for an alert salesman to increase his sales. ‘That's 
i conviction of C. L. Aldrich, salesman for the Goodyear 
Rubber & Asbestos Co., Portland, Ore., and that’s why 
he keeps in constant touch with what his customers and 
prospects are thinking about. 

One of Mr. Aldrich’s accounts, the McNutt Bros. Con 
struction Co., Eugene, Ore., was only a moderate buyer 
of conveyor belt. But that didn’t keep Mr. Aldrich from 
keeping in constant touch with the contracting firm and 
talking about their prospects and operations. ‘That's the 
vay he learned that the firm had some ideas about re 
modeling its portable rock-crushing plant. 

lhe officials of the company had the general idea but 
vere stumped by details. Mr. Aldrich offered his help 
with the details, which were down his alley—power 
transmission and materials handling. The offer was 
iccepted, the job was done, and Mr. Aldrich made a sale 

What the customer in this case wanted was mor 
flexibility. The company had a diesel powered portabl 
rock-crushing plant which was used on the job site. ‘The 
arious units of the plant—rock-crusher, conveyors, 
screens, power, drivers—had to be assembled in rigid, 
true alignment on each location. This was necessary 
because of the claborate system of chain and sprocket 
drives off a single power source. The plant was moved 
iround a lot, took time to set up as not all locations were 
favorable for rigid set-ups 


Separate Drives Needed 


Since electric power was available in virtually all loca 
tions, it was decided to electrify. Electrification would 
enable the company to separate the various units, put 
them on wheels and thus fit the plant into virtually any 
location. Where Mr. Aldrich’s services were needed was 
in designing and specifying the various drives. 

Mr. Aldrich went to work, with the help of his sales 
manager, A. H. Allen, and factory representatives, figui 
ing speed reducers, v-belt drives, motor capacities, bases 
controls, etc. 

And then they cooperated with the McNutt Bros.’ 
foreman in the installation and remodelling. 

Each unit now has its own motor and drive but thc 
entire operation is controlled from a master control 
panel set up in a specially-constructed truck trailer which 

in be maneuvered into a position overlooking all opera 
tions. Different circuits to control different units, selec 
tively or together, ¢an be set up at the control panel 
inder one control button. Certain units can be cut out 
of the overall operation 

I'he set-up time on new location has been cut down 

msiderably. Less clearing is required as the assembly 
can be lined up to suit the terrain. Operations are morc 
cfhicient 

The sale included 

21 dust-proof enclosed motors (two spares included 
inging from 5 to 150-hp; 19 V-belt drives, two of them 
150-hp; 11 speed reducing units, and 17 motor bases 








It's Up to You... 


GRAIN ELEVATOR needed an improved drive for 
a conveyor and C. L. Aldrich, salesman, Goodyear 
Rubber & Asbestos Co., Portland, Ore., knew what 
vould answer and supplied it 


To Find Out What... 


WOODWORKING PLANT sought to simplify a 
moulding machine and Mr. Aldrich substituted a re 
duction unit for a cumbersome chain and _ shafting 
‘et-up—just what the customer wanted 


Your Customer’s Thinking (About) 


REDI-MIX concrete plant wanted a reliable drive for 
a flight conveyor to carry aggregate and Mr. Aldrich 
had it all figured out when it came time to act. The 
installation worked out satisfactorily 
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CUSTOMER CALLS are planned by W. C. Holley, presi 
dent, and Robert D. Edwards, vice president, of Holley 
Edwards Sales, Inc., Jacksonville, Fla 


PARKING FACILITIES are a custome: service provided by 
management of Holley-Edwards. This and other services are 
stressed on calls by company officials on customers 


Management Calls Make Sales 


Management partners at Holley-Edwards Sales, Inc., call regularly on all 


established accounts. Calls attain four big objectives, plus building goodwill 


HE BEST WAY TO BUILD PROFITS through improved dis 
tributor-customer relations is for management to make 
regular calls on all customers, according to Robert D. 
Edwards, vice president of Holley-Edwards Sales, Inc., 
Jacksonville, Fla 

Mr. Edwards and his partner, W. C. Holley, president, 
have been making such calls regularly since the firm was 
organized five years ago, and the results have been ex- 
cellent. In Mr. Edwards’ words, “the goodwill derived 
from calls of this type, even though salesmen make their 
own regular calls, is of inestimable value.” 

Ihe two partners have a fourfold purpose in making 
calls, without attempting to make a particular sale, on 
their customers: 

1. To cement overall distributor-customer relations. 
lo check on their salesmen’s performances and 
reputations. 

To acquaint customers with the range of services 
offered by Holley-Edwards. 

To acquaint customers with Holley-Edwards’ phys 
ical layout and the various lines the distributor 
handles. 

As far as the first purpose is concerned, Mr. Holley 
says: “No one likes to be taken for granted. We have 
found that firm ties can be knit even tighter by good 
will calls of this type. The reactions of customers to 
these calls have been of a very positive nature, and there 
is no question that personal contact between manage- 
ment and customer creates the bulk of the good will in 
this business.” 

It is management’s feeling that, in the field of indus- 


trial distribution, most products sold by one firm have 
no particularly outstanding advantage over competitive 
products. ‘The supply firm that gets the business, then, 
is the one that stands highest in the customers’ estima- 
tion from a personal point of view. 























Mr. Holley and Mr. Edwards hold that it is the sales- 
man’s function to be the liaison between customer and 
management. It is his job to further cement the good 
will, and to use it to advantage in selling, that manage- 
ment establishes first. This means that to Holley- 
Edwards’ management, calls by the company officers are 
of first importance. 

To find out how well the salesman performs his liaison 
function is the second purpose of the management calls. 
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It is very important, according to this firm’s management 
that salesmen have the same desire to serve the customer 
is does management. 

“Too often,” says Mr. Edwards, “salesmen destrov thc 
goodwill that has been established by putting thei 
own interests above those of the customer.” On their 
calls, Mr. Holley and Mr. Edwards always check to find 
out how well the account’s salesman is liked by the 
customer. If the customer has any grievances, they have 
found, it is very uncommon for him to express them to 
the salesman. They are, usually, harbored; the only way 
management could possibly find out this fact, without 
management calls, is through an ensuing drop in sales 
volume from the particular company concerned 

Che third purpose of management calls is to acquaint 
customers with the services offered by Holley-Edwards, 
and to point out the advantages resulting in their use 
by customers. 

The company’s policy is expressed by the phrase, 


“Our Service Speaks for Itself.” According to manage 
ment, “It is a simple matter to have this phrase appeat 
on stationery, but to give it real meaning it is necessary 
for management to point up the specific services main- 


tained by Holley-Edwards.’ 





‘UTM 
24 HOUR 
SERVICE 





Item: At Holley-Edwards, delivery service is available 
24 hours a day. All purchase orders and correspondence 
received in any one dzy are proce,sed before the end of 
that day. Orders are either filled or ordered from the 
manufacturer, and the customer is notified of the action 
taken. When an order is a special one, it is followed 
up and the customer is kept advised of the progress 
made in securing the material. 


Item: The firm offers service in the form of a tie-up 
with the telephone company that allows a three way cus 
tomer, company, manufacturer conversation. Direct cir- 


cuits eliminate the necessity of using local switchboard 
facilities, and speed communications with all of the 
firm’s suppliers. 


Item: ‘The company stocks odd sizes of many supply 
items. It is a question, according to Mr. Holley and Mr. 
Edwards, whether these individual items show a profit, 
but they do know that the immediate delivery of unusual 
items has gained sales for them in many normal stock 
items. 


Item: Holley-Edwards maintains a complete and up 
to date cost file. From this file, management can secure 
considerable information quickly for customers. A great 
many inquiries resulting from the availability of this 
service do not result in sales, but management figures 
the resultant good will is much more valuable than would 
be the profit derived from a particular sale. 


When possible, on calls, Mr. Holley or Mr. Edwards 
brings the customer back to the distributor's headquar 
ters, since they usually have more time for this type 
visitation than do their salesmen. Through inspection 
of the distributor's offices and warchouse, the customer 
gets a visual impression that competition cannot crasc 
or alter. 

Management feels that visual selling is worth ten times 
as much as any oral enumeration of items that the sales 
men make in the ficld. This is because, according to 
the two partners, when the customer needs something 
he will refer his order automatically to the house where 
he has seen the material and, in addition, where good 
will has been established. 

Customer “call frequency” depends on the size of 
operation. Large accounts are called on by management 
at least once a week, medium size twice a month, and 
small customers once every two months. 

Mr. Holley and Mr. Edwards usually call on the pur- 
chasing agent at cach firm, but, at the same time, tr 
to visit the plant superintendent or engineer and main- 
tenance men. 

Most of the calls on large customers are made on an 
appointment basis, since the responsible individuals im 
large plants usually maintain schedules. Cold calls arc 
made on the smaller plants since the responsible indi- 
vidual is usually somewhere on the premises in his work 
clothes. 

Mr. Holley and Mr. Edwards do not make these calls 
with their salesmen often, for customers are not willing 
to express themselves freely in the presence of a third 
party. They do, however, make calls with their salesmen 
from time to time to assist in making particular sales. 
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INGENUITY ADDS INTERES1 
When Mr. Wilcox saw two of 
INpusrRIAL Distripution recently 


idvertising pieces 
suppliers’ ads in 
conceived the idea 
of making mailing pieces from them. ‘The manufacturers 
granted permission to insert the Neal name (indi ited by 
irrows), thus giving the material a tailor-made look. A letter 
top) was sent with the material 


Your Advertising: 


By Merrill Wileox, Advertising Manager 
R. C. Neal Co., Buffalo 


We at R. C. Neat Co. believe in the adage “It Pays ‘To 
\dvertise.” We also believe consolidating the advertis 
ing sales promotional activities into one department is the 
best way to get the most out of the advertising dollar. 

In setting up a formal “Advertising Department” one 
of the first considerations, of course, is “the cost.’ Here 
the first hurdle is encountered. For the first time, prob 
ably, top management will see an accumulated total 
figure of all the expense items which can be charged to 
advertising. Undoubtedly most of these expenditures 
have been incurred in the past, but because they were 
not administered by one department, they may not have 
been recognized as advertising nor the total expenditure 
icalized. 

In most cases these activities and expenditures have 
been administered and authorized by “the boss’—the 
president, sales Inanager, secretary, ofhice manager OI 
other executive. ‘They have had to sandwich in these 
activities among a myriad of other duties. Establishing 
a department usually will result in at least as much 
advertising, if not more, for the same or less money, and, 
if not better advertising, at least better organized, 
planned, scheduled, and programmed advertising, coordi 
nated with the sales program and other activities. 
Manager’s Responsibilities 

The individual designated as Advertising Manager, 
Sales Promotion Manager, or whatever title is chosen, 
probably will have had some knowledge and experience 
in advertising. Once his job is recognized as a specific 
function, the properly qualified man (or woman) will 
familiarize himself rapidly with the details of the “game” 

He will know how much is being spent, and for what. 
He will learn many short cuts for paring costs—what 
suppliers will furnish cuts, and if they cannot, where he 
can have photo engravings made from the original art 
work or photographs furnished—and where to obtain 
idditional clectros. He will know what cuts he already 
has available, and where they have been used; he will 
find ways to use the same cuts in other ads, and when 
he can repeat ads; he will know when certain parts of 
some plates can be salvaged to use again in a new layout, 
and how to utilize original art work so that various 
sections may be used for new cuts, saving production 
costs and time and motion 

He will know, or find out, where to buy printing, and 
something about printing procedures, methods, and 
costs and he will be able to make at least rough layouts 
for his printers, which will save both time and costs. 

He will familiarize himself with postal regulations, 
ind know how to utilize the various bulk mailing, reply 
card, and other postal permits, saving both postage and 
time costs. This information frequently can be of value 
to other departments. 

Phe advertising man will develop sources of informa 
tion or service for those things he himself does not know, 
or cannot do, and he will make acquaintances in the 
general advertising, merchandising, and graphic arts 
ficlds 

It will be part of his job to read the trade publications 
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how to organize it 
so it will pay off 


connected with his work: INpusrriat Disiripurton 
naturally, Industrial Marketing, Printers’ Ink, and Adver 
tising Age, to mention a few 

Whenever possible, the Advertising Manager undoubt 
cdly will affiliate with, and take an active part in the 
activities of, local advertising and marketing organiza 
tions. We have found our membership in the Niagara 
Frontier Industrial Advertisers Association, the local 
chapter of the National Industrial Advertisers Associa 
tion, invaluable. 

Not only does one obtain a great deal of otherwise 
unavailable informative and educational material from 
the formal programs and forums, but, of equal value, 
ire the acquaintances madc 
Use of Agencies 

Having the services of an advertising agency is desir 
ible when possible. When a fair amount of commis 
sionable business is placed, this frequently can be had 
it little or no additional cost, and in nearly all cases the 
specialized knowledge and skills of the agency staff will 
save enough on other costs to more than make up for 
the expense of their services. 

(here are not too many media which allow agency 
commission, however, of practical value to most Indus 
trial Supply Distributors. As a result, the volume of 
commissionable business often is not enough in_ itself 
to warrant an agency’s handling the account, and in this 
case it is usually necessary to procure their services on a 
monthly or yearly retainer basis. This is the method we 
used with our own agency for a number of years. 

\s our own department developed and_ progressed 
however, we found that it was possible to do much of 
the work ourselves, and we discontinued the retainer 
yasis. We now have all commissionable business placed 
through the agency, in return for which we feel free to 
call upon them for advice, information, and technical 
sistance. ‘The agency also prepares for us at least one 
general ad each year, which requires a more comprehen 
sive layout and art work than our regular monthly ads 
ind which is used in all of the publications in which we 
idvertise, and is occasionally repeated throughout thc 
vear. Other work which is required of the agency is 
billed to us on a job basis, we paying for production 
osts, art work, type composition, etc., just as would 
the case under the former arrangement 


A Headache 


I'he budget is one of the major headaches of any 
\dvertising Manager. However, it is extremely desirable, 
from the standpoint of controlling costs, to operate 
under a definite schedule. This is true, even if the 
budget is rather flexible, to allow for such major items 

1 new catalog, or special promotions—things which 
re always cropping up during the year. 

When the department is first set up, it may be diff 
cult to make the budget much more than a rough esti 
mate, since probably nobody knows just what has been 
spent for “advertising.” The president has authorized a 
schedule of ads in one publication; the office manager of 
me of the other offices has O.K.’d sponsorship of a 
bowling team for an engineering society, with expendi 
tures for entry fees, shirts, etc., “because we have alwavs 


The Budget: 


INDUSTRIAL DISTRIBUTION 


THIS IS PART OF THE STAFF THAT BRINGS YOU A 
COMPLETE LINE OF NATIONALLY FAMOUS 
INDUSTRIAL EQUIPMENT AND SUPPLIES 


Besides on ulert office group which expertly hondies the 
. eQuuement:, @ 


MONEY SAVERS are ads such as this full page — 
for the Buffalo City Directory. It'll have many uses as < 
full page ad and, in addition, the bottom half, showing the 
catalogs, is converted casily into a half-page ad for use m 
purchasing agent publications 


gone along”; the sales manager thought it good to tie in 
with the mailing campaign of a supplicr, and so on. 

After the first year of operation as a department, how 
ever, the Advertising Manager will have a carefully classi 
fied record of expenditures, aud is prepared to submit a 
formal budget, showing just how much has been spent 
in each class of media, and to make recommendations. 

In setting up the budget and planning the program 
for the coming year, considering the various types of 
nedia available, and the kinds of advertising to be done, 
the Advertising Manager will want to work closely with 
the sales department. If there is a clearly defined sales 
program, all of the advertising and sales promotional 
efforts should be correlated with it. If there is not, the 
idvertising program itself can serve as a focal point for 
programming the sales effort 

\s one of the factors in working in harness with the 
Sales Department, it is important that the advertising 

merchandised to the salesmen, and we make every 
ffort to do this as fully as possible. 

It is also important that the advertising be mer- 
handised to your suppliers. In setting up a department, 
nd charting a program, the fundamental aim, of course, 

to promote sales—to keep the company’s name in the 
forefront of the customers’ and potential prospects’ 
ininds; associated not only with the types of products, 
but also with specific items and services offered; to build 
prestige; to pave the way for the salesmen so that they 

never mect a stranger.” But also, (and in our opinion 
it can be a part of the aim, and not just a by-product) it 
helps the manufacturer-distributor relationship 
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UNITED ACTION is taken at the R. C. Neal Co.; advertising and sales programs 
are being coordinated. Here Mr. Wilcox (right) presents a program to Harry J. Lock, 
secretary and sales manager; Ray Neal, president, and Fred Zierk, treasurer 


Sales and Advertising Coordinated 
In Planning and in Choice of Media 


IN PLANNING A CO-ORDINATED Sales and advertising pro- 
gram, and preparing a budget, the various types of media 
available and of any value to the particular advertiser, 
of course, must be considered. The following are some 
which we have found useful, although all of thes« 
might not be applicable or valuable in all cases, and 
there are undoubtedly others which would prove mor 
suitable in individual cases. 

In our territory there are three publications which 
meet the requirement of reaching the classes of prospects 
to whom we market: Buffalo Business, the local Cham 
ber of Commerce publication, which also serves as the 
official organization of the Purchasing Agents’ Associa 
tion, and covers the Niagara Frontier area; Genesee Val 
ley Buyer, the official publication of the Rochester Pur 
chasing Agents’ Association, which covers the territory 
of our Rochester operation; and Central New York Pur 
chasor, organ of the Syracuse and Central New York 
Purchasing Agents’ Association, which covers the area 
of our Syracuse and Elmira territories. 

At the present time we are carrying a 4 page ad in 
each of these publications every month. 

Newspapers are a medium in which we do not, our 
selves take a great deal of regularly scheduled advertis 
ing. We do, however, take ads for special promotions, 
and we also, on occasion, go along with various cooper 
ative ads in connection with bond drives, Red Cross 
appeals, etc. There are also other special occasions when 
we may use newspaper space, such as a special com 
memorative edition recently put out by a newspaper cele 
brating the 100th anniversary of one of the prominent 
manufacturers who is one of our good customers. 

In recent years we have been going in more and 
more for direct mail. We make at least one mailing a 
month tying in with our planned advertising and sales 
campaign. This is our own mailing, and we usually de 
sign our own letter and run it on our own multilith. Be 
lieving in the wisdom of the Chinese sage who said that 
“one picture is worth ten thousand words,” we usually 
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DIRECTORY ADS in the telephone 
book are used extensively, both by the 
distributor himself and in conjunction 
with suppliers’ listings 


attempt to enliven the text of our letter with an illus 
tration of some sort, usually a line drawing of cartoon 
style. While this letter is one of our own authorship, we 
regularly enclose some manufacturer’s literature. 

We also make a periodic monthly mailing to a select 
air and hydraulic list of +50 names of individuals par 
ticularly influential in the specifying of air and hydraulic 
equipment. This mailing consists of a refill pad for the 
individuals’ pocket secretaries, and while once or twice a 
year we accompany this mailing with a letter, most times 
we just enclose some piece of literature. 


Help from Manufacturers 


In addition to our own mailings we take advantage of 
mailing compaigns made available by major suppliers. 
Some of these do an admirable job of setting up a com- 
plete yearly program, presenting it to the distributor in a 
complete portfolio, and after receiving the distributor’s 
order, send each mailing piece to him one month ahead 
of the scheduled mailing date, already to go with the dis- 
tributor’s imprint, and mailing permit indicia printed. 

We also supply our mailing list to those suppliers who 
make mailings of their own. 

Other media of which we make regular use are the 
bulletins and program notices of various technical so- 
cieties. We carry regular ads, for instance, in the 
American Society of Tool Engineers bulletins in all of 
cur office territories. We also take periodic ads in bulle- 
tins of the American Society for Metals, and in other 
engineering and technical societies, and in the vear 
books of technical high schools. 

There are many other types of programs for which 
an advertiser is solicited, most of which should not be 
considered technically as advertising at all, but rather as 
donations. We try to avoid most of these, but occasion- 
ally it does seem expedient to take an ad in the publica 
tion of some club, as for instance, the Buffalo Athletic 
Club, in which many of our customers, and our own 
personnel, are active members. 
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THREE SAMPLES of how Neal keeps its name before cus 
tomers: For catalogs with shiny coated stock, a gummed label 
is used (top); for other types of material, the addressograph 
machine is used (center); and for machinery and equipment 
a metal plate (bottom) is employed 


here are, also, of course, the many “racket” adver 
tising schemes, of which vour local Better Business 
Bureau can keep you informed. 

he distributor's own general catalog is, of course, an 
invaluable sales tool, worth, in our opinion, and that of 
our salesmen, every bit of its cost. 

Our own complete general catalog was issued several 
years ago and won us general and wide acclaim, although 
now it is considerably out of date. To help carry over in 
this period, we have developed a sales promotional piece 
in the nature of a suppliers’ list. This is an attractive 
folder about 5” x 9 ” closed, 10” x 9” open, with a four 
color map on the front cover showing the territory of 
operations of our various offices. The back cover is in two 
colors with a cut illustrating the six major classifications 
of products which we sell, and with it copy emphasizing 
the service we are able to offer with the strategic locations 
of our four offices. 


Suppliers Listed 


Che inside is in two colors, listing most of our major 
suppliers in red, with the principal items of their manu 
facture in dark blue. Here again these suppliers’ names 
are listed under the headings of the six major categories 
of products which we emphasize in our co-ordinated ad 
vertising, sales promotion, and sales program. 

[here are various types of advertising material fur 
nished by suppliers, all the way from expensively bound 
catalogs to folders and envelope stuffers. Many manu 
facturers will send this material to the distributor with 
his identification neatly imprinted upon it, particularh 
if the distributor is known to use the material judiciously, 
and in sufficient quantity to warrant this expense. Wc 
trv to encourage this procedure, of course. but even 
where this is not done, we urge our suppliers to furnish 
literature with a large and appropriately located space 
for inserting our own imprint. 

We have several means of putting our own imprint 
on these catalogs. For certain of the larger catalogs, and 


HOW TO MAKE IT PAY OFF 
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aE GR.C.NEAL COMPANY, INC. 


BUPPALO N.Y 


CALL NEAL FIRST! 


SUPPLEMENT TO A CATALOG is this four-color folder 
On the inside, major suppliers and the products they manu 
facture are listed. The back cover lists product classifica 
tions and the copy stresses available services. 


particularly those with shiny coated stock, we have de 
veloped a very attractive gummed label. 

For other types of material we use our addressograph 
machine, with specially embossed plates to put our im 
print on the catalogs or folders. 

In our case we control the distribution of all litera 
ture from the Advertising Department in the Buffalo 
office, and label, or otherwise imprint, all of the material 
here. For this type of imprinting we have developed 
plates for the individual offices, and send each of them 
their required quantity with their own address imprint. 

We also have metal plates similar to our gummed 
labels which are used to attach to machinery and other 
larger pieces of equipment. Some of these we attach here 
ourselves; in other cases we send a supply of the plates to 
our suppliers who put them on the machines before they 
ship them. This, of course, is an advantage in the case 
of direct shipments where otherwise our plate would not 
be on the machine. 

There are many types of commercial calendars avail 
able, which distributors may obtain with their own im 
print. In our case we have standarized on a special call 
calendar of our Own, which has become almost a trade 
mark over the years. The calendar pad itself is of the 
three-months-at-a-glance type. It is a thirteen month 
calendar starting with December of each year and run 
ning to December of the following year, and the panel 
at the top illustrates the classes of products which we 
sell and changes each month for six months, and then 
iepeats. Here again we tie in the classes of products 
illustrated each month with the six major classifications 
of lines featured in the sales and advertising campaign. 
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® very important: 


SPECIAL FOR SALESMEN is this bulletin board at the 
Neal Co. Mr. Wilcox is posting the latest Washington 
Bulletin from INpustriat Distrinurion while Salesman 
R. C. “Reg” Jerman looks on 





“Merchandise Your Advertising to Your Salesmen” 


ONE Or THE FACTORS in working in harness with the 
sales department is in making certain that the adver 
tising is fully merchandised to the salesmen. We 
make every effort to do this as fully as possible. 

Every month a notice is sent to all inside and out 
side salesmen, attaching reprints or tear sheets of 
the current ads, if available. If they are not, we call 
attention to the products being advertised that month 
and to the ads which are posted on the bulletin 
board. A copy of direct mail pieces is also attached, 
and attention is called to the window displays; we 
ilso always ask to be kept informed of any reaction 
noted as a result of any advertising. 

We make liberal use of a display of products in 
our windows, and several of our suppliers have avail 
ible excellent material for this purpose. In these 
displays we try each month to feature those items of 
the six major classifications which are being pushed 
in the sales and advertising efforts for that period. 

Many suppliers furnish wall charts and counte: 
cards, but in the case of both window and floor dis 
plays there is room for further development. 








Complete Your Program 
with Novelties, Displays 


THERE ARE A 
narket priced from fractions of a cent to several dollars 

We obtain most sales promotional items of this nature 
through our suppliers, cither gratis or on a share-the-cost 
basis. One of the most popular with our salesmen is a 


PHOUSAND AND ONE” NOVELTIES on thc 


mechanical pencil, with 
head cocket cap screw over the eraser end 


i plastic model of a knurled 
We have used 
many thousands of these over the past vears. 

On the other hand, sometimes we purchase novelties of 
uur own. One which has had the widest acceptance, is a 
-in. stainless steel rule in a narrow width with a pocket 
lip which enables it to be used as a depth gage. This 
scale is imprinted with our company name and the city 
locations of our four offices 

Iwo special promotions are coming up shortly in our 
own program, built around novelties furnished by out 
upphers. One supplier is furnishing a tie clip chain with 
i medallion commemorating its 25th anniversary. For the 
period of a special campaign, all salesmen will wear one 
of these tie chains, and there will be a reasonable supply 
to present to good customers. A specially prepared neck 
tic, furnished by another manufacturer, featuring an illus 
tration of their product will be worn by all salesmen 
during another promotional period on these products. 

Book items are an item of which we use fair quantities 
Some of our suppliers furnish us with limited quantities 
of matches with our imprint, gratis. In other cases we 
purchase matches through our supplier, cither on a share 
the-cost basis, or at the reduced cost obtained bv the 


supplier because of his quantity order. Our salesmen pre 
fer matches in six or twelve book units rather than the 
usual 50 book units 

Another relatively inexpensive item on which we have 
standardized is a small pocket-size loose leaf note pad 
Decimal equivalent charts, both wall and pocket type, arc 
useful items which are furnished by suppliers and used 
regularly. The small envelopes furnished by many manu 
facturers for shipping small items or broken package 
quantities also are put to very good use. 

Other items which we have used are pocket hones, drill 
point gages, pocket diaries, pocket calendars, letter 
ypeners, magnifying glasses, blotters, etc. Blotters, how 
ever, seem to be going out of favor rapidly, possibh 
because of the widespread use of fountain pens and the 
prevalence of quick drying inks 


Door Prizes for Outings 


Prizes, gifts and donations arc expense items which 
many authorities feel should not be charged to advertis 
ing but which, nevertheless, frequently are. We regularly 
contribute door prizes for picnics, outings, parties and 
other such affairs conducted by purchasing agents’ asso 
ciations, the American Society of Tool Engineers, and 
other similar organizations. Customers frequently come to 
us for prizes for company affairs of the same nature which 
their customers are holding. 

These prizes, of course, can vary all the way from some 
of the novelties already mentioned to rather expensive 
irticles, or sometimes gift certificates. 

Keeping alert to obtain good publicity is another part 
of the department's job. Publications in which we tak« 
advertisements frequently welcome publicity items from 
us. Not to be overlooked are local newspapers. You may 
be pretty sure that if you have a really newsworthy item 
the papers will be glad to use it. 


102 INDUSTRIAL DISTRIBUTION © NOVEMBER, 1951 








HOW TO MAKE IT PAY OFF 








Effective Mailings Come From Good Mailing Lists 





IN CONSIDERING any kind of a 
mailing campaign, it must be 
recognized that its effectiveness is 

i 

In our case, we have built our 
list of approximately +,000 names 
mainly from mailing list slips 
turned in by the salesmen. Thc 
list is classified by type of items. — | 
his enables us to send a mailing — | - 
on products only to those buyers 
vho would be logical prospects 

(he names are set up on perma 
nent file cards (right). 

Our addressograph has a 60 | 
classification selector, and our | 
iddressograph plates are so tabbed . 
that, if we are making a mailing - 
on abrasives, we can key the ma 
chine so that only those plates 
which are tabbed for this line will 
print 


|R. C. NEAL COMPANY, INC. 
influenced by the mailing list. 80 date Marlee 


Mr. Woward C. Cowles 
A.C.A. Kachine Tool Co. 


3727 Caries Road 
Buffalo 21, New York 


JOP MACaI~n ings — 
Products 


Mailing List File Card 
Mailing Classifications 


| Fasteners 
772 curving Toate 
| 3) Careiden (otmert 
OT Aeresiven 
67> Power Toots & Aces 
47% Portanis Elertrie 
7 Portabte Air 
© Screw Machine 
eas — 
© Ale & Tyarautie 
10, tanpection. Tost Room 
1) Handing Covioment 
4-7'2 Shep Cavioment 
14 Universal Engineers + Soom Bend only 
3 | Preduete 2 S Cardetey omy 
6 Wire Rope 6 ALPS 
7 Meat Treating ? 37 ROM Catabogee 
18 welding 2 Compan; oniy 
” 39 Penne only 


2» 00 Genera ia 

















Ihe advertising department frequently has the job of 
promoting internal publicity or public relations. In our 
case we work with others in doing much of the promo 
tional work in connection with bond drives, Community 
Chest or Joint Charities campaigns, Red Cross appeals, 
etc. We print the notices and maintain the bulletin 
boards. Of these latter there is one in the shipping depart 
ment, devoted largely to “safety” bulletins (and, unofh 
cially, “leg art’). There is a large bulletin board at the 
drinking fountain for notices of general interest, and it is 
in this niche also that we usually place posters of special 
programs of any kind. Then also we have a special bulle 
tin board, mounted in the sales room, just for the out 
side salesmen. 


House Organs 


Editing a “House Organ” often becomes the responsi 
bility of the advertising department. During the past 
war we developed a fairly comprehensive little publication, 
printed outside by the offset method, which enabled us 
to use many “cuts” at low cost. Because of the time 
involved, this was discontinued after our service men 
had all returned, but we have recently again started a 
small internal bulletin on a simpler scale. This is also 
done by offset, but on our own multilith. 

As for results, recently we were able to prove a large 
sale directly traceable to a window display. We also 
have records of inquiries and sales directly from classi 
fied telephone directory advertising, magazine adyertise 
ments, and direct mail. A number of sales have been 
made as a result of giving out the suppliers’ list folders, 
ind we know of at least one which resulted from a sales 
man’s giving out an ordinary wooden pencil with the 
supplier’s name on it. 

We have made some attempts to measure at least 
reader attention by the use of reply cards with our direct 


mail. When we first set up the mailing list we sent a 
letter to every name, requesting the return of a reply card 
to verify the correctness of the name and address, and 
had the phenomenal response of better than 80%. 

We are planning a series of “test” ads in which we 
will offer one of our 6-in. scales, to see if we can get any 
evidence of readership. This will then be followed late: 
by the same offer in one of our direct mailings. 

One line which we took on just shortly after our adver 
tising department was organized indicates, we believe, the 
effectiveness of consistent advertising. This line was an 
nounced by direct mail, and large two-color center spread 
ads. These have been followed by consistent national 
advertising and direct mail on the part of the manufac 
turer and by smaller space ads and regular monthly direct 
mail campaign on our part. The volume of sales in this 
line has increased better than 30% in the period covered. 
If the advertising cannot be credited with the entire 
growth, we firmly believe that it was an important 
contributing factor. 

As already mentioned, we do ask both our inside and 
outside salesmen to let us know of any reaction they 
encounter as a result of any of our advertising, and we 
do get some reports in this way. One example, however, 
of the difficulty of proving results, and one which from 
our point of view is both tragic and amusing, occurred 
when we put on an intensive campaign on lathes. We 
carried regular newspaper advertising during the period, 
in both the morning and evening and Sunday papers. 
But when we asked‘the store salesmen if any sales had 
been made as a result of this advertising, they stated no, 
definitely. In the ten day period immediately following 
the breaking of the newspaper campaign, however, we did 
sell more lathes off the store floor than we had ever sold 
from stock in any like period before. 

“Sic transit gloria’ —or something! 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1951 





NEW PLYWOOD plant of Sylvan Products, Centralia, 
Wash., offered service and sales opportunities to R. S. 


Scott, salesman, Washington Belting & Rubber Co., Ta 
coma, although major equipment involved is special. 


Plywood Makers Use Your Products 


WHAT HAVE INDUSTRIAL SUPPLIES got to do with mak 
ing plywood? A lot, in spite of the fact that the major 
cquipment is special. R. S. Scott, salesman, Washington 
Belting & Rubber Co., Tacoma, Wash., knows it and 
that’s why he was able to assist in specifications, design 
ind installation of some $30,000 worth of materials 
handling and power transmission for the new softwood 
plywood plant erected recently by Sylvan Products, Inc., 
it Centralia, Wash 

Basically, making plywood involves three major oper 
ations: (1) peeling logs for veneer; (2) drying and 
grading; (3) glueing and lay-up. Interesting, but not of 
prime concern to Mr. Scott. Of more concern were the 
in-between and related operations which help so much in 
peeding up production 

Peeler logs are hauled to the plant pond by truck 
From here they are hoisted to the lathe which skins off 
the bark. The logs are returned to the pond for storage 
When needed, the log is hoisted to the “peeler” lathe 


j 
| } 
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LOGS are hoisted from the storage pond to this lathe which 
strips off veneer and that calls for some heavy lifting 


and the veneer is peeled off, dropping to a conveyor belt 
“trav feed” 

I'he veneer is fed into the “tray system” of four 
parallel belt conveyors which are a combination storage 
and carrier device for taking up the veneer as it comes off 
the lathe. The ‘“‘trays” feed the veneer to the clipper 


which cuts sheets into standard widths and lengths which 
are conveyed on. 
l'rucks then carry the sheets to the drying and grading, 


another job for belt conveyors. From there trucks take 
the sheets to glueing and lay-up, then through the trim 
saw and sander—all involving considerable belting, drives, 
ctc. 

But that isn’t all. Belt conveyors pick up refuse at all 
points and feed it into a hog-grinder for chopping up 
into fuel. Then a chain conveyor carries the fuel to the 
boiler rooms. Plenty of belting—some 5,000-ft., and 
transmission items for Mr. Scott and his firm to supply 
ind keep supplied 


VENEER PEELINGS ride down this conveyor “feed” as 
they come off the lathe. Belting, pulleys, etc. here 
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FRAY SYSTEM is a device of belting and transmission CLIPPER cuts up veneer to work sizes. Here W. F. Brewer, 


items for moving and storing veneer en route to the clipper plant manager, and Mr. Scott inspect belt installations 


be 


fli, 
‘ ~_ a | 


REFUSE conveyor, side operation, is one of several only HOG GRINDER chops up refuse from conveyors for fuel 
350 ft. of belting, motor, pulleys, drive by Mr. Scott and it has to have a drive that will take punishment 





CHAIN DRIVE for chain fuel lift is checked by Vie For HOG FUEL conveyor hauls stuff to boiler room—190 ft 
strom, superintendent, and Mr. Scott for efficiency of chain, sprockets, bearings, and specially-cast flights 
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BEFORE Maddock & Co.'s facclifting program, offices were 


merely ‘“‘make-do” but 


AFTER the 


paperwork 


fut BENEFITS, Ralph McIntosh knew, would be many. 
If he could renovate Maddock & Co. as he saw it in his 
nind’s eye—everyone would gain by the new setup at the 
Philadelphia firm 


1. Flow design would be achieved, with all its desira 
ble, direct line handling of merchandise from 
receiving through shipping 
Customers, as a consequence, would get faster serv 
ice on the orders they placed. 

All department over-lapping would stop at once. 
The office emplovees would get almost ideal work 
ing conditions and conveniences 

The stock room men would get clear passage 
through the aisles, would stop the tracing and 
retracing of steps to and from the stock areas. 


In short, if Mr. McIntosh could convince the board of 
directors at Maddock that the remodelling was worth the 
while, that the returns could warrant the cash outlay 


Re-Made To Order 


At small cost, a bright young architect 


and ‘‘flow design”’ has transformed 


Philadelphia’s oldest distributing house 


cement, brush and lampmen got through, “flow design’” moved products and 
through the house at a 20% faster clip in cool, well-lighted comfort 


Christmas would come in July this vear for several dozen 
good people and their customers. 


Some Extra Dividends 


From the day the board of directors said a qualified 
“ves” to the day Bell ‘Telephone threw the new switch 
that fed customers into the new phones upstairs, was 
exactly three months. Business went on as usual. The 
movement between floors of desks, typewriters, filing 
cabinets and the like was achieved in a single day 

When the last bill had been paid and the last “thanks” 
spoken to Alex Ewing, the young architect responsible for 
carry-through on the treasurer's ideas, Mr. McIntosh and 
President Maddock made a tour of their new facilities to 
count off what had been accomplished. 

They had gotten more value than they had ever hoped 
they could in this time of high prices and short materials 

and several of their “gains” were a pleasant shock. 

Every department, for instance, had added to its sq. ft 
area—offices, back and current orders, store area, shipping 
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BEDLAM ALLEY brought storm o 
trafic through Marine Dept 


D STOCK AREA was moved out 


» make way for separate privacy 


and receiving, and general storage. ‘That implied that 
Maddock & Co. had lived too long with a lot of space 
i-wasting. 

The tour was easy walking with the new asphalt til 
underfoot. Overhead the acoustical tile ceiling absorbed 
the normal office noises of typing, billing and_ teletype 
machines, and the new high intensitv lighting left no 
dark corners anywhere. 


Counting the “Benefits” 

Executive offices put key personnel in the right spots, 
in excellent control positions. When President Maddock 
walked out of his office, any morning, a turn night brought 
him a step from the treasurer; a left turn put him at the 
desk of the sales manager; three steps straight ahead and 
he’d stand in the office of the p. a. Yet at no time need 
he pass in sight of the general offices. 

Air-conditioning helped beat the heat. Even the new 
lunch and locker rooms for employees had been made 
comfortably cool. 


INDUSTRIAL DISTRIBUTION 
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NEW MEZZANINE IS MECCA to Marine Dept. head Joseph Myers, left. ‘The 


move upstairs set him up in offices that give casy access to his supplies areas 


MODERN REST ROOMS, built to accommodate men and women at Maddock in 


Rooms include luncheon facilities, a locker for everyone 


Upstairs and down, “‘flow design’ was handling prod 
ucts and paperwork by the shortest route in/shortest 
route out principle that would mean faster, more efficient 
service for Maddock customers. ‘Tho’ it was too early yet 
to measure employee efficiency under the new atmos 
phere, Office Manager Albert Mitchell reported that 
Maddock had done 20% more business in July than in 
the previous month—and with far less effort expended in 
the handling of it. 

Apparently, Maddock & Co.'s $23,000 investment was 
on its wav back into the bank already. 


Before And After Picture Of Usable Space At 
Maddock & Co. 
Space Before After 
Offic 1,025 sq. ft ,400 sq. ft. 
Shipping & Receiving Je *. Bude se ° 
Store —. 860 “ 
Storage Space 500 * 


5 
5 


© NOVEMBER, 1951 





DAILY MEETING is held at Phillips Hardware 


Co., Columbus, Ga., between D. M 
dent, and Gene ‘Tillery, stock clerk 


ventory levels revealed by stock 


AUG. 
nv. 


Greene, vice 
Subject is 
control svstem 


Inventory Control: 


SEPT. 


& Supph 
of items. ‘This 
checked against 
number of the it 


Keep 


NOV. 


presi 
urrent m 


OCT. 


Manufacturer's na 


each item is 


STOCK RECORD for 
t of these two facing ledger sheets 


UITCeS 
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INVENTORY CONTROL without pet 
ual inventory cards is possible through 
the use of a system developed and in 
use at Phillips Hardware & Supph 
Co., Columbus, Ga 

Control maintained 
bination of simple records and a con 
tinuous physical check of stock. The 
result, according to Frank A. Phillips, 
jr 
to maintain and very efficient.” 

Each item in stock is covered by 
two facing pages in a loose leaf ledger 
Vhe left hand page lists the supplier's 
name and address, order and shipping 
data, and minimum stock 


pe! 


by a com 


1S 


president, is a system “less costly 


re quire 


108 


maintained 


of supply and method of ordering 


shows six month 
orders placed 
different colored 


one 
lists 
sheet 


on 
on left 
Other 


Sheet 


ments. If the manufacturer supplics 
several different items, each is fully de 
scribed on the sheet, providing a cross 
indexing feature 


Half Year Record Provided 
he 


other sheet is divided into six 
main stock 
record for half a vear. Each of these 1s 
subdivided into three smaller columns, 
one for stock on hand, one for ship 
ments received, and the third for 
orders placed. A different colored ink 
is used in each of these columns, to 


columns, to provide a 


guard against incorrect entries 


Maintenance of the stock records 


PHYSICAL COUNT is made each day of a selected group 


count is entered in control ledger and 
recent deliveries of items, as well as the 
ems on order with suppliers 


It Simple 


EC. JAN. 


record of stock level, items received, and 
Entries made in various columns are in 
ink, cutting errors 


requires the time of but clerk, 
who continuously counts inventory for 
exacting stock control. Each dav a 
selected group of items is checked, and 
the account is immediately entered in 
the record. This eliminates the neces 
sity of closing down annually for an 
inventory count 

This clerk is also able to fill in as a 
counter salesman, or in other jobs in 
an emergencv. Management uses this 
jo for untrained men as a stepping 
stone to selling or buving jobs. 

\ notation made in the third 
column when an order for the item is 

Continued on page 162) 


one 


1S 
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OCTOBER: Renegotiation Act of 1951 covers distributors’ 


sales over $25,000 to customers working for any government 


defense agency . .. Swan Bergstrom takes over Herbert Tigges 


post as Metalworking Machinery & Equipment Division head 


at NPA ... First quarter 52 allotments indicates rough sled- 


ding for civilian goods producers .. . 
~ 2 P 


New Renegotiation Act 
Can Squeeze You, loo 


If you're selling anything—tools, 
supplies, components—to any Govern 
ment Department or to any of their re 
lated sub-contractors, the chances are 
that you will be subject to renegotia 
tion to squeeze out “excessive profits.” 
The new Renegotiation Act of 1951 
extended the area of renegotiation 
considerably. 

Previous to Jan. 1, 1951, only De 
fense Department contracts were rene 
gotiaable. The new act, which merely 
amended the old one, extends renego 
tiation to all “contracts” of the Com- 
merce Department, GSA, AEC and 
“such other agencies of the govern 
ment exercising functions having a di 
rect and immediate connection with 
the national defense as the President 
shall designate.” That's a pretty broad 
irea, considering that you, as a dis 
tributor, could be selling to several of 
their prime or subcontractors. 


Who’s Affected 


How do you tell when your business 
will be subject to renegotiation? Well, 
it’s relatively simple. If you sell 
$25,000 worth or more of tools, sup 
plics, components, etc., to a customer 
who is concentrating solely on a de 
fense contract for one of the above 
Government agencies in a fiscal vear, 
vou are a definite candidate for re 
negotiation. 

However, if vour sales were $25,000 
or more to a customer who is engaged 
in other activities besides « defense 
work, there might be some question. 
I'he point is that the products you sell 
to such a customer must be used on a 
defense contract, and the total amount 


must be $25,000 or more, before vou 
become “renegotiable.” 

Ihe new act applies to all contracts 
with the above-mentioned departments 
to the extent of amounts received or 
accrued by a contractor or subcontrac 
tor (you are regarded as a subcontrac 
tor) on or after Jan. 1, 1951. 

For example, assume that vou were 
supplying a customer working on a 
defense contract since July 1, 1950. 
Prior to Jan. 1, 1951 you were paid 
$100,000 for supplies delivered in the 
last half of the vear. Since the first of 
the vear vou had received $50,000 for 
supplies from the same customer. 
This $50,000 paid in 1951 would be 
subject to the new Act 

If you received any money this veat 
for goods vou delivered back in 1950 
then the monev is not subject to re 
negotiaton. 


Transition Problems 


I'he transition for those contractors 
who are subject to renegotiation under 
the 1948 Act, and will be subject to 
the 1951 Act will present some prob 
lems. These have been anticipated to 
a great extent in the new law and the 
transition is made as easy as possible 

The 1948 Act, for example, doesn’t 
apply to anv contract or subcontract 
to the extent of amounts received or 
accrued under after Jan. 1, 
1951. ‘Thus there is a clean cut-off 
date for the coverage of the 1948 Act, 
this being the’ same date on which 
the coverage of the 1951 Act begins. 
Consequently it is not possible to have 
an overlapping application of the two 
Acts 


if on OF 


Ihe date for the cut-off of the 1945 
Act and the beginning of the 1951 
Act was picked deliberately. One of 
the reasons for the choice is that most 
of the business which will be subject 
to renegotiation under the new act 
will be that done by contractors with 
the military departments and with 
their subcontractors. 

A large percentage of the business 
now being performed by such con 
tractors and sub-contractors already is 
subject to the 1948 Act. About 70 
percent of those who are subject to the 
1948 Act keep their books on a calen 
dar vear basis. Therefore, by stopping 
the 1948 Act at the end of a calendar 
vear and beginning the new one at 
the start of the year, the problem of 
applving two renegotiation acts to re 
ceipts and accruals the same vear 1s 
minimized. 

If your company is not on a calendar 
year basis and has receipts and accruals 
subject to both acts, the entire year 
mav be renegotiated under the 1951 
Act by agreement. 

The new Act provides: “All items 
estimated to be allowable as deduc 
tions and exclusions under Chapter 1 
of the Internal Revenue Code (ex 
cluding taxes measured by income) 
shall, to the extent allocable . . . to 
contracts and subcontracts subject to 
the Act be allowed as items of cost in 
determining the contractor's profits.” 
[his is substantially the same language 
of the World War II renegotiation 
law as well as of the 1948 Act. How 
ever, unlike either of those two, the 
1951 Act provides that a loss on re 
negotiable business in one year is to 
be allowed as a cost in computing re 
negotiable profits for the succeeding 
year. 


The Big Problem 


The new law doesn’t spell out what 
it means by “excessive profits” in terms 
of dollars and cents. Such factors as 
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efhciency, reasonable costs and profits, 
extent of risk, reasonable return on net 
work and nature of the business are to 
be taken into consideration. 

Due consideration is to be given to 
cach of these factors in everv renego- 
tiation case. However, in the adminis- 
tration of the 1948 Act, more emphasis 
was given to the risk factor, perhaps, 
than to any other 

Ihe regulations issued for the 1945 
Act prescribe that particular attention 
had to be given to the risk assumed 
by a contractor as a result of a policy 
of close pricing in the initial procure 
ment. ‘The regulations state, in part, 
that a contractor whose initial prices 
ie calculated to vield a 
profit and ICVISCS 
downward when circumstances warrant 
will be given more favorable treatment 
than a contractor who docs not follow 
such 


reasonable 


who such prices 


a policy 

The reason for the emphasis of this 
factor can be summed up by the state 
ment that dollars which are never paid 
out as excessive profits are much mor 
useful dollars than those subsequently 
recovered in renegotiation 

While it is not known what the 
regulations for the 1951 Act will sav 
with respect to this or anyother fac 
tor, a contractor is safe m assuming 
that if he follows a pricing policy calcu 


lated to produce reasonable profits, he 
will have little to be concerned about 
under renegotiation laws 


The Procedure 


Those subject to renegotiation have 
to file their financial statements with 
the Renegotiation Board within four 
months after the close of their fiscal 
vear. The Board has, however, ex 
tended this filing date for 1951 to 
Mar. 1, 1952 in the only action it has 
taken so far. 

If the board sees evidence of exces 
sive profits, it will have access to the 
contractor’s records 

If investigation indicates excessive 
profits, an attempt 1s made to nego 
tiate an agreement 

If there is no agreement, the Board 
sets the amount and date for recapture 
of excessive profits by the Govern 
ment 

The contractor 
davs in which to file 
the U. S. Tax Court 
ruling is final 


then has up to 90 
in appeal with 


his 


court’s 


About “X-6” 
Q. As a distributor of mull 


products, can I use X-6 to replace in 
ventory from another distributor? 

A. No. NPA Order M-82 permits 
vou to extend X-6 to the mill only 


brass 
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Swan Bergstrom 


Bergstrom Directs 
Metalworking Unit 


Swan Bergstrom, on leave as vice 
president and director of the Cincin 
nati Milling Machine Co., Cincinnati, 
Ohio, is of the Metal 
working Equipment Division of the 
National Production Authority 

Mr. Bergstrom replaced Harold 
ligges, who returned to his post as 
executive vice-president of Baker 
Bros. of ‘Toledo. Mr. Tigges had served 
lis tour of duty with NPA under the 
general rotation policy of the agency. 
Under this policy, NPA draws key 
nen from private industry 

Mr. Bergstrom was born in Rosholt, 
South Dakota and attended Purduc 
University. During World War IT, he 
served as a consultant to WPB 

The division includes Paul S. Gas 
ton, assistant director; T. I. Shriver, 
Production Control Branch; H. W 
Armstrong, pool order section; Robert 
MI. Husband, subcontract facilities sec 
tion; J. G. Fitzgerald, materials and 
components — section ] Pavson 
Blanchard, order board section; W. S 
McCormick ind available tools 
section; Edgar R. Grossman, diversion 
ind substitution section; Paul W. 
Norris, industrial supplies — branch; 
Ralph O. Anderson, abrasive products 
section; Wilev T. Buchanan, cutting 
tools section; Edward J. Masterson, 
gages, precision measuring instru 
ments section; Dale Spoor, welding 
section; TI. A. Newman, foundry 
equipment and supplies section; Philip 
R. Marsilius, tools, dies, jigs, fixtures 
section; W. Kent Mathias, machine 
tools section; Carl L. Ipsen, industrial 
heating section; Oscar Iber, machine 
tool attachments and accessories sec 
tion; James L. Shields, program and 
requirements branch 


now director 


used 


Authority To Use 
DX Symbol Delegated 
To Defense And AEC 


Ihe Secretary of Defense and the 
Director of Construction and Supply. 
Atomic Energy Commission werc 
delegated by NPA with authority to 
apply the new emergency symbol 
“DX” to orders when delay in deliv 
ery would jeopardize vital programs. 

NPA doesn’t anticipate that the 
authority will be exercised in many 
since most situations can be 
issignment of DX’s by NPA 


Cases 
met by 
itsclt 

Ihe DX symbol, a_ bottleneck 
breaking device, was established Sept 
13 by NPA. It cannot be applied to 
orders for steel, copper and aluminum 
in controlled materials forms, but may 
be used within limits set by NPA to 
expedite delivery of other materials, 
components and products required 
immediately in top-urgency defense 
programs 

Policy memorandums in connection 
with the extended delegations pro 
vide that the Secretary of Defense 
will re-delegate authority to apply the 
DX svmbol to the chairman of the 
Munitions Board. In turn, this off 
cial will re-delegate his authority to 
only one other official of the Board 
In the case of AEC, the Director of 
Construction and Supply, will extend 
his authority directly to one other in 
dividual in the agency. 

Use of the symbol will be limited 
to those cases in which the following 
findings have been made: 

1. The necessity of obtaining the 
materials or products is of such a 
compelling and urgent nature that 
failure to use the DX will result in 
scrious dislocation of the military or 
AEC production or construction pro 
grams 

2. ‘The extreme urgency for certain 
products or materials does not permit 
utilization of coordinated authoriza 
tion procedures for the issuance of 
DX svmbols established within NPA 

3. The materials or products can 
not be obtained when needed by the 
use of a DO rating. 

No DX svmbols will be issued on 
orders calling for delivery of products 
subject to production and delivery 
scheduling under specific NPA orders 
M-41 and M-44 for example) or on 
orders calling for delivery of items for 
which the use of ratings is specificall 
prohibited by any NPA orders or 
regulations 
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Civilian Goods Makers’ 
Allotments Curtailed 


Look for some slackening activity 
among your customers who are en 
gaged in making civilian products in 
the first quarter of next year. Unless 
these customers succeed in uncovering 
substitute material or economize 
through design of product, they're 
going to have materials supply head 
aches. 

The Defense Production Adminis 
tration’s first quarter 1952 allotments 
of steel, copper and aluminum have 
been published and the figures don’t 
look so good for consumer durables 
manufacturers. ‘These manufacturers’ 
allotments of steel was increased by 
some 3,000 tons over their fourth 
quarter allocations. 

But the consumer durables pro 
ducers’ share of copper and aluminum 
was cut rather drastically. Whereas 
consumer durables manufacturers re 
ceived 49,050,000 Ibs. of copper for 
the fourth quarter, for the first quarter 
their share is only 38,220,000 Ibs., 
about a 25 percent cut. For the fourth 
quarter they received 57,000,000 Ibs. 
of aluminum and for the first quarter 
only 49,000,000 Ibs. 

On the other hand, manufacturers 
of industrial supplies appear to have 
fared well with allotments of the three 
basic metals. However, as Eugene F. 
McCarthy, director of the General 
Components Division in NPA, pointed 
out, a lot of the metal will have to be 
diverted into the type of products 
needed for defense work. 

Chus, for the first quarter of 1952, 
the General Components will allot 
1,089,500 tons of stecl as compared to 
the 1,067,500 tons it allotted in the 
fourth quarter; 172,074,000 Ibs. of 
copper as compared to 150,094,000 
Ibs., and 18,000,000 Ibs of aluminum 
1s compared to 14,700,000 Ibs 

Ihe substantial increases in copper 
ind aluminum allotments to the Gen 
eral Components Division brings the 
allocation back to what it was in the 
third quarter of this year. This di 
vision metes out the metal to manu 
facturers of threaded fasteners, stamp 
ings, springs and formed wire goods, 
valves, fittings, hose couplings, gaskets, 
packing, mechanical pywer transmis 
sion products, chain, wire cloth, equip 
ment sundries, saws, files, rasps, serv 
ice tools, hand tools, forged tools, car 
penter’s and artisan’s tools. 

On the other hand, the General In 


dustrial Equipment Division didn't 
make out too well. In the fourth quar 
ter it received 866,500 tons of steel, 
61,020,000 Ibs. of copper and 25,400, 
000 Ibs. of aluminum. For the first 
quarter its allotments are only 500,436 
tons of steel, 41,905,000 Ibs. of cop 
per and 17,000,000 Ibs. of aluminum. 

The General Industrial Equipment 
Division handles the allotment for 
manufacturers of such items as scales 
and balances, industrial, floor trucks, 
skids and platforms, cranes and hoists, 
conveyors, pumps and compressors, r¢ 
frigeration and air conditioning, fans 
ind blowers, woodworking machinery, 
ceramic machinery, chemical machin 
crv, ete 

The Metalworking Machinery & 
Equipment Division had its allotments 
of steel and aluminum decreased but 
of copper increased. Fourth quarter 
allotments were 643,500 tons of stecl, 
25,080,000 Ibs. of copper and 7,600, 
000 Ibs. of aluminum. First quarter 
allocations include 556,000 tons of 
stecl, 36,028,000 Ibs. of copper and 
7,000,000 Ibs. of aluminum. Many 
industrial supply manufacturers (abra 
sives, precision measuring gages, at 
tachments and = accessories, cutting 
tools, welding and tools, dies, jigs and 
fixtures) get their allocations from this 
division. 

lhe quantities of steel, copper and 
iluminum reserved for MRO, self 
certification and the processing of 
small field remain about the 
same for the first quarter as for this 
final quarter. This amounts to 2,334, 
426 tons of steel, 105,159,000 Ibs. of 
copper and 43,883,000 Ibs. of alumi 
num 

DPA Administrator Manly Fleisch 
mann noted that “because the defense 
program is beginning to hit its stride, 
the military uses of basic materials is 
growing rapidly and civilian produc 
tion in the first three months of 1952 
will be moderately lower than the last 
quarter this year.” 

Certain less essential products re 
quiring aluminum and copper, includ 
ing those where substitution is pos 
sible, will have to be drastically cur 
tailed 

Mr. Fleischmann added that thc 
military will use large amounts of basic 
materials in the form of motors, bear- 
ings, gears, washers, screws and other 
common components. More materials 


cases 


than in the fourth quarter of this year 
were needed to support the operations 
of industries supplying direct militar 
producers and to support programs for 
the expansion of industrial capacity. 

The first quarter direct military de 
mands for steel are 408,000 tons more 
than in the current quarter. The di 
rect military demand for copper is 
81,000,000 Ibs. more and for alumi 
num, 80 million Ibs. more. 

“Since these increases for the mili- 
tary are substantially more than the 
increase in supply, these changes in 
themselves have imposed a squeeze on 
everything Mr. Fleischmann 
added. 

“It is our belief that it is preferable 
to permit all manufacturers, including 
those who make non-essential civilian 
goods requiring copper and aluminum, 
to operate at low levels rather than to 
put some of them out of business en 
tirely by prohibiting the use of basic 
materials entircly in less essential prod- 
ucts. In this way there is a greater op- 
portunity for them to be ready to use 
materials when they come into greater 
supply when the time comes that our 
expansion of basic resources will per- 
mit a higher level of civilian produc 
tion.” 

Mr. Fleischmann said that DPA at 
all times has been particularly con- 
cerned with the treatment of “B” 
product procurement by the military. 
As an example, he cited the case of 
heat exchangers. DPA had to give 
very serious consideration to the very 
substantial need for heat exchangers 
by the Atomic Energy Commission. 

In every case in the industrial equip 
ment industry, DPA tried to make a 
detailed product code analysis and to 
base its final determinations on the 
most detailed information that was 
obtainable. 


Machine Tool Price 
Filing Is Expended 


Machine tool manufacturers have 
until Nov. 15 to file reports required 
under the recently revised machine 
tool regulation (CPR 30, SR2, Rev 
1), OPS said. 

As originally issued, Section 8 of 
Supplementary Reg. 2, Rev. 1 to CPR 
30 provided that reports on OPS Pub 
lic Form 8 had to be filed by Oct. 15 

It was found that mat.y manufac 
turers had to have additicnal time in 
which to complete and file the re 
ports. Detailed instructions to be used 
by machine tool manufacturers for 
completing Form 8 under amended 
provisions were issued only recently. 


else,” 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1951 WI 





WASHINGTON BULLETIN 





Salesmen’s Pay Studied 


By Salary Stabilizers 


Other than the Salary Stabilization 
Board’s Regulation 2, which deals 
with bonus plus pavments, there is 
no regulation vet governing salesmen’s 
salaries and However, 
a regulation is expected and may be 
issued cither before or by the time this 
story appears 

The SSB advises, however, that if 
you are paying on a commission basis, 
vou just keep paying that wav. If vou 
use a salarv combination, or a certain 
percentage that is 
vou should keep continuing paving 

\t present, the board is conducting 
hearings to which salesmen’s organi 
zations have been invited to express 
From — these 
board expects to gain sufficient data 
and information to write a regulation 
governing commissions and _ salary 
commission combinations 

It must be remembered that the 
Salarv Stabilization Board has 
diction over the stabilization of sal 
aries and other compensation of ex 
ecutive, administrative, professional 
and outside sales employees. This is 
because salaried employees’ problems 
differ considerably from those of wage 
earners. Wage earners’ compensation 
is more or standardized while 
salaried employees’ compensation is 
largely a matter of bargaining between 
employer and the individual 

So far, SSB has issued three reg 
lations 

Reg. 1 (July 5, 1951) deals with 10 
percent increases in salaries and other 
compensation to correct certam m 
equities, cost-of-living increases, tan 
salary and © salary 
plants. It 
municipal and 
other government emplovees 

Reg. 2 (Aug. 17, 1951) deals with 
bonus pavments to executive, admin 
istrative, professional and outside 
sales emplovees, such as vour outside 
salesmen 

Reg. 3 (Sept. 12 
merit or 


COMMISSIONS 


commission, how 


views hearings, — the 


juris 


less 


u 


dem increases, 
new 


mcreases tor 


schedules for ilso 


COVCTS 


1951 


length of service 


deals with 
MICreases 
new or changed jobs, promotions and 
transfers to higher paid positions, 
salaries for new emplovecs, and aunili 
ary pay practices 
All salaries and 
tlon were 


other compensa 
frozen on Jan. 25, 
with prices and wages. ‘The 
doesn't mean that vou can’t 
emplovees’ salaries. It simply means 


along 
freezc 
raise 


112 


that all increases for executive, ad 
ministrative, professional and outside 
must be given within the 
provisions of the regulations. In this 
case, SSB means by “other compen 
sation” such items as vacation and 
holiday payments, bonuses, vour con 
tnibutions to welfare 
benefits, pension fund or annuity or 
the lik« 

SSB is seeking largely 
tion as far 
ind reporting is minimized 


salesmen 


mnsurance Or 


self-regula 
as salary stabilization goes 
However, 
vou have to keep records to prove you 
complied with regulations 

You many grant 

Merit or length of service raises if 
through the range 
method and comply with any of the 
following options 2 


you pai salary 
Reg. 3, Sec. 2 
\) Past practice which permits vou 
to follow vour 1950 practice; (B) ‘The 
six-percent option which permits you 
to take six percent of the total base 
salaries of all employees in a group 
and grant raises up to this amount; 
C) The established plan which pet 
mits vou to grant raises in accordance 
with an established salary that was 
already in operation by Jan. 25, 
1951. 

If you pav through the personal or 
random method, you may grant merit 
or length of service raises with these 
limitation: (1) the total amount of 
raises combined cannot exceed six per 
cent of the aggregate base salaries; and 

the maximum increases granted to 
anv single employee may not exceed 10 
percent of his salary (heg. 3, Sec. 3 

You can promote ar. emplovee to a 
higher paid position without approval 
provided he has to do the normal 
dutics of the job (Reg. 3, Sec. 5 
but thes« governed by 
certain limitations 

Of most interest to a dis 
tributor is Reg. 3, Sec. 9 which deals 
with auxiliary pay practices such as 

1) th ipphi 
ition of incentive rates or plans; (2 


mcreases a4e 


you as 


normal operation o1 
change from one shift to another; (3 
the normal operation of a system for 
paving commissions on sales or busi 
ness transactions; (+) pavment of over 
time, premium or penalty rates; (5) 
severance or termination pay; (6) other 
similarly auxiliary pay practices. 

You can continue these methods if 
your plan was operative before Jan. 
25 and vou had applied it consistenth 


over a reasonable period of time prior 
to the above date. 

Bonus payments which conform to 
Reg. 2 are permitted without approval. 
The regulation classifies bonuses in 
three groups: (1) where a bonus con 
tract or a written plan was in effect 
Jan. 25 and provided a formula for 
determining the amount of the bonus 
and how it was to be distributed; (2) 
where there is an established written 
bonus plan under which bonus pay 
ments are of a discretionary nature 
(that is you determine each time how 
much everyone gets); (3) where discre 
tionary bonuses are paid but no es 
tablished written plan exists. 

Other increases are permissible but 
they require either reporting or ap 
proval or both. In addition to a copy 
of each regulation, you should also 
obtain SSB’s folder ‘Salary Stabiliza 
tion: What It Is and How It Works” 


Rounding Of Prices 
Is Allowed By OPS 


OPS amended its machinery ceiling 
price regulation (Amdt. 18, CPR 30) 
to permit manufacturers to round ceil 
ing prices in a manner more nearly in 
line with standard industry practice. 

The change removes a limitation, 
heretofore in effect, against rounding 
to the nearest cent or fraction of a 
cent where this resulted in a ceiling 
price increase of more than one per 
cent. Also, the change permits the 
rounding of ceiling prices to the near 
est nickel on price list items from 
which a manufacturer customarily 
sells at established discounts. 

In cither case, the rounding of 
prices must be applied for all com 
modities on the same basis and must 
reflect decreases as well as increases. 

OPS doesn’t expect that the more 
flexible method of pricing provided by 
the amendment will result in any appre 
ciable increase in price since upward 
and downward rounding would be in 
approximate balance. It will relieve 
the manufacturer of a clerical burden 
where it had been his customary prac 
tice to round prices as now permitted 
bv the regulation 


What Does “*X-3”’ Mean? 


Q. What significance does “X-3" 
have under CMP? 

A. None; all allotment symbols 
have the same preference standing. 
“X-3" indicates a case that was proc- 


essed in an NPA field office. 
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How to tell in brushes 
.-. just look for “OSBORN” 


L- is easy to buy good industrial brushes. Just specify “OSBORN” 


and order them automatically from your Industrial Distributor 


along with other mill supplies. You are sure to get the best in work- 
manship and materials. Osborn brushing tools are backed by 59 


years of service to industry throughout the world. 


Write for handy pocket catalog. The Osborn Manufacturing Company, 
Dept. 570, 5401 Hzmilton Avenue, Cleveland 14, Ohio. 


*Trade Mark 


LOOK FOR THE NAME OSBORN ... RECOGNIZED EVERYWHERE FOR 
QUALITY WORKMANSHIP AND MATERIALS 


SIMPLIFIES CLEANING. Osborn power 
brushes efficiently remove scale, rust, 
grit, old paint, prepare surfaces for 
welding ...deburr metal parts... rough 
up rubber. Built for manual or automatic 
operation in a wide range of types, sizes 
and fill materials. 


BUILT FOR INDUSTRY by the company that 
knows Industry’s problems, OSBORN 
Master* Sweep Floor Brushes and other 
maintenance ten soe are designed todo 
your jobs better—faster. 


FREE HANDY CATALOG....... Describes 
OSBORN maintenance brushes for 
every industrial need. Handy pocket 
size. Write for your free copy. 











U.S. TOTALS 


August 1951 


Compared with 


July 1951 








August 1951 
Compared with 
August 1950 


+15% 


First 8 Mos. 195] 
Compared with 
First 8 Mos. 1950 


+46% 
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Supply Sales Trend 


Final Figures For August 1951 





August 1951 
Compared with 
July 1951 


August 1951 
Compared with 
August 1950 


First 8 Mos. 1951 
Compared with 
First 8 Mos. 1950 








NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


SOUTH 


Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST NORTH CENTRAL 
Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


-2% 


O% 


+17% 


+37 








+12% 


+28% 


-3% 


+1% 





+07% 


+64% 


+34.% 


+48% 
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Sel Col/e *RAPIDUCTION JR” 
PIPE THREADING SPEED! 4 


TIME IN SECOND 


Pieces per 
Cut-oft Total Seis te. 














17.5 36.1 
21.2 40.4 
26.0 57.2 

















BUILDERS OF 


(Other sizes in proportion) 


The Oster No. 782”RAPIDUCTION JR.” has what it takes to interest 
cost-conscious production men. Sustained speed and accuracy 
come first. Features of the machine that assure low costs of 
production and maintenance come next. The No. 782 
“RAPIDUCTION JR.” meets all qualifications at a moderate price. 


No. 782 “RAPIDUCTION 
JR.” is equipped with 
stationary, quick-change 
die-heads and the revo- 
lutionary “AUTO-GRIP” 
(automatic gripping) 
Front Chuck. 


BALL BEARING mounting 
of spindle and WORM 
GEAR DRIVE insures full 
power, sustained accu- 
racy and long life of 
the machine. 


Range of No. 782 

Standard range %” to 
2” pipe. Extra range Ye” 
pipe. Bolt range %” 
to 1%”. 
Illustrated bulletin onthe 
No. 782 “RAPIDUCTION 
JR. will be sent promptly 
upon request. 


THE OSTER MANUFACTURING COMPANY 


Main Office and Factory: 2041 E. 61st St., Cleveland 3, Ohio 


COST REDUCING THREADING EQUIPMENT SINCE 1893 
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SALES TRENDS (Continued) 





August 1951 August 1951 First 8 Mos. 1951 
Compared with Compared with Compared with 
July 1951 August 1950 First 8 Mos. 1950 





EAST SOUTH CENTRAL 


a 122% | 12% | +11% 


Tennessee 


WEST 


Arizona Nebraska 





Colorado Nevada 
Idaho New Mexico 


tna Seem vkore | 4% | 415% | 43% 
Minnesota Utah 


Missouri W voming 


Montana 


WEST SOUTH CENTRAL 


twins 49% | -3% | +39% 


Texas 
PACIFIC 


= +7% | +81% | +67% 


Washington 























How Do You... 


e Keep track of changes among supplier's representatives in your territory? 


e Stay posted on new distributor and manufacturer building and office locations? 


e Get the plans for coming sales meetings, conventions, open houses and cele 
brations—and get full reports on them afterwards? 


e In short. how do vou stav abreast of all the events in the industry that affect 
you and your job? 4 


By READING THE NEWS PAGES of INpUSTRIAL DistripuTION, of course. And, 
starting with this issue, your editors are enlarging the news section to a full 
five pages of news, plus the many additional columns following. 

Vhis bigger lead off section is designed to make easier your job of keeping 
informed of what's going on in the industrv. Look for it beginning on page 124 
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Is higher production your aim? 
Then Yarway is your steam trap. Best steam 
trap performance requires condensate drainage p/us— 


1. Air and gas removal. 


2. Velocity scrubbing of condensate from 
heat transfer surfaces. 
- Keeping highest average temperature 
in the equipment. 


Yarway Impulse Steam Traps do all this, 
W ITH sending the most premium B.T.U.'s at top 
temperature into your process or product. 


That's why equipment drained with Yarways 

gets “hotter, sooner’’ . . . why better quality and higher 
production rates are so often reported, 

and at lower steam consumption per unit produced. 


The Yarway ‘“Impulse’’ design makes this possible— 
also makes possible small size, only one moving part, 
straight-through piping, low cost, low maintenance, 

. . and it’s good for all pressures. 


_ Over 750,000 Yarway Impulse Steam Traps have 
[ already been installed. You can buy them at a nearby 
industrial distributor—216 sell Yarways. 





— lll Mermaid Avenue, Philadelphia 18, Pa. 
ME ge Breton ~ seen 
m! . Y ae 


FREE OFFER 


Dort't take our word for it. 


Test Yarway's production advantages in your = 
“somes asaess “WAR WAY the steam trap 
designed with production 
in mind 
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The Outlook For Business 





METALS SHORT 


*‘TOOL UP”’ PAST 


PROBLEMS ARISE 


ORDER BACKLOG 


We’re in the phase of mobilization when metals will be tightest. Latest report of 
Charles E. Wilson, director of mobilization, shows that metal shortages are becoming 
acute -—and are likely to stay that way for a year. 


Currently, industry’s requests for some types of steel, for copper, and for alumi- 
num, top supplies by from 50 to 100%. This reflects a steady increase in military 
needs. 


U. S. industry has delivered $14 billion of military products since Korea ——but 
that’s only a good start on the job. The military services have ‘‘obligated’’ —— ordered 
or contracted for—— about $52 billion of procurement and construction. And Congress 
in this session is adding funds to bring the total program to about $100 billion. 


Industry is now past the ‘‘tooling up’’ stage on many military products. 


Deliveries of military goods are running $5 billion a quarter. By a year from 
now——close to the peak of the program as it is planned now——deliveries are 
expected to double. Meanwhile, industry pushes its expansion program ——fast. 


Industry will spend $50 billion to $60 billion over three years -—by estimates of 
the Office of Defense Mobilization——in expanding capacity in basic industries. 
This ——in the end ——will relieve shortages of copper, steel, other materials. But, in 
the meantime, it takes a lot of steel and copper to build the plants. 


One third of the steel industry’s expansion program is now complete. Petroleum 
expansion is 28% in place. But only 14% of new aluminum facilities have been com- 
pleted. Nevertheless, this expansion will begin to ease shortages by 1953. 


These two huge programs —— plant expansion and defense production -— underwrite 
high-level business through 1952. With heavy industry running all out through the 
year, business as a whole will set new records. 


But they’ll put a still tighter pinch on metal for consumer goods. 


With military output doubling in the next year, even the optimists in Washington 
expect makers of consumer durables will be pinched still more. Auto industry, for 
example, is now getting enough steel to make 1.1 million cars a quarter. By spring, 
that figure may be cut below a million. 


No one can forecast precisely how much civilian production will have to be cut 
back to make way for the military. 


There are too many complications. For example, industrial expansion, already 
operating under a ceiling because of shortages of structural steel, may be chiseled 
back a little more. In any case, capital goods are likely to take less steel and copper 
next year than this year. 


But --—any way you look at it-—the pinch will be tighter in the first part of 1952. 
And the extra metal will have to come largely from civilian products. 


Wilson report also underlines the fact that machine tools are a bottleneck to the 
program. 


Machine tool builders now have a backlog of orders that would take 22 months of 
production to fill. Rising production——toolmakers are expected to expand their em 
ployment by 50% in the next year, and subcontract orders heavily -—will whittle 
that down. 


In the end, though, it’ll take a lot of American ingenuity -—on the part of com- 
panies using machine tools as well as builders——to break the shortage of tools. 
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Most all of us like packages 
Whose looks are a delight... 
And ‘National“cartons, you'll agree 
Are crisp and clean and bright. 


Most hardware men agree they’ve never seen a 
better-looking package in their field than 
“National’s” snappy red-and-black carton. It stays 
new looking because dirt and finger marks don’t 
show on the glossy surface. And the attractive 
color-coded labels tell at a glance what type of 
fastener you're looking for. That’s the kind 

of help “‘National” gives you to help you 

give your customers complete fastener satisfaction: 


ap 
FiImE THO 
HEX HEAD 


CAP SCREWS 


The “business end”—the color-coded 
label —tells at a glance the type of 
fastener the carton contains, 





THE NATIONAL SCREW & MFG. COMPANY 


Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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IDEAS: How 


you Can... 


... facilitate handling of steel stock 


When J. E. Haseltine & Co., Port 
land, Ore., prepared to move into its 
new steel warehouse, it provided an 
opportunity for Walter J. Burns, ware 
house manager, to try out a few pet 
ideas on steel storage. One idea which 
materialized into a time-saver was a 
demountable steel rack. The use of 
the racks has speeded up storing and 
shipping and provides a greater flex 
ibility in use of warehouse floor space 
when size of stock varies. 

The new racks are constructed of 
steel angles and channel and were 
welded in the Haseltine shop. The 
basic design resembles a cross-section 
of channel stock, thus U. A section 
of angle is welded, corner up, on the 
top of each upright and one at the 
bottom of each upright. This permits 
fitting one rack on top of the other, 
dry fit and sturdy. No fastenings are 
used. 

The two uprights are joined at the 
bottom by a section of channel stock. 


of box and pipe wrenches are a storage 


This is the horizontal support on 
which the steel stock is laid. 

Each rack supports a weight of 5 
tons. It is used for storing either bars, 
rounds, flats, pipe or tube stock. As 
much as four or five layers can be 
built up at each stand. 

When a carload of stock arrives, 
two racks are set on the warehouse 
floor where the stock is assigned for 
storage. A layer of stock is dropped 
in by the crane and two more racks 
are set atop the lower racks. Another 
layer of stock is laid and the pro- 
cedure is repeated until an adequate 
number of layers are mounted. Since 
the stock lays loose in each rack, small 
orders can be filled by drawing out 
the required lengths, quickly and with 
a minimum of trouble. 

If the entire layer is needed for 
delivery, the crane merely lifts all the 
layers above the desired stock, sets it 
aside, lifts out the wanted stock and 
then replaces the other layers. 





problem in most distributing houses, but not at Maddock 
& Co. in Philadelphia. That firm has devised unique 
“off-the-floor-and-out-of-the-way” bins for just such out 
size products. 

The six bin 
wrenches, and were made by 
original shelving. 

Side walls are 1X3's, facings are 14X4. The bins are 
stepped up, with a diagonal leadin at the third vertical 
for greater strength—where it joins the regular shelving. 
Wrench numbers have been painted directly onto the 
wood facings in large letters for easy identification. 

The whole thing was made from odds and ends left 
over when the original was built. 


different sizes of 
merely “‘adding-on” to 


accommod ite 1X 


You can get good points on both sides for the great 
issue: How should drill stock be stored? Some dis- 
tributors’ men say “on the horizontal’; others plunk 
for ‘‘on the vertical’. 

One of the latter is Eagle Supply Co. in Paterson, 
N. J. Possibly a major reason why they store their rod 
stock standing up is the fact they had a flat steel shop 
table available; a second reason, however, was that it’s 
so much simpler to mike rod to size when it’s stored 
that way. So here’s what they did: Ken McKav, traffic 
manager drilled holes of different sizes in the top of the 
odd table to accommodate quantities of different sizes 
of drill rod. Sizes range from 4 up to 1}-in. Holes were 
cut with a motor-driven hole saw. That's it; simplicity 
itself. 
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REVOLUTIONIZES CONSTRUCTION FASTENING! 


. 
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MINGTON 


MODEL 450 


ns 


f= 


STUD DRIVE 


LOOK AT THESE EXCEPTIONAL FEATURES 


COMPACT AND PORTABLE — Weighs 
only 54 pounds, ideal for scaffold, 
ladder, overhead work, inaccessi- 
ble places. Comfortable to use in 
any position. 


SPEED —One man can set up to 5 
studs per minute, as much as 100 
times faster than other methods. 
Sets stud at whatever depth is re- 
quired up to 2°4 inches, depend- 
ing on material. 


ELIMINATES INVESTMENT IN OUTSIDE 
POWER —Self-powered. Especially 
useful in isolated places. 


TRIPLE SAFE — Plainly visible red dot 
indicator shows when it’s cocked; 
safety must be depressed before 
and during squeezing of main trig- 
ger; permanently attached safet , 
shield must be compressed against 
work before Stud Driver will op 


erate. Trigger can’t be acciden 
tally tripped. Slight recoil. Low 
noise level. 


WIDE VARIETY OF STUDS are avail- 
able for every fastening joh. Gen- 
uine Remington studs are trade- 
marked for user’s protection. Pull- 
out resistance as high as two tons 
in good concrete, depending on 
stud used. Cartridges are available 
in 5 power loads covering prac- 
tically all fastening needs. 

UNIQUE, FAST ASSEMBLY OF STUD AND 
CARTRIDGE —T ough plastic heel cap 
permits lightning assembly of any 








Cartridge-powered tool fastens steel 
or wood to concrete or steel in 
seconds ...no outside power source 


Exhaustive tests prove the new cartridge-powered 
Remington Stud Driver to be the finest, speediest 
fastening system ever devised . . . easily sets as high as 
5 studs per minute. No other equipment needed. Speeds 
work and cuts costs. The Model 450 Remington Stud 
Driver is made by Remington Arms Company, Inc., 
America’s oldest and foremost sporting arms manu- 
facturer. For detailed information and the name of 
your nearest distributor, fill out and mail the coupon 
below. There may be slight initial delays in delivery 
until production and distribution catch up with demand. 


“Uf It’s Remington—It’s Right!’’ 


Remington 





cartridge with any Remington 
stud, identifies power load, protects 
head and thread of driven stud 


PRICE for Model 450 Remington 
Stud Driver complete in rugged 
steel carrying case —only $119.50 


Speeds all these jobs . . . and many more 


l.Hanging steel sash and door 
bucks to concrete and brick. 

2. Anchoring wood plates to con- 
crete floors and ceilings for setting 
partitions 

3. Fastening wood furring strips to 
concrete for attachment of metal 
lath 

4. Anchoring suspendedceilings, 
sprinkler systems and lighting fix 


tures to concrete. 


5. Attaching conduit and panel 
boxes to steel and masonry. 


6. Anchor ing light machinery to con- 
crete pads, 


7. Erection of signs, awnings and 
venetian blinds on steel or masonry. 


8. Hanging radiator housings to con 
crete or brick. 


INDUSTRIAL DISTRIBUTION 


MAIL THIS COUPON TODAY FOR FURTHER INFORMATION 


Remington Arms Company, Inc. 
Industrial Tool Division 
939 Barnum Ave., Bridgeport 2, Connecticut 
I am interested in obtaining detailed information on the 
Model 450 Remington Stud Driver 


Name 





Firm 





Position 





Address___ 








© NOVEMBER, 1951 





Tuar’s a short way of saying that through outstanding quality, 
unsurpassed value — and relentless advertising — Nicholson and Black 
Diamond brands constitute the most largely and most widely used 
files in the world. 


Through their longer lasting features these famous files them- 
selves contribute notably to the conservation of steel. And through 
their superior cutting efficiency they contribute to the greater indus- 
trial production that is so vitally needed in these days of stress. 


NICHOLSON FILE CO. © 42 ACORN STREET © PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 
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Distributors—Manufacturers Plan Meetings 


Southern Unit Schedules 


Biloxi Gathering 
For January 


lhe mid-vear meeting of the South- 
ern Industrial Distributors’ Associa 
tion will be held at the Edgewater 
Gulf Hotel, Biloxi, Miss., Jan. 16, 17 
and 18, 1952, The American Supply 
& Machinery Manufacturers Associa 
tion is cooperating with the Southern 
Association on the program. 

l'entative schedule includes a 
meeting of the executive committee 
on Jan. 16, and a meeting for mem 
bers and manufacturers on the 17th 
and the 18th 

Invitations to representatives of 
manufacturers this year are being 
issued only to members of the Ameri 
can Supply & Machinery Manufactut 
ers Association. Members are urged 
to register all of their representatives 
who will attend, including direct rep 


resentatives or manufacturers’ agents 


Plans Completed 
For Maintenance Conference 


Plans for the third Plant Mainte 
nance Conference, to be held concur 
rently with the Plant Maintenance 
Show at Convention Hall, Philadel 
phia, Jan. 14-17, call for the most 
intensive examination of maintenance 
problems ever undertaken, it was an 
nounced by the exposition 
ment 

Thirty-four separate discussions will 
be conducted. More than 100 experts, 
drawn from industrial firms all over 
the country, will lead the panels. Ten 
thousand maintenance cutives are 
expected at the 

Six il conferences, 27 sec 
tional meetings and the annual ban 
quet are scheduled. ‘Two hundred 
companies will display products and 
SeTVICCS ssary for maintenance 
Both conference ind exhibits 
will place the principal stress on pre- 
ventive maintenance The exhibit 
irea will cover four times that of the 
first show. 


manage 


CXC 
show and conference. 


gener 


nece 


SCSSIONS 





NEW VICE PRESIDENT, W. L 
Enright, Ellfeldt Machinery & Supply 
Co., keeps busy at desk in Kansas 
City 


Keating Resigns Trimont 


Arthur FE. Keating has resigned as 
divisional president of ‘Trimont Mfg 
Co., Roxbury, Mass., a 
Actna Industrial Corp 


division of 


National and American 


Sponsor New York, 
Chicago Sessions 


Ihe American Supply & Machiner 
Manufacturers’ Association, Inc., and 
The National Industrial Distributors’ 
Association are sponsoring two sales 
management regional meetings di- 
vided into separate sessions. 

The first will be held in New York 
City, November 8, 1951, in the Bilt- 
more Hotel. The second will take 
place in Chicago, March 12, 1952, 
in the Congress Hotel. Basically the 
meetings will be the same. 

The morning sessions will consist 
of talks on current sales problems, 
analyzing the factors which are at 
work on merchandising generally, and 
the afternoon will be 
seminars, with a manufacturer and a 
distributor acting as moderators. 

Topics of the four seminars will 
be: “Effective Use of Advertising by 
Manufacturer and Distributor’; “Dis 
tributor Sales Meetings; Motivation 
of Sales Force—Manufacturer and 
Distributor’; and, “Coordination of 
Manufacturer’s and Distributor’s 
Field Sales Efforts.” 


SCSSION sales 





Fire Sweeps New York Distributor’s Warehouse 


FIRE FIGHTERS battle blaze in warehouse of Igoe Bros., 


N. ¥ Sept 14th. Fire 


Queen 


| 


located in Hollis, 


which was brought under control after two hours 





gutted the interior packed with hardware, wire screening and roofing materials 


124 INDUSTRIAL DISTRIBUTION * NOVEMBER, 1951 





Joint Leather Belting Meeting Held 


SPEAKERS TABLE at Leather Belting Meeting held recently in Philadelphia was 
occupied by Howard Josephson, President Leather Belting Sales Club; John ‘I 


Wachter, Geo 
Richard H 


Rohmann & Co.; H. G 
Rhods, J. I 


Watson, Alexander Bros. Belting- Co.; 


Rhods & Sons; and, John W. Skelley, Laurence Belting Co 


EIGHTY SALESMEN studied the ins and outs of leather belting selling, through 


means of panel discussions and demonstrations 


held in Worcester, Mass., two weeks later 
A regional meeting sponsored by 
the Leather Belting Sales Club of 
Philadelphia in collaboration with the 
American Leather Belting Association, 
New York, was held recently in Phila- 
deiphia 
Seventy-five members attended the 
gathering, which consisted of several 
panel discussions, demonstrations, and 
1 luncheon. Stated purpose of the 


seminar was to assist industry salesmen 


A similar regional meeting was 


in selling more belting. Subjects 
covered were Uni-Pull Drives; Belt 
\bnormalties; What the Purchasing 
Agent Expects from the Salesman 
loday; Belting and Shafting Align 
ment; and Making Leather Belts 
Endless. 

I. R. Rath, executive vice president 
of the American Leather Belting 
Association was chairman in 
of arrangements 


charge 





H. K. Porter Acquires 
Buffalo Steel Co. 


H. K. Porter Co., Inc., Pittsburgh, 
Pa., has acquired the Buffalo Steel 
Co., Tonawanéa, N. Y. 

With the acquisition of this com 
pany and Connors Steel Co., Birming- 
ham, Ala., last October, Porter now 
has a total steel production capacity 
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exceeding 200,000 tons. Buffalo Steel 
Co. with a total capacity of more than 
70,000 tons a year, is a manufacturer 
of light steel products, as is Conners, 
which also produces electric furnace 
steel. The acquisition of Buffalo Steel 
serving the northern market, forms a 
natural combination with Connors 
Steel serving the South, the company 
pointed out. , 


Thermoid Acquires Control 
Of Essex Rubber Co. 


The Thermoid Co., Trenton, N. J., 
has acquired stock control of the Essex 
Rubber Co., ‘Trenton. 

Lhermoid manufactures automotive 
and industrial rubber, asbestos and 
textile products. Essex has manu 
factured rubber and heels for 
shoes and other molded products. 

Ihe latter company was founded 
in 1907 and from an original invest- 
ment of $2,500 has grown to present 
annual sales of approximately $3,000,- 
000 and total employment of 350. 
Vhermoid which had sales of $30,000, 
000 in 1950, operates plants in five 
states. It is expected that ‘Thermoid 
products will be manufactured at the 
Essex plant as facilities warrant. 


soles 


Durables Output 
Due For Decrease 


Actual production of consumer 
durable goods in the fourth quarter 
may fall as much as 10 percent below 
authorized production levels because 
of the acute shortage of copper and 
aluminum. 

Phe probable reduction was dis 
closed by Walter C. Skuce former as 
sistant administrator for production 
control in the National Production 
Authority, in a speech prepared for 
delivery before the National Industrial 
Conference Board in New York. 

Skuce also declared that the needs 
for the defense program and for the 
industrial resources expansion to sup- 
port it, including the tooling, con- 
struction equipment and the compo- 
nents used in defense production, are 
taking approximately 60 percent of 
the supply of steel for the fourth 
quarter. 

rhe anticipated 10 percent reduc- 
tion in consumer durables, however, 
was the first official indication that 
recent copper and aluminum produc- 
tion cutbacks have created a situation 
for the fourth quarter in which more 
controlled material allotments have 
been issued than can be supplied. 

Skuce pointed out that the impact 
60 percent stecl “take” for 
direct and indirect military purposes 
has aggravated the problem of main 
taining high-level output of consumer 
durables and an equitable distribution 
of available materials both to small 
ind large manufacturers 

Skuce, after commenting — that 
fourth-quarter steel authorizations for 
durables are lower than permitted 
third-quarter production, added that 

Continued on next page) 
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Williams Hardware Co. 
Celebrates 90th Year 


The Williams Hardware Co., 
Minneapolis, has published a brochure, 
Our First 90 Years” in 
of its progress since 


I 
company in 1$6] 


recognition 
founding of the 
The pamphlet in 
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WILLIAMS HARDWARE COMPANY 











HISTORY of company is illustrated 
and described in 14-page brochure. In 
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olen theta es Charles H. Besly Builds Modern Beloit Plant 








MODERN PLANT of Charles H. Besly & Co., 


completed and in operation by March 1952 


Charles H. Besly & Co. is building 
1 modern one-story plant in South 
Beloit, Wisc., which will house both 
divisions of the company. Useful 
floor area will be increased by approx 
imately 20 percent over the present 
plant. It is estimated that productive 
capacity will be increased 100%. 

I'he machine tool division designs 
ind builds a wide variety of produc 
tion grinders. Besly carbon and high 


eee 


in Beloit, Wisc., is expected to be 


Floor area will increase 2( 


te ie 


percent 


speed taps will also be produced in a 
major portion of the new building 
Detailed plans have been completed, 
National Security Resources Board ap 
proval granted, and it is estimated 
that the plant should be in operation 
not later than March of 1952 

Charles H. Besly & Co. was estab 
lished at Chicago in 1875 and _ the 
manufacture of taps was begun at 
Beloit in 1885. 





Spaulding Sales Manager Of Black & Decker 


John F. Spaulding has been ap 
pointed sales manager of The Black 
& Decker Mfg. Co., Towson, Md. 
In his new capacity he will supervise 
the sales of Black & Decker and Home- 
Utility tools to distributors in the 
United States and Canada. 

Mr. Spaulding joined Black & 
Decker in 1926 as a sales engineer in 
St. Louis, and rapidly advanced in 
the sales organization, becoming man- 
ager of the Buffalo, N. Y. branch of 
the firm in 1931. He has held this 
position since then. 

Born in Athens, Ohio in 1903, Mr. 
Spaulding attended local schools and 
Ohio University. He served in World 
War I and has been active in the 
American Legion and V.F.W He 
is a member of the Buffalo Chamber 
of Commerce, Buffalo Sales Execu- 
tive Club and the Duquesne Club of 
Pittsburg 

He will succeed Glen H. lreslar 
who was recently promoted to vice 
president in charge of sales. 


Lambert Joins Soveda, Inc. 


Stanley Lambert, formerly sales 
manager of Heller Bros. Co., New 
irk, N. J.. has joined Soveda 
U. S. A.) Inc., subsidiary of the 
French steelmaking combine, Usi 

» nor, as manager. 
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John F. Spaulding 


Hardware Square Club 
Holds Annual Stag 


More than three hundred hardware 
men attended the Annual stag, an 
old fashioned outing and clam bake, 
of the Hardware Square Club of New 
York, Inc., held recently at Reinhard’s 
Park, Bayville, Long Island. 

Afternoon activities included bas« 
ball, fishing, horseshoe pitching, bath 
ing, boating and card playing. In 
the evening, a clam bake was held. 








Engineers Map 
Centennial Plans 


Lenox R. Lohr, president of the 
Centennial of Enginecring to be hekl 
in Chicago in 1952, announced today 
the celebration already has the pa 
ticipation of 41 national and interna 
tional enginecring bodies. 

The centennial will be held from 
July 1 to Sept. 30, 1953, as a demon 
stration of technical progress. 

Mr. Lohr said that in addition to 
the 41 engineering organizations ac 
tively participating, ‘“‘at least 30 others 
will hold special meetings or send 
token delegations.” 

Among the participants will be the 
International Commission on Irriga 
tion and Drainage which has its head 
quarters in Delhi, India, Mr. Lohr 
stated. 

He said more than 50,000 engi 
industrialists and others in 
kindred fields were expected to visit 
Chicago during the centennial plu 
delegates from leading European na 
tions 

I'he centennial will celebrate the 
100th anniversary of the founding of 
the American Society of Civil Engi 
neers, the United States’ oldest engi 


neering society. 


neers, 


New Rubber Firms 
Get Pricing Aid 


Manufacturers of rubber products 
that weren’t in production during the 
price-control base period were given 
more detailed instructions today on 
how to calculate their ceilings 

The Office of Price Stabilization ex 
plained that its instructions, set forth 
in Amendment 3 to Supplementary 
Regulation 8 under CPR 22, do not 
constitute a new regulation. Instead, 
the amendment is intended to make 
clear that the manufacturer of a 
product introduced after the close of 
the base period may use one of these 
pricing methods 


1. He may select a “comparable 
commodity” already priced under SR 
8, applying the same percentage mark- 
up as computed for that item in 
fixing ceilings on the new product. 


2. If no comparable commodity ex 
ists, he may apply the same pricing 
method to the “most closely competi- 
tive seller’s ceiling” determined under 


SR 8. 


3. When neither of these methods 
is applicable, the manufacturer may 
apply to OPS for a ceiling under the 
provisions of Section 34 of CPR 22. 


Independent Entertains French Visitors 


i 


bi. 


ao 


Rt 


REPRESENTATIVES of the Power Tool industry in France participated in a plant 


tour and conference at ‘Thor's 


Aurora Works recently 


Neil C. Hurley, Jr., Thor 


president, welcomes Marcel Gordon, technical manager, Outillage R. B. V., Paris; 
John H. Street, ECA project manager; and Andre Maurice Royer, president, Ste 


Dusse, Paris 


TECHNICAL GROUP watches lathe operation. Twelve representatives made the 
plant tour, the 100th team of French industrial workers brought to this country to 
further the modernization of French production facilities for free-world defense 





Standard Equipment Co. 
Builds New Quarters 


Che Standard Equipment Co., Mo 
bile, Ala., officially opened its new 
building recently with an open house 
celebration. ‘The firm had operated 
in its original location since its found 
ing in 1906. 

Located at 73-75 Beauregard St., 
the new quarters are composed mainly 
of offices and warehouses, ultra mod- 
er, in design. It has 32,000 sq. ft. 
of floor space all on one floor. There 
is a 300-foot truck high concrete 
loading platform on the west side, 


and other platforms adjoining rail- 
road spurs on the east. Warehouse 
stock is completely protected by a 
sprinkler system and fire-proof parti- 
tion doors. 


Flack Equipment Company 
Establishes Machinery Dept. 


rhe Flack Equipment Co., Dayton, 
Ohio, has established a machinery de- 
partment, specializing in power tools 
and accessories. 

The new department will be under 
the direction of George W. Kleesattel. 


ADDITIONAL NEWS PICTURES ON NEXT PAGE 








FACTORY SALES SCHOOL of Edmont Mfg. Co. was attended by the sales 


manager and 11 salesmen of ‘The Boyer-Campbell Co., Detroit distributors. Shown 





G. B. KOMP of Komp Equipment Co., 
Hattiesburg, Miss., has been appointed 


co-chairman of the Chamber of Com are (lst row) Jack Philips, sales manager, and salesmen Chuck Neilsen, Robert 


merce industrial committee to assist 
in locating industrial plants 


CUSTOMER’S ENGINE on display at Onondaga County 
War Memorial building, Syracuse, draws together Frank J 
Grunder, sales manager of the industrial division, Onon 
daga Supply Co., and Harry B. Lewis, William McAvay 
and Dobert J. Lotz, outside salesman for the Syracuse 
Supply firm 


Foster, Douglas Fortner, (2nd row) Walter Key,*Ed Arbitter, Fred Vivian, Jack 
Bruckman, George McDonald, Chuck Eyster and R. Seleski 


AMONG THOSE PRESENT at the formal opening of 
new offices of the Woodis Industrial Supply Corp., Wor- 
cester are R. W. Cowles, Jr., Brown & Sharpe; C. W. 
Krueger, Whitman & Barnes; B. B. Mills, Putnam Tool 
Co.; R. B. Blackmer and M. Woodis, Woodis Industrial 
Supply Corp. and D. H. Nolan, Whitman & Barnes 





JOINT SALES MEETING was held recently by Allen 
Supply Co., Cedar Rapids, and the Manheim Mfg. & 
Belting Co. Pictured are Charles Pfister of Manheim and 


Steve Oakley, Vern Samuelson, Fred Anderson, G. W. 
Miller, John Krabbenhoft, Glenn Stannard, Kenneth May, 
I. L. McEvers and Henry Allen, all of Allen Supply 


ADDITIONAL NEWS BEGINS ON PAGE 196 





A MESSAGE TO AMERICAN 


INDUSTRY ® 


ONE OF A SERIES 


Will Defense Production 
Be Caught in the Squeeze? 


When Congress revised and extended the 
Defense Production Act, it relaxed a squeeze 
on business profits. 


President Truman asserted that this action 
by Congress cripples the government in its 
effort to prevent inflation which, as he puts it, 
could lead to “enrichment and profiteering for 
the few, economic hardship and misery for the 
many.” 

He asked Congress to rescind its action. 


This editorial —the second on problems pre- 
sented by “escalator”clauses— aims to throw 
some light on this conflict of opinion. 


The Squeeze 


The squeeze on profits was imposed in the 
name of price stabilization. The idea behind 
it was simple. The selling prices of industrial 
products were to be held under a tight lid. 
But many industrial costs are affected by “es- 
calator” clauses of one kind or another which 
tend to boost production costs. Thus, with 
rising costs and fixed prices, profits would be 
squeezed and much of the cost of defense 
would thereby be shifted from those favored 
by escalator clauses to business concerns, 


The mechanics of this squeeze on profits 
were complicated. But here, in brief, is how 
it was to work. The first step was to require 
manufacturers to set ceiling prices, effective 
May 28, for their products, 


These ceiling or maximum prices were to 
allow for increases in manufacturers’ costs 
that had occurred since Korea. But they did 
not allow for all increases. Manufacturers, for 
example, could not include increases in in- 
direct costs—office or selling costs. Neither 
could they, in calculating their new prices, 
include increases in the costs of materials or 
direct labor that had come after March 15. 
This was the first phase of the squeeze on 
profits. 


The second phase was prepared by not put- 
ting a ceiling on costs. The Wage Stabilization 
Board said it could not disturb the operation 
of “escalator” clauses by which wage rates are 
geared to the cost of living. Moreover, nothing 
could be done to curb the operation of the 
farmers’ “escalator” clause, the farm parity 
arrangement. Undenit, the federal government 
underwrites higher prices for farm products 
to match increases in the cost of things farmers 
buy. So this left wages and many materials 
costs free to rise against a ceiling imposed on 
the prices of what industry has to sell. 


Relief — at a Loss 


On two conditions only would the Office of 
Price Stabilization permit a company to raise 
its prices and escape this squeeze. One of these 
was that increased costs had more than wiped 
out its profits; in other words, that it was 
operating at a loss. The other condition was 














that the industry of which the company is a 
part was not, as a whole, making “excess 
profits.” That is, the industry, as a whole, could 
not get price relief if its overall profits before 
taxes were greater than 85 percent of its aver- 
age profits during the best three of the four 
years from 1946 through 1949. Many com- 
panies expected that their profits would be cut 
drastically before they could get through this 
narrow escape hatch. 


When this squeeze on profits was set up, 
we were told that industry as a whole was 
reporting record profits. But, it was equally 
true that wage rates and farm prices also were 
at record high levels. And it was also true that, 
under the impact of rising taxes and the dis- 
locations caused by the defense mobilization 
program, profits actually were on the way 
down. 


Profits — Going Down 


By the time Congress acted to relax the 
squeeze, corporate profits, after taxes, were 
running at a rate 20 percent lower than they 
had been six months before. And the clear 
prospect was that they would continue to de- 
cline. — 


So the issue put up to Congress was simply 
this. Should business firms stand so much of 
the brunt of the defense costs while “escalator” 
clauses continued to exempt organized workers 
and farmers from paying their share of those 
costs? 


But this question actually is much broader 
than one of fairness or unfairness alone. One 
certain effect of such a squeeze on profits 
would be to undercut the capacity of private 
industry to install the new plants and equip- 
ment needed for our mobilization effort. Today 
—unlike World War II—private industry is 
financing almost all of our huge program to 
expand production. And about two-thirds of 
the money that has been plowed into the ex- 
pansion and improvement of our industrial 
machine since World War II has come out of 
profits. 


In view of all this, Congress decided last 
summer to relax the pressure on profits. This 
was done by the controversial Capehart 
Amendment to the Defense Production Act. 
This amendment has serious administrative 
weaknesses. But some measure with the same 
purpose is needed to maintain profits at a high 
enough level to finance the huge and continu- 
ing expansion of our industrial machine that 
is now underway. 


Basic Issues 


As soon as the amendment was enacted, the 
President asked Congress to revise the law 
again, The heart of his proposal was to restore 
to the Administration the powers it used last 
spring to arrange the squeeze on profits out- 
lined here. 


This controversy will continue. There can 
be no final answer to it as long as we have 
the economic controls made necessary by mo- 
bilization. 

But if we look beneath the surface of this 
technically complicated controversy, we shall 
see clearly that the basic issues are: 


1. Whether we really shall make an effort 
to distribute fairly the burdens of inflation 
caused by our defense mobilization — 


2. Whether farmers and organized workers 
should be exempted from these sacrifices by 
escalator clauses—at the expense of the na- 
tion as a whole— 


3. Whether profits should be squeezed still 
more —at the risk of putting a fatal squeeze 
on the effort of industry to build new plants 
and install new tools. These new facilities are 
essential to maintaining American living 
standards—and they are the heart of our 
ability to defend ourselves and the rest of the 
free world. 


Americans face no more important economic 
issues at this time. 


McGraw-Hill Publishing Company, Inc. 











Easier to sell because 


Hts 2. Ways Better! 
~YALE 


_LOAD KING (~\ HAND HOIST 


a 
—_— 


WEIGH IT. - - 1) eS LIGHTER! | 


a pil- \ "Fs el 


actness i 
compactnes a 3/2 ton hoist 


an 
top — re wort 
neni Get instantaneous brake and release 
action with YALE SYNCHROMATIC 
LOAD BRAKE. Instantly—automatically— 
ee. ; { a holding pawl engages ratchet and ap- 
Se 7 plies balanced, cushioned spring pressure 
YALE LOAD KING a naeharapans 7 ' at six diametrical points. Parts wear 
is the profit hoist = ea 2 and mer longer, hoist reacts faster, loads can be 
f ' ‘eer precisely “inched” when lowering with 
or you: —_—_—_——" this exclusive YALE feature. 


THE YALE & TOWNE MANUFACTURING GOMPANY 


Philadelphia 15, Pa. 
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| Door Openers To Sales 








Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks 


TIN CANS WITHOUT TIN: A new substitute for tin, principally for use in 
“tinless” tin cans, has been developed from aluminum foil and plastics. The 
substitute is not only cheaper than tin, but there’s a plentiful supply of raw materials 
for it. ‘Uhe idea occurred to a metals company executive as he toyed with a sheet 
of aluminum foil at his desk 


LOOK MA, NO PILOT: Lifeboats were dropped from B-29s during the last 
war, but now something new has been added. Now when a lifeboat hits the water, 
it is radio controlled from the airplane, directed to survivors in the water, and 
then set on the right course. 


COOLING OFF FOR LONGER LIFE: An increase of several hundred percent 
in tool life and better finishes are possible at higher machining speeds. Secret is 
to apply coolant in pencil sized jet at 2000 psi. from below to strike line between 
work and toolbit 


'HE HIGH COST OF BUILDING: A frame schoolhouse which cost $500 to 
build in Trout Creek, N. Y., back in 1899, will be remodeled at a cost of $1,000 
he contractor who built the school recalls that he paid two carpenters $1 a dav, 
plus board, and they worked 10 hours a day. 


HOLD ON, IT’S A FAST RIDE: ‘Twenty-four cities throughout the country 
will soon have theaters showing panoramic films. ‘The new system uses a curved 
screen and three projectors to create the illusion that the spectator is surrounded 
by action. During a roller coaster shot at previews, ladies shut their eyes and men 


— 


grabbed seats to stop swaving. 


GOT A POCKET BATTERY? There's a new substitute for Chlorophyll out, 
but it may be a little hard to make portable. A tiny lamp dissipates odors by the 
output of ozone-inducing radiations. It destroys odors from cooking, smoking, 
dampness, mildew and perspiration. 
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OFFERS YOU 


nae 


Actual Size 


A REVOLUTIONARY S 


ARO’s new push-button valve means instant reverse action ...no need 





to remove from work . . . no stopping to turn levers . . . no wasted time. 
Adjustable clutch (available with positive clutch). Length 7-11/16”" 
. outside diameter 1-5/16’’... weight 1.4 Ib. 
This outstanding tool must be seen in action to appreciate 

its amazing action. We will be glad to arrange an on-the-job 


demonstration. 


THE ARO EQUIPMENT CORPORATION, BRYAN, OHIO 


I am interested in learning more about the new ARO Model 7500 
Screw Driver and Nut Setter with push-button reverse action... 


0 Please arrange an on-the-job d ation. No obli 
0 Please send literature. 





Name iecuae tains 


AIR TOOLS! cos. 


Also... LUBRICATING |S“ 
EQUIPMEMT...HYDRAULIC _ 
EQUIPMENT .... AIRCRAFT PRODUCTS . . . GREASE FITTINGS 
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NEW PRODUCT 


WITH SALES 
POSSIBILITIES 








Chain Saw 


One-Man Tool, 
Fast-Cutting Chain 


improved one-man chain saw 
i radically new fast-cutting, chain 
en introduced—the DO-101 
r in color, the new unit is said 
1 tougher, sturdicr crank 
shaft, rapid-action stop switch, new 


and 
( loped features 


fan housing other recently de 
The new “EF” chain is claimed to 
have a smoother cutting action and 
ateral stabili 1c teeth 
lateral stability. The teetl 
isy to sharpen—a single stroke of 
he file is said to be enough—thus 1 
ducing maintenance time. 1¢ chain 
l nt t I] hair 
employs a comparatively small tooth 
with a lowered cutting edge, shorter 
pitch and rounded guiding lug to regu 
late depth of cut. Although smaller 
in overall size, the new cutting tooth 
has greater length to insure longer 
harpening life 


Engine is the 


increased 


Kiekhafer 3.5 horse- 
powcr, 

Henry Disston & Sons, Inc., 
delphia, Pa 
Nov. 1951 


Tool Holder 


Phila 
Industrial Distribution, 


Rapid, Rigid, 
Simple To Operate 
he Marvic ] | 


tool holder 

stalled and able 
ingle. The tool p by 
f a lower locking pin, allowing 


means of a! 
rapid adjustment to any des 


1 post and 
le fast by 


S madc 


red posi 


132 INDUSTRIAL DISTRIBUTION *© NOVEMBER, 1951 


It is multiple faced, allowing 


tion 
four positions 

All tool holders are changed in an 
instant vertical motion, thus carriage 
of lathe moved a limited dis 
tance. It permits the use of 
tool bit to dissipate heat 
longer tool life per grind 

The vertical adjustment screw is 
said to 
eliminat« 
consists of tool post and six 
holders 

According to the manufacturer, it 
can perform on an engine lathe up to 
70 percent of the operations requiring 
the use of a turret lathe with repeat 


is only 
a larget 
giving 


and 
Complete _ set 
tool 


, , 
make centering simplc 


shimming 


pe"rormancc 

Lebo Industries, Inc., San Fran 
Calif.—Industrial Distribution, 
1951 


CISCO, 


Nov 


provides compensation for variations 
in saw blade thickness. The new No. 
42 has a tool-steel anvil, malleable 
iron body and lever, and 
equipped with a circular saw setting 
attachment. Capacity: back, panel, 
hand and small circular saws, 18 gauge 
and thinner, having from + to 16 
points to the inch. 

Stanley Tools, New Britain, Conn 

Industrial Distribution, Nov. 1951 
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Set 


Easy Action 
Quick Adjustment 


\ newly designed and improved 
saw set is said to provide maximum 
setting minimum of effort. 
Designated Saw Set No. 42, it works 
single action tool-stecl 
er which exerts the correct pres 
sure for even uniform setting. A posi- 
tive locking anvil adjustment wheel 
illows for finer settings 

Numbers on the 


scttings for 


with a 


by means of a 


plun 


f 


indicate 
iverage with cor- 
responding number of points per 
inch. Reference marks between num- 
bers allow professional saw sharpeners 
to determine their own settings 

\n adjustable self-locking saw stop 


whe el 
Saws 


Tool Suspension 


Combined With 
Air Supply Hose Reel 


Phis combined tool suspension and 
air supply hose reel is said to be a 
compact, completely packaged unit 
easily installed over the work bench 
on high-speed production assembly 
lines. The pneumatic screw driver ot 
other tool is suspended on the hose 
which supplies the air, requiring no 
cable suspension with separate ait 
hose. 

Ihe weight of the tool is counter- 
balanced by the spring tension of the 
It permits the operator to direct 
his full efforts to the work. Releasing 
tool lifts it automatically to a prede- 
termined convenient position directly 
over the work spot. 

\utomatic up-take of tool leaves 
both hands free to remove work from 
machine. No wrenches, triggers, locks 
or other devices are 
change spring tension. 

Fifteen feet of }-in. id. hose with 

Continued on page 136 


reel 


necessary to 








60 LBS. OF BRONZE BAR STOCK SAVED 
ON A 134 LB. JOB! 


A shop needed ten 7” lengths of 2” solid bronze rod... 

134 Ibs. of bronze if bought in standard 13” lengths. 
BUT, by specifying Asarcon 773 rod (SAE 660), the 
shop was able to purchase exactly the length it needed... 
70” plus 2” for saw-cuts ... weighing only 74 lbs. 

The saving was 60 lbs....over 44%! This is com- 
monplace in shops which use continuous cast bronze. 

With Asarcon 773 you pay only for the material you 
need, There are no rejects. 

216 sizes of Asarcon 773 Continuous Cast Bronze are 
stocked in 105” lengths . . . tubular or solid round in 
diameters from 14” to 5” . . . at distributors in all principal 
cities. This warehouse stock will be cut long or short to 
suit your requirements. 

Symmetrically shaped bars and tubes, special alloys 
and longer lengths can be made to order. 


POROSITY VIRTUALLY ELIMINATED 
WITH CONTINUOUS CAST BRONZES 
These photomicrographs demonstrate the su- 
perior dispersion of constituents in continuous 
cast alloys...also their outstanding freedom 
from metal faults. (The particular alloy shown 
here is 75% Cu, 5% Sn, 20% Pb) 


Send for this free catalog on JOB Q 


2 5 

Asarco Continuous Cast Bronze am quoted on eight 5” b 

It contains physical propertie ‘musing four 13” 4 tr 
hb) ] 74'S, with 

table of stock shapes and size 

photomicrographs, weights, and 


th luabl ; 
other valuable injormation —_ 
& = 


SCRap 


Strap 


RY On 
VOTATIONS 


bearing 
Scrap _ pe figured 


out 12” 


don “MSINZ one ” ley 4 
IUSt the le a di “gy he ‘ENRth of Asar n77 
RIP he needed LZ my 
4...al, ZOSt no 5 
¢ 


3 


rap 


ro) 
S. JOE GOT THe JOB! 


West Coast Sales Agent: 
KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif 


American Smelting and Refining Company 


OFFICES: Perth Amboy Plant, Barber, New Jersey 
Whiting, Indiana 
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“THAT 
SOUNDS 
LIKE 


A JOB 
FOR THE 


WINTER 


TAPPING — 
SPECIALIST” 


Winter distributors know where to find an answer to 

their customers’ tapping problems. They just pick up the 
telephone and call the Winter Service Engineer. 

With his specialized background and experience, supported by 
intensive factory training, he can diagnose any 

tapping difficulty and come up with the best solution. This 
solution will generally involve the proper tap recommendation, 
and the proper tap can always be supplied from 2% 
Winter's complete line, which includes hand, machine screw, 
chip driver, pulley, pipe, nut, and tapper taps. 
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NATIONAL AD 


we 
wot 
oe omnis nen ere 


HATO cl avai corte TO 
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Every month, National advertisements are ‘at 

at work for National dealers. The advertisement | 

shown here—explaining the extreme care exercised ; 

in manufacturing National reamers—appears in 

current issues of AMERICAN MACHINIST, MACHINERY, 
MODERN MACHINE SHOP, TOOL ENGINEER, 

and WESTERN MACHINERY—magazines with a 
combined circulation of more than 100,000. In addition 
to reamers, National manufactures a complete 

N ATION AL line of rotary metal cutting tools, including twist drills, 
counterbores, milling cutters, end mills, and hobs. 
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male-fitting standard is provided as 
well as a rubber bumper stop to con 
trol length of travel when tool is re- 
leased. Universal mounting brackets 
permit mounting on post, wall or 
hanging cable 

Wayne Pump Co., 
Ind.—Industrial 
1951. 


Wayne, 
Nov 


Fort 
Distribution, 





Sander 


Speeds Finishing 
Of Welded Seams 


Sundstrand’s straight-line action air 
sander is said to speed the finishing 
of welded seams, and produce a 
smoother job 

Ihe sander removes scratches, dc 
fects, and leaves no swirls or pressuré 
marks straight-line 
iction grained and 


because of _ its 
The seam is 


blended-in perfectly after assembly. 
Grinder marks are quickly removed 
and the metal properly conditioned 
for painting. 

\nother application in the metal 
working field has been developed in 
the aircraft industry where sanders are 
used extensively to remove burrs over 
rivet holes, and scratches 

Included in the line are single-pad 
models for small areas, and double 
pad models for speedy work on large 
areas. Weights range from 54 to 30 
Ib. with speeds varying from 1,100 
oscillations per minute on the heavy 
duty sander to over 3,000 per minute 
on the small single-pad model 

Sundstrand Machine Tool 
Pneumatic Div., Rockford, II 
dustrial Distribution, Nov. 1951 


Ce... 
In- 


Sling 


Self-Adjusting 
Feature Incorporated 


\ new model sling has been intro 
duced that is self-adjusting. Known 
is the Adjust-A-Leg Equalizing Sling, 
it consists of an equal unit and 
1 wire rope sling. The equalizing unit 
is placed on the crane hook and th« 
operator moves the crane to thé ap 
proximate center of gravity. The rig 
gers hook the sling legs to the load 
As the crane lifts, the legs—turning 
on a sheave—adjust themselves to 
the proper lengths. As the load lifts 
the weight locks the legs in place and 


Ang 














the load is carried level. Two-thirds 
of the load may be imposed on one 
leg without slippage. 

If load is to lift at a given angle, 
the operator judges the approximate 
weight proportion and moves his crane 
accordingly. After 
ittached, crane-man does the rest 

The Adjust-A-Leg Sling is made 
in eight sizes, ranging from 3-ton to 
15-tons. For 30-ton loads, two 15-ton 
slings may be used. The manufac- 
turer claims a five to one safety factor 
it a +5 degree angle. 

Caldwell Co., Rockford, I1).—In- 
dustrial Distribution, Nov. 1951. 
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Product 


Manufacturer 


Product 





Chain Saw. . 
Tool Holder 
Saw Set.. 

lool 


Suspension 


Sander 


Sling 
Level . Creative 
Fire Extinguisher 


Drill Unit 


. Henry Disston & Sons, Inc. 132 
. Lebo Industries, Inc. . 
. Stanley Tools ... 

. Wayne Pump Co. 


Sundstrand Machine Tool 


. Caldwell Co. 
Plastics 
The Buffalo Fire Appliance 


. Delta Power Tool Div 


Live Center . 


132 | Truing Device 
Electric Drills 
Electric Drills 
Trolley 


Drill 


Pullers 


Condensation Return. 


Wire Rope Clamp... 


Allis-Chalmers Mfg. Co... 
Portable Electric Tools 
. The Deming Co 
. Stanley Electric Tools.... 156 
. The Yale & Towne Mfg. Co. 156 


. The Black & Decker Mfg. 


. Owatonna Tool Co 


. National Production Co. . . 


Drill Rod . Ace Drill Corp... . Drill .Cummins Portable Tools. . 


Valve Seats. . The Polymer Corp. Air Screw Drivers... . Ingersoll-Rand Co. 


. Coffing Hoist Co... Center . Ready Tool Co 


Spur-Gear Hoist 
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Follow-thru action of 


PICKMASTER PICKERS 


assures swift, smooth shuttle flight 


“Follow-thru is the secret of the 
hard, fast ball into the bleachers 
— and the same holds true in the 
swift, straight flight of a shuttle 
across the raceplate. 

These “frozen-action” (strobo- 
scopic) photographs — taken in 
1/20,000th of a second on a 
Draper X2 Loom at 175 picks 
per minute! — prove that the 
PICKMASTER Leather Picker 
does not bounce the shuttle! In- 
stead, it makes a perfect catch of 
the shuttle spur in the precision 
hole and throws the shuttle with 
a long sweeping follow-thru that 
catries it swifty and smoothly 


into the other box. 

Leather does not retain and 
build up heat — shuttle spurs re- 
main relatively cool and shuttles 
last longer. Construction is accu- 
rate, well balanced — picker and 
stick work as one. The “life saver” 
hole is literally a shuttle life 
saver, correct in bore and located 
to keep the shuttle nose down. 
The finish is smooth — cannot 
catch fine filament... 

Follow-thru with Leather! Re- 
member no substitute material 
can give you all these advantages, 
yet you need all of them to get 
top quality and high production. 


The new catalog of G&K-DIXIE Textile Leathers proves with high speed photo- 
graphs that it pays to Follow-thru wiih Orange Line Loom Leathers. Send for it. 


LINE 


TEXTILE 


LEATHER 


xs 
GRATON & KNIGHT COMPANY, WORCESTER, MASS. 7 DIXIE LEATHER CORPORATION, ALBANY, GEORGIA Affiliate 
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You, too, can turn 


ale 


By Using a 


CUNEO 


CATALOG 


Take advantage of today’s expanding market by going after 


those valuable “Plus” sales that a new catalog is sure to bring! 
Get started now on this important sales producer. You'll find, 
as many others have, that a new catalog is just like adding more 
salesmen—but, here’s the difference—a good CATALOG is not 
hard to find. Just ask us to explain how easy it is. We will be 
happy to discuss this with you at your convenience—no obliga- 


tion, of course; so why not get started now?—Call, wire, or write. 


TW 5 Wisconsin Fenris y caTaLo® 


=| CUNEO PRESS Yue 


SINCE 1847 239 EAST CHICAGO STREET 
MILWAUKEE, WISCONSIN 

















CHICAGO ¢« PHILADELPHIA « NEW YORK e¢ SAN FRANCISCO 
RRR LTE SS aT 
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New Products 


(Starts on page 132) 

















Level 


Made Of Shatterproof 
Plastic 


\ new, lightweight shatterproof, 
Lucite Level has been Fi A 
known as “Level-It’. It cannot con- 
duct electricity; will not shatter at 
high or low temperatures. 

he vial containing the level bubble 
is molded into and under a sheath 
of clear Lucite in both the vertical 
and horizontal bubbles. ‘The body 
of the level is made of Tenite II, the 
same material used in the heads of 
plastic mallets. 

Ihe model, featuring all-around 
hardiness, is said to be easily read. 
The nine-in. Torpedo Level-It has the 
horizontal and vertical bubble vials 
Ihe pocket and line Level-It is four 
inches long, has the horizontal bubble 
vial, and is also equipped with metal 
hooks on each end so that it can be 
used on a line. 

Creative Plastics, Stony Brook, 
N. Y.—Industrial Distribution, Nov. 
1951. 


Fire Extinguisher 


Stainless Steel, 
Uses Dry Chemicals 


New 20 and 30 Ib. capacity light 
weight stainless steel, dry chemical fire 
extinguishers have been developed, 
vhich are claimed to give instant pro 
tection agamst B and C class fire 
hazards. 

Advantages of the extinguisher are 
said to be extreme light weight and 
maneuverability which allows the op- 
crator to reach the seat of the fire 
without any lost motion. It also has 
1 longer range than comparable 
models 

This new extinguisher with finger 











> 
ee. 


hose lines can mean a ‘big money 
lubrication sale for you here! 


Many hungry bearings...much tangled hose 
a grumbling operator...another half-hearted job! 
There must be an easier way to lubricate hard-to-reach 
bearings—and there is. It’s Alemite’s sensational “Red-A” 
Bucket Pump and “Dyn-O-Mite” gun combination. Easily, 
one of the fastest ways to a “big ticket” sale you've ever 
come across 
This all-pressure combination allows waste-free danger- 
free lubrication of any bearing—anywhere—on any ma- 
chine. ““Red-A” Bucket Pump is compact, fully portable. 
Its six-foot high pressure hose couples directly on easy- 
to-reach grease fittings. Smooth one-hand 
operation quickly builds 5,000 Ibs. pres- 


sure. Tank is oval shaped for easy carrying, holds full 


25 Ibs. of grease. 


“Dyn-O-.Mite” Gun gives operator a “fist full of power” 
for hard-to-reach or frozen fittings. Snaps on “Red-A” 
hose for quick loading. Detached—operator can take it 
anywhere. Easy push action cuts wrist fatigue—quickly 


builds 10,000 lbs. pressure! 


Together, this combination can speed, simplify, bring 


greater safety, greater economy to the lubrication meth- 
ods of any plant. Why wait longer? Today check the 
plants in your territory. Then move in. Sell an Alemite 
“Red-A” Bucket and “Dyn-O-Mite” Hand Gun Combina- 


tion for every plant need! 





Gun snaps on end of “‘Red-A” bucket 
pump hose. Just a few quick strokes 
of the pump packs the gun with an 





ample supply of lubricant 








Gun is loaded, completely inde 
pendent of hose, ready to grease up 
to 55 bearings—as easy to carry as a 
pair of pliers! 


ALEMITE 





Operator can take 10,000 Ibs. pres 
sure in one hand to any fitting. 
anywhere on the machine — with 
the other hand free to hold on 


A Paopuct OF 


Stewart-Warner Corporation « Chicago 14, Illinois 
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Now each ANGLgear unit is 
individually and attractively 
packed in a colorful and sturdy 
cardboard container. More 
eye-appeal at the point of sale, 
plus more money-saving ad- 
vantages for you. Completely 
dustproof. Convenient to 
handle. Easy to store and to 
identify. Simple to inventory. 
Yes, sound merchandising 
is point Number One in Air- 


ACCESSORIES 


Note our new address—> 1414 CHESTNUT AVENUE, HILLSIDE 5, NEW JERSEY 


borne’s program to help you 
profit from selling ANGLgear. 
Remember, too, Airborne gives 
you a quality product, direct 
sales help, powerful advertis- 
ing, a liberal distributor policy. 





A FEW CHOICE TERRITORIES 
STILL AVAILABLE 

We invite inquiries from in- 

terested distributors who can 


provide adequate customer 
service. 











CORPORATION 
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tip control, shoots a chemical heat 
insulating cloud up to 20 ft., snuffing 
out flames on contact. ‘The dry chem- 
ical used is said to produce 1100 times 
its volume in non-toxic, flame-killing 
raS, 

The Buffalo Fire Appliance Corp., 
Dayton, Ohio—Industrial Distribu- 
tion, Nov. 1951. 














Drill Unit 


Air-Hydraulic Unit 
For Rugged Work 


The Delta 19-150 air hydraulic 
drill unit is said to be of simple design 
developed for rugged high production 
work on drilling, reaming, tapping, 
chamfering, spot facing, and centering. 
It was designed as a basic unit adapta- 
ble to special machines for high pro- 
duction drilling. Because of their 
infinite which eliminate the 
need for cams, the units can be 
quickly adjusted. Any number of 
these units can then be mounted on 
framework and be electrically inter- 
locked with the fixtures, index me- 
chanisms, etc., to become special 
machines. 

Ihrust is obtained from energy 
received from the plant compressed 


feeds, 
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Spang runs the 


own sale 
prospects of Your PF 
friendly service: 


its SPANG CW pipe 





in PITTSBURGH'S GATEWAY CENTER 


The Equitable Life Assurance Society of the United 
States, New York, New Yor 


Starrett Bros. & Eken, Inc., New York, New York 


Floor upon floor the three skyscrapers in Pittsburgh’s 
Gateway Center climb persistently upward. And, in Sheed 
failed : i . saareninhe * Plumbing —C. H. Cronin, New York, New York 

each building, the installations of Spang “CW” Pipe Air Gontibaainiets Minameadiais decane, Tans 
follow the structural steel from bottom to top. New York, New York 

These modern office buildings, when finished, will 
be equipped from top to bottom with Spang “CW” 
Pipe—a complete system of piping for air conditioning, 
chilled water system, heating, sanitary facilities, etc. 

The selection of Spang “CW” Pipe for this im- 
portant construction project is further recognition of 
the controlled quality of Spang pipe mill products— 
widely known for durability and dependability for 
more than a century. 


Wherever pipe is specified in commercial, resi- 
dential or industrial construction, be sure to ask your 
jobber for Spang “CW”. That trade mark is your 
guarantee of customer satisfaction. 


<< 


\ 


SPANG-CHALFANT 


Division of The National Supply Company 


GENERAL SALES OFFICE: Grant Blidg., Pittsburgh 30, Pa. 
District Sales Offices: Atlanta; Boston; Detroit; Ft. Worth; Houston; 
Los Angeles; New York; Philadelphia; Pittsburgh; St. Louis 
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Switch to Quality Buffalo Bolts i 


RUGC, 


HANDY-PACK BOLT CARTONS 


® Bolt storage. shipping and 

handling headaches are a thing 

of the past when you put husky 

Handy-Packs on the job. And when 

you order Buffalo Bolts, you not only 

get Handy-Packs... you get the world’s 
best bolts as well. i 


HANDY-PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 
FEATURES @ Same carton quantities as always, same method of ordering. 








@ Cartons are re-shippable without tying or wrapping. 
@ Covers make durable open drawers for bolt cabinets. 
@ Can be ordered in carload or less-than-carload lots. 


Wrte for circular on quantities and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 
Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp.. 50 Church Street, New York City 


a 


PRODUCERS OF CIRCLE ® PRODUCTS BOLTS * NUTS * RIVETS AND SPECIAL FASTENERS 
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air supply. Its feed control is a sealed 

pumpless hydraulic system. The depth 
controls are adjustable positive stops. 
Ihe normal cycle gives rapid advance 
to the work, drilling feed, and rapid 
return. 

Feed control is infinitely variable 
from 0 to 70 inches per minute, by 
means of a metering valve. The rapid 
advance is 6 inches per second and 
is variable in length up to the full 
stroke of the unit. The total stroke 
|may be varied from 0 to 1-4-in. by 
| means of a positive stop. The return 
| rate is 5 inches per second. 
| The rapid approach and the final 
depth stop are accurately maintained 
| for successive strokes. The 19-150 
| unit takes up to 5/16-in. drill in steel 
|and a 4 or 4 hp motor. The spindle 
| may be driven by the motor directly, 
| through a gear train or by belts. 
| Delta Power Tool Division, Rock- 
|well Mfg. Co., Milwaukee, Wisc.— 
| Industrial Distribution, Nov. 1951, 





Drill Rod 


Cut From 


High Speed Steel 
Hardened and ground high speed 
steel drill rod in standard 36-in. 
lengths has been introduced. These 
blanks, according to the manufacturer, 
have the equivalent toughness of con 
ventional tool steel materials yet meas 
| ure approximately 6 points higher on 
the Rockwell “C” scale. 

l'o achieve a combination of tough- 
| ness, hardness and strength, ten foot 
|lengths of solid round bar stock are 
| fed through a long, continuous heat 
treating furnace. The regulated move- 
| ment and constant temperatures com- 
bine to produce a uniform hardness. 

Blanks are cut from the treated 
stock, and centerless ground. These 
| blanks are available as hardened, tem- 
pered and centerless ground in di- 


jameters from : to l-in., with a di 








Industrial 
Rubber Products 





No Transmission Belt Job Too Tough — 
.-- For Thermoid 


When one of your customers drops a 
really tough transmission job into your 
lap, remember this—they don’t come 
too tough for Thermoid! 

Thermoid helps you take care of those 
“belt killers’ that plague all distribu- 
tors... helps you furnish the belt that 
is exactly right for the job 

For general service, the Thermoid 
“400” all-purpose belt provides highly 
satisfactory service for all normal 
operating requirements. 

For severe service, or for high speeds 
with small pulleys, you can recommend 


Thermoid High Speed “R” transmis- 
sion belts of extra strong, hard 35-ounce 
duck and top-grade rubber. Where oil 
and fumes make it tough for rubber, 
you can solve a customer’s problem 
with Thermoid High Speed “N” belts 
with Neoprene friction and skim. Each 
type is practically custom-built for the 
service for which it is recommended. 


Thermoid, a leading manufacturer of 
industrial rubber products, supports 
its distributors with competent field 
and factory service. That’s why it pays 
you to specify Thermoid. 


Here's The Book That 
Will Answer Many of 
Your Questions 


Ask for your free copy of 
Technical Bulletin No. 3678. 
It contains practical informa- 
tion, charts, tables and 
diagrams which will help you 
select the right transmission 
belt for your requirements. 





Conveyor & Elevator Belting » Transmission Belting 
F.H.P. & Multiple V-Belts « Wrapped & Molded Hose 
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ON THE JOB... 
in distributors’ profit ledgers 


The Vincent line of Dressers and Cutters is not a new and untried 
quantity. For over forty years, they have been giving customer satisfaction 
on the job . . . carrying their own weight in distributors’ profit ledgers. 


Exclusive Vincent dresser design, which incorporates a hex bushing to 
absorb dressing thrust, provides long, accurate service on the toughest 
applications. Vincent Cutters, made of special alloy steel, are heat treated 
to the exact degree of hardness in Vincent’s own heat treating division— 
one of the three largest in the country. 


Added to this, a continuing advertising program, carried on in leading 
trade papers, has acquainted users with the Vincent name and develops 
prospects for distributors. 

Why not stock Vincent Dressers and Cutters yourselves . . . they’re 
proved to be sure-fire profit producers. Vincent Steel Process Com- 
pany, 2424 Bellevue Avenue, Detroit 7, Michigan. 
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ameter tolerance of plus or minus .001 
in., or as hardened and tempered only 
in sizes from .118 to .515 in. 

Ihe material is recommended for 
punches, knock-out pins, dowel pins, 
rollers, plug gages, tool bits. 

Ace Drill Corp., Adrian, Mich. 
Industrial Distribution, Nov. 1951. 


Valve Seats 


Machined From 
Nylon Rod 


Valve seats machined from nylon 
rod are being made for use in oxygen, 
hydrogen and helium regulators as 
well as for high pressure aircraft check 
valves. Seats machined from FM- 
1001 nylon rod are said to provide im 
proved seating and longer wear. 

Because the resiliency of nylon pro 
vides ideal “spring back’” after com- 
pression, the wear resistance of seats 
machined from nylon is said to be ex- 
cellent. Estimated life of the seats is 
15 to 20 vears under ordinary service 
conditions. 

The Polymer Corp of Pa., Reading, 
Pa—lIndustrial Distribution, Nov. 
1951 


Spur-Gear Hoist 


Light, Strong, 
Easily Serviced 


The Challenger, a spur-gear hoist, 
is now in production in 4 and 1-ton 
capacities. The entire unit, includ 
ing standard length of high-strength 
coil chain for an 8 ft. lift, weighs only 
394 -b. 

Unusual strength and resistance to 
shock-load breakage are said to be 
gaincd by the use of formed steel plate 
in the housing in place of cast alumi 
num alloy. The back plate is lami- 





COMPARE ALL WRENCH 
LINES ...YOU'LL SELL 
BLACKHAWK 


“Blackhawk Socket Wrenches give us extra volume 
without extra sales effort!" That’s because it’s a com- 
plete line — with socket sizes from 3/16 to 3-!/, in. 


TOPS ’EM All 
WITH EASY-TO-SELL 
FEATURES 


‘ Ss. 
Thumb-release ‘“Lock-On” means Blackhawk combinations 
can’t fall apart like ordinary wrenches. Many other exclusives. 


COMPARE FOR YOURSELF! You'll clean up with a “clean” 
line. Every item is a fast-mover — your assurance of quick 
turnover. What's more, you get protection — because Black- 
hawk has selective distribution. And Blackhawk’s big ad- 
vertising campaign and reciprocal missionary program lay 
profitable business right in your lap. 


BLACKHAWK 


WRENCHES FOR INDUSTRY 


And there’s a full line of Blackhawk Torque Wrenches, 
too. You'll find socket wrenches are BIG BUSINESS 
— when you sell Blackhawk! 


IT’S GREAT TO 
HAVE BOTH — QUALITY AND 
A PRICE ADVANTAGE 


Blackhawk Wrenches, with all their quality features, sell for 
no more — usually less — than competitive lines. 


Visit our exhibit at the Plant Maintenance 
Show, Philadelphia, Jan. 14-17 





HELP YOUR CUSTOMERS 
TO COMPARE, TOO... 


Show the Blackhawk Wrench Catalog and a sparkling 
Blackhawk Wrench to your key customers. They'll spot 
the difference between Blackhawk and ordinary 
wrenches in a flash. Blackhawk Wrenches also help you 
sell Blackhawk Hydraulic Jacks, “Porto-Power,” Pipe 
Benders and Hydraulic Knockout Punches. Blackhawk 
Mfg. Co., Dept. W17111, Milwaukee 1, Wis. 
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handy way 


to help your customers toward easier, faster metal- 
cutting — sell them VICTOR hand and power hack- 
saw blades and flexible-back band saws. 


They'll appreciate, too, having copies of the timely 
authoritative VICTOR Metal-cutting Booklet. Be sure 
you have a supply on hand. We're making sure, with con- 
sistent advertising, that your customers know about them. 


Sold \ 
only 
through 
recognized 
distributors 


SAW WORKS, INC. +» MIDDLETOWN, N.Y, USA 
Makers of Hand and Power Hack Saw Blades, Frames and Metal Cutting Band Saw Blades 


JB 
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nated to give extra rigidity for support 
ing the hoist mechanism. ‘This plate 
and all other load holding parts are 
of high-strength stcel that will hold 
five times the rated capacity of the 
hoist, according to the manufacturer 
In designing the Challenger, spe 
cial attention was given to ease of 
servicing, according to the manufac 
turer. It is built so that it may be dis 
assembled in a matter of minutes with 
simple tools. Another design feature 
claimed for the Challenger is that 
it hangs true whether or not it is sup 
porting a load. It is said to be sealed 
and running in lubricant to contrib- 
ute to long life and efficiency. 
Coffing Hoist Co., Danville, II. 
Industrial Distribution, Nov. 1951. 


Live Center 


Pre-Loaded Bearings 
Hard-Faced Tips 


Six basic styles of live centers are 
being manufactured by The Bultool 
Co. Hard-faced tips are standard on 
all styles, which are claimed to be 
trouble-free, non-chattering, extremely 
accurate, and made with pre-loaded 
hearings. 

lype FH “Bulflex” is 3-years ser 
ice proved, and still the preferred 
type for most work. Guaranteed maxi 
mum total runout .0003-in. Type 
FHH “Bulflex”, spring-loaded — ex- 
tremely heavy, has a larger head than 
type FH. Type TFH “Flex-Roll’, 


taper roller bearing has advantages 











completely redesigned line 
of IRON VALVES by 


OIC 


NOW the workhorse of the family—OIC’s iron 
valve—offers you features formerly found only in 
steel valves. It’s a brand new valve built around 
more than a third of a century's experience in mak- 
ing iron valves. We kept only the old handwheel. 








ULL LLL 


Examine these construction details: 

I Lubricated yoke bushing, renewable without re- 
moving bonnet. 

2 Deeper stuffing box; longer packing life. 


3 Inserted back seat bushing permits repacking 
under full pressure. 


4 Stronger body-bonnet joint; uniform gasket com- 
pression. 


5 Better metal distribution, reduced weight, increased 
strength. 





6 Sturdy tie-ribs; added resistance to pipeline stresses. 


7 End-seated bronze seat rings will not loosen in 
service. 


8 |-Beam type solid wedge, accurately guided. 


9 Straight-through port areas reduce flow resistance. 
10 Rolled-in seat facings on wedges give longer life. 
OIC’s new line of Iron Valves gives you longer 
service, lower upkeep and greater security. For 
Bulletin 805 telling you all about them, call your 


local OIC distributor or write The Ohio Injector 
Company, Wadsworth, Ohio. 


VALVES 


FORGED AND CAST STEEL- IRON - BRONZE 
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THIS 
ATTRACTIVE 
PACKAGE 


AND HIGH 
QUALITY PRODUCT 


~o WILL HELP 
INCREASE 
DISTRIBUTOR 
SALES! 


Quick—easy identification and simplified handling 
made possible by our thoroughly modern—attractive 


package. 


The high quality and dependability of B & H lock- 


washers is known throughout the world. 


We take good care of our distributors. 


The feck, bi Society of Automotive Engineers (S. A. E.) 
WeLiagiatl WY American Society of Mechanical Engineers (A. S. M. E.) 


American Standards Association (A. S. A.) 


BUTCHER & HART MANUFACTURING CO. 


TOLEDO 6, OHIO 
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of spring-loading plus controllable pre 
load of radial bearings and_ heavier 
spring tension than type FH. Guar- 
anteced total runout .0006-in. 

I'ype SH “Bull-Roll” is non-spring 
loaded heavy duty. The radial bear- 
ings take radial load only and cannot 
be damaged by heavy thrust which is 
taken by six “DT” type angular con 
tact ball bearings. Type SHH “Bull- 
Roll” is a heavier version of the type 
SH. Type TSH “Thrustor’” is a non- 
spring loaded taper roller bearing with 
thrust load taken by taper roller bear- 
ings in tandem, with manual adjust- 
ment for pre-load. Smaller sizes use 
angular contact bearings. 

The Bultool Sales Co., Detroit, 
Mich.—Industrial Distribution, Nov. 
1951. 


Truing Device 


Wheel Guard Type 
Is Automatic 


This new development, available 
for all Norton cylindrical grinding 
machines automatically performs an- 
gular, step, straight or combination 
formed wheel face truing. The dia- 
mond truing tool which is located in- 
side the wheel guard above the wheel, 
makes a round trip at a predetermined 
feed and speed across the wheel face 
when the device is actuated through a 
push button control. 

The rate of speed of diamond travel 
when not in contact with the wheel is 
automatically increased to reduce the 
overall truing time. The device is said 
to permit a close control of the 
amount of abrasive removed from the 
wheel, thus reducing wheel cost per 
piece ground. It is also claimed to 
true the wheel without disturbance of 
table settings, and without a spe 
cial positioning of the wheel head. 
Additional advantages are that it op 
erates with speed and consistency, it 
eliminates the exercise of skill and 
judgement on the part of the oper- 
ator, relieves him of a manual opera- 
tion and increases production. 

Norton Co., Worcester, Mass.—In 
dustrial Distribution, Nov. 1951. 


Continued on page 152) 





THE CHOICE 
OF BETTER 
DISTRIBUTORS 





OF PACKAGED FASTENERS 


A strong, attractively 

designed telescope-type package. 

Color coded labels. Finely fabricated 
products that generate quick, repeat sales. 


WOOD SCREWS © STOVE BOLTS © SEMS SCREWS 
ped; TAPPING SCREWS e MACHINE SCREWS © THUMB SCREWS 

DRIVE SCREWS © STANDARD SLOTTED AND PHILLIPS RECESSED 

WING NUTS © CAP NUTS e HEXAGON AND SQUARE NUTS e WASHERS 


CHICAGO, ML. . KEENE, NLM 


LOS ANGELES, — 


vu Coln Dependion ceourcat 


CENTRAL SCREW Company 


3501 SHIELOS AVE, CHICAGO 9 ILLINOIS 
3028 E ELEVENTH ST. LOS ANGELES, 23 CALIF. © 149 EMERALO'ST., KEENE, NH 
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Here's another interesting case history of how an 
important manufacturer helps make distributor 
selling easier. The story is told by J. L. Kennedy, 
Sales Vice-President of The Kennedy Valve Manu- 
facturing Company, in the letter shown. 

You'll note that Kennedy starts off with the right 
objective . . . all advertising is designed primarily 
to help distributors. And Kennedy has made a 
sound analysis to determine where the need for 
advertising support is greatest. They concentrate 
advertising on Plant Operating Men, because 
they're the toughest for salesmen to see and sell. 

You'd expect Kennedy to be just as careful in 
selecting the right publications to carry those im- 
portant sales messages — and they are! They have 
picked FACTORY, because they know that 
FACTORY does one job better . . . the job of serv- 
ing the Plant Operating Group in the manufac- 
turing industries. 

Is it any wonder that, as Mr. Kennedy says, 
“Our distributors are enthusiastic about the ad- 
vertising support we give them in FACTORY?” For 
these distributors know that they are getting help 
where they need it from FACTORY. 

Take a look at every product line you handle 
and make sure that advertising in FACTORY is 
making your selling job easier, too. 
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SPECIALLY DESIGNED KENNEDY 
tor 


Fig. $44P 


EASIER INSTALLATION 
end 


LONGER SERVICE 


Rigid [XIII inepection 
Guarantees Fittings Free of 








KENNEDY ©) ~ KENNEDY ~ KENNEDY 


ore CO: mmen 



































J. L. Kennedy 

Sales Vice-President 

THE KENNEDY VALVE 
MANUFACTURING COMPANY 
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ou cant jam 
the new 
RIcCEID 65R 


when you sell this RIGID 
self-contained die stock 











Right Here is the 
simple device that 
makes 65R auto- 
matically JAM- 
PROOF 


@ Your customers like this 65R because they don’t have to watch 
it —lead screw can’t jam on workholder. New jam-proof drive 
plate automatically kicks out driving ratchet pawl when standard 
length thread is cut. You sell new type drive plates to convert re- 
cent model 65R’s. Perfect threads on 1”’ to 2”’ pipe with one set of 
4 high-speed steel dies—sets to pipe size in 10 seconds, mistake- 
proof self-centering workholder sets instantly. Cash in on the new 


jam-proof RITFZ3(1D 65R—order today! 


Fel Bea i> 
+ Work-Saver Pipe Tools + 
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Pump 


For Handling 
Corrosive Materials 


A new oillubricated bearing, ped- 
estal-mounted pump for handling 
chemicals, liquors, corrosive materials 
and solutions, hot liquids, and _petro- 
leum has been developed. 

The liquid end of the pump is a 
complete self-contained unit. It can 
be had in stainless stecl, monel metal, 
nickel, or other special material when 
used for pumping liquids which would 
attack iron or bronze. ‘The pedestal 
is of cast iron construction with two 
anti-friction bearings supporting the 
pump shaft 

Two sizes of pedestal assembly cover 
the entire range of pump sizes avail- 
able in capacities to 1200 gpm at 
heads to 250 ft. and temperatures to 
500 degrees FP. 

Allis-Chalmers Mfg. Co., Milwau 
kee, Wisc.—Industnal Distribution, 
Nov. 1951. 














Electric Drills 


Models For Production, 
Construction and Maintenance 


\ line of portable electric drills, Pet 
Superduty, is built in different power 
and speed models to cover the speed 
and torque requirements in  produc- 
tion, construction and maintenance 


use of $, 3 and 4-in. capacity portable 


drills. 


Features claimed are compactness, 





HAVE YOU A ORIVE PROGLEM ? 


LINE-O-POWER 
el LINE — 


Selec 





Compact, small size units for use on original equipment—husky 
horizontal or vertical worm gear drives—heavy duty helical 
gear drives up to approximately 1000 h. p.—gearmotors. What- 
ever your requirements in power transmission, you will find 
exactly what you need in the complete Foote Bros. line. 

Three large plants, containing the latest in gear cutting 
equipment, are backed by nearly a century of engineering and 
manufacturing experience. New techniques, better control of 
material, improved manufacturing methods—all assure superior 

FOOTE BROS.—LOUIS ALLIS enclosed gear drives. Check the coupon for the bulletins in 
GEARMOTORS which you are interested. 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
Dept. ID, 4545 S. Western Ave. ° Chicago 9, Illinois 


LINE-O-POWER STRAIGHT-LINE DRIVES 

Economical in original cost and operation. Duti-Rated Gears 
have file-hard tooth surfaces and ductile cores, assuring long life. 
Double or triple reductions, with ratios from 5 to 1 up to 238 
to 1 and capacity range from 1 up to 200 horsepower. 


FOOTE BROS.—LOUIS ALLIS GEARMOTORS 

A compact line of gearmotors in 17 sizes in single, double and 
triple reductions, incorporating Duti-Rated Gears that assure 
long wear life and maximum load-carrying capacity. Available 
with Louis Allis open drip-proof, splash-proof, enclosed and 
explosion-proof motors. 


HYGRADE WORM GEAR DRIVES 

Heavy duty drives with precision worm gearing that assures 
high efficiency and load-carrying capacity. Horizontal, vertical 
and Hytop (extended shaft) types. Ratios from 414 to 1 up to 
4,108 to 1. Capacity up to 260 horsepower. 


MAXI-POWER HELICAL GEAR DRIVES 

Heavy-duty helical gear drives. Available in single reduction 

units, ratios up to 9.91 to 1; capacities up to 1,550 horsepower; 

double-reduction units, ratios from 9.32 up to 71 to 1, capacities 
VERTICAL to 1100 horsepower; triple reduction units, ratios from 79 up 

WORM-HELICAL ‘ E to 360 to 1, capacities up to 420 horsepower. 


om Sen WORM-HELICAL GEAR DRIVES 
Heavy duty vertical drives with horizontal input shafts and 
vertical output shafts—up or down. Ratios from approximately 
25 to 285 to 1 and a capacity range up to 128 horsepower. 


HYGRADE HORIZONTAL 
WORM GEAR DRIVES 


MAXI-POWER 
HELICAL GEAR DRIVES 





Foote Bros. Gear and Machine Corporation 

Dept. LD, 4545 South Western Boulevard 

Chicago 9, Illinois 
(0 Bulletin HGA Hygrade Worm Gear Drives 
0 Bulletin LPB Line-O-Power Straight Line Drives 
0 Bulletin MPB Maxi-Power Helical Gear Drives 
() Bulletin GMA Foote Bros.-Louis Allis Gearmiotors 
0D Bulletin WHA Worm-Helical Gear Drives 


FOODIES i ROC) S Na nnn ithe 


Beller Power Tra oom Thnough Boller Bean 


Rr 
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balance and streamline design. The 
body is composed of aluminum die 
| castings for combined strength and 
light weight; armature is dynamically 
balanced for smoothest running; gears 
are precision cut of heat-treated alloy 
steel gears; and each tool features 
forced ventilation for coolest opera- 
tion at peak power in continuous use. 

All the }-in. models and the extra 
heavy duty models in the 3-in. and 
}-in. capacities have ball and needle 
bearings throughout. 

Ihe }-in. capacity drills are offered 
in standard duty, heavy duty and ex- 
tra heavy duty models with a choice 
of cight speeds (500 to 5000 rpm no 
load), also a choice of either pistol 
grip or saw type handle to suit opera 
tor preference. A total of 48 models 
offers a wide range. 

The 3-in. capacity drill is avail 
able in a heavy duty and an extra 
heavy duty model with no-load speeds 
from +00 to 1000 rpm. The 4-in. ca- 

Wilton Combination Bench and Pipe Vises enjoy unusual patronage by vise experts because pacity drill is made in a standard duty, 
of their improved design, extra strength and depth. Their attractive eye appeal quickly heavy duty and extra heavy duty 
turns reluctant buyers into actual sales. model with a speed range of 500 to 


00 drills ct < . > gov- 
WILTON TOOL MPG. CO., 925-D Wrightwood Ave., Chicago 14 | ©0 Pm. Duills mect all current gov 


ernment specifications for 4, 3 and 


h-in. drills. 

Portable Electric Tools, Inc., Chi- 
cago, Ill.—Industrial Distribution, 
Nov. 1951, 
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World-wide recognition for 
this outstanding line of 
electric soldering irons — 

Wi. 


aeae 
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fp _ | Condensation Return 
te specified by the hig names 4 : sd Units Equipped 
for the TOUGH JOBS! Important With Centrifugal Pumps 


news to 


EAPOLIS HON ; “ Known as “Motor-Mount”’, these 
pars . nolan DISTRIBUTORS 3 new units effect a saving in fuel by 
* RADIO CORP. OF AMERICA HEXACON soldering irons e r . 


’ urming » condensate from steam 
& STROMBERG-CARLSON ae soretiati ig ere | Coil nciators. or steam 
distributor, dealer and user be- coils, radiators, or steam operated 
cause it represents one of the : : . 
* WESTERN ELECTRIC most complete lines available equipment back to the boiler. 
* WESTINGHOUSE today. It is backed by famous f “Motor-Mount” centrifugal pumps 
th hout the world, 3 
; bssemae teste ft are used on these units. These pumps 
* EMERSON sales promotion campaign is 405 have enclosed type bronze impeller 
tell 1g the story to a oe . van 
quater of a million key ind stainless steel shaft. The deep 
men —— each @ stuffing box has conventional packing 
onth, sei ‘ - 
/ F — wis rings for grease lubrication. Pump is 
j mounted on the legs of the tank so 
HEXACON E | no base is required. 
a Motor has standard NEMA type 
“C” mounting flange and is fur- 


S 


LAY AVE. ROSE 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1951 





COMPARISON 
PROVES 
the VALUE of 


VEELOS 
the Adjustable V-Belt... 


F you sell v-belts you'll be interested in this clear statement 


of facts about VEELOS, the link v-belt, and endless v-belts. 


These 4 reels of Veelos provide 
up to 316 standard v-belt sizes. 


COMPARISON TABLE 
VEELOS and ENDLESS V-BELTS 


Veelos V-Belts 


Any length can be provided for any v-belt drive 
due to link construction 


MINIMUM INVENTORY. 4 reels can care for 
every v-belt need in the O, A, B and C widths. 
No deterioration or obsolescence of spare belts. 


SMALL SPACE. It takes less than 2 square feet 
of wall or floor space to store 4 reels of easily 
identified Veelos. 


Installs quickly on any drive without resetting 
motor or tearing down outboard bearings. 


Belts can be adjusted or replaced without mov- 
ing the motor. 


Full power delivery can be maintained because 
the tension of each belt in a matched set is kept 
uniform by removing or adding links. 


No limitations are imposed by belt length. 


If you would like to learn more about 


Endless V-Belts 


Standard or special lengths must be supplied for 
individual drives. 


LARGE INVENTORY. 316 sizes are required to 
provide a complete stock in the O, A, B and C 
widths. Spare belts not immediately used will 
age and deteriorate. 


LARGE SPACE. Walls and ceilings are often 
covered with stocks of endless v-belts. Identifying 
and maintaining full stocks is difficult and costly. 


Necessary to reset motor and tear down drives 
with outboard bearings. 


Sliding or pivoted motor bases are necessary to 
replace endless v-belts. Belts cannot be adjusted 
individually 


Individual belts cannot be adjusted to maintain 
uniform tension and provide full power delivery. 


Limited by the availability of standard or special 
belt lengths. 


i 


Veelos—how you can save money for your 


customers and keep their machines producing 


—write today for your copy of the Veelos_ ; 
Data Book. It’s free and full of facts! 


MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PENNSYLVANIA 


-.- ADJUSTABLE TO ANY LENGTH... ADAPTABLE TO ANY DRIVE 


Made in all widths in three types: regular, oil-proof and static conducting. Also 
double V in A and B. Packaged on reels in 100-foot lengths. Sales engineers 
in principal cities. VEELOS is known as VEELINK outside the United States. 
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nished for single phase, two or three 
KIC = F phase or direct current. 


Ihe complete line includes single 


CD wiTH and duplex units—the duplex units 
designed for conditions involving 0c 


casional demands in excess of the 
4! capacity of a single unit, or where a 
.. ® © stand-by pump is desired to assur 


continuous operation under all con 
ditions. 


Flexibility and Stamina A selection of 44 unit numbers in 


° both single and duplex units are de 
Always Win! signed to handle hast 2000 to 40,000 
sq. ft. of radiation. 
The Deming Co., Salem, Ohio 
Industrial Distribution, Nov. 1951 


The Universal Metal Hose team © specific job for you. There's 
makes the goal every time in the @ Braided Seamless Corrugated 


conveyance of solids, liquids and @ interlocked Asbestos Packed 
gases at high ond low tempera 





High Pressure 
tures and pressures 

This team, like any winning com 
bination, has been developed to 
meet all requirements through @ Squore Locked Conduit 
and special types 


@ interlocked Low Pressure — 
Packed and unpacked 


training and experience 
Every member of the Universal in @ wide range of metals and 
Metal Hose team is designed to do sizes 


Universal Catalog U-101 offers you de 
scriptive data on various types and ap 
plications of metal hose. Send for your 
copy today — and send along your spe 
cifications for recommendations without 
obligation 


Electric Drills 


UNIVERSAL METAL HOSE CO. Yai Fer 


2163 S. Kedzie Ave Chicago 23, Hl Heavy Duty Drilling 


Six new clectric drills for heavy 
duty production drilling in metal and 


CA LDER ° wood have been added to the Stanley 
ee dats Dresser Line line. ‘The outstanding feature claimed 
bd © for tl ools ] » die-cas olished 

for Bigger Profits... Easier Sales a ee ee eee 


aluminum housing for lighter weight, 
‘ Aas ‘ ean + ee ee trigger switch with safety locking de 
\ WANA AANA RAN VAAN NAAN AANA vice, sealed ball bearings, three-jaw 
. BUILT RIGHT—Best materials throughout . . . tool geared chuck, and chuck guard to 

\ steel cutters . . . Right and Left hand Threaded Bushings protect workers’ hands. 
Drills can be supplied in any stand 


\ a \ 
\ id Automatic Tightening. \\ NN \ ; te ard voltage; operate on ds or ac, 60 


\ cycles or less. Drills are available in 
three different chuck sizes: 4, *% and 
g-in., and in two different type han 
dles—D shape and drop handle 

Stanley Electric Tools, New Brit 
ain, Conn.—Industrial Distribution, 


Nov. 1951. 


Trolley 


N * i Motor Driven 
cs : XA , : , 
EASY TO HOLD— Saains AN! With Hydraulic Coupling 
\\\ Weight well distributed et \ new motor driven trolley is de- 
\ signed to increase load and operator 


.\ ; \ \ \ 
XY YY \\ SRA ANAC NMES . safetv, lower hoist maintenance costs, 


yin Real and eliminate trolley brakes and com 
Also CALDER Fine Diamon ressing Tools \ plex electrical speed changing equip 


te EX \ RA TREES NE NNR ESANNSNANNNA ment. Source of these benefits, ac 
KN SOLD ONLY THROUGH DISTRIBUTORS : cording to the maker, is a hydraulic 
AMARA S SAS RRR MQddandrd AY % coupling which transmits power from 


the motor to the drive unit through a 


CALDER MANUFACTURING CO. cushion of oil. 


2049 North Prince Street . Lancaster, Pennsylvania Decre sed power requirements are 
claimed for the motor; lower main 
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tenance costs; minimized shock lodds 
ind eliminated torsional vibration re- 
ulting in longer life of driving unit 
ind motor 

According to the manufacturer, 
there is no swinging of the load when 
the trolley stops the hoist travel. ‘The 
freedom from shock to the load and 
notor provided by the fluid coupling, 
yermits actual reversal of the motor 
from full speed forward to full speed 
verse, providing smooth vet rapid 
leceleration and stoppage or complete 
eversal. The motor climinates the 
iced for a motor brake on the trolley. 

Ihe new Yale fluid coupling is 

ilable for all Yale power driven trol 
levs from 4 to 12 ton capacity. 

Ihe Yale €& Towne Mfg. Co., 
Philadelphia Div., Philadelphia, Pa. 

Industrial Distribution, Nov. 1951. 


Drill 
Compact In Design 
Low Fatigue Factor 


\ new model of the }-in. Holgun 


Drill has been announced by ‘The 
Black & Decker Mfg. Co. Redesigned 
with a new handle shaped for plenty 
of finger room, the dmill is rated for 
heavy-duty, continuous — production 
SCTVICC 

Among features claimed are full 
sized ball bearings, heat-treated gears, 
splined gear shafts and smooth-con 
tour aluminum housings. This drill 
san end handle unit and is available 


ee 
Socket Cap Screw 
Sturdy cold- 
formed head— 
continuous fibre 
structure 


Flat Head 

Socket Cap Screws 
Flush type, fit 
countersink 


Socket Screw Keys 


In all sizes. Short 
or long arm series 


Socket Stripper Bolts 


Also used for cam 
motions, link at- 
tachments, etc. 


nd 


Socket s 


Pipe Plugs 
Made of high 
grade alloy steel. 
Heads don’t pro- 
trude. Precision- 
cut threads. 


Socket Set Screws 
New precision- 
ground threads 
with finest super- 
smooth finish 


Socket Set Screw 
Point Styles 

e Cup Point 

e Oval Point 

e Flat Point 

e Cone Point 

e Half-Dog Point 
Full Dog Point 
on special order 





for standard or low speed. The stand 
ird speed unit has a no-load speed of 
1700 rpm (optional 2500, 3500 or 
5000 rpm.) The low speed unit has 
i no-load rating of 600 rpm (1000 
rpm optional 
Compact in design and weighing 
34 Ibs., the drill is said to be espe- 
cially useful in “close corner” drilling 
ind for long hours of continuous op 
ration because of its low fatigue fac 
It is powered with a Black & 
Decker “universal” motor and is avail- 
I 20 volt power lines. 


“Blue Devil’? Socket 
Screw products are sold 
only through industrial 
supply distributors. 


ae las De coe sb 
‘Fa reTy Sicxtr Scriw COMPANY 
6500 AVONDALE AVE., CHICAGO 31, 1lL. © 11 Park Place, N. Y. 7, N. Y. 


Warehoused in the West by Liberty Equipment & Supply Co., 2010 E. 7th St., Los Angeles 21 
Warehoused in Canada by H. Paulin & Co., lid., 10-16 St. Patrick St, Toronto 


ible for 115 or 2 

he Black & Decker Mfg. Co., 
Fowson, Md.—Industrial Distribu- 
tion, Nov. 1951. 





INDUSTRIAL DISTRIBUTION © NOVEMBER, 1951 157 








Aligning Machinery is one of the many uses for a 


HEIN-WERNER 


“PUSHPULL HYDRAULIC JACK 


{ man, using a Hein-Werner “Push and Pull” Jack 
can quickly and easily move and align a big machine 
for floor placement. 

The photograph, reproduced above, shows a 
heavy milling machine being aligned through the use 
of a Hein-Werner 20-ton capacity Model H-785, 
two 8 foot chains and a H-785 chain attachments. 

If there’s a job of pushing, pulling, bending or 
spreading to be done, a Hein-Werner “Push and 
Pull” Hydraulic Jack will prove to be a great time 
and labor saver. 

Available in models of 4, 10 and 20-tons capacity. 
Each consists of ram. six-foot hose, and pumping 
unit for remote control. Wide assortment of attach- 
ments for ram adds to utility of this jack. 


The Hein-Werner line of hydraulic jacks is 
COMPLETE. It includes Under-Axle Jacks 
of 14, 3, 5, 8, 12, 20, 30, 50 and 100-tons 
° capacity . . . “Bumper-Lift™ Hydraulic Jacks 
ors. . . “Swift-Lift” and 
shop use. 


edn We Sontes duke Ser 
broRAULIL JALKS, HEIN-WERNER CORPORATION 


WAUKESHA, WISCONSIN 
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Adapted To 
Hydraulic Power 


Three of the most popular sizes of 
the OTC Grip-O-Matic pullers can 
now be used with the new Power-Twin 
hydraulic puller. Only slight changes 
are necessary to change over OTC pul- 
lers No. 1103L, 10034 and 10034-L 
to fast-operating hydraulic power. 

I'he puller is said to speed up work, 
climinate torque and increase safety, 
because of the remote control feature. 
It can be quickly detached from the 
Grip-O-Matic puller and used effec- 
tively on OTC push-pullers or on a 
bench or pedestal press. 

Owatonna Tool Co., Owatonna, 
Minn.—Industrial Distribution, Nov. 
1951 








Wire Rope Clamp 


Replaces Three 
Wire Rope Clips 


The National Safe-Line wire rope 
clamp (one unit) is said to replace 
three wire rope clips. One Safe-Line 
clamp requires only two threaded end 
nuts to be spun on a longitudinall 
bisected and threaded-end center 
forged part with conical ends, which 
holds the lay of the wire rope between 
its halves. A center section on each 
half has hexagon shape. 

The clamp is made in two halves. 
The inside of each half is made to fit 
the rope; the large grooves pocket 





the large spiral strands; the small 
grooves pocket each small wire that 
makes up the strands; the large —_ es 
hold the rope from end-wise slippage 
and the small grooves prevent the 
rope from spiral winding out of the 
clamp. Every strand, every surface 
wire, contacts the full length inner 
surface of the clamp. The two halves 
are gripped tightly on the rope with 
the strong alloy stecl nuts. 

Said to be free from projecting bolts 
and nuts, and to enclose sharp wire 
ends, it leaves nothing to scratch or 
injure the hands or to catch on cloth- 
ing or foul mechanical apparatus. 
Clamps fit wire rope from 1 to 3-in. 
in size 

National Production Co., Safe-Line 
Clamp Div., Detroit, Mich.—Indus- 
trial] Distribution, Nov. 1951. 














Drill 


Now Equipped 
With 3¢-In. Chuck 


Cummins now furnishes its Model 
115 Dnill with a 2-in. chuck and a 
swivel ball side handle for two-handed 
operation. ‘This two-handed drill has 
a 3-in. capacity geared chuck as stand 
ard cquipment. Weighing +43-lbs., 
its recommended capacity is @-in. in 
metal and 3-in. in hard wood. 

Cummins Portable Tools, Division 
of Cummins-Chicago Corp., Chicago, 
Il].— Industrial Distribution, Nov. 
1951 


Air Screw Drivers 


In Three 
Basic Sizes 


\ line of cushion clutch air screw 
drivers in three basic sizes for general 
manufacturing operations has been an- 
nounced. The cushion clutch con- 
struction is said to offer several dis- 
tinct advantages. It consists of two 
units—an engaging clutch and a 
torque limiting clutch. The engaging 
clutch enables the screw driver to be 
moved from screw to screw without 
stopping the motor—since slight for- 


IT WON'T ESCAPE ...1F IT’S 


BELMONT 


a > 


BELMONT 189... for cold and hor oil rods | 
and plungers. a 


NT eee tena 


Pa BELMONT 19... . for hot 
and cold ‘water rods 
and plungers;low and 
intermediate steam 
rods 


BELMONT 30...for high pressure steam 


rods, expansion joints, air, and gas. 


able, trouble free, product of packing specialists who have devoted 
more than half a century to the problem of producing packings with a 
Better Seal and Longer Life. 

Today, more than ever before, production schedules must be maintained 
without interruption. Your insurance against service interruptions and 
mounting maintenance costs due to packing failure is BELMONT; the 
Packing that will withstand the ravages of TIME as well as Steam, 
Water, Oil, Gas, Air, Alkalies, Ammonia. 

There’s a Belmont Packing for EVERY SERVICE ...hundreds of styles 
enable you to select the correct basic raw materials and constructions 
to suit individual job requirements. Packed in the blue box with the 
orange colored trade mark, Belmont BETTER SEALING...LONGER 
LASTING Packings are available through distributors everywhere. 
RINGS, SPIRALS, COILS, REELS, SPOOLS, SHEETS and GASKETS. For 
special engineering help, write direct. 


THERE’S A BELMONT PACKING FOR EVERY SERVICE 





THE BELMONT PACKING 
AND RUBBER CO. 


Butler and Sepviva Streets Catalog #40 is available, 
Philadelphia 37, Pa write for it. 
ne 
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PRENTITISS 


“BULL DOG’ VISES 


BACKED BY 83 YEARS OF TIME PROVEN ACCEPTANCE. 


The Sales Policy is Machinist @ Top Swivel Jaw 


, Sig Combination Pipe @ Hinge Pipe 
9, 
100% through Distributors Woodworkers © Utility 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO. 

















For Safety's Sake . . . SELL 
DAYTON SAFETY LADDERS 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
rafety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 


\landrails of steel guard the large 
roomy platform for added safety. 
ifalf of platform can be raised to 
form an extra step, when needed. 
‘These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 
ladder is in use. 


A FEW CHOICE TERRITORIES ARE STILL 
OPEN. 

WRITE TODAY FOR COMPLETE INFORMA- 
TION ON OUR FAMOUS LINE OF LADDERS 
AND LADDER SHOES! 


Sizes 3 feet to 16 feet in height (meas. 
ured from ground to platform). Standard 
safety al 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. CINCINNATI, OHIO 
In Canada—Safety Supply Company—Toronto 
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ward pressure on the tool is necessary 
to rotate the bit.“The ball-type torque 
limiting clutch permits adjustment for 
precise torque control, and enables 
the operator to drive all screws to the 
same degree of tightness. 

Ball-bearing construction is said to 
keep friction to a minimum, and the 
ball-type design is noted for absence 
of rotary impact. ‘Torque adjustments 
are readily changed and torque ac 
curacy is not dependent on correct lu 
brication 

Ihe screw drivers are available in 
Series 000 for driving small screws up 
to No. 8 free-running or No. 5 self 
tapping; and Series 0 for large screws 
up to ‘fe-in. free-running or }-in. self 
tapping. Reversible and non-reversiblc 
models are made in each Series, and 
the two larger Series can be had with 
either straight or pistol grip handles. 
Thirty-cight sizes are available for all 
speeds and capacities. 

Ingersoll-Rand Co., New York. 
N. Y.—Industrial Distribution, Nov 
1951 


Center 


Anti-Friction, 
Superaccurate 


\ new Red-E anti-friction center 
that mounts to an independent chuck 
is designed to provide an accurate 
center for special applications such as 
for turning irregular shaped pieces and 
for accurate alignment to the head- 
stock when turning uncentered work 
such as forgings, castings, crankshafts 
and other pieces. 

The new center is mounted to thc 
outside spindle of the tailstock and 
held securely by a hardened and 
ground tapered bushing. They can 
be made to fit any size or make chuck 
The center is designed around pr 
cision anti-friction bearings which are 
greased for life. 

Ready Tool Co., Bridgeport, Conn. 

Industrial Distribution, Nov. 1951 











The safest, surest, 


/.. mostefficient wire 
rope ending is- 


i> puatoc! 


cere 5 
cate 
ge 
ane i 


Js 
te 
y 


“DUALOC 


“Registered Wire Rope Slings 





Wy Yolo) me) )4. 14.0 


@ If you want a line that will open doors for you, get you 
into the shop where you can see the need for many of the 
items you sell, you'll find ACCO Registered WIRE ROPE SLINGS 
a big help. When you sell ACCO, you sell a well-known brand, 
the first brand which offered a safe, sure, 100% efficient 
““factory-made”’ ending. 


WELL ADVERTISED | 


@ And we help you sell by keeping acco Registered WIRE 
ROPE SLINGS before your customers with regular ads in eight 
popular trade journals. Easy-to-use literature lets you point 
out quickly the exact acco Registered WIRE ROPE SLING for 
a wide variety of lifts. 


RAPID TURNOVER : 


@ Standard units of acco Registered Strand-Laid and Cable- 
Laid WIRE ROPE SLINGS can be carried in your stock with a 
minimum investment and rapid turnover. You’ll do well sell- 
ing this line. Write today for complete information. 


MEMBER THE NATIONAL SAFETY COUNCIL >) 


Wilkes-Barre, Pa., Chicago, Denver, Housion, Los Angeles, New York, 
Philade »hia, Pittsburgh, San Francisco, Bridgeport, Conn. 
| 


AMERICAN CHAIN & CABLE 


WIRE ROPE SLING DEPARTMENT 


In Business for Your Safety 





Strand-Laid 


Made from right regular lay 
wire rope for general sling use. 
Equipped with DUALOC. 


Made by laying up 

seven individual wire 

ropes. Gives extreme flex- 
ibility. Equipped with DUALOC, 


Other ACCO Registered 
Wire Rope Slings 
6-Part Braided. Made from 6 separate 


wire ropes braided into flat ewrfaces for 
greater bearing-orea. 


8-Part Braided. This construction has a 
symmetrical body which gives all-around 
flexibility plus great strength. 
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WHEN YOUR CUSTOMER 
FOR THE BEST 


2 oe SELL 


CHANNELLOCK 


Wade only by CHAMPION DeARMENT 


Channellock pliers are made by skilled 
craftsmen of a company known for nearly 
3/4 of a century for its highest quality pro- 
ducts. The outstanding features of Channel- 
lock pliers such as Longer Wearing, No Wear 
on the Joint Bolt, Closely Spaced Adjustments 
and Greater Strength make them the most 
desired pliers. 

henever your customers ask for pliers 
... help them select the Best .. . Hand them 
Channellock. 

nd remember, Only Champion DeAr- 
ment makes Channellock. Send for Catalog 
DS today. 


CHAMPION DEARMENT TOOL CO. 


‘h - 


Channellock pliers are listed in the 
Yellow Pages of most Telephone 
Directories under ‘‘Tools’’ 


Inventory Control: 
Keep It Simple 


(Starts on page 108) 





placed with the supplier, and is en- 
tered in the received column when 
the item actually comes in. By check- 
ing the “received” list against the 
actual physical count, the purchasing 
department keeps close tabs on how 
the item is selling. 

Each day, the stock clerk prepares a 
list of short items, and this list is re- 
viewed by the purchasing agents and 
the sales department. ‘These items are 
checked against the “on order’ list; 
short items not on order are ordered. 

Management at Phillips tries to see 
that cach order is filled the day that it 
is received. If an item is out of stock, 
or has to be specially ordered, the cus 
tomer’s name, address, and order are 
put on a special “strike off” list. This 
list is checked daily against the “re 
ceived” list, and when the item is 
received the customer is notified. 


Promotes Customer Relations 

In addition to promoting closer cus 
tomer relations, this procedure allows 
Phillips to pick up many sales before 
the customer has found a substitute or 
ordered elsewhere. 

In addition to these inventory rec 
ords, management keeps a list of items 
which are not normally carried in 
stock, and which it has ordered spe 
cially for individual customers. If an 
item is repeated often enough on this 
list, or if there scems to be a potential 
market for it, it is added as a regular 
inventory item. 

According to Mr. Phillips, this type 
of list is growing in importance be 
cause of the rapid appearance of new 
industries in the South. He has found 
that the needs of these industries are 
likely to be somewhat different from 
those of well established firms and in 
dustries in the area 

Management uses the inventory 
control system to advantage in work 
ing with suppliers’ representatives. 
Ihese representatives are urged to let 
Phillips know in advance when they 
are coming, preferably by sending in 
their calling cards. These cards are 
turned over to the purchasing agent, 
who makes a notation on each card as 
to when the representative is expected 

The card is then sent to the stock 
control clerk, who makes a_ physical 
count of items that can be furnished 
by the manufacturer. The purchasing 
agent then has an exact inventorv 
count on the dav the representative 
calls. This procedure saves the time of 
both the purchasing agent and the 
supplier’s man 
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NEW-TYPE 
POLISHING WHEEL 


Increases Production 3,000%! 





With plate glass pushed against atr- 
inflated rubber drum, you can See 
how Nu-Matic gives up to 30 TIMES 

move abrasive contact area! 
This new-type wheel shows amazing sav- 
ings in polishing and buffing . . . enables 
your customers to boost production on their 
operations up to 3000%. As the picture 
above proves, Nu-Matic presents up to 30 
TIMES more abrasive contact on flat sur- 
faces . . . and six to seven times more on 
contours, 


Why? Because Nu-matic Wheels have a 
rubber drum. This is inflated by the oper- 
ator with 3 to 10 lbs. air pressure, depend- 
ing on the operation. Nu-matic Wheels do 
better work . . . faster, easier and at less 
cost... on bench stands, back-stand idlers 
or portable equipment 


LONGER ABRASIVE LIFE 


Coated abrasives last longer and perform 
better on Nu-Matic Wheels. In fact, manu- 
facturers of coated abrasives approve 
Nu-Matic Wheels for use with their prod- 
ucts. Furthermore, the Nu-Matic Air-In- 
flated Wheel eliminates chatter and bounce, 
cuts training time for new operators, and 
produces a straight pattern .. . similar to a 
hand finish. 


“OPENS DOORS” FOR DISTRIBUTORS 


Distributors use Nu-Matic Wheels as a 
“door opener” to get new abrasive accounts. 
Furthermore, Nu-Matic Wheels stand on 
their own feet as a highly profitable dis- 
tributor item . . . on the original sale, repeat 
sales and replacement parts. 


DISTRIBUTORS WANTED 
Abrasive-minded distributors (and manu- 
facturers’ agents operating through distrib- 
utors)—write today for full information 
and sales literature including our “Profit 


Plan”. Nu-Matic Grinders, Inc., 8219 Car- 
negie Ave., Cleveland 3, Ohio. 


NU-MATIC 


Air-Inflated 


GRINDERS 








Sales Helps From Manufacturers 





EMBLEM signifying P&H National 
Service Week, is shown to Henry Har 
nischfeger, vice president of Harnisch 
feger Corp., by Eric Nelson, 
nanager 


SCTVICC 


Harnischfeger Corp. 
Observes Service Week 


Proper care means longer wear,” 
was the theme emphasized during 
National Service Week, Sept. 15 to 21, 
by the 700 dealers, branches and ware 
houses of Harnischfeger Corp., Mil 
waukee. 

Each sales outlet for P&H equip 
ment carried out a program designed 
to implement National Service Week 
efforts in its own area. A special em- 
blem was prepared which focused the 
ittention of interested parties on the 
value of the campaign. It appeared 
in windows, in literature, and as a 
sticker for letterheads. 

Other steps included providing the 
owner of P&H equipment with a 
number of suggestions to help him 
keep it in good condition, thereby 
reducing down time. Also included 
was the training of additional service 
personnel and the stocking of larger 
quantities of reserve parts in P&H 
branches and warehouses. 

Due to the draft and other causes, 
the rate of turnover among men who 
operate industrial equipment is higher 
today than normal, according to the 
company. Harnischfeger Corp. en- 
larged its program of assisting owners 
in the training of operators and in the 
more efficient use and maintenance of 
equipment. 

Anticipating the need for larger 
stocks of parts, the company diverted 
a sizeable proportion of its production 
facilities to the manufacture of those 
items most likely to be needed as re- 
placement parts. 


New Catalog Released 
By Quincy Compressor 


A new twelve page catalog, Form 
300, has been released by Quincy 
Compressor Co., Quincy, IIl., featur- 
ing the company’s line of air com- 
pressors specifically designed for in- 
dustrial service 

Ihe catalog, handsomely designed 
in two colors, presents a complete 
study, by means of illustrations, draw- 
ings and specifications of the 35 air- 
cooled Quincy Compressors. The 
company manufactures air compres 
sors exclusively in a wide variety of 
sizes and types ranging from 1 to 90 
cfm. 

Kcatures of the 
listed and de scribed 
der, copper finned intercooler, ‘Tim 
ken tapered bearings, constant level 
oiling, balanced crankshaft, cushioned 
stecl valves, semi-stcel pistons, Lynite 
connecting rods, loadless starting and 
VD unloader pilot. 


COM PTessors are 
in detail—cvlin 














The Skinner Chuck Co. 
Publishes New Manual 


Ihe Skinner Chuck Co., New 
Britain, Conn., has just published a 
new 68-page booklet entitled, “Chucks 
and Their Uses.” It is profusely il 
lustrated with photos and drawings 
which show all types of standard and 
many special chucks. 

\ full description is given on each 
type of chuck, giving details of con- 
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Lowell 


REVERSIBLE RATCHET WRENCHES 


These wrenches may be quickly rev 


from the end of the handle 
hands fron 
ohicthy feature. the 
design 

qualities 
preferred 
catalog 
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LOWELL WRENCH Co. 


WORCESTER 8 
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HINGED PLATEG 


BELT FASTENER No. 5@ 


for Conveyor Belts 


Specially designed to permit 
quick and easy method of 
adding to, or reducing length 
of belt. Just pull the hinge 
pin to open joint. 


PLATEGRIP for dust-tight 
permanent joints. HINGE 
PLATEGRIP for “add-on” 
belts. REPAIR PLATES for 


patching worn or repairing 
torn belts. 


Write for Catalog Sheets. 


ARMSTRONG-BRAY CO. 


5356 Northwest Highway 
Chicago 30, Illinois 


KELLER Power HACK SAWS 


There’s a 
KELLER for 
EVERY 
HACK SAW JOB! 


No. | Beneh Model 


EASY TO SELL... 
the COMPLETE line . 


win He we On Whenever a power hack saw is needed think of the KELLER 
complete line first. KELLER has a fast selling line of 8 power 
hack saws awaiting for you to name the job. They are built 
for power, speed, economy and satisfied customers. 

You'll get prompt service on any of the long line of KELLER 
POWER HACK SAWS. 

WRITE TODAY FOR DEALERS’ 
DISCOUNTS and COMPLETE DETAILS 


No. | Bench Model 
with Automatic Lift 


2347 UNIVERSITY AVENUE 
ST. PAUL’4, MINNESOTA 
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struction, use, and mounting. There 
are additional chapters covering the 
care of chucks, lubrication and clean- 
ing, safety measures, spindle noses, 
magnetic chucks and vises. 




















VALVES—A handy, quick reference 
guide to Edward cast and forged steel 
valves primarily for power plant instal 
lations, including industnal, is now 
available from Edwards Valves, Inc., 
Kast Chicago, Ind. 

Designed for easy valve reference 
and identification the new bulletin il 
lustrates and describes only those Ed 
ward steel valves applicable to power 
plant use. Other Edward valves are 
listed, but with brief description only. 

Pictorial content covers Edward 
Univalves, blow-off instrument, non- 
return cast steel check, and cast and 
forged steel glove and angle valve. 

Edward design features like Edward 
Impactor Handwheel, EVal-thrust 
voke construction, equalizer, pressure- 
seal design and others are presented 
for quick assimilation. 


SPEED REDUCERS—A pocket-size 
catalog of Abart speed reducers and 
right angle gear motors is announced 
for distribution. The 96-page book 
gives complete engineering data on 
how to select the proper speed _re- 
ducer to fit requirements, including 
horsepower ratings, ratios and instal 
lation graphs. Charts and photographs 
are included, by Abart Gear and Ma 
chine Co., Chicago, Il. 


PULLEY—Gerbing Mfg. Corp., IIL, 
has published a catalog, No. 651, 
containing a complete listing, descrip- 
tion and engineering data on all Roto 
Cone variable speed pulleys, com- 
panion sheaves, adjustable standard 
and countershaft motor bases, tilting 
motor bases and V-belts. 





NEW POWER PLANE No. J38. Blows chips 
away from cutter! Cuts to 134” wide. Bevels 
45° outboard and 15° inboard. Weighs only 
7} Ibs., 'o h.p. motor. 


NEW ROUTER No. R22 
2 h.p., 15,000 r.p.m. 
Heavy duty production 
router. Air cooled. 
Polished aluminum 

housing and base. 

Safety trigger switch. 
Collet type chuck 
for |," and 14" 
shank bits. 


ma 


NEW DRILLS. Str lined alumi housings in choice 
of spade or pistol grip. Locking trigger switch, ball 
bearings, removable chuck guard. 
4," SIZE a 








— That’s why they’re MSU. (URS 08 


What a sure-fire formula for easier-than-ever sales in today’s 
tool-hungry market! Eight brand new Stanley electric tools, 
all with exciting new features, and all important factors 

in meeting today’s production requirements. 


With the present-day demand for increased output all along 

the line and cost cutting wherever possible, new tools like 

these put you in a leading position for volume sales to industry. 
T They’re the newest on the market, and they’re available now. 
SIZE 








Stanley’s aggressive advertising in leading industrial 
magazines points to you as the source of supply. Make sure 
you’re ready for the business that’s headed your way. Stock up 
on these new tools now. For samples of literature, mats, 
window streamers, aid logotypes, write Stanley Electric Tools, 
No. 163 421 Myrtle St., New Britain, Conn. 





STANDARD DUTY 


HARDWARE ® TOOLS © ELECTRIC TOOLS © STEEL STRAPPING © STEEL STA N LEY 


Reg. U.S. Pat. Off 
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their local distributor. 


INDIANAPOLIS BRUSH AND BROOM MFG. CO. 


Corner Brush and Broom Streets indianapolis 7, Indiana 
Est. 1890 


OA PAL 


INDUSTRIAL 





~ 
THE LINE THAT 
CONTINUES TO 
GET THE CALL 
®@ The present high industrial produc- | 
tion pace demands the very best in 
maintenance equipment. Industrial men 
are buying Capital Industrial Brushes | 
and Brooms because of their long-time 
reputation for service with economy. 
This is the line that keeps doing good 
business. We urge our users to buy thru 











BRUSHES and BROOMS | 





ne 


| SWIFT 
RUT :7-ahey-Wae) mele pms, 1 or 
24 Home Street Elmira, N.Y 
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GLAZIERS TOOLS-Red Devil 
Tools, Irvington, N. J., has issued a 
new 96-page catalog (No. 21) cover- 
ing all Red Devil products. Profusely 
illustrated and designed for quick ref- 
erence use, the catalog includes glass 
cutters and all types of glaziers’ tools; 
putty knives and wall scrapers; wood, 
paint and glass scrapers; paint condi- 
tioning machines; floor conditioning 
machinery, and many hardware spe- 
cialties such as electric fencers, Grady 
wedges, roller painters, pot cleaners, 
and masonry drills. Displays and other 
merchandising aids are also described. 
Product specifications are interspersed 
with valuable directions and technical 
data relative to proper tool application 
and care. 








Sa. PLYMOU ud 
aha 3 * SEN TH =3 
f 9 Snp hand * : 


Stee MANILA ROPE 











ROPE—Plymouth Cordage Co., Plym 
outh Cordage Co., Plymouth, Mass., 
has changed their dealer rope sales 
units, both HandyPak and SalesPak. 

The contents of the original stock- 
ing unit for the HandyPak have been 
reduced from 15 to 13 coils and for 
the SalesPak unit from 24 to 16 spools. 

Since their introduction in April 
1950, the packaged and spooled units 
have been popular with distributors 
rope volume was not heavy 
cnough to warrent stocking full and 
half-coil lots. The new merchandising 
plan further sizes the units to mect 
trade requirements. 


whosc 


HYDRAULIC VISES—New descrip- 

tive bulletins and catalog pages on its 

new No. 1004 hvdraulic vise are an- 
Continued on page 169) 





6th Ave. & No. 13th St. 


America’s Pioneer Manufacturers of Rubber-Bonded Abrasives 


THE 


SOFT RUBBER BINDER CUSHIONS 


THE ABRASIVE 


(Abrasive plus rubber equals Brightboy) 


Tell Your Customers about this Formula For 


FASTER, FINER FINISHING 


Burring 


¢ Cleaning ¢ 


Finishing ¢ Polishing 


In One Time-Saving Operation 


for PRODUCTS + ASSEMBLIES - PARTS 


in Lightweight and Semi-Precious Metals, Plastics, 
Laminated Materials, Wood, Glass 
and the maintenance of machinery, tools, dies and mechanical equipment 


Element Number One: ABRASIVE. Element Number 
Two: RUBBER! Skillfully compounded by Weldon 
of rubber- 
bonded abrasives, Brightboy brings you light finish- 





Roberts, America’s pi f 


ing time-and-work savings. 


The combination action of abrasive and rubber does 
it. The abrasive is completely and uniformly dis- 
persed throughout the rubber binder. which also acts 
as a “cushion” for the abrasive. Rubber and abra- 
sive, working together, create a unique action. 
which in many instances bridges the gap between 
the rough grind and buff in one operation. Time 


savings can amount to fifty percent! 


The simultaneous action of abrasive and rubber will 


achieve a wide variety of finishing effects, the de- 


BRIGHTBOY INDUSTRIAL DIVISION 


Weldon Roberts Rubber Co. 
Newark 7, N. J. 


WELDON: 


Brightboy 


REG. v5. PAT. OFF, 


sired surfaces being obtained by speed and/or pres- 
sure of the Brightboy wheels, sticks, rods or blocks 
hi 1 Brightboy will 


in or operations. 
work to close precision-tolerances and can be shaped 





to curved surfaces and contours. Requires no before- 
tion: no skilled labor to 


a : 


use 


handle it. 





g or prep 


A Brightboy finish often constitutes the final polish. 
Brightboy’s general uses include removing light digs, 
tool and heat marks, cleaning welded and soldered 
joints, finishing and burring dies, molds, stampings, 
machined parts. 


Because of its wide adaptability, Brightboy is a sales 
“natural” for you. And it offers you fine sales tie-up 
opportunities, too. Sell it with related products: cut- 
ting tools, coarse abrasives. It is a “must” to round 


out your abrasives service to customers. 


Inviting dealer franchises available in good indus- 


trial territories. Write for details. 


For Your 
CUSTOMERS WITH DEFENSE CONTRACTS: 


Tell them about the wide adaptability of 
Brightboy, already proved in the manufacture 
and maintenance of Ordnance, Internal Com- 
bustion and Jet Engines, Airplane Parts, Elec- 
trical and Electronic Equipment, Transporta- 
tion Equipment—and for the production of 
basic tools, dies, molds, jigs, patterns, etc. 
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GOOD | 
RY 7447/4) 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn freight car 
door quickly . . . safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots. 
Good repeat item. 


NOLAN PULLER JACK AND 
LOAD BINDER 


Used in industrial 
plants, construc- 
tion work, quar- 
ries, mines and oil 
fields for moving 


machinery and 
other heavy arti- 
cles. Two types: 


TAIL CHAIN 


3 ton(5 ton with sheave block), 15 ft. load 
chain, 31 ft. tail chain with release block. 
¥% ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 





Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


Highly efficient 

f getting cars 
and locomotives 
back on the track. 
Railroads and in- 
dustries are big 
users. 


NOLAN TRACK BRACES 
Holds railway tracks 
to desired gauge — — 3 
where service is 
severe. Can 
be used 
again and 
again for 
quick, 
easy, low 
cost repairs. 


All Nolan products are 

carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


118 Pennsyivanio Street +* Bowerston, Ohio 








After the grind— 
CRATEX: (RUBBERIZED-ABRASIVE) 
for a smooth finish! 


oe 

® 
CRATEX—A fine tool combination of chemical rubber and manufactured abrasives—de 
veloped especially for INDUSTRIAL smoothing, finishing and polishing applications 
We invite dealer inquiries—With the present high level of civilian and defense production, 
there are excellent profit opportunities in handling the CRATEX line. We offer superior 
quality, prompt service and 100 per cent dealer cooperation. Write today for full details 


CRATEX MFG. CO., 97 Natoma St., San Francisco, Calif. 
“Serving industry throughout the world for over 25 years” 





ATLAS AIR 


free o 
burrs 


Precision-made Atlas aircraft 
nuts are free of burrs... 
double chamfered, double 
counter-sunk, too. Manufac- 
tured to meet AN specifica- 
tions, they are available in 
steel, brass and stainless. 

@ Write today for prompt quo- 
tations, giving your detailed 
requirements. 


DOUBLE 
— 


COUNTER-SUNK 


ATLAS SCREW & SPECIALTY CORP. 


450 BROOME STREET - NEW YORK 13, N Y 
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nounced by ‘The Columbian Vise & 
Mfg. Co., Cleveland. 

Vise operation is described in de- 
tail with complete specifications. The 
No. 1004 features heavy 4-in. jaws 
with maximum jaw pressure of 4,000 
Ibs. and maximum hydraulic pressure 
of 7,000 psi. The vise is controlled 
by two simple foot pedals—one for 
power, the other for releas« 


GOGGLES—A_ display cabinet de 
signed to exhibit goggles and welding 
helmet plates is being offered by the 
Sellstrom Mfg. Co., Chicago, Il. 

I'he case is manufactured in two 
sections, to be used either as a single 
unit, or with the top in itself being 
used as a counter display case. 

he top section is 15 by 25 by 94-in. 
high and is made of natural finish 
maple. There are three compartments. 
The center has a glass top and dis 
plays half a dozen goggles of various 
types. One side section displays 40 
pall of goggle lenses, pac kaged side by 
side in the new Sellstrom window 
package, which has pegp holes so the 
density and color match can be in 
spected without opening the package. 
[he opposite side accommodates 41 
plates for welding helmets, each 
packed with cover plates and gasket in 
in individual window package. 

Phe floor display case is 15 by 25 by 
34-in. high. The front section accom 
modates 6 to 8 dozen pairs of goggles. 
here are special clips on the side of 
the case for displaying welding hei 
mets. ‘The back section is for storage 
purposes. The top section is enclosed 
ind accommodates 10 dozen _ plates 
ind lenses. ‘The lower section 1s fort 
general storage. Cabinet ts well-con 
structed and finished in a neutral gray. 


DRIVE SHAFTS—A new bulletin on 
Morse Morflex radial and universal 
driveshafts is available from Mors« 
Chain Co., Detroit, Mich 

[he bulletin gives complete data 























strength and durability 
will aséure repeat sales: 


re 


1 
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Carry these profitable lines of | 


Cleveland Kaufman-Processed | 


Cap Screws 


@ Both popular types — 
bright screws that enhance 
appearance of machines and 
products, and heavy-duty 
high carbon, double heat 
treated—are made exclu- 
sively by the double extrusion 
method in our plant. Write 
for catalog of Cap Screws, 
Set Screwsand Milled Studs. 


THE CLEVELAND CAP SCREW CO. 
2917 East 79th Street, Cleveland 4, Ohio 
Warehouses : 

Chicago, Philadelphia, New York and Providence 
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and specifications on Morflex radial 
driveshafts with spline-jointed tubular 
shafts; Morflex universal driveshafts 
with one-piece tubular shafts; and 
Morflex universal driveshafts with 
spline-jointed tubular shafts. It also 
provides a working table of maximum 
recommended lengths and speeds. It 
is designated as bulletin F° 41-51. 


SLINGS—“Four Ways to Simplify 
Handling of ‘Tubing and Bar Stock in 
Steel Warchouses,” is the subject of 
a new folder just released by ‘The 
Cambridge Wire Cloth Co., Cam 
bridge, Md. 

Ihe folder presents, in flow sheet 
form, the movement of stock through 
a typical steel warehouse. It gives a 
detailed explanation of how and where 
Cambridge Gripper woven wire slings 
can be used to best advantage to sim 
plify handling of this type material. 

Although it was prepared especialls 
for distribution to steel jobbers, the 
information contained in the folder 
will be valuable to many in other 


ficlds 

















RULES-—Stanley ‘Tools, New Britain, 
Conn., offers a new Zig-Zag rule dis- 
play unit (125E) free with one dozen 
rules. Designed for eye appeal and 
utility, this colorful, heavy cardboard 
merchandiser is printed in green and 
black providing a contrasting back- 
ground for “Green End”’ rules. 

Six rules are arranged on each side 
of the display. ‘They are easily remov- 
able for demonstration or sale, vet 
the unique construction of the mer- 
chandiser discourages theft. 

Display stands 10 in. high; base 
measures +4 by 54 in. Spaces are pro- 
vided for pricing. No. 125E unit con- 
tains 6 No. 106 rules; two No. 167 
brick masons; and two No. 227 ex- 
tension rules 


TOOL MAINTENANCE-~The Car- 
borundum Co., Niagara Falls, N. Y., 


Continued on page 17+) 





THE COMPLETE LINE 


CATALOG OR 
BULLETIN NO 


3300-A 


4012-A 


CENTRIFUGAL PUMPS 


Self-Priming Centrifugal Pumps. 


Electric motor and gasoline 
engine driven.) 


Side Suction Centrifugal Pumps. 
Single and Two Ball Bearing Type. 


Side Suction, Single Stage Cen- 
trifugal Pumps. Single Ball Bear- 
ing Type. 


..Side Suction, Single Stage, Cen- 


trifugal Pumps. Two Ball Bearing 
Type with separate liquid end. 
Side Suction, Single Stage, Cen- 
trifugal Pumps. Two Ball Bearing 
Type. 

Motor-Mount” Centrifugal 
Pumps. 63 standard sizes. 
Motor-Mount” Centrifugal 
Pumps with Nema Type “C” 
Mounting flange. 

Single Stage, Split Case Cen- 
trifugal Pumps. 


TURBINE PUMPS 


...Deep Well Turbine Pumps. Mullti- 


Stage Construction. Water Lubri- 
cated. Various types of heads 
meet different requirements for 
power drive. 


VERTICAL SUMP PUMPS 
AND CELLAR DRAINERS 


..Vertical Sump Pumps and Cellar 


Drainers. Wide range of types 
and capacities. 


CONDENSATION RETURN 


...Condensation Returns Units ard 


CATALOG “F”... 


CATALOG “G-47’ 


Boiler Feed Pumps in a wide 
range of types and capacities 


WATER SYSTEMS 


Complete, Automatic Water 
Systems in a wide range of types 
and capacities for all shallow and 
deep well requirements. 


A general catalog on the com- 
plete Deming line of pumps and 
water systems. 


Two STANDARD Dem- 
ing Centrifugal Pumps 
used as component 
units of a compact 
washing and drying 
machine. 


It’s an “eye-opener” to some factory men to learn 
that many SPECIAL pumping jobs are performed by 
STANDARD Deming Pumps. 


The view above is one of many cases where Deming 
Distributors’ Salesmen have helped industrial users 
avoid the extra costs of specially designed pumping 
equipment by correct applications of STANDARD 
Deming Pumps. 


Alert salesmen of Deming Distributors know that 
EVERY industrial plant can use one or more types of 
STANDARD Deming Pumps. 


THE DEMING COMPANY 


511 BROADWAY > « SALEM, OHIO 


Deming Pumps 
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lake a whale of a bite 
of the Felt business 


/ 








sell the cost-cutting V-Belt with teeth 


he prem TON COG BLT 


. 


Le LOWER COST PER DRIVE ~e EXCLUSIVE COG FEATURE 


“© MORE SATISFIED CUSTOMERS ~L©@ BETTER PROFIT 


Geta whale of alot more V-Belt business with the premium Dayton 
Cog-Belt, with rayon cords—the only truly different and improved 
V-Belt on the market. The Cog-Belt has exclusive, patented, sales- 
making features no other V-Belt can match! 


Premium performance—premium profit! The Cog-Belt han- 
dles 40% more H.P. than ordinary V-Belts of the same cross- 
section size. Well worth the premium price, the premium profit 


you earn! 


Original cost is less! Just figure it out—one Cog-Belt does the 
work of at least 1.4 ordinary V-Belts. You need fewer belts, fewer 
pulley grooves to do the job, when 5 Dayton Cog-Belts do the 
work of 7 ordinary V-Belts. You can talk price, bid lower, yet 
furnish a premium product! 


Cogs keep customers! Cog-Belts are tailor-made for round-the- 
clock production days facing American industry. Cog-Belts are 
built to bend, like your finger, to take up compression strains as 
the belt goes round the pulleys. Results: Less strain, less heat, less 
stretch, less maintenance, longer life, less down-time. That’s why 
Cogs keep customers sold. 


Only the Dayton Distributor can offer the Cog-Belt’s premium 
performance. (He also has the Dayton Thorobred line of fine 
V-Belts.) He is backed by the only national advertising campaign 
in TIME Magazine devoted exclusively to V-Belts; and by power- 
ful trade journal advertisements that reach all important markets. 
For details, write: *T.M. 


A 


OF BETTER POWER TRANSMISSION 


Daytom mhulobex 


WORLD’S LARGEST MANUFACTURER OF V-BELTS 
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DAYTON RUBBER COMPANY @ DAYTON 1, OHIO 

















wklet Number 10, a 
maintenance of 
speed cutting tools. 
$ lathe ind planer tool 
‘ ers and reamers, grad- 
HOSE AND ACCESSORIES / g rex lations, coated abra- 
ran coat trpes of bose. SPRAY BOOTHS ives, tool room sticks, and “MX 
qyor 510 clase end an products. It is illustrated by photo- 
graphs and diagrams. 


PORTAGLE SPRAY UNITS 
4 light-weight units OIL AND WATER 
EXTRACTORS 
7 models supplying clean, dry air 


AUTOMATIC FINISHING 
EQUIPMENT 


for lower production costs 


MATERIAL TANKS 
2- 10 60-gal. capacities AIR COMPRESSORS 
24 models especially for spray painting 





" : SELF-TAPPING SCREWS-~—Power 
Binks has everything | driving equipment for use with 


Parker-Kalon self-tapping screws for 


your customers need | faster assembly is described in a new 


bulletin released bv Parker-Kalon 


for better spray finishing Corp., New York. It describes many 


of the types of power drivers for pro 

duction line use of self-tapping screws. 

When you sell the Binks line, you can offer your customers everything they Included are portable and suspended 

clectric and air tools as well as single 

and double spindle automatic hopper- 

plete finishing department fed screw inserting machines for the 

Your customers will like Binks equipment because it gives them better fin driving of one or more screws simulta- 

neously. ‘The bulletin also contains 

1 discussion on proper bits and 
of the nozzles, the standard threads on hose, couplings and other accessories. sockets 


need for better spray finishing...everything from a hose connection to a com 


ishes...fewer rejects...lower finishing costs. They like the interchangeability 


And they favor the idea of a single source for all spray finishing needs. 


And you will like Binks equipment because it is precision-made, backed by AUGUR BITS—A new bulletin de- 





@ reputation that extends over half a century. You never have to apologize for scriptive of the complete line of Mid- 
way Auger bits has just been issued 
‘ by The Midway ‘Tool Co., Inc., Mel- 
...in the automobile, furniture, porcelain enamel, and other leading industries vin, Ohio. 

... you find Binks equipment at work. Vhe bulletin describes Midway Mir- 
brite Bits for hand braces which are 
eo available in 17 sizes (4/16 to 24/16- 
advantages of the equipment through advertising and sales promotion cam- in.). Also listed are 5-6 and 13 piece 


the quality of this equipment...or its price. Wherever fine finishes are applied 


And to help you sell Binks is constantly telling your customers about the 


paigns. Binks spray finishing experts are always ready to help you with any sets packaged in sturdy cases. Other 
products described are electric drill 
bits, screw driver bits, electricians’ 
bits,car bits, and ship augers 


special problems you may run into. 


Send today for full information 


the advantages of bei Binks distributor: : 
- a ae ae VALVE—Edward Valves, Inc., East 


Chicago, Ind., feature an article en- 
titled, “Experimental Stress Analyses 
Help Share Up Better Valve Designs,” 
in the latest issue of their sales and 
MANUFACTURING COMPANY service publication, Valve Values. 
Written by W. L. Hemingway, 
Edward research metallurgist, the 
five-page article amply illustrates and 
covers in detail the three experimen- 


“Repeat orders for Binks equipment 4? - 
ire our best indication of performance.” Eu tbe lE(EHe 
President 


3128-30 Carroll Avenue West, Chicago 12, Ill. 


NEW YORK + DETROIT + LOS ANGELES « ATLANTA » BOSTON « CLEVELAND « DALLAS « MILWAUKEE « NASHVILLE 
PHILADELPHIA + PITTSBURGH + ST LOUIS + SAN FRANCISCO « SEATTLE « WINDSOR, ONTARIO, CANADA 
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RUST 
AT WORK! 


a ing od ere ap- 
pearing regularly in Factory, Mill 
and Factery, Medern industry, 
Time, News: ver popers 
in all which reach the industries 
you call on. STOP RUST is the 

ge—always imp te In- 
dustry—particularly impertant end 
timely now te conserve steel fer 
defense purposes. 

















Beautifies . ils 


® as it appeiee 
OF ites COLORS 
iy De gene protects ear e 
he Mont" 


It’s the line of lines for Distributors and Distributors’ volume. Asa sales organization, Rust-Oleum Corpora- 
Salesmen. You can talk it on every call. Rust is a tion is placing large, colorful, sales-stimulating ad- 
universal problem in industry—any time. But today vertisements every month before industrial users 


the urgency of conserving steel builds up the pros- 

pect’s awareness of his need. Initial sales are easy, 

showing how well RUST-OLEUM fills the need. : e 

And RUST-OLEUM is right behind you at the point © We mite taking care of opr present Estriburors Arse 

of sale As @ product with 25 yeati of splendid per- #5 4 matter of policy, but our recently-doubled plant 

formance behind it, RUST-OLEUM delivers the,xe- facilities are again being added to. Won’t you grow 
eengults which bring repeat ordess ings ‘growing with, us? 


with additional special effort on architects, corrosion 
engineers, and painting contractors. 
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“DYNAFLEX” Spray Hose is typi- 
cal of the entire MULCONROY 
line in the way it stands up 
longer on the toughest assign- 
ments. The special rubber com- 
pound tube, securely vulcanized 
to the strong duck carcass, will 
not swell, peel or buckle. The 
galvanized steel wire braid cover 
is surrounded by a_ half-round 
galvanized steel spiral to counter- 
act exterior wear and lend added 
strength to the hose. Sizes %” 
to %"’, inclusive. 
eee 

Write for literature describing the 
MULCONROY line and its advan- 
tages to the user and to you. The 


market for these special hose con- 
structions is growing! 


"MULCONROY Siaru,... 


Because they are built to assure far 
greater resistance to all fatigue and 
failure factors than conventional 


hose can provide, MULCONROY | 


Special Hose Constructions find a 
ready market in virtually every in- 
dustry. Their successful use under 
severest service conditions estab- 
lishes a sound basis for repeat 
business. 


SPRAY HOSE 


STYLE 904 


Designed to give greater efficiency, 
safety and economy in paint, white- 
wash, chemical and insecticide spray- 
ing. Combines light weight and ex- 
treme flexibility with armored resist- 
ance to high pressure and hard wear. 


WHERE OTHERS Sion!” 
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| valve 








tal stress analysis techniques: brittle 
lacquer, bonded electric resistance 


| stra gages and photoelasticity, which 


Edward employs during the stages of 
development of new valve designs. 

Other articles of interest to valve 
operators and maintenance men are 
included in the issue. 


| ASBESTOS PACKINGS—An attrac- 


tive 8-page bulletin issued by the 
packing div., Raybestos-Manhattan, 
Inc., Manheim, Pa., illustrates, de- 
scribes and gives service recommenda- 
tions for the complete line of R/M 
braided and twisted asbestos packings, 
consisting of twisted valve stem, 
braided valve stem, high temperature 
stem, braided round, braided 
squared, square plaited braid, oil-re 
sistant, and braided blue packings. 
Ihe bulletin lists. the standard 
sizes, specifies the standard packages 
which can be obtained, and _ gives 
packaging specifications and approxi- 
mate weights of the several types. 


PUMPS-—Construction features — of 
Allis-Chalmers oil-lubricated bearing, 
pedestal-mounted pump for handling, 
chemicals, liquors, corrosive materials 
and solutions, hot liquids, and petro 
leum are described in a new six-page 
bulletin released by the company. 
Six alternate sealing arrangements 
are shown and dimensions and speci- 


fications of the pump, available in 


| capacities to 1200 gallons per minute 


at heads to 250 ft. and temperatures 
to 500 degrees are given. 

‘Two sizes of pedestal assembly 
cover the entire range of pump sizes. 
Shafts, sleeves, bearings and miscel- 
laneous hardware are interchangeable. 

Copies of the bulletin, “Oil Lubri- 
cated Pedestal Mounted Pump,” 52B- 
7638 are available upon request from 
A\llis-Chalmers Mfg. Co., Milwaukee, 
W isc. 


MATERIALS HANDLING—A 24- 
page booklet titled “The How Book 
of Cost Cutting Materials Handling” 
is now available from the Philadel 
phia Div., Yale & Towne Mfg. Co. 
\ revised edition of a previous book 
let printed in 1947, the book was pre 
pared under the guidance of Dr. V. S. 
Karabasz, Professor of Industrial Man- 
agement, Wharton School, University 
of Pennsylvania. 

\ large portion of the booklet is 
concerned with basic background ma 
terial covering tvpes of skids, pallets 
ind other industrial handling tools. 
Most of the balance covers a compre- 
hensive plan for evaluating present 
handling methods through an engi 
necring analysis much like a time and 
motion study. 











THE UNION TWIST DRILL COMPANY 


We realize the ©conomic value of the We will Provide our Distributors 
rvices performed by Industrial Dis- with catalogs, educational helps and 
tributors and believe they provide the erial (with the Distributor’s 
factory and €conomical chan. i ist them to 

nel of distribution for i i 


* We will advertise nationally to your 
Customers an Prospects with an ag- 
Profits, gressive, consistent campaign built 
Our Sales Policy: around the “Buy Through Your Dis- 
We will refer all inquiries and orders tributor” theme, 
received direct to our Stocking Dis. "* We will Provide the services of 
tributors and to advise prospects and factory-trained salesmen to assist our 
Customers accordingly. Distributors. 
We will @ppoint no more Distrib. ’ We will Carry a complete stock (for 
Ts in any one area than the market immediate shipment) of the tools listed 
justifies ore than can get ade- in our catalog, 
quate volume with Profit. Y We will list each Union Distrib. 
tl We will sell direct only where cus. utor in the Purchasing Agents’ bible, 
ers or National, State, or City goy- THOMAS’ REGISTER, on a Union insert 
ernments insist. under “Drills, Twist.’’ 





7 st ¥ S. i i i i tor olic 1S geare : 
elp your profits. he -point Union Distri . ‘ 
r UF Agplanded as outstanding for cooperation and fair treatment, this po ¥ 
make you sales go UF. 


is consistently followed through b n to ve you every poss: ales s' pport. 
4 ible s u rt 
e g Union t gi eve 


J f K; f N, ss ] 4 4 7] . ti x 
d ng d ays, fo! th ee S. he ally brings the Union stor y to your 
clu i ig aispiays, ’ 


helps keep you and Union in the spot- mi er 
light with your prospects. 


No other cutting tool 
will outperform a 


; t M AN , ATHOL, ' 


sad Bg 
ce a Hobs | Jane 
Miling Cutt ** Ors . 
——— Geor ~. 
i ling ers — | wm 
: Me Carbide Tools “A 


Reamers 7 - 


3, : : = 
26: Twist Drills —< 
© Aud 
fs. 
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Tae |e Buyer Looks 


When You Stock at Business 
TINT CHRON MOOG RID composite opinin or putin 


agents who comprise the N.A.P.A. 
Business Survey Committee 





General Business Conditions 


The September Purchasing Agents’ 
Survey indicates there has been a 
slight improvement in general busi- 
ness, the first step-up since April. 
Back orders continue to slide, though 
at a slower pace than in_ previous 
months. Production increased a little, 
but there is still a wide gap between 
declining orders and production. There 
has been a decided upswing in de- 
fense orders and production. How- 
HARRINGTON MANUFACTURES THE ever, much of our civilian production 


capacity appears to be unsuited for 


MOST COMPLETE LINE OF l 4 conversion to present defense require 
+ HOISTING EQUIPMENT - ments, and this area of our industrial 


economy is beginning to suffcr from 
lack of orders or from shortages of 
the controlled materials for orders 
on hand. Faced with an ever-increas- 
of supply for all their hoisting ing break-even point and severe cuts 
in fourth-quarter material allotments, 
such manufacturers may be moving 

waste of time for them to purchase into a difficult last quarter. Prices 
a hoist here, a trolley there, etc., yi to be leveling off, but are not 
considered stable. Employment _ is 
high, being up for defense and down 
dependable hoisting equipment from for civilian. Buying policy is very con 
servative. 

Considering normal seasonal trends, 
carry Harrington Hoist Products, the lift off the bottom is not indica 
5 tive of a boom in general business the 
balance of this year. Business is ex- 


HAND HOISTS you make a bigger sale and a pected to be good but much depends 
TROLLEY HOISTS satisfied customer. upon further acceleration of defense 


production. 
ELECTRIC HOISTS 








Customers depend upon one source 


equipment; it’s just an unnecessary 


when you can satisfy their wants for 


Harrington. Remember, when you 





your customer makes one call... 





Harrington Hoist Products are Commodity Prices 
DIFFERENTIAL backed by more than 75 years’ Prices of industrial materials, par- 


HOISTS experience in the design and ticularly the uncontrolled agricultural 
: products and soft goods which have 


“CUMALONG” manufacture of materials handling been slowly declining for the past few 
LEVER PULLERS equipment. Why not write for your months, appear to have leveled off 


i tel ie i in September. Purchasing executives 
TROLLEYS copy of rsarrington’s ‘Watalog °. point out that this may not indicat: 
stability in the general price struc 
CRANES ture, as the price control regulations 
continue to be confusing. Buyers arc 
now not expecting many price roll 
backs. Keen competition by manu 
GION , facturers with no defense orders, for 
THE HARRIN COMPANY the diminishing volume of fabricated 
164 W. CALLOWHILL ST items incorporated in civilian prod 
PHILA ie, PENNA ucts, is holding many prices below the 
HOIST MANUFACTURERS SINCE 1876 ceilings which might be justified by 
(Continued on page 182) 











INDUSTRIAL DISTRIBUTION © NOVEMBER, 1951 





FIRE HOSE 
FULL LINE OF TOP QUALITY INDUSTRIAL RUBBER 
PRODUCTS . . . AS CLOSE AS YOUR PHONE 


WHAT YOUR CUSTOMERS WANT, when they 
want it! That's the goal of Quaker’s service to 
every industrial distributor. And it is put into 
practice with prompt and expert technical sery- 
ice. Yours by picking up your ‘phone and calling 
the nearest Quaker warehouse. 


QUAKER’S COMPLETE PROFIT LINE of products 
is pretested for top quality and performance- 
proved for peak production. It includes flat trang- 
mission and conveyor belting, V-belting, hose, 
packings and moulded products . . . in all sizeg, 
specifications and materials. 


PROMOTION THAT BUILDS SALES paves the 
way to profits for you with more than 10 million 
sales contacts every month. Advertising in lead- 
ae . ing technical and business publications, factual 
catalogs, helpful folders . . . good-will building 
conservation plans . . . all are yours to win 
CONVEYOR BELTING more sales. 

Line up with Quaker. Put extra sales-power 

to work for you! 


RUBBER CORPORATION 


DIVISION OF H. K. PORTER COMPANY, INC. 
PRILABDELPHIA 24 PENNA Bim ANCHES IN PRINCIPAL CITIES 











EVERY JOB 
GOES WELL 





MORE work IN LESS TIME AND WITH LESS EFFORT 

WITH THE VOSPER DESIGNED 

PORTABLE PIPE THREADING 
MACHINE 


ER ERB R ERE 
THE MORE WE TELL 


THE MORE YOU SELL! 


The Papoose is a 2” heavy duty 


power pipe and bolt threading ma- 
chine, for high speed pipe and bolt 
threading, cutting and teenies It 
has quick opening adjustable die 
heads, high speed steel segments, 
and can cut 2” pipe nipples 2%” 
long without a nipple chuck. Port- 
able and easy to handle, it can be 
wheeled right to the job. 


M@ THE CAPEWELL MANUFACTURING COMPANY 


Your selling efforts are backed up by 
Capewell's aggressive new advertising in 
AMERICAN MACHINIST, MILL & FACTORY, 
ELECTRICAL CONSTRUCTION & MAINTE- 
NANCE, PLUMBING & HEATING BUSINESS, 
MODERN MACHINE SHOP, AMERICAN [RON - 
SMITH, AMERICAN EXPORTER INDUSTRIAL, 
THOMAS’ REGISTER OF AMERICAN MANU- 
FPACTURERS and FRASER’ S CANADIAN TRADE 
DIRECTORY as well as by a hard hitting 
direct mail program 


» 62 Governor Street, Harttord, Connecticut 
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For 
PRODUCTION Needs 


LYON offers more than 1500 
regularly cataloged items of Steel 
Equipment to meet your customers’ 
regular needs. 


For 
DEFENSE Needs 


Your customers will find many 
standard Lyon products (listed below) 
of vital help in increasing their defense 
production. 


2 STRATEGIC PLANTS... AURORA, ILL., AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 1153 Monroe Avenue, Aurora, lilinois 
Sold Nationally through Factory Branches and Dealers 

















LYON 














L LIST OF LYON PRODUCTS 


© Kitchen Cabinets © Conveyors c Locker Racks 
* Cabinet Benches © Bor Racks wer Files 
ools * Storage Cabinets ® Tool Boxes Equipment 


© Bin Units © Welding Benches ©¢ Parts Cases 
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Rugged Equipment like 
White trucks Require 


TOUGH TRIPLEX 


FASTENER SG 
White Trucks built to haul heavy concrete mixing machines, have to stand 
up under rugged punishment. Every effort must be made to assemble the 
component parts to withstand the heaviest pounding over rough roads, 
curbs and obstructions. 

That's why TRIPLEX threaded fasteners are also used to assure maxi- 
mum dependability with surplus holding power. This is another typical 
case where TRIPLEX for Toughness delivers the goods. Write for catalog 
and wall chart for easy ordering. 


The TRIPLEX SCREW @o. 
5317 Grant Ave. Cleveland 5, Ohio 
Semi-Finished Nuts 
Cap Screws Machin» Bolts 
rews Carriage Bolts 


FOUGHNESS 


CAP AND SET SCREWS BOLTS, NUTS AND RIVETS 


Set Se 
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the revised Defense Act or the OPS 
formula. That such prices may not 
go much lower is indicated by the 
complaints of many producers that 
they are uncomfortably close to rising 
break-even points, and will be further 
squeezed by the gencrally increasing 
wage pattern. No definite over-all 
trend in prices is expected to develop 
in the next few months 


Inventories 


The trend to lower purchased mate 
rial inventories continues at a some 
what slower rate than in the past 
three months. Many are now reported 
down to, or below, economical op 
erating minimums. With fourth-quar- 
ter controlled material allotments lim- 
ited for civilian production, industrial 
inventories will continue to decline. 
A better balance is reported. In the 
effort to reduce costs, more attention 
is being given to material turnover 
rates. 


Employment 


Factory employment remains at a 
high level, increasing in the larger 
defense plants, decreasing in number 
and working time in others. Layoffs 
and short time are principally due to 
lack of critical materials and no im- 
mediate prospect of defense work. 
In some areas, labor is reported re 
luctant to move from one locality to 
another where jobs are available. 
Many strikes—more to come. Labor 
is generally reported uncasy. 
Buying Policy 

With CMP advance allotments 
running into the third quarter of 
1952, it might be expected that buy 
ers would take a longer commitment 
position. The September survey re- 
ports no change from the previous 
policy, with a predominant 90-day 
coverage. Purchasing managers are 
keeping their noncontrolled material 
orders in balance with scheduled com- 
mitments for CMP allotments. Cut- 
backs in these allotments for fourth 
quarter have resulted in substantial 
cancellation of other commitments. 
The revival of Korean peace talks is 
generating more caution. 

Specific Commodity Changes 

Ihe trend to price leveling in 
September is supported by the small 
number of price movements reported. 

Quoted higher: Automobiles, bu- 
tanol, cellophane, cement, cornstarch, 
batteries, fuels, machine tools, mer- 
cury, vegetable oils, phenol, poly- 
styrene, resins, turpentine. 

On the down side: Fatty acids, 
containers, juices, dried fruits, short- 
enings, work gloves, hides, lumber, 
scrap paper, rubber, soap, stearates, 
textiles. 











Yes, only GREENFIELD with its GEOMETRIC 
Division manufactures in its own plants, 
a complete line of Cutting Tools plus Gages! 
Yes, only GREENFIELD could duplicate the 
above tooling and top it off with all 
necessary Gages. 


REGULAR STOCK ITEMS 
Copecity 
From To 


TAPS and COLLAPSING TAPS... 0-80 8’’-8 
DIES and DIE HEADS........... 0-80 6-7 

GAGES—THREAD 0-80 1%''-6 
GAGES—PLAIN.... 00s eeeeees 059’ 4.510’ 


suy roots with CONFIDENCE suv GREENFIELD roots 


GREENFIELD TAP AND DIE CORPORATION 


GREENFIELD, MASSACHUSETTS 














(PEF) SUPERDUTY 


PORTABLE ELECTRIC DRILLS 


For Production—Maintenance—Construction Work 


NEW ) _ also Superduty 7” and 24” Drills 


rtunity for Easier Sales— 
MORE PROFITS 


Advertisements in leading industry and business magazines are now 
telling the SUPERDUTY story to your customers and prospects. Get 
details NOW! Ask about SuPERDUTY’s attractive distributor pro- 
posal. Be set for your share of easier sales . . . more profits. 


PORTABLE ELectric TOOLS, INC. 


341 West 83rc Street, Chicago 20, Iilinois 
In Canada: 369 Danforth Road, Toronto 13, On‘ario 


Super Duty Portable Electric Drills 





for Production * Mai °c uv Work 
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Canada 

Reports from Canada on gencral 
industrial business show: Production 
declining. Orders holding up better 
than in the United States. Prices 
increasing. Inventories holding even, 
and industrial employment slightly 
off. Defense orders are slow in com- 
ing. Credit restrictions are slowing 
retail sales. Canadian Purchasing 
Agents are not too optimistic about 
forecasting fourth-quarter conditions. 





NEW LINES 
taken on by 
DISTRIBUTORS 





Tools & Abrasives, Inc., Fort Wayne, 
Ind., has been named distributor 
for the Fort Wayne area for prod 
ucts of the Carboloy Department of 
General Electric Company, Detroit. 


Strong, Carlisle @& Hammond Co., 
Cleveland, Ohio, has been ap- 
pointed northern Ohio distributor 
for V-belts, sheaves and paper pul- 
leys produced by the Browning 
Manufacturing Co. 





FROM THE 


wm FILES + 


25 YEARS AGO 


“Again in the saddle with a new eco- 
nomic experiment, Henry Ford pro- 
poses a five-day week for workers,” 
a Mill Supplies editorial told read- 
crs twenty-five years ago. “It is re 
ported he is not reducing the men’s 
pay proportionately!” 





I’. Hynes, president of The Miami 
Supply Co., whose house suffered 
a considerable loss in the hurricane 
that swept over Miami in 1926, 
suggested the government grant a 
loan to solve the problem of re 
construction. 


he Midwest Steel Supply Co., East 
Bradford, Pa., was planning a new 
one-story building at an estimated 
cost of $50,000. 


H. Williams, president of J. 
Williams & Co., Buffalo, was ad 





1500 FEands at 1000F 
Vo Gt 


DROP FORGED STEEL 


CHROME-MOLY STEAM VALVES 
Hold the line at... 


Oswego, N. Y. Station of 


* NIAGARA MOHAWK POWER CO. 


Lasting central stations know 
and trust Vogt drop forged steel 
chrome-moly valves in their 
toughest high pressure and high 
temperature services. 
Specify Vogt ... and be SURE! 


*The Huntley Station at Buffalo 
and Dunkirk Station at Dunkirk, 
N.Y. use many Vogt valves. 


TOP: Air view of Oswego, N. Y. 
Station of Niagara Mohawk Power Co, 


CENTER: Valves on main drum of 
875,000 pounds per hour steam gen- 


erator. 


RIGHT: Drains from main steam, at- 
temperator, and superheater lines em- 


ploy a maze of valves. 


NEW CATALOG F-9 
Consult its 400 pages for the complete 
Vogt line of drop forged steel Valves, 
Fittings and Flanges for steam, water, oil, 
gas, air and refrigeration services. 


HENRY VOGT MACHINE CO., Louisville 10, Kentucky 


BRANCH OFFICES: NEW YORK, PHIILADELPHIA, CLEVELAND, CHICAGO, ST. LOUIS, DALLAS, CHARLESTON, W. VA. 
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vocating one mill supply associa 
tion: “It’s wasteful and unsatisfac- 
tory for manufacturers to meet 
separately with the National and 
Southern jobbers.” 


Ihe Black & Penn Machinery Co., 
was recently organized in’ San 
Diego, Calif., by George V. Black 
and W. G. Penn. 


W. J. Ulrich, formerly Detroit district 
manager for the Manning-Abrasive 
Co., ‘Troy, N. Y., was appointed 
Detroit district manager of the 
coated abrasive division of the Car- 
borundum Co., Niagara Falls, N. Y. 


W. L. Batt, president of the SKF In- 
dustries, Inc., New York, was deco- 
rated by the King of Sweden with 
the kmghthood of the Order of 
Vasa, first class. 








The mill supply business in Arizona 
Kester Flux- was growing rapidly—having sprung 
Core Solder; an old, up in the period between 1921- 


: : / 1926, due to Arizona’s recent in- 
reliable product in a new, mod- s 
dustrial development. 





ern, easier to sell spool and package. 


In regard to the five-day week (see 
above), it was already in operation 


e oo) at the valve manufacturing plant of 
ad Jenkins Bros., in Bridgeport, Conn., 
with emplovees on a 48-hour 

schedule! 


Your customers know that rejects are elimi- I 10 YEARS AGO 








nated when the correct solder for the job is 


used. Kester makes over 100,000 different types j D. L. Belcher was appointed sales 
manager of the Machine Tool & 
Supply Co., Tulsa, Okla. 


Manufacturers Sales Co., St. Louis, 


E got itself a new name—“Tools & 
; Supplies Inc.” 

I'wo Svracuse distributors—R. C. Neal 

Co. and the M. J. Kelly Supply 

Co.—won top honors for their ex- 


} ; : hibits at the Seventh Annual In- 
Kester is faster to use. Maintenance men pre- “ dustrial Products exhibit. Neal’s 


fer it and production solderers are more satis- exhibit was judged the most edu- 


fied; assembly lines speed up and output is in- | cational, and Kellv’s the most at- 
, tractive 


and sizes of Flue-Core Solders. 











creased. 

| “Industry, free enterprise, advertising, 

KESTER SOLDER COMPANY selling, invention—”" were Walter 
4201 Wrightwood Ave., Chicago 39, Ill. D. Fuller's prescription for future 
Niaweaste BI Recife Com. fo prosperity and his method of laying 
ic i ; the ghost of depression. Mr. Fuller 

Send for free manual: Was president of the NAM 
“SOLDER and Soldering 


Technique” 


Vice-President Charles Knupfer of 
the Carborundum Co. formerly 
presented the Chicago Muscum of 


\.\ ait Science and Industry with an im- 
KESTER ¥ |b 


‘ pressive new exhibit graphically tell- 
oe === : ing scientific discovery of man-made 
wae 


grinding material. 





In Indianapolis the Vonnegut 
Hdwe. Co. moved into its spacious 
new building without the expected 


Standard for Industry since 1899 grand opening or fanfare that the 


event would deserve in normal 
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ARMSTRONG 
-F 


ARMSTRONG TOOL HOLDERS 


ARE AN INDUSTRIAL DISTRIBUTOR’S 
SUCCESS STORY 


Few, if any, industrial products have ever at- 
tained the wide distribution of ARMSTRONG 
TOOL HOLDERS which are used by over 96% 
of the Machine Shops and Tool Rooms; are the 
standard tools the world over, wherever metal is 
machined. This tremendous selling accomplish- 
ment is a tribute to the capabilities of the na- 
tion’s Industrial Distributors and their salesmen, 
for ARMSTRONG TOOL HOLDERS have always 
been sold through Industrial Distributors. 


ARMSTRONG TOOL HOLDERS and TOOLS 
provide a continuous source of sales and profits 
to those distributors who go after this ever-pres- 
ent business—who capitalize on this universal 
preference of ARMSTRONG Quality and cata- 
log, stock and sell ARMSTRONG Lines “‘Across- 
the-Board.” 





ARMSTRONG BROS. TOOL CO. 


“THE TOOL HOLDER PEOPLE” 
5205 W. ARMSTRONG AVE. CHICAGO 30, ILL. 
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WESTON (e2dahi, 
ALL-METAL THERMOMETERS 


—AVAILABLE IN THESE 3 TYPES 


All-metal dial types with stainless 
steel stems, in straight and angle 
forms. Scale lengths 3”— 6” and 9”, 
with stems from 242” to 72”. Avail- 
able as testing thermometers, and for 
general purpose and heavy duty service. 
Ranges from —100 to +1000°F. All- 
metal construction prevents breakage, 
assures dependable accuracy for longer 
periods. 


= CONTACT MAKING THERMOMETERS 


Combines the features of the all-metal in- 
dicating thermometer with an alarm or 
control device. Has adjustable contact arm 
mounted in the glass and bezel. Supplied 
to make contact on increasing or decreas- 
ing temperatures. Has positive magnetic 
type contacts. Contact rating ... 100 ma 
at 110 volts a-c; 50 ma at 110 volts d-c. 
Stem lengths 242” to 24”, 


MAX-MIN® THERMOMETERS 


Equipped with a manually set red index 
which moves up or down scale with 
pointer, remaining at extreme tempera- 

ature reached until reset. Thus one 
reading gives present temperature, 
and maximum or minimum reached 
since last reading. Available in scale 
\ lengths of 6” and 9”—stem lengths 


ie 214” to 24”. 
Y\ 
Literature describing Weston ail-metal, as \ 


well as electrical and glass thermometers, 
sent on request. WESTON Electrical Instru 
ment Corporation, 602 Frelinghuysen Ave- 


nue, Newark 5, New Jersey... manufacturers 
of Weston and TAGliabue instruments. 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1951 


times. Pressure of defense business 
made such an affair impractical. 


A fire which suddenly sprang up in 


a 110-ft. exhaust vent, and spread 
to one of the inside vats before it 
was brought under control, caused 
a temporary cessation of produc- 
tion at the Keystone Lubricating 
Co. in Philadelphia. 


“We're getting crazier by the hour, 
and we see Our woes increase. So 
we're going to join the Army to 
get a little peace.” was the official 
chant of salesmen in the hectic 
days of ten years ago. 


Walter Tiemann was elevated to the 
presidency of Tiemann Hardware 
& Supply Co., St. Louis. George 
W. Gardner was made vice pres- 
ident. 





D-A-T-E-§ 
TO REMEMBER 





Nov. 5-9—All-Industry Refrigeration 
& Air Conditioning Exposition, 
Chicago. 

Nov. 8—Sales Management Regional 
Meeting of American Supply & Ma- 
chinery Mfgrs. Association, Bilt- 
more Hotel, New York City. 

Nov. 25-26—Central States Industrial 
Distributors Meeting, Palmer 
House, Chicago. 


1952 


Jan. 14-17—Plant Maintenance Show, 
Convention Hall, Philadelphia. 
Jan. 16-18—Southern Ind. Dist. Asso- 
ciation, Annual Mid-Year Meeting, 

Biloxi, Miss. 

March 12—Sales Management Re- 
gional Meeting of American Supply 
& Machinery Mfgrs. Association, 
Congress Hotel, Chicago 

March 17-21—ASTE. Industrial Ex- 
position, International —Antphi- 
theatre, Chicago 

May 6-9—4th International Lighting 
Exposition and Conference, Cleve- 
land 

May 19-21—Triple Industrial Supply 
Convention, Atlantic City. 





ECA reports that as of last April 
(taking price changes and government 
allowances into account) the average 
French worker's income was slightly 
less than it was in 1938. 





ONE OF A SERIES 
NOW REACHING 
AND PROSPECTS 
Es OF LEADING 
BLICATIONS 


oR ADVERTISEMENT s 


THROUGH 


rR PU 
BUSINESS AND TRADE 





oe 


PACKED WITH : : : A Raybestos-Manhattan not only makes 

SATISFACTION wh packings for centrifugal pumps like 

5 this, but for rotary and reciprocating 

WHEN IT's i pumps, compressors, valves, engines, 
PACKED 


Mi, hydraulic rams, and practically every 
WITH R/M ~ 4] other type of fluid handling or fluid- 

; ] actuated equipment. See your near- 
by R/M distributor. Or write today 
for the new R/M Catalog. 


PACKINGS 


RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, MANHEIM, PA. 


FACTORIES: Bridgeport, Conn.; Manheim, Pa.; No. Charleston, S.C.; Passaic, N.J. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings ¢ Asbestos Textiles * Mechanical Rubber Products « Abrasive and Diamond Wheels « Rubber 


Covered Equipment « Brake Linings ¢ Brake Blocks «* Clutch Facings « Fan Belts «+ Radiator Hose + Powdered Metal Products + Bowling Balls 
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| 


keep your 


¢ 


PLA NTEX THE PURE FOOD BELT THAT’S 


ALWAYS ODORLESS AND EASY TO KEEP CLEAN 


Here's the conveyor belt that was specially designed 

~) for the sanitary handling of food! It's impervious to 
"oils, greases, acids, alkalies and moisture, and can with- 
stand temperatures from —20° to 200°F. PLASTEX 
won't absorb or exude ANY ODORS and can be easily 
and quickly cleaned by any method . . . including 
steam! It’s fully pliable, requires no special care 
and will last longer than any ordinary, untreated belt! 


Impossible? Oh, no, and here's why: To produce 
PLASTEX, we take our regular Solid Woven Cotton 
Belt and cover it with a tough coat of plastic that 
won't crack or peel. This plastic overcoat just won't 
give in to acids, alkalies, greases and oils. They can 
ride” on Plastex —_. but they can’t “dig in.” That's 
why Plastex LASTS LONGER and is always pure, 
sweet and clean! Ask your mill supply jobber or 
write us for literature and prices. 


This ad 1s one of a series appearing in leading 
trade journals reaching your customers everywhere 


BUFFALO vit & BELTING COMPANY 


209 CHANDLER STREET BUFFALO 7, NEW ie 


NEW YORK PHILADELPHIA CHICAGO DETROIT SAN FRANCISCO 
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Book Review 





MACHINING OF STAINLESS STEELS 
Published by Metal Cutting 
Tool Institute 
Tuis spECcIAL REPORT has been pub 
lished with the idea that industry 
needs it now, when present emerg 
ency defense conditions call for a 
broader knowledge of Stainless Steels 
and the best methods and means for 

machining them. 

In a foreword to the manual, the 
committee admits that the data pre- 
sented are empirical In many respects 

but states logically that in the 
present urgent need, the best available 
information should be presented to 
industry without delay, rather than 
delaved for exact laboratory verifica 
tion of certain doubtful factors. 

The report has emerged as a re 
sult of the studics made by various 
technical groups of the Metal Cut 
ting Tool Institute of the best tool 
design, equipment and techniques for 
the efficient milling, drilling, reaming 
ind threading of the Wrought Stain- 
less Steels. It is a summary of in 
formation gained through careful re- 
search in the field of published and 
unpublished material, data obtained 
from Stainless Stecl fabricators, in 
formation supplied by cutting oil 
manufacturers and users, and individ 
ual contributions 

Section I deals with compositions 
and general characteristics of — the 
Wrought Stainless Steels, and in 
cludes tables dealing with Austenitic 
Stainless Steels, Martensitic Stainless 
Stecls, and Ferritic Stainless Steels, 
with a section devoted to machining 
characteristics 

Section II covers practical consid 
erations in machining. Section III 
deals with tool designs, tool materials 
ind operating data for machining, 
ind includes tables and diagrams on 
milling. 

Section IV describes the use of 
coolants or lubricants for machining 
stainless steels. 

From their inception it has been 
known that Stainless Steels, as a class, 
ire dificult to machine. ‘The Metal 
Cutting ‘Tool Institute as sponsor of 
this project, and the technical groups 
in charge of compiling the report, 
have produced a work of authority 
that will be of deep-seated interest to 
industry. It is strongly recommended 
to interested persons. 

Copics can be obtained from the 
Metal Cutting Tool Institute, 3114 
Chrysler Building, New York 17 
N.Y 
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MILLED STUDS 





Distributors find it pays to stock Shinyland studs 
because of the large and increasing demand for 


this quality product. 

Shinylands of the usual Ferry Cap high quality are fe imply B sie 
furnished to regular milled stud standards with this 

additional feature — the land between threads a SHINYL AN ms 


shiny, bright, mirror-finish. ; 
with land between threads, 


Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 
attractively labeled packages and in bulk: sizes, 
%4” dia. and under. 


How’s your stock of Shinylands? 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD ' * . CLEVELAND 13, OHIO 


CAP AND SET SCREWS * CONNECTING ROD BOLTS ¢ MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS * HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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The correct caster recommendation 


is as easy as 


It is, for Bassick distributors, who are fully familiar with and stock the 

wide range of Series “99”... super heavy, heavy and light duty. 
For example, these casters feature: 

@ heavy gauge steel, embossed for great structural strength. 

b all bearing surfaces fully hardened in “Homocarb” furnaces . . . the 
highest quality process known . . . for longer life. 
double ball race with main load raceway that’s oversize, stronger . . . 
as a result of the unique construction design using unbreakable pro- 
jection welding 
a choice of the finest wheels (forged steel, semi-steel, hard composi- 
tion, rubber tread, etc.) for every operating condition. 


Help your customers reduce 
ie the “Reducible 30%’’* with 
ee Bassick’s “Series 99”, and 
Efficiency and economy they'll be customers for keeps. 


. ° A THE BASSICK COMPANY, Bridge- 
combine in Bassick’s 8 


port 2, Conn. Division of 

“Series Stewart-Warner Corp. In Can- 

ada: Bassick Division, Stewart- 

99”! Warner-Alemite Corp., Ltd., 
Belleville, Ont. 


w 2 


sheers 
Making more kinds 
of Casters+<* 


Bassick Bes 
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OBITUARIES 





Ralph W. Hickinbotham, Sr. 
Hickinbotham Bros. Head 


Ralph W. Hickinbotham, Sr. 
president, Hickinbotham Bros. Ltd., 
Stockton, Calif., died suddenly of a 
heart attack recently. 

With his two late brothers, J. Cy 
rus, who died in 1945, and a twin, 
Leland, who died two years ago, Mr. 
Hickinbotham represented the third 
generation of the family to operate 
the firm. He took over the presi- 
dency of the company after the death 
of J. Cyrus. 

In addition to his widow, he is 
survived by a son and a daughter. 





Product Knowledge 
Is Selling Power 


— fir Compressors — 








he sale of an air compressor isn’t 
closed until the machine has been 
installed and its performance is equal 
to or surpasses specifications That 
means generally that the distributor 
salesman must be ready to “play 
nurse” until two, three weeks afte 
the compressor is in operation 


Care In Installation 


Preventive care in installation will 
cancel out many so-called troubles 
with compressors. 

Perhaps the primary requisite in 
compressor installation (and for long 
compressor life) is that it should be 
supplied at all times with clean intake 
air. Location, then, is of particulat 
importance. If it isn’t possible to 
locate a compressor where the air 
drawn in will be clean, do the next 
best thing—pipe the intake from 
some point outside the building 


How To Do It 


Before starting the motor of a 
belt-driven machine, the first thing 
you'll want your customer to do is 
check the name plate specifications 
against the current available. Hav 
ing done that, have him remove the 
belt and start the motor. That will 
check rotation of the flywhecl. Next. 
the level of oil in the reservoir and 








le Takes leantwork 0 Score 


CLOSE teamwork on every play...that’s what Morse-Franchised 


Distributors know they can expect and get from the “home team” in 
New Bedford...from Morse engineering, production, and sales. 


Morse Twist Drill & Machine Company, New Bedford, Mass. 


MORSE MEANS 100% DISTRIBUTOR-PROTECTION 


MOR S E; whine Tools 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1951 











Perfect Alignment not only 
before but after application. 


shops not only with shop lacers but also in the field with the 
pocket Tu-Way Lacer and a hammer. 


Write for Catalog Sheets 
SAFETY BELT-LACER CO. 


5388 N. Menard Ave. 


THE BELT HOOKS 
WITH THE 


There is no substitute for Safety 
Belt-Lacing because the paten- 
ted Safety binder bars not only 
hold each hook in perfect align- 
ment (both before and after ap- 
plication) but also cover and pro- 
tect belt ends, prevent fraying 
and assure long life. It’s the all 
purpose belt-lacing, too. It can 
be applied in factories and 


Chicago 30, U. S. A. 








® machinists’ 
bench 


® combination 
pipe 


® woodworking 


® quick action 


service. 


MORGAN 





N 


‘MORGAN 


ALES for MORGAN VISES continue to soar because pro- 
duction in all branches of industry is increasing. You 

can build fine sales volume now sell ng MORGAN VISES. 
They are unconditionally guaranteed for a life time of good 


™~ 


@ sheet metal 
workers 


@ garage vise 


@ solid nut 
continuous 
screw 


@ Sold only thru authorized Distributors @ 


VISE CO. Shicice sittines j 





the crankcase should be checked. (In- 
putting your belt back on, by the way, 
have it tight enough to prevent 
“whip” but not so tight it puts an 
excessive load on the motor or com- 
pressor bearings). 

Now check one more important 
factor of correct installation: See that 
the compressor sits level and plumb. 
Ihat’s necessary for several good 
reasons: (a) It will reduce vibration; 
(b) it will minimize wear on the 
belts; (c) it will give better flywheel 
action; (d) it will insure running 
accuracy; and (e) it will minimize 
noise, 


Pressures Decide 


Recommendations on the various 
types of compressors in use will de- 
pend upon the pressures desired. 

For pressures up to 150 Ibs. gauge, 
you'll want to suggest the single stage 
compressor. 

Where pressures are required be- 
tween 150 and 250 psi, the two-stage 
or three-stage compressor will do the 
job, though the two-stage will be 
found to be the more economical of 
the two. 

The only rating or capacity that 
really interests the user of an air 
compressor is the actual free air de 
livery. In writing up the order, how- 
ever, vou will help your manufacturet 
supplier do a faster delivery job for 
vou if vou learn as well the piston dis 
placement and the bore and stroke of 
the cylinders 

There are some things to be said 
about the various valves in a compres 
sor. The pilot valve controls loading 
ind unloading of the compressor. The 
intake or suction valve opens to ad 
mit air on the downstroke of the pis 
ton; closes on the upstroke. The dis 
charge valve opens to release com 
pressed air to the tank. 


Some Common Troubles 


\ frequent complaint (more fre- 
quent than it should be) from the 
customer is that his compressor 
doesn’t have a capacity sufficient to 
supply his needs. The first check 
that should suggest itself is to deter- 
mine the air pressure carried during 
peak load. It may not be able to 
deliver; you may need to pull out 
the old compressor and test run a new 
one of the same hp which will deliver 
more ait 





“The wisest sales manager | ever 
knew once said to me, ‘Every salesman 
has two bosses, his sales manager and 
himself.’ “ 


How to Use Your Selling Power 
By Walter Horvath 
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What Makes Selling FEDERATED SOLDER Profitable? 


REPEAT SALES! 


VOLUME SALES! 


‘SOLDER 











cists users buy Federated® Acid Core and Solid Wire Solders because they 
know from reputation and from national advertising that Federated produces only 
the finest quality products. And they return to buy time and again because the 


performance of Federated Solders is tops. 


For display purposes, Acid Core Solder is packed in a bright blue and white package; 
Solid Wire in neat black and grey. The analysis of the solder is prominently displayed 
on each carton. Available in all commercial sizes and compositions. Listed by 
Underwriters’ Laboratories Inc. 


AMERICAN SMELTING AND REFINING COMPANY ¢ 120 BROADWAY, NEW YORK 5, N. Y. 
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Stephen Smith 


Republic Supply Co. 
Promotes Stephen Smith 
Ihe Republic Supply Co. of Cali 


fornia, has announced the promotion 
of Stephen Smith, present manager 
of Republic’s Southern region stores, 
to the position of manager of opera- 
tions. In addition to his new duties, 
he will continue to function as south- 
ern region stores manager. 

Mr. Smith has been with the Re- 
public Supply Co. since 1928, when 
he started warchousman at_ its 
Santa Fe Springs store From there 
he moved up successsively to store 
supervisor at the Bakerfield branch, 
store supervisor at Long Beach, and 
to outside salesman at the latter. 

He then advanced to city salesman 
at main headquarters, Los Angeles; 
then to assistant manager at the Oak- 
land branch. Returning to Los An 
geles after a period, he rose from city 
salesman to manager of field stores 
in the Southern region; then to his 
present promotion 


as 


Transmission Specialist 
Joins Maddock & Co., Ine. 


John Graham has joined Maddock 


& Co., Inc., Philadelphia, Pa., as 
transmission specialist. 

Trained at Boston Gear Works, he 
will assist Maddock customers’ design, 
development and maintenance staffs, 
particularly on problems concerning 
power transmission 





The entire Chain Belt advertising and promotion program is de- 

signed to make your selling job more effective. A constant supply 

of new and attractive selling “tools” is available for the asking. 

These “tools,” when properly applied, are sure to make your selling 

effort more productive... give you a big advantage over competition. 
4 


When you're selling the complete line of Rex products, you are 
constantly backed by a hard-hitting national advertising campaign 
in leading trade publications. These compelling advertisements 
make literally thousands of preliminary calls for you... familiarize 
your prospects with the advantages of Rex products... help lay the 
groundwork for a good selling job. 


BEL 


compas 


of 





Then, too, you have available attractive, detailed product litera- 
ture which may be distributed over the counter, on calls or through 
the mail; there are bulletins directed to specific industries such as 
lumber, rock products, agriculture, sugar, etc.; new self mailers 
which are sure to bring inquiries are always available; maintenance 
booklets, giveaway notebooks, counter displays, sample boards... 
they're all part of the Chain Belt advertising picture. And to top it 
all, we have what we sincerely believe is the best general catalog 
in the business. Published in 1950, it’s 800 pages of just the infor- 
mation you need to sell Chain Belt products. 

Remember, too, that the Chain Belt line is a complete line, and 
that Chain Belt quality is always top quality. They're two more 
reasons why you'll find it pays in many ways to sell Rex. For more 

A\IN BE information write to Chain Belt Company, 1622 W. Bruce Street, 
cr lr Milwaukee 4, Wis. 


CHAINS AND SPROCKETS 
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CASH IN 


TWIN PROFIT LIN 


ws 


POWER 
TWIN 


HYDRAULIC 
PULLER 


Fastest selling, easiest 
working, handiest 
Push-Puller in history 
. . . Fits all OTC Pull- 
ing Units . . . Works in 
any position . . . Elimi- 
nates torque, eliminates 
friction . . . Twin cylin- 
ders develop 171% 
aed power... 
ight, compact, ‘ 
easy to handle. with the CENTER HOLE oa 
OTC Power Twin does jobs no other hydraulic 
ram can do ,. Applies force directly Fast 





easy, unlimited adiustment Quick, simple 
interchange of parts ed 


ing screws 


mS Hydra-Tote 


\ 
a e 
Portable hydraulic pulling unit 
holds complete OTC Push-Pull- 
ing system and adapters 
Easily moved to any spot in 
shop, always right on the job... 
36 inch clearance below press 
is enough to hold any job... 
Amazing sales appeal for selling with 
Power-Twin Hydraulic Puller. 
Open throat Press plate . . . Avail- 
able separately for mounting on 
bench or service truck... Can be 
used with OTC Power-Twin for per- 
manent hydraulic press. 


OWATONNA TOOL COMPANY 
373 CEDAR STREET «© OWATONNA, MINNESOTA 
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Gus Pahl 


Masback House Organ 
Lauds Gus Pahl 


The following is reprinted from 
the house organ of Masback Inc., 
New York, and is signed by the pres- 
ident of the company, H. BE. Mas 
back. It is a tribute to Gus Pahl, a 
veteran of 66 years in the hardware 
tool and supply business—534_ vears 
with Hammacher Schlemmer; 124 
vears with Masback Inc 


Gus Pahl 
80 Years Young—September 17th 


When I say 80 vears yvoung—I 
really mean it. I have known Gus for 
over a decade and ever since he first 
sct foot in Masback, he has contrib- 
uted as much enthusiasm and_ spirit 
is anyone in the organization 

During the past ten vears he has 
also worked as hard as anyone and has 
endeared himself to all of us. Actually, 
he started us on the right path in out 
industrial department, and his sug 
gestions, guidance, and wise counsel 
based on broad experience, have been 
invaluable in building up our indus- 
trial department on a sound basis. 


H. FE. Masback, President. 


Norton Assigns Warpula 
To Detroit Office 


Olavi J. Warpula has been ap- 
pointed resident demonstrator for the 
grinding machine division, Norton 
Co., Worcester, Mass. He will be as- 
signed to the Norton Detroit office, 
replacing George B. ‘Taft who retired 
June 1. 

Mr. Warpula has been employed 
in the Worcester plant 17 years, 
spending 13 of them in the grinding 
machine division. 








S— 





a 


f Bis is a Defense Plant, too! 


Be sure to include your industrial distributor in 
your procurement program. He, too, is organized 
for defense —his country’s, and yours! 

How can you make better use of your distributor 
in a period of scarcitics? Two ways 

First, make a practice of buying through your 
distributor those products most suitable to his 
type of distribution. He can carry part of your 
inventory for you, delivering from his nearby 


you purchasing time and cut your paper work to 
a fraction 

Second, keep him informed of what products you 
regularly nced—particularly of those you have 
difficulty getting. His contacts may prove valua- 
ble to you... he can often suggest satisfactory 
substitutes for hard-to-get items. He is just as 
eager to ship you scarce items as you are to get 
them—he will do his utmost to keep you supplied 


warehouse in accordance with your needs. He can if you'll tell him what you want. 


“lump” shipments otherwise requiring transporta- Remember—your distributor is on your team. 


tion from a number of distant points. He can save —_ Let him carry the ball! 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Po., Rock Falls, Ill, Los Angeles 
Calif. Additional soles offices at; Philodelphio, Detroit, Chicago, Dallas, 
Ockiond, Soles agents ot Portiand, Seattle. Distributors from coost to coos? 


106 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 





THE COMPLETE 


QUALITY LINE 











Proof—of your importance to us! 


You’re mighty important to us, and our mutual 


RB&W campaign (first ad above) in MILL & FAC- 
TORY, FACTORY, PURCHASING, IRON AGE, STEEL. 
RB&W will continue to carry this message as a 


customers. 
So we're telling your story to these customers as 
service to industrial distributors. 


part of our advertising program .. . in a special 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, 
Calif. Additional sales offices at: Philadelphia, Detroit, Chicago, Dallas, 
Oakland. Sales agents at: Portland, Seattle. Distributors from coast to coast. 


MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
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NO. M4-24B 


Your fuchmanco barron 
43s more Valuable 


UYtan Ever! 


High production in industry depends on equipment 
that can be used long and hard. 


In that respect Jackmanco barrows are outstanding. 
There are good reasons. These barrows have trays that 
are pressed from heavy gauge steel, with rolled, rein- 
forced edges; legs of heavy channel steel with riveted 
braces; threaded axles screwed into malleable brackets, 
make rigid front end units. These products are built 
for long. hard tasks. 


Our distributors are filling all orders as promptly as 
possible. Both they and we are doing everything in our 
power to make sure that you get your share of Jack- 
manco products to assist you in the tough job that 
lies ahead. 


OUR SEVENTY-FIFTH YEAR \ 





SUPERIOR PRODUCTS SINCE 1876 


JACKSON MANUFACTURING CO. 


HARRISBURG ¢ PENNSYLVANIA 
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SIGNED AGREEMENT consolidates 
the Trenton firm of E. C. Coleman 
left) with that of E. C. Lindsay Jr 
and M. R. Oberholzer. The new com 
pany will be known as Lindsay, Ober 
holzer In 





G. E. Lamp Division 
Builds Dallas Warehouse 


Construction has been started on 
a new warehouse to be occupied by 
General Electric’s Lamp Division, in 
the airlawn district of Dallas, Texas. 

Ihe structure will be a modern, 
one-story brick building. It will con- 
tain 45,000 sq. ft. of space, of which 
8,000 will be devoted to offices in 
which the Lamp  Division’s Dallas 
service district and Southwest sales 
district will make their headquarters. 
The building is expected to be ready 
for occupancy by early next spring. 





ABRASIVES are studied by Tom 
Jones and Bill Boyer in the stock room 
of Holley-Edwards Sales Inc., Jackson- 
ville, Fla. 





7001 USER 
Waar EVERY TOOL USE 


sers of UTICA tools have long recog- 
nized their exceptional drop forged 
strength and ability to take hard usage. 
Not all have known, however, just how 
these qualities of ruggedness and long 
performance are built into UTICA tools. 


DROP FORGING 
MEANS STRENGTH 


The simple diagrams below are a 
short, graphic answer. They explain 
quickly why the professional tool user 
insists on a drop forged tool with elec- 
tronic induction hardening. The reading 
time is less than 2 minutes. 








Skillful drop forging aligns the fibre structure of the 
steel to conform with shape of tool. Like sinews, this 
fibre structure makes tool strong and tough. 





CONTRAST STAMPING 


THIS WITH 


Stamped tool. Note 
straight lines of steel 
fibre structure, cut 
off where it meets 
edge of tool. That 
makes for weakness. 





Cast tool. No fibre 
structure. inherently 
very brittle. 


CASTING 











ELECTRONIC INDUCTION HARDENING 


MEANS RESISTANCE 


Pliers made of good steel can be 
brought to al t any desired degree 
of hardness. But hardness is by no means 
toughness. Throughout most of its struc- 
ture the pliers must be fough. Only at 
the cutting edge should it be hard. 





TO WEAR 





O) 





FREE: ror EMPLOYEE 
TRAINING PROGRAMS 
x ho 1 


Two Wall Charts 


32 x 12 INCHES 


a 2 oe ec 
== ta = 
sox”. 

A. Onthe advantages of drop forged 
and electronically hardened tools. 


B. Explaining the proper use of pliers. 


“ADD POWER TO 
YOUR HANDS” 


TWO Sound MOVIES 
10 MINUTES EACH 

(user pays return “PLIERS: Their Use 
shipping cost only) and Care” 


“First Aid For Pliers” 
8 PAGE BOOKLET 


Illustrated instructions on core 
and repair of pliers. 


SEND FOR THEM 




















The miracle of Utica’s electronic induction 
hardening is that it can harden just the 
exact area where hardness is required. 
Note here—only the cutting edges are 
hardened (for lasting sharpness). The rest 
of the tool retains the toughness required 
for resistance to breakage. 


{T PAYS TO SELL 
QUALITY TOOLS 


cOR 
UTICA 4 
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RGE 
P Oo 


RAT 


Here are the jaws of a Utica adjustable 
wrench. Note the pattern of electronic in- 
duction hardening, limited just to the work- 
ing surfaces of the jaws where maximum 
wear occurs. This resists burring—yet the 
internal structure of the jaws, as well as the 
handle, retain their drop forged toughness. 


AND THE WORLD'S 
BEST TOOLS ARE 
MADE IN U.S.A. 


ND TOOL 


ON 
NEW YOR K 


201 











Why it pays to be a 


DART UNION MAW! 


33 


Aa 


This True Ball Joint Makes the Difference 


Precision-ground to a perfect sphere, the true 


ball joint of a Dart gives a snug, drop-tight fit — quickly, easily. 
You don’t have to put your back into it — fuss — or lose valuable 
productive time when installing. Yes, and they uncouple as quickly 

. ready for re-use — for Darts have more lives than a cat! (Seats 


stay clean and unmarred.) 


Darts are a better buy also because their bronze- 
to-bronze seats offer maximum resistance to pitting and corrosion — 
their body and nut of high-test, air-refined malleable iron are prac- 
tically indestructible. 


For these and other reasons you'll find it pays to 
be a Dart Union man — whether you 


sell them or use them! 





DART UNION COMPANY 
Providence 5, Rhode Island 
The Fairbanks Co. — Distributors 
Boston New York Pittsburgh 


UNIONS 
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ROBERT C. BECHERER has been 
clected executive vice-president of Link 
Belt Co., Chicago, while 


. .. RICHARD E. WHINREY, assist- 
ant general manager at the Ewart plant, 
Indianapolis, has been appointed gen 
cral manager to succeed Mr. Becherer 





AMA Opens New Center 
For Training Seminars 


Opening of a new management 
center adjacent to its offices on the 
11th floor of the McGraw-Hill Build- 
ing, New York, was announced by the 
Amcrican Management Association 
_ Consisting of a large lounge with 
hive seminar rooms designed after a 
survey. of conference rooms Im more 
than a score of large companies, the 
Center will be used as headquarters 
for the AMA management workshop 
seminars heretofore held in hotels. 





Timely Facts and Features You'll Fin 
in the NEOPRENE NOTEBOOK 


@ how you can reduce 
maintenance costs 


@ ways to solve many 
production problems 


@ new ideas on neoprene’s 
wide range of uses 


@ technical help in specific 
applications 
@ details of new improvements 
in old products 


@ interesting new 
neoprene products 


YOUR CUSTOMERS READ the Neoprene 
Notebook regularly. That’s why it’s so 
important for you to read it, too. It 
will keep you abreast of important new 
neoprene developments and it will help 
make your sales story more convincing 
by giving you facts to tell about neo- 
prene’s important contribution to the 
product you sell. Pictures, graphs and 
charts make for easy, thorough under- 
standing. Each issue is packed from 
cover to cover with new ideas to save 
your customers time and money. 





Put your name on our mailing list. 
Subscriptions are FREE. Just clip this 
coupon and mail it today. 


CLIP THIS COUPON AND MAIL IT TODAY 


re 
E. I. DU PONT DE NEMOURS & CO. (INC.) 
Rubber Chemicals Division, C-11 
Wilmington 98, Delaware 
The rubber made by Du Pont since 1932 Please send me free issues of the Neoprene Notebook. 


Name. 


GU POND Position 
F Firm 











BETTER THINGS FOR BETTER LIVING Address 
.--THROUGH CHEMISTRY 
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YOU CAN OPEN MORE 

DOORS WHEN YOU SELL 

BETTER COUPLINGS AND 
FLANGES! 


.-. and Harrisburg makes 
better Couplings and Flanges 
for you! 


HARRISBURG 
seamless 
pipe 
are made to 
A.P.l. and A.LS.1. 
specifications. 


steel 
cine 


HARRISBURG 
drop-forged steel 
pipe flanges are 
manufactured to 
A.S.A. standards. 


WANT THE HARRISBURG STORY? 
—CLIP AND MAIL THIS COUPON 


Seles Department 

Harrisburg Stee! Corporation 

Harrisburg 18, Pennsylvania 

We are interested in becoming distributors for 
Harrisburg Couplings and Flanges. Send us 
complete details 

Company 

Address 

City State 

By Title 


Zone 
. 
Harrisburg 
— 3533 ee) ite) 7 -Nile), | 
NH) Harrisburg 18, Penna. 
98 YEARS IN PENNSYLVANIA'S CAPITAL 


Custom-Built Quality Products in Quantity 


BELTING DISPLAY on sales floor of 
Komp Equipment Co., Hattiesburg, 
Miss., is checked by Larry Giarette and 
kd Dossett 








Soren 


Officers Elected 


| By Twin Dise Clutch Co. 


P. H. Batten has been elected chair 
man of the board of ‘l'win Disc Clutch 
Co. and John H. Batten been 
named president of the firm, which 
has offices in Racine, Wisc., and Rock 


has 


| ford, Ill. 


elected included 
vice president of 
manufacturing and N. F. Adamson; 
vice president of sales 
Named to new positions were G. | 

Shuman, vice president-finance and 
secretary, R. C. DeLong, presi 
dent, hvdraulic division; R. T. Howell, 
treasurer-assistant secretarv; R.'T. Reh 
wald, assistant ,secretarv-comptroller, 
hydraulic and W. FP. Shurts, 
director of engineering 


Other — officers 


Sorenson, 


vice 


division 








PRICE SHEETS are‘studied by W. L 
Reynolds, president, W. L. Reynolds 
Co., Baltimore, Md., and his assistant 
Roger Keach 


| Distributors 


| 
| 
| 








CHAIN 
HOISTS 


SPUR GEAR 


SCREW GEAR 








DIFFERENTIAL 


DISTRIBUTORS ARE 
ENTHUSIASTIC BOOSTERS 


have something really worth- 
while talking about when they sell the 
“Philadelphia” 


chanical details and advantages such as 


line. They can present me- 


the special forged load sheave mounted 
on Timken Tapered Roller Bearings,—solid 
steel driving shafts — special steel safety 
hooks together with die-formed electrically 
welded steel load chain chrome-plated for 
rust resistance and increased life—all con- 
tributing to better value. And yet these out- 
standing features can be offered at prices 
which meets competition fairly and squarely 
and with substantial margin of profit for the 


distributor who is on his toes. 


‘CHAIN BLOCK &/MFG. CO. 


MASCHER & NORRIS STS. 
PHILADELPHIA 22, PA. 
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Simple 'Moves” Suggest 
3 Smart Ways 
To SELL DELTA TOOLS 


o MOVE THE OPERATOR 


Albertson and Company, Sioux City, Iowa, devised 
roller seats mounted on rails, to enable Delta drill 
press operators to move from one work-station to 
the next. When a man completes his series of opera- 
tions he passes the work to the next man. Fatigue 
is reduced to a minimum. Sales resistance is similarly 
reduced to a minimum when you carry ideas like 
these in your brief case. 





| 2] MOVE THE TOOL 


Racine Pattern Works, Racine, Wisconsin, devised 
a 3-leg spider base for a Delta 17-inch drill press, 
in place of the standard base, and thereby changed 
the drilling of an extremely heavy bath-tub casting 
from a nuisance operation to a simple one. It is 
easy to slide the drill press into several positions 
for drilling holes in the flange of the casting. Be 
sure to see the tool engineers on your calls—they’re 
on ceaseless lookout for ideas like these. 


| 3 MOVE THE WORK 


Looking for ways to streamline mass-production 
operations, Sangamo Electric Co., Springfield, 
Illinois, installed a Delta sectional table set-up and 
. 11 Delta 17-inch drill presses of variable sizes and 
speeds, for drilling, counterboring, reaming and 
countersinking operations on an aluminum grid 
casting. The work moves from one machine to the 
next. Much costly trucking and handling was 
eliminated. Make sure that the plant superintendent 
and engineers are on your list of men to be seen. 





DELTA POWER TOOL DIVISION ) ‘ . 
Theres 2 Delta Power Tool for every customers job- 


ot a3 
oc we WOOD OR METAL WORKING 


53 MACHINES — 246 MODELS — MORE THAN 1300 ACCESSORIES 
MANUFACTURING COMPANY es 


KET SALES COMBINATION SALES RELATED SUPPLY SALES 








| asm E. VIENNA AVENUE + MILWAUKEE 1, WISCONSIN 
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INGENUITY 


can solve any problem 





a ROBLEM involves the 


higher production of threaded parts 


can help you 
to a solution 


TOOL CO. 


NEW BEDFORD, MASS., U.S.A 


Subsidiary of Order from your distributor 
Continental Screw Co or call the HY-PRO SALES ENGINEER 
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COMMENCEMENT at Culver Mili 
tary Academy, Culver, Ind., finds 
George G. Weaks, president of Weaks 
Supply Co., Ltd., Monroe, La., chat 
ting with Col. W. E. Gregory, super 
intendent of the academy. Mr. Weaks 
is a Culver alumnus 





Hard Selling Days 
Ahead For Rubber Industry 


Postponed for a vear by crisis in 
the Far East, hard selling days are 
about to return to the rubber indus 
trv, Joseph A. Hoban, general man- 
ager, tire merchandising, for B. F. 
Goodrich, Akron, told members of 
the Sales Executive Club of Cleveland 
recently. 

Mr. Hoban said that the industry 
has rested in a comfortable, post-war 
sellers’ market longer than almost any 
other industry but explained that pro- 
duction is now catching up with de 
mand. 

The B. F. Goodrich official told the 
sales executives that when a. sellers’ 
market switches into a buyers’ market 
it is not enough just to say “we are 
going back to work,” and let it go at 
that. “New appeals, new ideas and 
new products are needed to keep 
sales up and to stimulate the enthu- 
siasm of salesmen.” 

lo return his own sales force to a 
positive selling mood again, Hoban 
said B. F. Goodrich is starting a series 
of reactivation meetings throughout 
the country with emphasis on “back 
to fundamentals.” ‘Training films and 
other materials to stress the product 
story and the technique of “how ta 
get the order” are being produced fer 
this purpose. 

Hoban outlined the following for- 





no. I5O1 
Cast Steel 


Gate 


Forged Steel 


4 nO. eA 


a Bronze 
no. 1050 Globe 
Stainless Valve 
Steel 
Bar Stock 
Valve 





B,- You sehltug there Byala ‘Aalues! 


--- part of the Complete R-P&ac Line 


e Their popularity is evidence of the longer service life and lower service cost 
obtained from R-PaC. They illustrate the “built-for-service” construction of 
every valve in the complete R-PaC line. 


e This preference for R-PaC means more sales for you. Get in touch with your 
nearest R-P&C district office for details about the line. 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 
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mula for success in selling under to- 
day’s and tomorrow's conditions: 

1. Properly appraise your new sales 
opportunities. 

2. Take off the brakes and bring out 
the new products. Make them better 
and sell them for less. 

3. Be sure you have a thoroughly 
trained sales organization. 

4. Properly appraise the dynamics 
of distribution. Be sure your merchan- 
dise is sufficiently convenient to the 
mhasses. 

5. Develop a close, human touch 
with the younger 33-4 percent of the 
population —their thinking, _ their 
wants, their plans. 

6. Give to your sales organizations 
that inspirational leadership that will 
cause your team to meet their compe- 
tition heads up, each one doing their 
part. 

Hoban had the following sugges- 
tions for cutting distribution costs: 
establish a productivity goal in dollars 
of sales for each salesman. As salaries 
and expenses go up, dollars of sales 
must go up too, per man. Employ 
missionary men and evaluate their re- 
sults. Be sure the ratio of operating 
personnel to actual salesmen is cor 
rect, that all operating personnel are 
actually necessary. Make sure travel 
routing is as efficient as it can be. 
Avoid cars for long hauls when planes 
or overnight trains are quicker, 
cheaper and easier on the employee. 
Break the “long distance call’ habit 
when a penny post card might suffice. 

“There is nothing to fear in a re 
turn to normal buving trends,” Ho- 
ban said. “What is needed is better 
sales planning to combat the relut- 
tance of people to buy. In modern 
sales management, the davs of hunch, 
guess and intuition are numbered.” 





DUAL JOB as typist and switchboard 

operator keeps Madelyn Kimble, Fuchs 

Machinery & Supply Co., Omaha, con 
| tinually busy 
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How to get grinding wheels 
exactly suited to his jobs! 
That’s his problem, and he’s 
looking in the best place for 
the right answer... Simonds 
Abrasive Company’s Grinding 
Wheel data book. It describes 
Simonds complete line and lists 
everything you need for top 
grinding efficiency . . . grinding 
wheels of all sizes, mounted 
wheels and points, segments 
and abrasive grain... accu- 
rately specified and made by 
Simonds Abrasive Company, a 
major manufacturer of grind- 
ing wheels for almost 60 years. 
Write for data book and name 
of your distributor. 


‘SIMONDS 


ABRASIVE CO. | 


— 


Grinding Wheels 





( Advertisement ) 


Grindstone Assayed At 
Over $300 In Gold 
Per Ton 


SoMEBopY once said that the lure of 
gold can seduce a saint. It can also 
fool an assayer, as Mark Twain 
proved. 


It happened while he was living in 
the mining boom town of Silver City. 
The business of testing ore for its 
gold and silver content was a flourish- 
ing one, and the famed humorist 
noticed that the bulk of it went to 
those assayers who reported the rich- 
est results. Never one to pass up a 
chance to debunk the debunkable, 
Mark Twain submitted a piece of old, 
cracked grindstone to be tested. Its 
“gold” content was reported as 
$336.36 to the ton. 


While modern grinding wheels, 
man-made successors to the grind- 
stone of Tom Sawyer’s creator, 
wouldn’t reveal this sensational 
“gold” content, they'd still be eco- 
nomical tools, if priced at their weight 
in gold. 


Today, grinding wheels are indis- 
pensable to the countless operations 
basic to the mass production methods 
so essential to our way of life. They 
do a thousand and one jobs that 
were once costly, time-consuming and 
laborious. They grind, cut, smooth, 
shape and polish. They turn. out mil- 
lions of accurate, uniform machine 
parts at incredible speeds. They 
come in all sizes — as small as a grain 
of wheat; as large as a full grown man, 
operate at speeds up to 9500 surface 
feet per minute, and sharpen them- 
selves as they work. Today, from 
piston rods to plastics, from cutlery 
to concrete there’s hardly a product 
or part you can mention that hasn't 
been touched by a grinding wheel. 

Viewed in. this light perhaps Mark 
Twain wasn’t so far off the beam. 
here is “gold in them thar wheels.” 


The advertisement shown here is 


e z ORES ety typical of Simonds Abrasive Com- 
SIMONDS ABRASIVE CO., PHILADELPHIA 37, PA. BRANCH phlei CHICAGO, DETRO! pany’s current campaign carrying 9 
ecg nmin ememtabe ; . million sales messages to users of 
re “4 pe arte ca ee en on ena on Co., a macaes grinding wheels and abrasive products. 
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Distributors who want to sell a quality line... 


a complete line...inquire about 


Flexible Shaft 


Machines 
aE 


For production line work, overhead-mounted 
flexible shaft machines are a real convenience 
Motor and mechanism are out of the way and 
flexible shaft conveniently located. To meet 
your requirements, review all models of STRAND 
flexible shaft machines. Model shown is 
three-speed vertical type for overhead 
mounting ... it is available in 
YH. P. co 112 H. P. inclusive 





BENCH MOUNTING 


Here is convenient flexible shaft equipment that 
can be mounted on bench right near the work. 
Portable to the extent that it can be taker 
trom place to place. For steady, fast production, 

consider the bench-mounted flexible shaft 
machine as part of your } roduction setu} 
Model shown is three-speed mounted on swivel 
type adjustable bench column. Available in 4% H.P. 











FLOOR MOUNT 


The floor-mounted flexible shaft ne is one 
of the most popular. It can be moved trom place t 
place. Amply powered, the standard is out ot the way 
while the head is light and easy to work wit 
Model shown is three-speed mounted or 
swivel yoke adjustable floor type tripod 
Available in 4% H. P. to 1% H. P. inclusive 








STRAND flexible shaft machines are known for their quality and outstanding per- 
formance. They have long life and the stamina to take hard work withthe least amount 
of interruption. There is a complete line to choose from—write for catalog 31. 


STRAND 


FLEXIBLE SHAFTS 
and 
FLEXIBLE SHAFT MACHINES 


SALES OFFICES: CHICAGO, BALTIMORE and TULSA 
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George S. Pyles 


Aro Equipment Corp. 
Buys Pyles Industries 


The Aro Equipment Corp. of 
Bryan, Ohio, has purchased Pyles In 
dustries, Inc., of Detroit, Mich. This 
new corporation will bear the name 
of Pyles Industries, Inc., Subsidiary 
of Aro Equipment Corp 

Pyles Industries, Inc. is a manu- 
facturer of industrial equipment such 
as heavy duty pumps for handling 
mastics, sealers and sound deadeners, 
and metering devices, flow guns and 
special equipment for handling in- 
dustrial lubricants. The acquisition 
gives Aro a complete line of indus- 
trial equipment to complement its 
line of lubricant dispensing equip 
ment. 

Manufacturing facilities and sales 
offices of the subsidiary will remain 
in Detroit. George S. Pyles will con- 
tinue as president of the company 
which he founded. Prior to the 
founding of his company in 1943, he 
was with the Fisher Body Division of 
the General Motors Corp.; during 
World War II he was on the Wash 
ington Staff of General Knudsen. 

Ihe officers and directors of the 
new subsidiary, as announced by Aro, 
will provide executives from both 
companies: George S. Pyles, president; 
R. W. Morrison, vice president; L. L. 
Hawk, treasurer; J. R. Markey, secre- 
tary; and M. J. Anderson, director. 


Standard Tool Co 
Appoints Distyict Manager 


The Standard Tool Co., Cleveland, 
Ohio has appointed Frederick H. Shu 
man as Detroit district Manager. 

Mr. Shuman will make his head 
quarters at 2967 E. Grand Blvd. in 
Detroit. 





Modern Methods Move 
Supplies At Hall & Co. 








SMALL ITEMS at Hall & Co.’s Spar 
tanburg, S. C. warehouse are arranged 
in steel bins for easy handling. N. L 
Masternick checks a valve against 
order 


Skinner di 
ri how you the 


r 

Quality.” and your to $ 

tor is ready and poral in 

| 3° ‘ en 

s inher . 

DISPLAY section combined in new quality feature for the Ski 
warehouse and sales offices is kept in Skinner line. 


i ° 
Ask him 

mpany- 
order by James Wright and Garvey direct to the co P 
Gosnell 


the ‘co m plete 
nner Cata- 


\ 09, or Ww rite 


THE CREST OF QUALITY 


THE 


SPACE SAVER is the stacking of CHUCK CO. 


goods, which utilizes area from floor to 346 Church Street New Britain 
7 


roof by palletizing supplies, moving 


them with fork lift truck. Connecticut 
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ORDER is sent by Joe Coggins from 
the warehouse section to the pricing 
department in the new Hall & Co 
warehouse, Spartanburg, S. C. 





~~ nn ll Cate Equipment Co. Made 
PAN AMERICAN WORLD AIRWAYS SYSTEM speeds maintenance operations with New Chain Belt Branch 
PERMACEL Tapes. Above PERMACEL-77 seals, protects air scoop and propeller shaft. ; 
PERMACEL-66 protects fuel, hydraulic, electrical lines. Chain Belt Co. has appointed Cate 
Equipment Co., Salt Lake City, as its 
new district sales office in the Salt 
Lake City area. . 


} 
lor the past eighteen months Cate 
has served as a distributor for Chain 
Belt products. As a district sales of- 
fice, it will continue to maintain its 
INDUSTRIAL distributor status and carry stocks of 
these items for prompt local service. 
TAPES Located at 49 East Ninth South, 
the Cate Equipment Co. also main- 


INDUSTRIAL TAPE CORPORATION tains stock at Price, Utah, under the 


supervision of ‘Tom McKean. 

| NEW BRUNSWICK, NEW JERSEY Cate officials are D. E. Hughes, 

| Makers of @TEXCEL Cellophane Tape and a com- president; G. E. Roberts. mining divi- 
lete li f iti fori ’ : 

| plete line of pressure-sensitive tapes for industry sion manager; and Birt Slater, sales 


r 











ICC 4085; 


manager, 








WATERPROOFING AND WEATHER 
PROOFING jobs on Silver Fleet trucks 
call for PERMACEL-68, a flexible, plastic- 
coated cloth tape with high tensile 
strength, extremely good adhesion. 
Meets Government standards. 


WHIPPED CREAM DISPENSERSare guard- 
ed against leakage at the seam edge 
with PERMACEL-30, a Vinyl Film Tape. This 
strong, thin tape is anticorrosive; has 


iw high resistance to water, oil. 


POWERFUL ADVERTISING..featuring this Pe : 
free, brand-new “Tape Graphic” book is rYPIST Betty Narran, Interstate Ma- 
chinery & Supply Co., Omaha, keeps 
PI f 


eaching all your best prospects. Send for | i 
your copy today. Write Dept. 3N. me ig on Ge company's Saey euae> 
0aTC 
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ALEXANDER ADVERTISING 


Reaches YOUR Customers 
MERICAN 


ne and Prospects 


with Almost 


= A MILLION 


Sales Messages Like This! 


An extensive new advertising campaign is 
now under way for ALEXANDER Leather 
Belting and other industrial leathers. Strong 
advertisements with plenty of “sell,” appear- 
ing in the publications shown here, are 
reaching your customers and prospects reg- 
ularly . . . a total of close to a million indi- 
vidual advertisements . . . seen and read by 
virtually all the men in industry who influ- 
ence the purchase of leather belting. And 
every Alexander advertisement directs the 
user to the Industrial Distributor who handles 

the Alexander line in his territory. This close 
ry te cooperation with our distributors is the kind 


4 a that “pays off” in terms of greater sales 
THOMAS oe and profits for them. It is further evidence 
R E G H Ss T E R : of the value of the Alexander Franchise. 
oF a 
AMERICAN MANUFACTURERS 


' 


ALEXANDER @ BROTHERS 
Belting Company 


406 NORTH THIRD STREET, PHILADELPHIA 23, PA. 
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Conover ast 


t r) PFI @S r3 
PURCHASING 











4 a301VAv1 





FRACTIONAL sizes 
1/16” thru 1-1/2” 
are STANDARD 


WIRE GAGE sizes 
*1 thru *60 
are STANDARD 


LETTER sizes 
A thru Z 
are STANDARD 


il 


H. Gilbert Stewart 


Stewart To Represent 
Atlas Chain in South 


H. Gilbert Stewart has been ap- 
pointed Southern territory district 
manager for Atlas Chain & Manufac- 
turing Co., Philadelphia, Pa. 

Mr. Stewart will represent the Atlas 
Company in the following southern 
states: Florida, North Carolina, Ten- 
nessee, Mississippi, Georgia, South 
Carolina and Alabama. 

Prior to his association with Atlas, 
Mr. Stewart was with the Parker- 
Kalon Corp., New York. He is in 
addition, a graduate mechanical 
engineer. 


Worthington Begins Course 
For Young Engineers 


To make its products “come alive” 
to 29 young engineers who have grad- 
uated recently from college, the 
Worthington Pump & Machinery 
Corp. of Harrison, N. J., has com- 
menced its annual general line train- 
ing course. 

Ihe 13-week course will feature 
training in methods of estimating and 
in basic sales principles and tech- 
niques. Included will be a compre- 
hensive schedule on motor and con- 
trol selection and application as well 
as several ficld inspection trips. Upon 
graduation the young men will be- 
come Worthington enginccrs. 

The course, which was first given 
in 1929, will be conducted in four 
of Worthington’s 20 plants. Seven 
weeks will be spent at the Harrison 
plant, two weeks at the Holyoke, 
Mass., plant, one week at the Welles- 
ville, N. Y. plant, and three weeks at 


LAVALLEE & IDE, INC. 
CHICOPEE, MASSACHYSETTS 


Worthington’s Buffalo, N. Y. plant. 
The program will be under the 

direction of J. J. Thompson, manager 

of sales personnel for Worthington. 
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On three operations in the set-up pictured here— 

machining nickel-moly steel (4615) at 135 to 

150 s.f.m.—the superintendent kept careful rec- 

ords of tool performance. It was found that 

MO-MAX COBALT High Speed Ground Tool 

Bits ran 43% to 100% Jonger that the tool bits 

previously used. <> In the break-down opera 

tion MO-MAX ran 4 hours, as compared with 

2 hours for the other steel. In facing, it was 

5 hours against 3% hours. In cut-off, 4 against 

2%. <> This is one of hundreds of tests in which 

both MO-MAX and MO-MAX COBALT Tool Bits 

have demonstrated their superiority. So if you 

have a difficult machining problem, a C@celand 

Service Representative will be glad to give helpful 
suggestions. Contact our nearest Stockroom, or... 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


THE CLEVELAND TWIST DRILL CO. 

1242 East 49th Street Cleveland 14, Ohio 

Stockrooms: New York 7 * Detroit 2 « Chicago 6 * Dallas 2 « San Francisco 5 
Los Angeles 58 « London W. 3, England 


ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER Cleveland toois 
This advertisement reaches your customers who read the leading magazines in the metalworking field. 
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BEALL 


\ 
SPRING 
WASHERS 


STEADY DEMAND 


—and continuous REPEAT business. Almost every 
one of your customers who uses Nuts, Bolts and 
Screws, now uses or can be sold BEALL KANT-LINK 
SPRING WASHERS—the nationally accepted type. 


BEALL Helical Spring Washers have long range 
“live” action and adequate PRESSURE POWER to 
combat ALL causes of looseness. 


Nationally Advertised 


—and nationally accepted. IN STOCK in all 
standard sizes; made of Carbon Steel, Stainless 


Steel, Everdur, Duronze and other metals. BEAL\. Spring Washers 
— prompt shipment 
—in cartons and bulk. 


BEALL TOOL DIVISION 
HUBBARD & CO. 


130 Shamrock St. ° EAST ALTON, ILL, 
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NIMBLE FINGERS speed the job of 
Georgia Fritz, comptometer operator 
at Central Supply & Rubber Co., 
Omaha 





ASTE Announces Plans 
For Bi-Ennial Exposition 


The ASTE Industrial Exposition 
to be held in Chicago, March 17 to 
21, 1952, will be the largest and most 
comprehensive exposition ever staged 
by the American Society of Tool En- 
gineers, the socicty has announced. 

Floor plans and details on the show 
released by ASTE headquarters at 
Detroit, reveal that the five halls com- 
prising the exhibit area at the Inter- 
national Amphitheatre represent a 30 
percent increase in floor space over 
the largest bi-ennial exposition pre- 
viously sponsored and operated by 
the technical society. 

First mailing of floor plans of ex- 
hibit space, went to those several 
hundred companies who had _ re- 
quested priority on choice of space fol- 
lowing the exposition held in 1950. 





RECEPTIONIST = Marion —_‘ Diehl, 
hichman Machinery Co., Kansas City, 
Mo., doubles as typist during quiet 
moments 








THIS LUBRIGANT SAVES 


7 TIMES 


ITS COST 


IN PRODUCING SHOES! 


Tass nationally known 


t and er 





of work shoes and gloves writes us... 


*... You recommended to us 
LUBRIPLATE NO. 100 for lubricating 
the chain drive on our paddle wheels 
which turn the hides immersed in a 
solution in concrete vats. The chain, 
during use, is always soaked. The 
solution is sometimes acid and some- 
times caustic. Up to the time of your 
recommendation, we had not found 
any lubricant that would stay on 
the chains for any appreciable time. 


“Heretofore, the average life 


of a chain was approximately one 
year. We have applied LUBRIPLATE 
to these chains every two weeks for 
two years. Since then, not one new 
chain has required replacement, and 
they are still going strong. 


“At this time it appears that 
for every dollar we have invested in 
LUBRIPLATE, we have saved seven dol- 
lars in chains with actual savings 
still to come.” 


WOLVERINE SHOE & TANNING CorRP., 
Rockford, Michigan 


You, too, can enjoy the savings made possible with LUBRIPLATE Lu- 
bricants. There is a LUBRIPLATE product for every industry. LUBRI- 


PLATE reduces friction and wear, 


prevents rust and corrosion and is 


most economical to use. Write today for case histories of savings made 
possible by the use of LUBRIPLATE Lubricants in your industry. 


LUBRIPLATE DIVISION - Fiske Brothers Refining Company 
Newark 5, New Jersey + Toledo 5, Ohio 
DEALERS EVERYWHERE » SEE YOUR CLASSIFIED TELEPHONE BOOK 











LATE the Modern Lubricant 
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(Advertisement) 


REDUCING MACHINE 
OPERATING COST 
BY ADOPTING PROPER 
LUBRICATION 


Today, more than ever, plant managers 
and others responsible for mechanical 
operation certainly do dread the costly 
machine replacements and production 
losses ineurred by machine stoppages. 
Those in charge of machine operation 
and maintenance know that machinery 
is only of value to them so long as its 
bearings, gears, chains and other mov- 
ing parts withstand the heavier loads 
and increased speeds imposed by mod- 
ern industrial demands. Above all, 
they realize that proper lubrication is a 
chief requisite of efficient and con- 
tinuous machine operation. 


The advertisement on this page, which 
is being currently run in quite a num- 
ber of the leading industrial magazines, 
sets forth a very interesting story as 
to what LUBRIPLATE is doing in 
improving machine operation  efh- 
ciency and reduction of upkeep costs. 
Scores and scores of well known firms 
throughout the country have had simi- 
lar experiences. To assist you in the 
marketing of LUBRIPLATE Lubri- 
cants, our advertising throughout 1950 
will clearly relate some very outstand- 
ing citations concerning the perform- 
ance of LUBRIPLATE on a wide di- 
versity of mechanical equipment. 


Continuous and efficient machine op- 
eration, also the reduction of expen- 
sive upkeep costs, is a subject of great 
interest these days. You will certainly 
receive much attention to your LUBRI- 
PLATE story when you relate to the 
proper people what LUBRIPLATE 
can do in improving machine perform- 
ance, reduction of friction, wear and 
power consumption, as well as protec- 
tion it affords against rust and corro- 
sion. The economy derived from the 
use of LUBRIPLATE will prove a 
good finale to your story. The crux of 
the whole situation is—'‘‘The true cost 
of lubrication must be reckoned with 
from a standpoint of machine oper- 
ating efficiency, power consumption 
and maintenance costs. Lubricant suit- 
ability and not its initia! cost is the 
governing factor.” 


Incidentally, it may be of interest for 
you to know that Fiske Brothers Re- 
fining Co. is celebrating its “80th 
YEAR OF LUBRICATION KNOW 
HOW.” 





When did 


your 


Catalog 


have its last X- 


Catalogs are a lot like people 
everything seems to be O.K. 


their innards page by page 





ray? 


give them a quick look and 
It is only when you inspect 
item by item—that the true 








state of their health shows up. 

The Donnelley Catalog Survey is a systematic X-ray from 
cover to cover. If it turns out that nothing much needs 
If, on the other hand, 
there are weaknesses that are probably costing you money 

or will before long—we report to you exactly What, 
Where, and Why. No cost, no obligation on your part for 
a Survey. Just drop us a line and tell us to get busy. 


attention, we report accordingly. 


R.R. Donnelley & Sons Company 
CATALOG COMPILING DEPARTMENT 
350 East Twenty-second Street, Chicago 16, Illinois 


PRINTERS © BINDERS «© ENGRAVERS e 


LITHOGRAPHERS 








INDUSTRIAL 
SUPPLIES 





C imDUSIRIAL SUPPLY CATALOG Ne 38) TRIAL SUPPLY CATALOG © 


ROCHESTER 4, 


Both repeat orders NEW YORK 
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PLUGGING AWAY at the day’s 
quota of paper work is E. G. Glatfelter, 
manager of the industrial supply de- 
partment of Fulton Mehring & Hauser 


ce. York, Pa 





Rates on Parcel Post 
Catalogs Rose Oct. 1 


Postmaster Atbert Goldman reiter- 
ated that on and after Oct. 1, 1951, 
the rates of postage on parcel post and 
catalogs exceeding 8 ounces in weight 
will be increased. 

New rate charts are 
post office stations. 

Co-operation of patrons in prepay- 
ing postage at the new rates on parcels 
mailed on and after Oct. 1, 1951, will 
be appreciated, he said. 


available at all 





LEGAL NOTICE 


STATEMENT OF THE OWNERSHIP, MANAGEMENT, 
AND C RC t in ATION BBQ! IRED BY THE ACT 
OF CONGRESS OF UG 2 $ 

AMF NDRD 7s aie acts oF MARC H 


tinited ita e n 
ibativ m9  ablished Monthly except 
December) at Albany, New 


Of Industrial Dis 
=) December (2 issues in 
wk for October 1 951 
1 The name and address of the pabticher. editor, 
managing ¢ and business manager is: Publisher, 
MoGr aw Hu _Putishing Company, Inc., 3: 30 West 42nd 
New ; Editor, Walter H. Crowder, 
Rt. New York 18.6. ¥ :M 
>) West 42nd St., ~ 
Rusiness manager, W. A. West, 
New York 18, 
2. The owner is 
0 We 


30 West 43nd‘ 8t.. 


eg Comonny. 
ew York Y 
ean “Curtis w. 
tees for Harold 
McGraw, 
Curtis 
‘seca for 
. New_York 


McGraw-Hill 
d Street, N 


and Bo nal a 
18 


Moc aw. 


s' x 0 
1 th and. Chestnut Streets, 


wn bon dah ders, mortgagees, and other 
rs owning or holding 1 percent or more of 
f bonds, mortgages, or other securities 


2 and 3 include, in cases where the 

‘urity holder appears upon the books 

istee or in any other fiduciary rela 

person or corporation for whom 

ing; also the statements in the two 

ow the affiant’s full knowledge and belief 

cireums' tances and conditions under which 
and ty holders 


ies in a capes ity other than that of a bona 


ficke 
Moti iit Aw HILd he BLISHING COMPANY, INC. 
A. GERARDI, Vice Pres, & Treas 
orn, to and ga ibed before me this 6th day of 
ember, 19 
ish: AL) ELVA G. MASLIN 
(My commission expires March 30, 1952) 





on 
B-RIGHT-ON 
SOCKET SCREW PRODUCTS 


You'll find Brighton is your kind 
of supplier . . . giving you the 
same prompt service and assist- 
ance you aim to give your cus- 
tomers. A compact organiza- 
tion devoted exclusively to 
the manufacture of top-quality 
socket screw products, 
Brighton can readily give 

this kind of cooperation to 
dealers — cooperation that 
simplifies your sales job. 





Look to Brighton for... 
e Socket Set Screws 


e Socket Head Cap Screws 

e Socket Pipe Plugs 

e Socket Head Stripper Bolts 
e Socket Screw Specials 


Socket Screw Key Kits 


The BRIGHTON Screw & Manufacturing Co. Gaines 2? Ome 
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MULTIPLE SALES PER AL 6 


MAKE SALES OF 
=< E x 


EXTRA PROFITABLE FOR vu 


REPAY THEIR COST ON OWE JOB 


im, 
* 


SPOT THEM LIBERALLY ABOUT THE PLANT 


NUMEROUS USES 


_ THE PREFERRED GRINDER 


handpiece types to 


HM quick- 


Myron H. Bueher 


Power Tool Representatives 
Form Association 


Representatives of manufacturers of 
power tools met in Washington re- 
cently to form the Power Tool Manu- 
facturers’ Association. The ten charter 
members of the association are: 

Atlas Press Co.; Boice-Crane Co.; 
Central Specialty Div., King-Seely 
Corp.; Double A Products Co.; Delta 
Power Tool Div., Rockwell Mfg. Co.; 
Duro Metal Products Co.; Logan En- 
gineering Co.; Magna Engineering 
Corp.; Famco Machine Co.; and 
Walker-Turner Division, Kearney & 
lrecker Corp. 

Elected to head the new association 
are president, Myron H. Bueher, vice 
president and general manager, Boice- 
Crane Co.; and Vice President, Her- 
bert Upton, president, Double A. 
Products Co. 

At a later meeting a constitution 
for the association was adopted and a 
program of cooperation with N.P.A. 
and O.P.S. was discussed. The asso- 
ciation had recommended to N.P.A. 
the appointment of an industry advis- 
ory committee so that problems facing 
this defense supporting industry could 
quickly be solved. Such a committee 
was appointed and its first meeting 


| was held reviewing industry problems. 


Fuze caghte — 
ce ee See a nes ns es sD EE” 


I FOREDOM ELECTRIC CO., Dept. F-2247, 27 Park Place, New York 13, N.Y. 

- Send your catalog F-2247 nel oe 

' and distributor plan. City & Zone oe 
ee ee ee ee ee ee ee ee ee ee ee ee ee a ee 
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Barker, Rose & Kimball 
Holds Open House 
Barker, Rose & Kimball, Inc., N. Y., 


industrial supplies, held open house 
recently for about 250 employees and 
their families. 

Guests inspected the company’s 
new warehouse at 511 Baldwin St., 
redecorated offices and display rooms, 
new mechanical merchandise handling 
systems and new loading docks. Rex- 
ford Baxter was in charge of arrange- 
ments. 





20 (OF OV 


industrial 
need ! 


The American Stock Gear line includes... 


Spur Geers 

Brass 

Steel 

Cast Iron 

Bronze 

Non-metallic 
Recks 

Steel 

Brass 
Internal Geers 

Brass 

Cast Iron 
Mitre Gears 

Brass 

Steel 

Cast Iron 
Bevel Geers 

Brass 

Steel 

Cast Iron 


Spiral Gears 
Steel 
Bronze 
Ratchets and Pawis 


Steel 
Worm Gears 
Bronze 
Cast Iron 
Werms 
Steel 
Sprockets, Hub & Plate 
Bronze 
Steel 
Cast Iron 
Universal Joints 
Flexible Couplings 
Other Power Transmis- 
sion Supply Items 


ast 


American Stock Gear 








With American you offer your customers the highest quality 
stock gears made. Precision dimension . . . laboratory-tested 
strength . .. smooth, quiet performance . . . all help 
make American the finest to sell. 

American is a complete stock gear line and includes brass, 
bronze, steel, semi-steel, cast iron and non-metallic gears 
in a range of from 48 to 3 diametral pitch. 


Perfection’s 30 years in the manufacture of automotive gears 
provides a background of experience and ability for its 
newly-acquired American division. Its complete facilities . . . 
metallurgical laboratory, modern heat treating and scientific 
testing equipment . .. make American Stock Gears 
the finest available. 

Write for complete details on obtaining « fully protected fran- 
chise for the distribution of this profitable stock gear line. Your 
inguiry is respectfully solicited and will be treated confidentially. 


@O9COEGO 


..- DIVISION + PERFECTION GEAR COMPANY - HARVEY, ILL. 
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FOR ars 
CHAIN HOISTS! 


OFF HOURS pastime of Wilbur Ker- 
rins, store manager, Esco, Inc., Balti 
more, Md., is playing with six-months 
daughter, Mary Geraldine 





Alert Advertiser 
Uses ID Picture 


In a mailing piece sent out by 
Blackhawk Mfg. Co., Milwaukee, 
Misc., a picture illustrating a June 
uticle in INpusrRIAL DistTRIBUTION 
was reproduced under the caption: 
‘Did you see this picture in Industrial 
Distribution?” 

Under the illustration, which shows 
laborers moving a heavy machine with 
crow bars, Blackhawk said: “this pic- 
ture was used as a general illustration 
on ‘machine reconditioning’—actually 
it shows you the big market for Black- 
hawk Porto-Power.” 

The clinch line leads into a photo- 
graph of the company’s tool in oper- 
ation on a similar job: ,“Here is how 


* 
eee particularly when you need a Porto-Power equipped plant would 


‘“S - 4” FAST! do the job!” 


With a modern, compact, completely integrated 
plant— Chester Hoist is in a position to move 
fast on special orders. In most cases, we can 
make shipment ina few days on orders ordinarily 
requiring several weeks. 

In addition to a standard line of Spur Gear 
and Differential Hoists—from %4 to 25 tons— 
we can give fast service on Extended Hand 
Wheel types, Low Head Room Trolley Hoists, 
or other “specials”. 

Send us your specifications. Or write for our 
complete catalog. 


CHESTER HOIST DIVISION MACHINE DISPLAY at Brown “ 


THE NATIONAL SCREW & MFG. CO. - LISBON, OHIO chinery Co., St. Louis, is examined by 
Ed Bill, customer, as manager Fred 
. cea ; - Vogel checks his reaction. 
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‘ 


s THE SENSATIONAL 
“Z__NEW MASONRY DRILL 


AN 


PRY PA EMM Sercrant he word rr 


See the new angle of spiral — 
The extra deep flutes — The full 
size steel body—The solidly held 


* STRONGER! Cerne 


The “double lead” fast spiral 
extra deep flutes, together with 


O44 / a the full hole size drill body, 
create 2 positive acting dust 
TIPPED J ejecting channels that remove 
e ALL DUST, even in the deepest 

holes. The Carbide tip is set in 

the sturdy steel drill body, left 


round at that point for added 
strength. 


DEALERS: 
Ask for full information. Also send 


for your FREE SAMPLE Drill and new 
low price list. Try it and see for your- 
self just how good it really is. 


TOOL COMPANY 





21650 Hoover Rd., Detroit 13, Michigan 5210 San Fernando Rd., Glendale 3, California 
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Easier to identify See how the label 
stands out? It’s easy to read—from the top-rmost 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


(7, 

¢ Gade to handle Pheoll products are 
packed in sturdy boxes that won't “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 
Ea die’ to get Prompt, reliable deliv- 
ery through convVenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


Easier to sell Pheoll products are 
money makers because they're easy to sell. 
They're fast movers. They repeat because they’re 
made to build your business. Our reputation is 
your guarantee. 


Reo! business builders 

t*Mach 
{*Wood Screws" 
eet Metal 
*Cap Screws 
Square Heag Set S 
ew 


crews 
s 


eischin 
alliage Bo 
Lag Bolts its 


Ser 
ews Brass Washers 


ew Nuts 


S 
rhaep ed Nuts 


Sock > 7 
rte Sic” “aa 
uls —Brass 
Knurled Nut 
i S—Brass 
pw *Threaded Rods 
Sepotted and Phillips R 
ies the ecessed Head; 


& Write, wire or phone _, 
> 


SCREWS @ BOLTS @ 


W. R. Leopold 


Leopold Heads Worthington 
Public Works Division 


W. R. Leopold, assistant to the vice 
president, has been appointed to di 
rect the operations of the public works 
division of Worthington Pump & Ma 
chinery Corp., Harrison, N. J. D. | 
Gallagher has been appointed man 
ager of the division. 

Mr. Leopold started with Worth 
ington in 1917 as a sales trainee in the 
meter shop in Harrison and later that 
vear he was appointed a salesman in 
the New York office. He became suc 
cessively a meter representative in the 
Pittsburgh office in 1919, a general 
line salesman in Pittsburgh in 1928, 
ind assistant sales manager of the Chi 
cago office in 1932. 

From 1936 to 1945 he was Western 
manager of the railroad division and 
for the next five years he was manager 
of the Detroit office. In 1950 he was 
ippointed assistant to the vice presi 
dent. 


. L. Gallagher 





so far 
gone in Europe that it is illegal to 
open a new watch factory in Switzer- 
land. 


Competitive enterprise is 





\ 


PIII 


USED AS 
INTEGRAL 
PART 
Flange mount- 
ing pump head 
with mechani- 
cal seal. For installation as integral 
part of original equipment. 
Sizes 1 to 300 G.P.M., 
pressures up to 300 P.S.I. 


FOR WIDE 
RANGE OF 
JOBS 


Pump Head 

with mechani- 

cal seal. Sizes 

4 to 50 G.P.M; pressures up to 150 
Ibs. P.S.1.; 1800 R.P.M. Supplied with 
flange or foot brackets. Packed box 
also available. Self-priming, operates 
in either direction, handles total suc- 
tion lifts up to 25 feet. 


. 
PTeTTI Tk 


USED BY OIL INDUSTRY 
For transferring gasoline and oils at 
refineries, bulk stations, tank termin- 
als, and industrial plants. 
Sizes 40 to 200 G.P.M., 
pressures up to 60 P.S.I. 


FOR HYDRAULIC POWER 
Motor driven unit for general use... 
transfer, pressure, lubrication, hy- 
draulic actuation, and various other 
applications. Sizes 4 to 300 g.p.m. 
Pressures up to 300 P.S.I. 


PWweTTIVILI tit 


Send for Catalog Today 


Complete information on 
the entire line of Roper 
Rotary Pumps. 


Ask about Roper direct 
field sales assistance 


GEO. D. ROPER CORP. 
34) Blackhawk Park Avenue 
ROCKFORD, ILLINOIS 


eteeeeeeeerere, 
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ARE YOU 
TAKING 
ADVANTAGE 


OF THE 
é 


FOR 
CORNING 


INDUSTRIAL 
GLASSWARE ? 


CORNING GLASS WORKS | CORNING, N. Y. 
100 YEARS OF MAKING GLASS BETTER AND MORE USEFUL Comming meant research i Glad 


Thousands of gauge glasses, sight glasses and 
lubricating glasses are used every week in the 
manufacturing, refining, marine, power and 
building industries—to mention a few. The 
largest selling brands are made by Corning. 
Such preference is no accident. 

Users know they can depend on Corning 
glasses. Rigid manufacturing controls plus 
continuous laboratory testing insures uniform, 
top quality. Dimensional accuracy is main- 
tained within close tolerances. These high 
standards plus 100 years of glass manufactur- 
ing experience have made Corning glassware 
a product which industry does rely on with 
confidence. 

Well packaged and consistently promoted 
to help you sell, Corning Industrial Supply 
Glassware can be one of vour most profitable 
lines. Write today for the name of nearest 
Corning Warehousing Distributor...Take 
advantage of this steadily increasing market. 





Corning products are stocked and sold 
by leading Warehousing distributors 
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“Two Speed” 
25 TO 50 TONS 


Ball Bearing 
Journal Jacks 
15 TO 50 TONS 


There is a BUDA JACK 
for EVERY Lifting Job 


We'd recommend a low height ball 


bearing journal jack for this job. Con- 
ditions are made to order. . . mini- 
mum operating space and a heavy 
load to be handled with sure safety. 

You'll find prospects for Buda 
Lifting Jacks everywhere—in every 
industry and plant—regardless of 
size or product manufactured. Just 
mention BUDA jacks on every call. 
You'll sell jacks and turn a nice 
profit, besides giving your customer 
the best lifting jacks made. Write for 
new General Catalog No. 1515. The 
Buda Company, Harvey, Ill. 


BJ-10 











lowering 
Jecks— 
5 te 15 tons 


Ball Bearing 
Journal 


Jocks— 
15 te 50 tons 





b4s 


Stenderd High “Two dy 
Type Ratchet 
Trip Jecks— "Since te 50 = 
Cop 


— 


15 073% tons 
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J. B. Laramy 


Worthington Pump 
Advances J. B. Laramy 


J. B. Laramy has been appointed 
manager of the Marketing Research 
Department of Worthington Pump 
& Machinery Corp., Harrison, N. J. 
Mr. Laramy has been assistant man- 
ager of Worthington’s Chicago dis- 
trict office for the past six years. 

Previously he was graduated from 
the University of Michigan with a 
B. S. degree in mechanical engineer- 
ing in 1929. He then took the Worth- 
ington Student Training Course and 
became an estimator and then a gen- 
eral line salesman in the Chicago 
district office. In 1945 he was named 
assistant district office manager at 
Chicago 


Six New Divisions 
Formed by G.E. 


The formation of six new operating 
divisions has been announced by the 
General Electric Co., Schenectady, 
NM. 2. 

The new divisions include the Tur- 
bine Division and the Motor and 
Generator Divisions, both with head- 
quarters at Schenectady, N. Y.; Trans- 
former and Allied Products Division, 
with headquarters at Pittsfield, Mass.; 
Measurements and Industrial Products 
Division, with headquarters at Lynn, 
Mass.; Switchgear and Control Divi- 
sion, with headquarters at Phila- 
delphia; and the Component Products 
Division, with headquarters at Fort 
Wayne, Ind. 

Together with the  recently-an- 
nounced Defense Products Division, 
the six new divisions include the ma 
jority of the departments which 
constituted the former Large Appa- 
ratus Division and Small Apparatus 
Division. 





W —e ; - ss ieeall a * ost com line of Airpainting—Air- 
ry 5 . c Ab hing Equipment. 
ASA Rams Tesi de foc ~ “en ih ae 

. P HE Line of Equipment is ORIGINAL in 
f with many Exclusive Patented Features. 
A®- 
. This Equipment covers the widest coating range and 
can be used by large and small users alike. 


. There is a PAASCHE Product to meet every finishing 
ae” ‘ problem. 


Pe 


PP , ahr 


. The Equipment is not seasonal—Sold throughout the 
entire year. 


. PAASCHE Equipment produces Top Quality Finishes 
—Saves Time and Materials—Better Finishes at less 
cost. 


. It is Equip t that, through simplicity of design 
and dependability of Operati is easy to handle 
and extremely effective in use. 








. You receive Aid from Experienced Paasche Engi- 
neers from 13 Factory Branches to help you on 
large and involved installations. 


. You are Protected by a well balanced Plan for 
Paasche Distributors Franchise. 

. Paasche Airpainting Equipment is backed by an 
organization that has pioneered and developed this 
equipment for more than 47 years. 


To know more about this source of better business, Write 
for our Catalogs and get the details on becoming an 
Authorized Paasche Distributor. 


1915 W. DIVE 


SALES ENGINEERS IN 13 FACTORY BRANCH 
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If It’s Cast Iron 


g, Sprockets 


- + « HERE’S WHERE 


TO GET THEM fast 


ears 


THE NATION’S MOST COMPLETE SOURCE 


No matter what type of Cast Iron Gear 
or Sprocket is required, Medart 

can ship them! Here you can get cast 
tooth, cut tooth, and mortise tooth 
gears—Spur, Bevel, Mitre, 

Worm and Angle Gears, 

Spur Gear Racks, Ring Gears 

—Here you can get cast tooth 

and cut tooth sprockets—lIn virtually 
any size, for every application. 


And if you get a call for something special, 
Medart can make it for you from thousands 

of patterns on hand. Even designs you think are 
obsolete we're likely to have available! 


You should have Medart’s catalog for reference 
and easy ordering. Send for it now! 


Peeper, § =e placement 
CUT Gears & 
Sprockets 


No blueprint or complicated details required! Just send in the 
worn gears and Medart can make duplicate replacements and 


ship them in a minimum of time. 
Wak Coupon “Joday 


ATTACH TO COMPANY LETTERHEAD 


MEDART COMPANY, 3535 DeKalb St., St. Louis 18, Mo. 
Send Medart Gear Catalog 
Also send the following catalogs 
V-Belts & Sheaves Pulleys & Sheaves 
3535 DeKelb St., Pillow Blocks 
St. Lovis 18, Mo. 


THE MEDART CO. 


Most Complete Source For 
Mechanical Power 
T ission E: 


9 





Speed Reducers 
Name 


Title__ 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1951 


Russell P. Sherrill 


Russell Sherrill Joins 
Bridgeport Chain & Mfg. 


Russell P. Sherrill has joined The 
Bridgeport Chain & Mfg. Co. as New 
England district sales manager. He 
will be in charge of sales of the com- 
pany’s products, which include a com- 
plete line of chain, attachments, hoists 
and material handling equipment. 

Formerly, Mr. Sherrill was associ- 
ated with the hoist division of Yale & 
Towne Mfg. Co. as New England dis- 


| trict sales representative. 


Bridgeport Chain & Mfg. Co. is 
one of the Round Chain Companies. 


All-State Welding Alloys 
Receives Commendation 


John C. Bailey, managing director, 
Civic and Business Federation, White 
Plains Chamber of Commerce, N. Y., 
announced the unanimous Board ap- 
proval of a resolution introduced 
memorializing All-State Welding Al- 
loys Co., Inc., on the opening of its 
doubled factory area in the city of 
White Plains. 

The resolution followed the formal 
opening of the second industrial build- 
ing newly constructed in White 
Plains to house expanding activities 
of the All-State Organization. It re- 
corded the growth which has char- 
acterized the company since its 
founding. The new structure adjoins 
the home office and plant on Ferris 
Ave., and more than doubles All- 
State factory area. 

It houses modern equipment for 
extruding, flux coating, cleaning, 
straightening, cutting, drying and 
packaging. In addition it provides ex- 
panded laboratory and engineering fa- 
cilities for All-State’s technical di- 
vision. 





in this policy 
on cutting tools 


Besly’s Distributor Policy is clear cut. It has no 
“escape” clauses and it doesn’t vary with changing 
conditions. It is based upon a fundamental proposi- 
tion: Besly grows and profits only as its 
Distributors grow and profit. 


Under today’s pressures, no less than in easier 
times, Besly takes care of its Distributors— 
makes certain that the Besly Line of Cutting 
Tools is a good and profitable line to handle. 
With full confidence of such cooperation, 
Besly Distributors can capitalize to the fullest 
on the unparalleled sales volume now avail- 
able for Besly Taps, Drills and Reamers— 
build for the future with assurance. 


Protection for % 
your future growth) 
nd present Profits 


ey 
ALL TOOLS through distributors—every tool from Besly 
production will go to a Besly Distributor or to his customer. 


MORE TOOLS through distributor—because Besly has 


stepped up output, is producing more tools today than at any 
other point in the long growth of the company. And, quality 
is being maintained—continuing the engineering leadership 
in the improvement of precision cutting tools that has been 
a major factor in putting Besly in the forefront in this field. 


MORE FIELD CALLS—Besly is expanding its tool advisory 
service Organization to assure maximum effective use of Besly 


Taps and Drills in the shops and plants of the nation. 


MORE OF THE SAME carefully selective policy of distribution 
that has given the Besly Distributor his fair profit. This will be 


strictly maintained. 


CHARLES HH. BESLY & COMPANY 
118 N. Clinton Street © Chicago 6, Illinois 
FACTORY: Beloit, Wisconsin 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1951 











| >>-< 01 OF) 


Excuses are embarrassing and profitless. No- 
body likes to make or receive them. Moreover, they 
breed ill will and discontent. 

We admit that we sometimes have had to resort to 
excuses when the demand for some of our products 
exceeded our capacity to produce them. But we don’t 
like it. And we know you don’t either. 

So here’s a suggestion that will help you avoid hav- 
ing to make excuses for bolt and nut shortages: KEEP 
A CLOSE RECORD OF YOUR INVENTORIES and 
ORDER WELL AHEAD. That way you can say “yes” 
to your Customers on most items—most of the time. 


The LAMSON & SESSIONS Ca. 


General Offices: 1971 West 85th Street « Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio © Chicago * Birmingham 


LAMSON! SSIONS 


> - 


ae 


SERVING THE DISTRIBUTORS WHO SERVE INDUSTRY 
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PRESIDENT C. W. Farmer, head of 
C. W. Farmer Co., Macon, Ga., holds 
an informal conference with his son 
in-law, Harold E. Causey, who is vice 
president and assistant to the president. 





Shakespeare To Head Sales 
Of Thor Export Division 
William V. Shakespeare has been 


appointed sales manager of the Thor 
export sales division. His headquat 
ters will be in the company’s export 
offices at 330 West 42nd St., New 
York. A field engineer in the division 
for the past 15 years, Mr. Shakespeare 
recently returned from a sales trip 
through Central America. He has 
traveled all Latin American countries, 
North Africa and the Middle East as 
a Thor representative. One of his 
first assignments will be a sales trip 
through Mexico. 

Mr. Shakespeare joined the Thor 
organization in 1936, immediately fol- 
lowing his graduation from the Uni- 
versity of Notre Dame, where he was 
an All-American football star. 

His new position places him in su- 
pervision, with E. R. Wyler, over 
Thor export branches and subsidiaries 
in Belgium, South America, South 
Africa and Mexico, and will expand 
his normal travels from Central 
America to the entire World. He and 
Mr. Wyler will schedule separate 
world tours early in 1952. 


Buda Engine Gets Charter 


Buda Engine & Equipment Co., 
Dallas, Texas, recently was granted a 
charter to do business in Louisiana. 





Every fibre individually waterproofed—every That's because Columbian Rope is quality con- 
inch resists rot, wear and abrasion—every foot trolled from the moment the fibres are selected 
guaranteed for quality, strength, durability, by our organization in the Philippines till it's 
service — in a word, STAMINA. wrapped ready for shipment. 


COLUMBIAN ROPE COMPANY 


350-80 Genesee St., Auburn ‘’The Cordage City,’’ New Y 


Sy 
a 


_COLUMBIAN |" 
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“Threadwell 
Tools do 


in Threadwell Sales Tools 


ell’s advertising and 


Threadw = tucks. The 


; tod 
«nq this challenging period, ‘an 
sles promotion ee OOS coat concise, ee 
i ine in 
pe ers Woe ale <0 ings. This material —_ ipanageeaare 
i E . . $ 
are ape ysers and non-users alike, — yn _ 
aise y will for Threadwell Distributors. a 
: [ -pocus? 
Threadwell story, the one with no hocus-Pp 
i d industrial publications. 
i in leading metalworking am 
* Appearing monthly in 


THREADWELL TAP & DIE CO. GreeNFiELD, MASS 
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Otto F. Bender 


Bender Heads District Sales 
For Woodhouse Chain Works 


Woodhouse Chain Works, Tren- 
ton, N. J., one of the Round Chain 
Companies, has appointed Otto F. 
Bender as district sales manager in the 
Philadelphia area. His headquarters 
will be at 1326 Western Saving Fund 
Bldg. 

Mr. Bender, a veteran of World 
War II, attended the University of 
Pennsylvania and Drexel Institute of 
I'echnology. He is well acquainted 
with the trade in the Middle Atlantic 
States, having spent the last three 
years representing the Crane & Hoist 
Division of Manning, Maxwell & 
Moore as a field engineer in this re- 
gion. 

In his new connection, Mr. Bender 
will handle sales of the complete 
Woodhouse line of welded chain, 
weldless chain, hoists and other ma- 
terial handling equipment. 


Mead and Wimmer 
Will Address MEWA 


Former Senator James M. Mead, 
now chairman of the Federal ‘Trade 
Commission, and Ed. Wimmer, vice 
president of the National Federation 
of Independent Business, will address 
the Motor & Equipment Wholesalers 
Association at the Stevens Hotel in 
Chicago, Dec. 3-5. 

The theme of Mr. Mead’s talk will 
be the preservation of wholesaling 
from abusive competition. Manufac- 
turers and wholesalers will hear a dis 
cussion of the important place of the 
ITC in our judicial program. 

Mr. Wimmer’s talk will remark on 
the killing-off of independents enter- 
prise by monopolistic concentrations 
of economic power. He’s known na- 
tionally as a ‘“‘crusader’” for small and 
independent business. 





“A steady barrage of advertisements like this is stimulating 
the natural preference accorded Marsh quality.” 


jasP Marsh 


“@orporation uh ~“ 


> 








A pressure gauge on a boiler or tank may seem small 
and unimportant, but have you ever stopped to think 
what a big part of your plant's efficiency and safety 
rests squarely on the verdict of the pressure gauge? 

Actually it’s just about the biggest thing on the 
boiler or any other pressure equipment. The maximum 
working pressure of any important equipment was 
tested by a pressure gauge: if the gauge was wrong 
the test was wrong. In service, the pressure gauge 
guides operation: if the gauge is wrong efficiency suffers 
and safety is imperiled. 

Fortunately, manufacturers of quality equipment 
realize the danger of placing good equipment at the 
mercy of poor gauges. That is why you find Marsh 
gauges on the leading makes of boilers, compressors, 
pumps, hydraulic equipment and food processing 
equipment. Look around your plant and you will see 
how true this is. Most significant of all you will find 
that Marsh Gauges are used by the leading manufac- 
turers of controlling equipment — the manufacturers 
who know instruments best. 

Always remember that you can’t see the condition; 
you can only see the indication of it shown by a pres- 
sure gauge. For such a vital function only the best is 
good enough — and that means MARSH. 


\ \ ne 
x — “77 





MARSH INSTRUMENT CO. Soles offilicte of Jos. P. Marsh Corporation DEPT. C, SKOKIE, ILL 
Export Dept., 155 E. 44th St., New York, N. Y. 
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140-A Series. 
Equipped with Roller 
Bearing Semi-Steel 
Wheels. 











heavy loads 
hard service 


built-for-the-job 
40-A SERIES 
STRUCTURAL STEEL 


CASTERS 


1340-A Series 


Equipped with Roller Bear 
ing Solid Rubber Wheels. 


+ ee can depend on Bond 40-A 
Series Casters when your 
service needs require the strength 
and durability of all-steel con- 
struction coupled with easy 
maneuverability for perfect 
handling of peak loads. 

The 40-A Series have double 
ball races. The upper race absorbs 
all side shock eliminating strain 
on king bolt; the lower race 
absorbs the vertical load created 
by the long throw of the caster. 
These casters are pressure lu- 
bricated for frictionless operation 
—they stand up best, keep costs 
way down. 

Write today for your copy of 
the Bond Catalog K-38 which 
gives complete information on 
the full line of Bond Casters 
including the popular structural 
steel 40-A Series. 





a ' 
——ammagss 8 OND FOONBRY & MACHINE co. 
Manheim, Pennsylvania 


1540-A Series 

Equipped with Roller Bear 
ing Vulcanized-on Soft 
Rubber Tread Wheels. 
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Carl A. Ten Hoopen 


American Steel & Wire 
Sends Ten Hoopen To Coast 


Carl A. ‘Ten Hoopen has been 
named Pacific Coast manager of sales, 
cyclone fence division, Oakland, 
Calif., of American Steel & Wire Co., 
subsidiary of U. S. Steel Corp. 

Ravmond G. Russell, Pacific Coast 
vice president of the division, has rc 
tired. He was with the firm for mor 
than 40 vears. 


Engineering Convocation 
Held In Pittsburgh 


Phe dwindling supply of American 
engineers was termed “alarming” by a 
prominent body of engincers, educa 
tors and industrialists during a Con 
vocation held recently in’ Stephen 
Foster Memorial Hall on the campus 
of the Universitv of Pittsburgh. ‘The 
mecting was arranged by the Engineer- 
ing Manpower Commission of the En 
gineers Joint Council and by the En 
ginecrs Socictv of Western Pennsvl 
vania, through its president and act 
ing chairman, G. A. Shoemaker, vice 
president of the Pittsburgh Consolida 
tion Coal Co 

lhe convocation, held at Pittsburgh 
owing to its proximity to America’s 
major industrial centers, was attended 
by some 600 representatives of Amer 
can industry, the engineering profes 
sion, college educators, and Pittsburgh 
secondary schools 

Industry was urged to use engi 
neers in jobs in which engineers only 
ire required, and not to hold voung 
engineers in “intern” positions longer 
than necessary to qualify them 

The Engineering Manpower Com 
mission said the pattern of utilization 
of engineers must be greatly modi 
fied, if vitally necessary engineering 
work is to be accomplished with the 
limited numbers available 





You NAME THE JOB! Metal-Master compound lererage snips cut 
heavy sheet metal with amazing ease ... inside holes, intricate pat- 
terns and curves, or standard cutting jobs. Here are just a few of the 


uses for which thousands of metal workers prefer them: 


Making cornices e laying out leader boxes e laying out roof and 
drain flashings e ornamental work on leaders and gutters e all 
kinds of duct work, including air conditioning and hot air heat- 
ing e cutting corners in kalamein work e installing kitchen and 
soda fountain equipment e neon sign work e cutting metal 
strips in linoleum laying e installing metals for store fronts, ete. 
In addition, Metal-Masters by the thousands are used in gen- 


eral maintenance work throughout industry. 


Quality for over a Century 


METAL-MASTER SNIPS | 


4 


J. WISS & SONS CO., NEWARK 7, NEW JERSEY 
\ _ Exomples of intricate dew 
h can be cut with” 

‘Metal-Master Snips. 


Ee} 
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KECKLEY 
SATISFIED DISTRIBUTORS 


tell us 
why they stock and sell 


KECKLEY 


Control and Regulating Valves 


© Quality Products 

© Prompt Deliveries 

© Large Demand 

¢ Simplified Purchasing 


We Manufacture a Complete Line 
for Steam, Air and Liquids 


Pressure Regulators Float Valves 
Temperature Regulators Float Boxes ; , Walter C. Menk 
Diaphragm Valves Motor Valves 
Level Controllers Water Gauges 


P v ‘. | , . 
—" ton Walter © Menk 
WRITE FOR CATALOG NO. 51 i ad Joins Warren Belting Co. 
Walter C. Menk has been ap 
pointed district manager of Warren 
Belting Co., Inc., Worcester, Mass. 

He will make his headquarters at 30 

O. ol 4 E C 4 L 3 ¥ Cc @) 4 | P A N : ij Church St., New York. The territory 

400 W. MADISON STREET CHICAGO 6. ILLINOIS over which he will have jurisdiction is 

: ; metropolitan New York, the South 

eastern section of New York state, 

and the statcs of New Jersev, Penn 
svlvania and Marvland. 

A native of St. Louis, Mo., Mr. 

Menk represents the third generation 


Why not avoid of his family to be affiliated with the 


leather belt industry. His first experi 


Get the Service You Like To Give TYPE AA 


Pressure Regulator 














| Failures? ence in selling was with the Shultz 
Steam Supp y Belting Co., in 1914. He has been 
connected with Graton & Knight Co. 
and its subsidiaries since 1915, most 
recently being appointed manager of 


the New York branch in 1940. 


Quality equipment is the answer, 
and when it comes to dependable 

rm reey — supply Roth Boiler Feed Insist on 

amps have what it takes a these quality Small Firms Can Carry Ball 

Thousands of boilers in plants such features in your = 

indries, dairies, cleaning boiler feed system: Spreading Economic Truth 
food processing High pressure, long It’s up to small business firms, as 
across the country rely > preci recat built pump. well as the larger companies, to spread 
n the dependable Roth matagge sad Sontag “el the truth about the American eco 
Boiler Feed Pump. You iti Saethihe Casati. nomic system among their employees. 
"an assure your Cus- 2 tion to suction, dampens Latest figures show that of 3,966, 
tomers of their steam vibrations. Machine 800 firms in the United States, only 
upply hem welded, heavy gage 3,000 employ more than 1,000 per 





steel receiver. aaa 


np or the 
mplete *‘‘pack Write us today, strate that workers definitely do not 


Employee opinion surveys demon- 


age’’ Roth Boiler 


nA for complete data! know how the system works under 


which they operate. Free enterprise 


ROY E. ROTH CO ROCK 1StanD is little more than a phrase to most. 
2428-K 4th AVE ag MMPS ILLINOIS Among the common misconcep- 
‘ tions held by most workers ina firm 
are: (a) that the firm is making a 
ne Boiler Tables Cellar reasonable profit (b) and that business 
Return Units Feed Units Be, Pumps |, Drainers wants control on wages but no control 
> on profits. 
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“For every *1,000 
we had in inventory 
we now have *600 


— give better 


service, too — 


thanks to KARDEX 
inventory control” 


Says Mr. E. C. BOYKIN, President 
Boykin Tool & Supply Co. 


This is no time to have your money tied up in excessive 
inventory. Yet you must have on hand the items your 
customers need. 

That’s why you will be interested in the savings made 
by Boykin Tool & Supply Co., hardware, tool, and paint 


wholesaler of Atlanta. In addition to reducing inventory 


Kardex Inventory Control cabinets at Boykin Tool & Supply Co. 


This system effected a 40% reduction in inventory investment 


+4 


Tanhiy = 1 


\TUVVAAE REDEEM 


PELL 


fy fa fe fe fa le [>hehet 


opi tii tiie 





All essential records—purchasing, receiving, sales summaries and 
back orders—are combined in one compact unit, Time consumed 
in the operation of this record is cut to a minimum by coding, and 
by the chart and signals in the visible margin 


investment by 40%, Mr. Boykin reports that their Kardex 
system paid for itself in a little over a year in reduction of 
clerical overhead alone. 

We have ready for you a booklet giving in Mr. Boykin’s 
own words the full story of how Kardex simplified invea- 
tory control, improved customer service, increased turf- 
over—and reduced clerical overhead as well. Send the 
coupon today to receive your free copy. 


ee ae 


Remington. Fland. 


Management Controls Library, Room 1473 
315 Fourth Avenue, New York 10, N.Y. 


Yes, I would like a copy of SN774 
Name 

Firm 

Address 

City 


Zone State 


es ee oe ee ee ee ee oe oe ee ee ee ee ee es od 
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BARNES FAMOUS HACK SAW BLADES 


You GET MORE of the BEST 


when you BUY... 
<i 


HACK SAWS 


THERE'S A BARNES BLADE FOR EVERY PURPOSE 


POWER BLADES... 


, num 
mes molyh? 
es SERV ict is 8 


forms 
where ode P P “ner 


ind 
we” .s 
auction \ is rec 


r) 
reels: 
ically: Woy * 
nomic? ediv™ © 
or ™ 


Barnes Hand Hack Saws include 6 different types of 
blades—for use on any metal cutting operation. All 
Barnes H.S. Steel Blades are individually Rockwell Tested 
—thus providing the uniform high quality that makes 
Barnes Blades famous for their dependability. The Barnes’ 
line of hack saws includes 2 high speed steel blades, RED 
ARROW FLEXIBLE and RED ARROW ALL HARD (molyb- 

denum) and 4 standard tugnsten steel blades. 


Ale tA Ale AeA le” "tie “wel A Ae” ale 


“Tho. BARK 


1297 TERMINAL AV 
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DISCUSSION of advantages of rubber 
tubing helps perfect the sales technique 
of R. E. Owen and M. Harrod of Komp 
Equipment Co. at Hattiesburg, Miss 





Bridgeport Brass 
Adds Aluminum 


Bridgeport Brass Co., a leading in 
dependent fabricator, will soon add 
iluminum to its line of brass and cop 
per products. Herman W. Stcinkrauss 
president and chairman of the board 
announced recently 

The company has been conducting 
engineering and selling experiments 
with aluminum for several vears. The 
uddition of another nonferrous metal 
is a raw material will be possible with 
out any extensive alterations of plant 
ind cquipment, the announcement 
sdld. 

Bridgeport Brass has plants in 
Bridgeport and Indianapolis with a 
plant in Montreal which is jointly 
owned with a Canadian copper pro- 
ducer. 

Mr. Steinkrauss reported that he 
was greatly impressed during a recent 
trip to Europe with the number of 
European brass and copper mills 
which had successfully entered the 
aluminum business in World War If. 
He said an additional influence is the 
present large demand for copper and 
zinc for defense purposes and the in- 
creasingly greater availability of alu- 
minum. 

“At the present time the Govern- 
ment has a great need for aluminum 
products,” Mr. Steinkraus added, “‘and 
our entering the aluminum business 
at this time is in line with the growing 
defense needs of our nation and its 
allies.” 


Norton Appoints Zacher 


Frank Zacher has been named di- 
rector of personnel for the Norton 
Co., Worcester, Mass. Formerly he 
was supervisor of factory training. 

















NEW PRODUCTS and prices occupy 
H. D. Holland (right), recently ap 
pointed purchasing agent of Cobbin 


Supply Co., Macon, Ga., and W. H 
Bailey, new price clerk 





these 
New York Belting RDER from — 
Makes jaies Seles Head . BINS 70 GET. ee 


Wenzel A. Lindfors has been ap 
pointed sales manager of the New ; ~ 
York Belting & Packing Co. He will 4 — 


make his headquarters in the com 


e 
panv’s Passaic, N. J., plant. S H eries 
\ graduate of the University of P * faster deliv 
gs over 





Minnesota, Mr. Lindfors was formerly 


’ SS H 
president and treasurer of the James ae oo greater savin 


: Head Cap Screw 
Ells Employment Service in Minne nts 


oil ef 
apolis. Until the time of his present , “special sizes 


appointment, he was factory repre- 


7 ” 
sentative for N. Y. Belting & Pack- : S +) fime 
=a] x less down- 





ing Co. in Minnesota, northern Wis 
consin, North and South Dakota and 
northern Iowa Here's what you can do to speed deliveries of 
Flat Head Socket Chicago “Safety Plus’ Screw products to your 
: . Cap Screw Set Screw customers during these days of shortages and 
Norton, Behr-Manning, slow deliveries: 
Form Overseas Company 1. _— them to standardize on “Standard” 
Ihe formation of a new company 2. Urge them to order from you as far in 
to be known as Norton Behr-Manning af RY advance as possible. 


Overseas, Incorporated was announced > - oihtenay tom, ie ak Gas Sees & tll 
. J ‘ te H " ' 
recently by Norton Co. of W orcester, sinieiinaeiediaata yj “a cca ieeleneett austell “Utena” dinentin 
Mass., and Behr-Manning Corp., ne ’ hitet your bins at all times. 
I 1 mM. 1} fle all This = — ae esr | savings — basal 
1¢ new company will handle a sizes, less ‘‘down’’ time for your customers, an 
of tl xport business and direct the speed deliveries all down the line. Our mer- 
iy . : hf I t ; : i“ t why of th = chandising policy is based on complete cooperation with Industrial Supply 
SUDSUGEY Pee) eee — Distributors and we pledge ourselves to make every effort to keep you well 
ce : aa tins —" the supplied with ‘‘Chicago’’ Screw products in “Standard” sizes. is 
worlc cadquarters) wi ye «IM ASK FOR ‘‘CHICAGO’'—AND GET “Safety P. 
Worcester with branch offices located us. 
in New Rochelle, New York and New 
York City. All Chicago ‘Safety Plus” 
Screw Products now come 


V I | The Cc ial IcCAGO packed in this strong, eas- peng en 4 
eneman Inco~porates \ ier-to-see carton. Color 
; et SCREW COMPANY identified labels mean 

C, Clarke Veneman, formerly as- 2503 WASHINGTON BOULEVARD fuster selection—greater 
sociated with the Caster & Wheel BELLWOOD, ILLINOIS saving of time in stock 
Div. of Divine Bros Co., Utica, N. Y., _— 
has incorporated a Materials Handling 
Agency in Charlotte, N. C., known as 
Vesco, Inc. 








Square 3. Order your own supplies from us well in 














HICAGO Salety Plds 


Hexagon Head (ap Screws, Stee! and Brass » Square Head and Headless Cup Point Set Screws @ Semi-Finished Hexagon Nuts, Steel and 
Brass » Hexagon Casteliated Nuts « Fillister and Flot Head Cap Screws » Taper Pins » Milled Studs » Socket Head Cap Screws © Socket 
Set Screws » Socket Pipe Plugs « Stripper Bolts or Shoulder Screws © Square Head Dog Point Set Screws » Keys, Assortments and Kits 
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GOOD 


INSURANCE! | 


In Times Like These 


a DEPENDABLE Source of Supply 


Is Your Safest Protection 


WIRE CONNECTORS 
Famous *‘Wire-Nuts"’ ond 
Set-Screw Connectors 
WIRING TOOLS 

WIRE STRIPPERS 
Production and hand type 
VACUUM CLEANERS 


industrial hand type cleaners 
ond blowers, tank type cleaners 


THERMO-GRIPS 

Resistance heating soldering tools 
COMMUTATOR 
MAINTENANCE 

EQUIPMENT 

MOTOR REPAIR SHOP 
EQUIPMENT 

MACHINERY PRODUCTS 


Live Centers - electric etchers - 
tachometers, etc. 





“Assure the dependability of your 
supply line.” This is the first rule of 
sound planning—whether on the 
battlefront or in your battle to keep 
customers or gain new ones. 


Here at IDEAL we're with you all the 
way. The IDEAL products your cus- 
tomers want are pouring out of the 
plant at a record pace. Quality 
standards have never been higher, 
Today as always, you can sell any 
IDEAL product with confidence and 


respect. 


Our sales force has been alerted to 
work with you in every way—to help 
keep IDEAL your dependable source 
of supply—your means to satisfied, 
profitable customers, today and in 
the coming tomorrow. 


SOLD THROUGH AMERICA'S LEADING DISTRIBUTORS 


IDEAL INDUSTRIES Inc., Sycamore, Illinois 
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CHARLES E. WILSON, sales vice 
president of the Worthington Pump & 
Machinery Corp., Harrison, N. J., has 
been appointed a West Coast consult- 
ant on sales problems 





Four Vice Presidents 
Elected At SKF 


R. Robert Zisette, Gunnar Palm- 
gren, Eric C. Brodin and Karl Kessel- 
ring have been elected vice presidents 
of SKF Industries, Inc 

Mr. Zisette is in charge of sales, 
advertising and market research. 

Mr. Brodin will head manufactur 
ing development. 

Mr. Palmgren will be in charge of 
engineering and research; and Mr. 
Kesselring will be in charge of pro 
duction. 

All four men make their headquar- 
ters at the company’s Philadelphia 
Plant No. 1, Front St. and Erie Ave 


nue. 





1951 


FROM THE ARMY to Esco, Inc., 
Baltimore, Md., via a chandlery is the 
experience of John Thalheimer, ex- 
pediter 





But your rooms 
seem larger! 


Yes, Radiant Heating makes rooms larger 


Americans like ‘‘room to stretch!’’ So, no 
matter how modest a home, or how limited by 
budgetary considerations, our desire for ‘‘elbow 
room”’ and a feeling of spaciousness is as strong 
today as it ever was. 


The chances of getting it are good, too, 
thanks to the ingenuity of modern architects, 
builders, and manufacturers, who have incor- 
porated dozens of space-saving and space- 
making ideas into modern home design. 


One of these, radiant panel heating, in addi- 
tion to providing healthful automatic heat, 


actually makes interiors Jarger by installation 
of the heating units within floors, walls and 
ceilings. 


Steel pipe is first choice for this modern 
“invisible heat.’ For steel pipe has all the 
qualities of formability, weldability, durability, 
and economy required for successful radiant 
panel systems. Proved in conventional hot 
water and steam systems for more than 60 
years, steel pipe brings to this latest method 
of heating, an established, time-honored quality 
of pipe service fundamental to efficient operation. 


Write for a copy. A free 48-page color booklet “Radiant Panel Heating with Steel Pipe” 


Seed Pipe 
is Fir Charee 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1951 








TH FEATURE IS THE 


best of all 


Greater capacity: Desmond's exclusive all-stee! 
slide is stronger (milled from the solid) 
guaranteed not to bend or break in service. 
Steel screw enclosed, protected from 

dirt and chips 

Stands heavier blows: step milled jaw 
inserts fit on shoulder; holding screws take 
no shock, are easy to remove when necessary. 


Easier lubrication: screw retainer is outside 
Full 360° swivel base, locks in any position 
Minimum backlash: longer, stronger vise 

nut lasts indefinitely 


One-piece non-pinching type handle David J. Gemmell 


David J. Gemmell 
Joins Hodell Chain Co. 


David J. Gemmell, sales executive 
for more than 30 years in the chain 
manufacturing industry, has joined 
the Hodell Chain Co., division of 
National Screw & Mfg. Co. 

Mr. Gemmell has been appointed 
assistant to the president, Fred G. 
Hodell, and will make his headquar- 
ters at the company’s Cleveland of- 
fices, 3924 Cooper Avenue. He will 
also work with other cities in develop 
ing sales to hardware and mill supply 
distributors. 

Up to a short time ago, Mr. Gem- 
mell had been executive vice pres- 
ident and director of sales of Cleve- 
land Chain & Mfg. Co., Cleveland. 
He resigned recently from the com- 
pany, with which he had been asso- 


pay nothing extra ciated since 1929. 


Spending on Ads 
Reduces Selling Costs 








Why settle for less than the best vise, when 

the best costs no more? Only Desmond-Sim- When top management criticizes 
plex Heavy Duty Vises give you all these extra advertising expenditures as being high, 
advantages—yet cost no more than ordinary the advertising manager should coun- 
vises. Next vise you order—machinists’, weld- terattack vigorously by citing the perti 
ers’, woodworkers’, combination pipe, sheet nent statistics, Sterling J. Hiles of 
metal—ask your industrial distributor for Remington Rand, Inc., said at the 
“Desmond-Simplex”... THE DESMOND- annual meeting of the Association of 
STEPHAN MEG. CO.. URBANA, OHIO National Advertisers, at the Hotel 


Plaza. 
“Sure, we're spending 3 per cent 
more of the total sales dollar for ad 


vertising than we did in 1940,” said 

nd 5 Mr. Hiles, “but just look at that 19 

t So aate, per cent decrease in selling cost per 
dollar of sales.” 

S IMP a> pie Vi S E S Selling expense, Mr. Hiles pointed 
out, is the one big expense area where 
management can achieve greater effi- 
ciency. Hence, a bigger “bite” of the 
sales expense dollar should be asked 
next year for advertising, to reduce 

| total selling expense. 
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Too Bad they don’t Stamp 
OCS* in Red for 


Warning... 


wt ROTOC 
BELTS You’re Safe 
and You Know it! y 


LB 











CONTINUOUS 
UNIFORM CURE 


*Overcured Sections — pres- 
ent every 30' to 40’ in all belts 
made by the flat press method. 
Only Rotocuring (continuous, 
non-stop curing) eliminates this 
mayor cause of belt failure. 


CURED BELT ZS 
ma 


ome (( 








When conventionally- 


CONTINUOUS 
UNIFORM STRETCH 





DIAGRAMMATIC SKETCH OF ROTOCURE PROCESS 





made (flat press cured) 

conveyor belts fail on you 

early, don’t blame the 

manufacturer or the supplier. Blame the process! 
These belts are made with overcured or double- 
cured segments of 2” to 4” width across the entire 
belt at 30’ to 40’ intervals. They can’t be elimi- 
nated in flat press curing because they are inherent 
in this process of “stop and go” vulcanization. 
As each section is cured, it advances /ess than a 
full press length. Hence part of sections previously 
cured get a double treatment which weakens the 
structure. 

In The BWH Rotocure Process, vulcanization is 
continuous. This eliminates overcuting and weak- 
ened segments. You get a better conveyor belt in 
4 ways: 





1 With no overcuring, flex life increases as 
much as 40% 

2 Mechanical distortion at the press ends is 
eliminated 

3 Stretch is constant, uniform 

4 Covers are uniformly abrasion-resistant 


These four structural advantages mean extra 
work hours per belt, savings per ton in what you 
convey and the lowest possible maintenance costs 
in time and dollars. If you’re handling Bull Dog 
V-Belts now — more power to you. If not, put 
them to work for you.** 

**You'll ‘ind the advantages of Rotocure in BW H trans- 
missions belts also — plus operation at lower tensions 
which means longer belt life. 





Another Quality Product of 


Boston Woven Host & RUBBER COMPANY 


Distributors in all Principal Cities 


P.O. BOX 1071, BOSTON 3, MASS., U.S.A. 
Warehouse Stock, 111 N. Canal St., Chicago, Ill. 


PLANT: CAMBRIDGE, MASS. ° 
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SECOND OF A SERIES 


ee 99 
K ON A FITTING 
MEANS 


HIGH TENSILE STRENGTH 


The standard A.S.T.M. specification of tensile strength in cast 
fittings is 21,000, psi., but “K"’ fittings substantially exceed that 
requirement. 

Every charge is controlled for closeness of grain structure and 
the elimination of porosity; also for machinability to assure pre- 
cision threading and chamfering, so necessary for easy make up 
and tight joints. 

“K" fittings test high—actually exceed code requirements. They 
are also Underwriters’ laboratory approved. 

The "K" line includes: 

@ Standard and Extra Heavy Screwed Steam Fittings. 

@ Standard and Extra Heavy Flanged Fittings. 

@ Standard and Extra Heavy Companion Flanges. 

@ Standard Sprinkler Fittings. 

@ Standard Drainage Fittings, Black and Galvanized. 

@ Standard Bushings, Plugs, Flange Unions. 

n our industrial magazine advertising, buyers are urged to 
obtain “K" fittings from suppliers. You perform an appreciated 
service when you furnish “K” \ittings to your customers. 


THE KUHNS BROTHERS CO. 
DAYTON 1, OHIO 


CAST-IRON FITTINGS 


3,000 SHAPES AND SIZES 
Established 1887 
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W. A. Rissman 


Medart Co. Makes Rissman 
Denver District Salesman 


Ihe Medart Co., St. Louis, Mo., 
has appointed W. A. Rissman as dis 
trict representati n the Denver 
area. 

He will be covering the states of 
Colorado, Utah. Idaho, Montana and 
Wyoming. 


Taxes Can Spark Inflation 
Collyer Warns Conference 


Excessive taxation may be a cause 
rather than a retardant of inflation, 
according to John L. Collyer, presi 
dent, The B. F. Goodrich Co. Mr. 
Collver delivered his comment in the 
course of remarks made before the 
annual Conference of the Farm Equip 
ment Institute. 

“There has existed in the United 
States a direct relationship between 
the level of taxation, and the cost of 
living”, the rubber company execu- 
tive declared. ‘“The reason for this 
can be established by a study of the 
effects of taxes on prices, particularly 
during periods of product shortages.” 

Mr. Collyer called for economy in 
the way defense funds are spent and 
vigorous policing of non-defense bud- 
gets, to keep them at rock bottom. 

“Should taxation reach the point 
where private savings are inadequate 
to support proper upkeep and expan- 
sion of the private means of produc 
tion, the alternatives are either a 
declining standard of living as produc- 
tive facilities wear out and population 
increases, or the take-over of industrv 
by Government in the futile belief 
that bureaucracy can do with industry 
what bureaucracy, itself, has prevented 
ownership from doing 








STEEL WORK BENCH! 


Everyone dreams of hooking the biggest 
fish . . . everybody wants a HALLOWELL 
Bench. They're both prizes in any man's 
language! . . . The man who buys a 
HALLOWELL likes its standard-unit design 
which simplifies plant layout, its tough, 
steel construction which reduces main- 
tenance and replacement for years to 
come, and its trim, good looks that im- 
prove shop appearance. .. . The man 
who works at a HALLOWELL likes its 
smooth, splinter-and -oil-proof durable 
work surface, its rock-solid sturdiness and 
its convenience. . . . Whether you buy 
or use work benches, you'll want to look 
over Bulletin 701. 


WRITE FOR YOUR COPY TODAY 


STANDARD PRESSED STEEL CO. 





JENKINTOWN 13, PENNSYLVANIA 
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WHAT DO YOUR CUSTOMERS WANT 
MOST IN HACK SAW BLADES? 


— — 


G.W. GRIFFIN CO. 


Franklin, New Hampshire 


General Sales Agent 


JOHN H. GRAHAM & CO., Inc. * 105 Duane St., New York 8, N. Y. 





INDUSTRIAL DISTRIBUTION ® NOVEMBER, 


Frederic B. Powers 


Frederic B. Powers 
Made Rawlplug President 


I'rederic B. Powers has been made 
new president of The Rawlplug Co., 
Inc., New York. He succeeds the late 
Winthrop R. Howard, founder and 
president of the company since its 
inception in 1921. 

Mr. Powers attended Dwight School 
and Columbia University, and came 
to The Rawlplug Co. as a salesman in 
1934. After several vears he became 
assistant sales manager and then was 
made sales manager. In 1945 he was 
elected to the Board of directors and 
held the offices of vice president and 
secretary. 

Mr. Powers is a member of the 
American Hardware Manufacturers 
Association, Metropolitan Hardware 
‘Trade Association, and other organi 
zations 





JOHN F. ANSINK has been elected 
vice president of the Round Chain & 
Mfg. Co., Chicago. He will continue 
in his former capacity of general man 
ager 


1951] 





H. V. RASMUSSEN has been ap- 
pointed executive engineer at the 
Wellsville, N. Y. plant of Worthing 
ton Pump & Machinery Corp 





Lamson & Sessions Co. 
Celebrates 85th Year 


Celebrating 85 eventful vears in the 
fastener manufacturing business, over 
1500 employees and guests of the 
Lamson & Sessions Co., Cleveland, 
Ohio, attended a banquet at the Ho 
tel Carter recently. 

Guests of honor at the festivities 
were 29 veteran employees who have 
been with the company 40 vears o1 
more These, headed by George 
Dennerle, with 70 vears of continu- 
ous service to his credit, received spe 
cial recognition and gifts from the ofh 
cials of the company. 

Rov H. Smith, chairman of the 
board of directors, was toastmaster for 
the occasion, and George S. Case, Jr., 
president, made the gift presentations. 

Eleven men have passed the 50-year 
mark and are still actively engaged 
in their work with the company. 
I'wenty-nine emplovees have passed 
the 40-vear mark. In the Cleveland 
plants, 201 have been with the com 
pany for over 25 years. Six hundred 
have more than five vears of continu 
Ous SCTVICC 

[he company operates five plants: 
two in Cleveland, and one each in 
Kent, Ohio, Chicago, Ill. and Birm 
ingham, Ala 


Garth-Tex Tool, Inc. 
Is Granted Charter 


Garth-Tex ‘Tool, Inc., merchandise 
has been granted a charter of incor 
poration in Beaumont, ‘Texas. 

The incorporators include C. T. 
Garth Jr.. Henry McCarvell and 
Ward Haffard. 


The qualities which make a product the leader in 
its field, year after year, are quickly evident in WITT 
CANS. The finest of materials, skilled craftsman- 
ship, and a superior design all help make new 
customers, repeat customers—old customers, 

WITT boosters. Have you investigated the reasons 
why WITT CANS are “always on top” the 


preference lists? 


Compare the WITT CAN with any other 
Can on these points: 


STRAIGHT SIDES—assure extra resistance 
to rough handling. 

DEEP ROLLING CORRUGATIONS—run full 
length of Can adding further rigidity. 
HEAVY GAUGE STEEL—provides battleship 
ruggedness. 

STRUCTURAL STEEL BANDS—protect top 
and bottom of Can and act as shock 
absorbers. 

HOT DIP GALVANIZING—a hand process 
after fabrication, insuring heaviest possible 
rustproofing. 

PINCH-PROOF HANDLES—for easy 
handling. 

STURDY LID—snug fitting yet easy to 
remove. 


/WITT CANS 
have “the Right Angle” 





THE WITT CORNICE COMPANY 


"Oo ° a? / t ” 
CINCINNATI 14, OMIO riginators of the Corrugated Can 
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MAKE THIS TEST 
OURSELF...WITH 
FREE T=! SLING 


Patent No. 2,454,417 


Tie a knot in a Tuffy Sling, then 
pull it tight with both hands and 
feet. See how flexible it is — and 
how it straightens out without 
damage. The secret is in the 
braided fabric construction—a 
patented Tuffy feature! 


Scores of wires are stranded into 
9 parts, then machine woven into 
an interlaced wire fabric entirely 


unlike conventional wire rope 
slings. Even cutting one of the 9 
parts does not result in stranding. 
And eye splices develop up to 95% 
of the fabric strength. 


“Tuffy, 


TRADE MARK 


11 Types of Tuffy Slings if none of the 11 
factory packaged Tuffy Sling types exactly meet your 
needs, Union Wire Rope engineers will develop one that 
does. Tuffy Slings are proof-tested to twice safe working 
load. The sofe working load is stamped on a metal band 
attached to each sling. If you have your own rigging 
loft, Tuffy braided fabric is available by the reel. 


MAIL COUPON TODAY FOR YOUR FREE SLING 
This special 3-foot sample is yours without cost so, that 
you con prove to yourself the advantages of a Tuffy 
Sling. Just mail the coupon. 


UNION WIRE ROPE CORPORATION 
Specialists in Wire Rope, Braided Wire Fabric and High Carbon Wire 
2236 Manchester Ave. Kansas City, Mo. 


Gentlemen: Please have my Union Wire Rope Fieldman 
deliver my free Tuffy sling sample. 

NAME 

FIRM NAME 


5 more steel ADDRESS 


scrap mean : 
Wore n today 


turn yours | 
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R. A. Randall 


Barnes Co. Makes Randall 
West NY Sales Engineer 


R. A. Randall has been appointed 
sales engineer for the W. O. Barnes 
Co., Inc., Detroit, Mich. He will 
cover territories specified as western 
New York and western Pennsylvania. 

Mr. Randall, whose headquarters 
will be in Pittsburgh, is a graduate 
engineer, and has been in industrial 
sales for six years. 


Sales Officials Told 
To Rely Upon Men 


Joseph Kolodny, managing director 
of the National Association of ‘To- 
bacco Distributors, told the New York 
Sales Executives Club that men, not 
charts, make good selling. 

Mr. Kolodny stressed the role of 
the distributor in the economy when 
he said that the wholesale trades have 
enjoyed a phenomenal growth during 
the last decade, despite inroads of 
supermarkets and chain stores. 

Distributors’ annual volume, Mr. 
Kolodny stated, has risen from $55 
billion in 1950 to more than $190 
billion for this year. 

“The function of the distributor,” 
Mr. Kolodny said, “is to provide the 
producer with an immediate, ready 
and economically operated facility to 
render the product available to the 
public in the largest possible number 
of outlets, as well as aid in shepherd- 
ing the product to the ultimate con- 
sumer. 

He added that advertising is costly. 
Yet, in his opinion, no one has yet 
emerged who can assess its actual 
weight and influence on the reduction 
in distributing costs. However, he 
added, “under prevailing conditions, 
even a momentary discontinuance of 
advertising would sharply increase the 
cost of distribution.” 
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Mops made with 


DU PONT CELLULOSE SPONGE YARN 


help you boost sales 


booklet telling you more about Du Pont cellulose 
sponge yarn for floor cleaning and maintenance. 


These wonderful sponge-yarn mops absorb more 
water than ordinary mops—leave no lint, don’t 


scratch—do an all-round neater, cleaner job of 
washing and damp-mopping floors. They’re easier 
to clean—dirt and grease wash right out in running 
water. Won’t sour. Won’t snarl or tangle, and they 
last longer. 

These outstanding sales points can mean big prof- 
its for you. They will help you sell more sponge 
yarn mops to both old and new customers. 

Send the coupon to get a 
list of sponge-yarn mop man- 
ufacturers in your area. With 
the list we will send you a 
®C6. u.s. pat. off 


-—— SEND for FREE BOOKLET-——- 


E. I. du Pont de Nemours & Co. (Inc.) 
Cellulose Sponge Sec. I, Wilmington 98, Del. 
Please send the names of manufacturers and free copy of 
the booklet describing Du Pont cellulose sponge yarn’s ad- 
vantages for floor cleaning and maintenance 


Name 





Firm 





Street. 








BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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A“GOOD DEAL” 


FOR YOUR CUSTOMERS 
...- AND FOR YOU! 


Se 


— 
| WILLARD H. ALLEN, New Jersey 
Secretary of Agriculture, has been 
| elected to the board of directors of the 
Thermoid Co., Trenton. 
“M-40-U” ALLOY CENTERS 





Worthington Promotes 
Seven Plant Executives 


Gorham “M-40-U” Alloy Centers outlast high speed and Worthington Pump & Machinery 
other ferrous or non-ferrous alloy centers from 3 to 10 times before Corp., Harrison, N. J., has named 
wear occurs—and they can be re-dressed many more times! seven plant executives to new posts. 
i . Manufacturing executives in new posts 
“M-40-U” is a special alloy developed by Gorham expressly for use as a include: 
wear, heat and abrasion-resistant material. A solid core of ‘““M-40-U” George P. Passmore, made assistant 
is induction brazed into the steel shank, after which the entire center to - vice or m of of 
is finish ground. Thus, the wear material is z/ways supported by tough AM —— - aie nels , J 
. —_ ° sh. iNd. > ade W anager C€ 
shank steel throughout the long life of the center. These centers require the company’s Wellsville, N. Y. plant. 
only a cleanup grind when wear finally occurs, and many cleanups can John Burlick, appointed assistant to 
be made without loss of wear-resistant properties, since the ““M-40-U” the works manager at the Harrison 


alloy is actually a deep core, rather than a clad, or applied tip. plant, in charge of industrial engi- 
. ag neering activities; and, Max A. Hey 
man, new assistant to the works man- 
No Just You con sell nationally advertised Gor- ager at the Harrison plant in charge 
A CAP production control activities. 
Engineering executives in new posts 
include: 
al W. D. Sizer, manager of regional 
BUT downtime saved, plus the precision engineering and service department, 
A LONG oa production that’s possible with centers with headquarters at Harrison: George 
SOLID CORE that stay true longer . . . while their F. Habach, executive engineer at the 
performance builds goodwill and repeat Harrison plant; and Everett Schmach- 
sales for you! Centers or half-centers, tenberg, chief engineer of the cen- 
all popular sizes, with Morse, Jarno or trifugal engineering division at the 
Brown & Sharpe taper shanks—In stock, Harrison plant. 
immediate delivery! Write for literature 


ham centers to shops with lathes, grinders, 


NO JUST automatics and many other types of 
ATP machines. They pay for themselves in 





The whole story of why this design 





means more wear material and 
longer center life is right in these 
diagrams. Tell it... and sell more 
Gorham centers! Gorham Distributor Plan . . . today! | Taylor Forge & Pipe 


Adds Carroll To Sales 


Gale Carroll has been added to the 

f Houston district sales office of Taylor 
: Forge & Pipe Works. 

Mr. Carroll, a resident of Texas 


for the past 15 years, formerly served 


TOOL COMPANY - . | as sales and advertising manager for 


: Tube-Kote, Inc. He is a member of 
14406 Woodrow Wilson Avenue the Nomads, the NACE, and the 
Detroit 3, Michigan API, and attended Hastings College 

and the University of Nebraska. 


and complete details on the profitable 
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IT’S TIME. 


TO WAKE UP SCRAPPY! 


Scrap’s getting scarce again . . . com- 
pared to the amounts we need . . . and it’s 
up to all of us to help produce enough steel. 

107,000,000 tons of steel is the present 
rate of production in 1951... 119,500,000 
tons is expected in 1952, 

Last year, 1950, we produced 97,800,000 
tons. 

All that extra steel—enough to take care 
of both military and civilian needs—calls 
for more scrap iron and steel. 


Scrap Inventories Are Alarmingly Low 


While steel mills are producing at a 
gue rate than ever, scrap inventories 
iave dwindled. Many mills are operating 
on a hand-to-mouth basis with shut-downs 


threatened unless we furnish more scrap. 

We do have the scrap. It’s everywhere, 
not just in the form of production scrap— 
the “leavings’” of machining, normally 
turned over to scrap dealers . . . but also 
in the form of idle metal: obsolete ma- 
chines and tools, no-longer-usable jigs and 
fixtures, gears, chains, pulleys, valves, pipe, 
abandoned steel structures, etc. 

We must have this idle metal to keep 
the furnaces running. 

Please cooperate. Set up a Scrap Salvage 
Program in your plant—now. For a com- 

lete plan on “how to do it”, write for 

Booklet “Top Management: Your Program 
for Emergency Scrap Recovery”. Address 
Advertising Council, 25 W. 45 Street, 
New York 19, N. Y. 


NON-FERROUS SCRAP IS NEEDED, TOO! 


This advertisement is a contribution, in the national interest, by 


McGRAW-HILL PUBLISHING COMPANY, INC. 


330 WEST 42nd STREET 


NEW YORK 18, N.Y. 
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Why Do We Need Scrap? 
Steel is made half from pig iron, 
half from scrap. With production on 
the increase, more scrap must be 
purchased. And it’s up to you to “dig 
it out” and sell it. 


SCRAPPY SAYS : 








A PROFITABLE MARKET FROM 
MEDIUM, SMALL, and OCCASIONAL 
USERS OF 


—*x DIAMOND 
DRESSING TOOLS 


Make us your supply house for Diamond Tools—get 
the advantage of immediate service with liberal dis- 
counts. We can always fill your orders promptly from 
our large stocks for those medium, small, and occasional 
users of Diamond Tools—no need to keep stocks on 
hand. 





We are interested in hearing from authorized distribu- 
tors to represent the Mill Supply Diamond Tool line. 
Our tools are set by a powdered metal method and 
the setting is guaranteed to hold—the diamonds are 
of quality African stock—individually selected for each 
tool, and conform to the highest standards of precision 
manufacture. 


Our catalog folder should be in your file 
and in your salesmen’s books . . . send 


Distributors Line-Taking 
Features ‘Sales Management’ 


The 20 factors in a distributor’s 
mind when he appraises what he may 
gain (or lose) by taking on a new line 
are outlined for the trade by Louis H. 
Brendel, merchandising director of 
James Thomas Chirurg Co., an adver- 
tising agency, in a recent issue of 
Sales Management magazine. A fea- 
ture of the article is a check-list on 
“what’s wrong with you” (the manu- 
facturer), your product or your sales 
policies. They include the following: 


1. Is the line established? How 


| much local user acceptance does the 
| line have? What is the position of 


the manufacturer in his field? An 
swers to these questions enable a dis 
tributor to determine whether his or- 


| ganization can start immediately to 
| make worth-while sales or whether 


it is necessary to spend a period of 
time and sales effort to build product 


| acceptance. 


for it. 


MILL SUPPLY DIAMOND TOOL CO. 


416A Stephenson Bldg. Detroit 2, Michigan 


2. What about today’s shortages? 
| A distributor wants to be sure that, 
| if he takes on a line, the manufac 
turer has factory capacity and ma- 
terials to supply merchandise under 
today’s mobilization conditions. If 
not, he may prefer to wait until later 
when the sales efforts of his salesmen 
may be more productively utilized. 
Profits to the distributor and earnings 
to salesmen come only from merchan- 
dise which is delivered. 














3. What is the sales potential? 
An alert distributor expects the manu- 
facturer to know what the market 
is in dollars in his territory for the 
line in question. He is no longer 
satisfied with “pulling a figure out of 
a hat.” He wants a market potential 
based on a dependable survey. 





4. What is the profit margin? 
One of the first facts a distributor 
wants to know is what gross profit 
can be made on a line. But he con- 
siders profit in conjunction with the 
sales expense necessary to sell the 
line and the number of times he can 
turn over his stock. For example, 
consider two lines at opposite ex- 
tremes: Bench tools rarely require anv 
follow-up calls and, for the most part, 
require little sales effort; therefore dis 
tributors can operate on a smaller 
margin. On the other hand, a new 
type of hardening furnace carries a 
greater margin because the selling ex- 
pense is higher and several follow-up 
calls are necessary to make sure the 
product is properly used. 

One general line distributor states 
that if the gross profit per year is 


ght application necessary 





and seals belting from for- - 

sosecet, | COLLIS cquene 

mp on or pulley 

and preserves belting EQUIPMENT 
% COLLIS Equipment fills today’s 


; important production needs so well 
@s resin, grease, ete. because they are made by men 


© keeps belting pliable in all kinds of skilled in making this type of equip- 

atmosphere and under all conditions. ment. Supply the proper unit from 

o complete range of types and sizes 

@ good for all types of belting for Drill Sleeves and Sockets, Lathe 

Tp ogee tn.ct camlet SSt Wak om ox Centers, Chuck Arbors, and Drill 

joase on the life of the belt itself. CANTOL spells || Drifts. We will handle your orders 
good business for distributors . . . let us send you promptly. 


THE COLLIS company 


We urge users to buy through their local distributor 
CLINTON, IOWA 





injurious ingredients such 





CANTOL WAX PRODUCTS CO. 


BLOOMINGTON «+ INDIANA 
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less than the value of the inventory, 
then the line should not be retained 
Yet, he continues to stock and sell 
drills even though the profit-inven- 
tory ratio has dropped below 1.0 to 
.9. (He fecls that he must keep drills 
as a convenience to his customers.) 
As a matter of interest, other profit- 
inventory ratios of this distributor are 
4.4 for grinding wheels; 3.3 for 
coated abrasives; 2.2 for files; 1.0 for 
hoisting equipment. 


5. How much inventory is re- 
quired? Closely related to profit is 
the question of how much initial in 
ventory is required by the manufac 
turer to serve the territory. Smart 
distributors are not particularly con- 
cerned about how large an invest- 
ment in stock is necessary—provided 
the ratio of this money to the first 
year’s sales is healthy—which, of 
course, is simply another way of 
watching how many turnovers he may 
inticipate. An experienced distributor 
knows that understocking is harmful 
to both manufacturer and distributor. 


6. How many other distributors? 
At this point the aggressive distrib- 
utor wants to know how much pro- 
tection he can get if he takes on the 
line. Will the manufacturer give him 
“an exclusive?” If so, how much ter- 
ritory can he get? If not, how many 
other distributors does the manufac- 
turer have in the same trading area? 
Who are they? How many does he 
plan to have ultimately? From these 
tacts, he can determine whether or 
not his sales organization can afford 
to put the necessary sales effort on 
the line. The distributor has learned 
that if too many distributors handle 
a line, no one will do a real selling job. 


7. What is the manufacturer's fi- 
nancial rating? Distributors invari- 
ably check a prospective manufac- 
turer’s rating with Dun & Bradstreet, 
frequently requesting a written report. 
They are careful about the company 
they keep and want to know as much 
as possible about a manufacturer be- 
fore starting to handle his line. They 
want to know who manages the com- 
pany and what its reputation is with 
other distributors. 


8. Does the line fit into our opera- 
tion? Today’s analytical distributor 
impcersonally considers whether or not 
the new line fits in with the other 
lines he carries. Many distributors, 
particularly in larger trading areas, 
tend toward specialization in group- 
ing the accounts they handle—such 
as cutting tools, materials handling, 
etc. Of course, in smaller areas, they 
frequently have to handle more lines 





in piping installation 


Distributors can sell more “Jeffersons” because they 
can sell fewer pipe joints. This advantage is realized 
because, with Jefferson Unions, a minimum of pipe 
joints is assured, and a real saving in installation 
time. 


To illustrate why fewer pipe joints are required, take 
a Jefferson Union Tee for example. This specialty- 
union two nipples and an ordinary tee— 
effecting a saving of both time and labor in making 
up three joints. And the Jefferson Union can be de- 

ded on for per t leak-proof Distributors: 
can easily demonstrate this important feature. 








Jefferson Unions are available with the Exclusive 
Recessed Brass Seat as well as with ground joint all- 


iron seats. 
» 


Complete details available promptly on request. 








t 


Orson union co. 


671 W. 26th St., New York 1, N. Y 
9 Green St., Lockport, N Y 
49 Fletcher Ave, Le uington 73, Moss 
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No. 120 Hi-Speed Steel 
Heat Treating Furnace 


No. 118 Combination 
Bench Furnace 


No. 130A 
Hi-Speed Steel 
Heat Treating 

Furnace 


GIVE YOUR SALES A BOOST 


with tHe HOT PROFIT LINE 


It’s good business to sell Johnson Gas 

Burning Equipment to _ industrial , 

users. You profit and your custo- = 
mers profit. The Johnson Line of No. 101 Bench Furnace 
Quick Acting heat treating furnaces 

deliver 1500° F. in 5 minutes, reach 

2300° F. in 30 minutes and are 

famous for efficiency and economy in 

heat treating tools, dies, and small 

metal parts. They are speeding pro- 

duction and cutting costs in hun- No. 1202 Blower 
dreds of plants. National trade paper 

advertising helps you sell. Consult 

your complete Johnson Catalog for 

additional profit-making items. 


Johnson Gas Appliance Company 
588 E Avenue N.W., Cedar Rapids, Iowa 


OUR SOTH ANNIVERSARY 


No. 60 ABC 
Concentric Ring Burner 
No. 706 
Annealing Furnace 





INDUSTRIAL GAS EQUIPMENT 
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But in cither case, they try to pick 
new lines which are compatible or 
allied with lines they are already sell- 
ing. They determine whether their 
salesmen are equipped to do a job 
on the line. They consider whether 
their sales organization can devote 
sufficient time to a new line to put it 
over. And they ascertain whether 
their salesmen have entree to poten 
tial buyers of the line under consid 
eration. 


An Example 

For example, one general line dis 
tributor handles about 25 lines on an 
“active” or promotional basis and a 
few others which afford less poten- 
tial and as a result get less sales effort. 
It is not uncommon for these dis 
tributors to have 80% of their sales 
volume in 20% of their lines. This 
distributor figures that each one of 
his salesmen must bring in a mini 
mum of $150,000 worth of business 
a year to keep him in the field. This 
distributor's salesman calls on about 
150 accounts.* Thus it will be seen 
that an “average salesman” cannot 
spend much of his time on missionary 
work to introduce new products and 
still reach his minimum yearly sales 
requirements. Perhaps these “bare 
subsistence” figures of a typical dis- 
tributor tend to accent the responsi- 
bility of the manufacturer to create 
his product’s acceptance. 


9. How are other distributors 
doing? Many distributors inquire 
how other industrial supply outfits 
in other sections of the country are 
doing sales-wise. From their knowl- 
edge of the ratio of potential of their 
own organization and territory to 
these other outlets, they can deter- 
mine whether or not the new line 
will be profitable. This also gives 
them a check on how well the manu- 
facturer has done his job of creating 
consumer acceptance for his product. 


10. Does the manufacturer have a 
printed policy? All distributors pre- 
fer a manufacturer who gives them 
a printed distributor sales policy be- 
cause it provides the ready answer to 
such — as these: What is the 
manufacturer’s policy on direct sell- 
ing to customers? Does he sell en- 
tirely through industrial supply dis- 


* These figures may not be true for 
other distributors. Manufacturers might 
ask: How can a distributor’s salesman 
cover 150 accounts? In this instance they 
represent large, medium and small and 
some where two calls a year are ample 
Many are small two-, three- and four- 
man shops where calls are made in the 
early morning or late afternoon. It must 
be remembered that both territories and 
distributors vary greatly and no one pat- 
tern, rule or solution fits them all. 





tributors or does he divide his sales 
between distributors and his own sales 
organization? What is his policy on 
selling o.e.m. (original equipment 
manufacturers)? Are there any house 
iccounts the manufacturer plans to 
retain and sell direct? 


11. What is the product’s value 
per pound? A successful New Jersey 
distributor analyzes a new line to de- 
termine whether it has a high or low 
cost per pound, and from this he can 
tell whether the ratio between shelf 
irea and net sales is high or low 
Products which are bulky in relation 
to their selling price may be less 
profitable to store and handle than 
light or compact ones. For example: 
cast iron pipe versus high speed drills. 


12. What is the competitive situa- 
tion locally? Thoughtful distributors 
in taking on a new line, review how 
many competitive products are sold in 
the same trading area. They also 
weigh the relative strength of the dis 
tributors handling competitive lines in 
relation to their own sales strength. If 
the competitive setup is too tough, it 
may be discreet to turn down a line 
in favor of one that will offer less 
competition. In any analysis, from a 
competitive standpoint, a line should 
be properly priced so that it may be 
successfully sold against competitive 
products 


13. How much sales cooperation 
will the manufacturer give? Does he 
have a representative residing in the 
distributor's territory? Does he have 
missionary men or field engineers 
available to make calls with the dis- 
tributor’s salesmen and help them? 
How well is the manufacturer equipped 
to put on worth-while sales training 
for the distributor's men? 
\re his salesmen capable of handling 
these meetings in such a way that 
the distributor does not feel they 
ire a waste of time? Are these meet 
ings “run” by territory salesmen or by 
specialists from headquarters? (Some 
distributors have become so disgusted 
with poorly handled meetings that 
they insist on factory experts for this 
important task.) What other sales 
training aids has he, such as movies, 
sound slide-films, visual presentations, 
sales manuals, correspondence courses, 
etc? Does the manufacturer maintain 
this support throughout the year? 


inecetings 


14. Does the manufacturer con- 
duct training schools? One of the 
points considered by J. Russell & Co., 
Holyoke distributor, in taking on a 
line of a technical nature, is whether 
or not the manufacturer conducts a 
factory training school for distrib- 
utor’s salesmen and on what basis it 


No Extras 


to buy...lose or 


confuse! 


ther and fastener in a single 
. . » One complete cost and no 


rive niher for the fastener being used. 


. being of one piece construction 


= 2. Requiring a hole no larger than itself, drilling can be done right 
“through the fixture to be fastened thus eliminating all spotting and layout 


work... 


its flexibility permits the use of the same drill for two to three 


times the amount of holes drilled when using other anchoring devices . . . 
The old worry of drilling a hole too deep is a thing of the past for Rawl- 
Drives will hold at any point in the hole drilled. The right size drill and a 


hammer are the only tools required . . 


.it’s as simple as that! 


. Just drill . . . Just drive like a nail 








ROUND 
HEAD 


COUNTERSUNK 
HEAD 


STUD 
TYPE 


The Rawl-Drive is made in three styles 
. Headed (round or countersunk) 
and stud with square nut. 


Due to high grade heat treated steel, 
and resulting toughness, as well as 
specially designed pointed end of the 
stud, excessive hammering will not 
damage the stud threads while driv- 
ing it home. 





RAWL-DRIVES Drive Like A Nail . . . Hold Like A 
Bolt. When driving in a Rawl-Drive powerful ten- 
sion is put into play, developing in excess of three 
times the tensile strength of bolt. (See illustration 
above.) 


Actually the Rawl-Drive is a Pre-Expanded bolt 
that contracts when driven into a hole in the 
masonry of its own original diameter. 


The expanded portion of this bolt is tempered and 
develops a tension when engaged in the masonry 


equal to the strength of the masonry itself. ,..., 


For more information write Dept. | 


THE RAWLPLUG COMPANY, 


271 CHURCH STREET « 


P 


td 


THERE ARE RAWL 


SOLD 


EXPANSION BO 
THROUGH Al 


/ 


TS 


HARDWARE. ELEC 


SCREW ANCHORS 


INC. 


NEW YORK, 13, N. Y., 


AND MASONRY DR 


TRICAL AND MILL SUPPLY H 
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Sell EXTRA SPEED 
for 


parts 
assembly 


“ VANKEE™ 


Spiral Ratchet Screw Drivers 


With the fast, easy action of 
“YANKEE” Spiral Ratchet Screw 
Drivers, tough assembly jobs are a 
pushover. Used on thousands of appli- 
cations like the one pictured above 
“YANKEE” Drivers speed work, cut 
costs on every unit — keep worker 
fatigue at a minimum. Made in two 
styles — regular and “quick-return”. 
The automatic spring return action 
makes driving a one-hand job... ideal 
for overhead and hard-to-reach work. 
Accessories available for a variety of 


Shows how “Yan- 
kee’ Drivers are 
proving their value 
in speeding assem- 
bly on everything 
from baby strollers 
to oil burners. This 
new booklet is 
available for dis- 
tribution to vour 
customers. Order a 
quantity imprinted 
with your name, 
address and phone 
number. Write to 
North Bros., 233 
West Lehigh Ave., 
Philadelphia 33, Pa, 


We're telling your customers to ask to see the 
complete line of “YANKEE” time-saving tools. 
YANKEE” TOOLS NOW PART) OF 


THE TOOL BOX OF THE WORLD 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 
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is operated. These distributors have 
learned that the time and money 
spent on training schools speeds up 
salesmen’s development salcswise. 


15. What about slow-moving stock? 
Since all distributors are conscious of 
turnover in connection with their 
profit picture, many of them want to 
xnow the manufacturer’s policy in 
taking back slow-moving stock. Does 
he have a time limit? Does he make 
a handling or reconditioning charge? 
If so, how much? 


16. Is the product expendable? 
No distributor will take on a new 
line without carefully considering 
whether or not the product is used 
up and, as a result, constantly Te- 
piaced. lor example: Hacksaw blades, 
drills and abiasives are used up and re- 
purchased. Some products are not ex 
pendable but their accessories are, 
such as stapling machines for which 
quantities of fasteners are purchased 
each month, or portable chrome plat- 
ing units that periodically use up a 
special plating compound. At the 
other extreme are products such as 
vises, tools and certain ty pes of equip- 
ment which are seldom worn out, 
used up or replaced—hence have little 
repeat business. 


17. Is packaging convenient and 
attractive? Modern packaging is 
more important to progressive dis 
tributors than may be realized. ‘They 
know that properly packaged prod- 
ucts are easier to sell and resell. They 
are aware that improperly packaged 
merchandise costs more than it should 
to handle, warehouse, and deliver by 
the distributor's own personnel. For 
example, there are still some manu- 
facturers who ship their products to 
distributors in wooden barrels, through 
habit and because it’s easier for the 
manufacturer. This runs up the dis 
tributor’s handling charges and makes 
shelving difficult. In taking on a new 
line, J. F. Donahue of Chandler & 
Farquhar Co., Boston distributor, al- 
ways checks such costs. 


18. How about advertising and 
sales promotion? Alert distributors 
want to know what the manufac- 
turer’s record and policy are con- 
cerning advertising and sales promo- 
tion. They appreciate the fact that 
adequate national “industrial con- 
sumer” space advertising is necessary 
to augment the local sales efforts of 
their salesmen. They are also vitally 
interested in what direct mail (indi- 
v-dual and cooperative) the manu- 
facturer provides year after year. 


19. Is the product guaranteed? 
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Opportunities unlimited! That's your 
sales outlook for the new ‘Budgit'’ 
Chain Block in these days when the 
production curve is spiralling upward. 


Take those spot-lifting jobs on receiv- 
ing docks where raw materials and 
other products must be lifted and 
moved into the plant, or the dis- 

ling of old hinery and the in- 
stallation of new by maintenance 
gangs. Look at loading docks and see 
how many times a ‘Budgit’ Chain Block 
would save time, money, and men in 
the loading of finished products onto 
trucks or into freight cars. 





These are but a few of the many op- 
portunities you have for the sale of 
the light-weight, portable ‘Budgit’ 
Chain Block. There are others waiting 
you in stores, garages, foundries, 
boatyards, scrapyards, monumental 
works; on farms; in schools, libraries, 
and hospitals —every place where 
loads must be lifted manually. You'll 
find Bulletin No. 398 a good ally in 
helping you sell ‘Budgit’ Chain Blocks. 


‘Budgit' 1-Beam Trolleys 
make it possible to travel 
the load as well as lift it 
with the ‘Budgit’ Chain Block. 


’ 
4 


_ 


MAXWELL . 
® 
& 


MANNING 
dw e0OW 2 


CHAIN BLOCKS 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

vilders of ‘‘Shaw-Box'’ Cranes, ‘Budgit’ and 

Load Lifter’ Hoists and other lifting specialties 

Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves 

Consolidated’ Safety and Relief Valves, and 

American’ Industrial Instruments. 





Before some distributors will add a 
line, they want to know what sort 
of guarantee clause the manufac- 
turer has. They'd like to know how 
easy it is to adjust a defective or in- 
ferior product to the satisfaction of 
both the distributor and his customer. 
It should be remembered that the dis- 
tributor is in constant jeopardy of 
losing a valuable customer through 
poor quality products and uncertain 
policies on the part of his manufac- 
turers. 


20. What is manufacturer's future? 
With many distributors an alliance 
with a manufacturer is looked upon 
as a long-term union. To be success- 
ful, it should be with a manufacturer 
who is not only financially sound (as 
mentioned in Item 7) but is aggressive 
ind research-minded to insure new 
ind improved products and a progres- 
sive future. 


What about dropping a line? 
[he 20 major factors described above 
ire those commonly considered by in 
dustrial distributors in taking on a 
new line. There are other minor fac- 
tors which may vary in importance, 
depending on the product and the 
locality. What form of yardstick is 
used in determining when to term 
inate the representation of a manu- 
facturer? In the majority of cases 
lines are dropped because one or more 
of the above 20 factors are found 
wanting. In other words, if greater 
care had been exercised in picking the 
lines in the first place, many of these 
ultimate eliminations might not have 
occurred. 

Usually a distributor slurs over the 
exact reason for the break with some 
blanket indictment such as “Our in- 
ability or incffectualness in selling the 
line” or “The poor support the man- 
ufacturer gave us in helping to sell 
his line.” In most cases a little ques- 
tioning will uncover specific reasons. 

It must be remembercd that only 
large distributors have statistical facili- 
ties which enable them to carry on a 
constant analytical scrutiny of each 
line’s performance profit-wise. Small 
distributors are inclined to tolerate un 
profitable lines longer than large ones 
—partly because they lack detailed 
bookkeeping records. Sometimes dis- 
tributors wittingly continue to handle 
a line which they have found unprofit- 
able simply as a convenience to the 
buying whims of one good customer. 

Here are a few comments from a 
highly successful distributor who pre- 
fers to remain anonymous: 

“In the day-to-day effort to em- 
ploy plant, money and man-power to 
utmost advantage of net profit before 
f.1.T., Management must. periodically 


Cash in on the 


| BIG MARKET for TM 
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LOCK LINK CHAIN 


COMPLETE LINE NATIONALLY ADVERTISED 


TM means big chain sales the 


country over. That’s because 


distributors have a Complete Line—everything from sash chain 


to 134” TM Alloy Steel Chain, 


plus a full selection of chain 


attachments. The big TM Line is nationally advertised. Hard- 


hitting ads pave the way to volume sales for you. This effective 


program is backed by a high 


ly trained factory sales force 


ready to help you and your organization with any chain prob- 


lems your customers may pr 
opportunities with this establish 


Send coupon today for details. 


esent. Investigate your profit 
ed line of TM Quality Chain. 


Ss. G. TAYLOR CHAIN COMPANY, Hammond, Indiana 


Tavtor Mave 


(L haw 
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SINCE 1873 


Coeeesesesesesesesesereeeee® 
$.G. TAYLOR CHAIN COMPANY 
Department 6 Hammond, Indiana 
Rush dethils on Complete Line of TM Chaih. 


Name saelaaciliisipaiilibieiid 


Address__ 


City State 
eeeeeeseceseseeseseeseeeees 
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It’s Easier to Sell 
the Sprout-Waldron 


‘blue face’ 








Because of their widespread use and recog- 

. nition by American industry, Sprout-Waldron’s 

s7no “Blue Face” Pulleys are fast-moving distributor’s items. 

S 4 Whether it’s a rough materials handling job which demands 

the ultimate in belt-saving features...or a simple task of 

power transmission—there is a wide selection of “Blue 

4 Face” Pulley types and sizes to choose from... with di- 
ameter sizes up to 72” available. 


. 
manent 
+. 


aun’ 


Write for your copy of Bulletin 33 which contains 
full information about the profit-building “Blue 
Face” line. Address: Sprout, Waldron & Co., 
Inc., 3 Waldron Street, Muncy, Penna. 





SproutsWwaldron 
Manidfd Lae avg Cugincese 
LMUNCY F PENNS YivaNia } 
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scrutinize its list of supplying manu- 
facturers. Will the man-hours of ef- 
fort expended on the sale of one 
product line be more profitable if 
transferred to another product line? 
Does the manufacturer cooperate with 
you to the limit of his ability? Is his 
ability to cooperate commensurate 
with the ability of the manufacturer 
who also sells through your distribut- 
ing organization? 


Another Comment 

“Perhaps it is not generally recog- 
nized by manufacturers that all who 
sell through industrial supply distrib 
utors are confronted with compe- 
tition from two widely separated 
sources: (1) the competition which 
stems from the manufacturer and the 
distributors of competing products; 
(2) the competition which comes 
from the other manufacturers who 
also sell through that same distribut 
ing organization. Actually, all manu 
facturers selling through distributors 
are competing le the time and atten- 
tion of the distributor’s man-power. 

“To the end that the manufac- 
turer who makes his product easier 
to sell, easier to price, easier to ware- 
house, easier to deliver to the cus 
tomer, etc., is the one who gets the 
larger part of that distributor’s timc 
and attention. Thus a manufactur- 
er’s sales policy, his price structure, 
his packaging, his ability to promise 
and meet a reasonably good delivery 
schedule are of paramount import- 
ance. 

“The continuance of a product line 
in a distributor’s portfolio is a matter 
for constant measurement. He must 
constantly weigh plant, money, and 
manpower expended against the net 
result obtained and he must ask him 
self. frequently: ‘Will the assets em 
ployed on this line show a larger net 
profit if employed on another line?’” 


Beals, McCarthy & Rogers 
Winner In Safety Contest 


Beals, McCarthy & Rogers, Inc., 
Buffalo, N. Y. was a no-lost time win 
ner in the recent safety contest spon 
sored by the New York State Insur 
ance Fund. 

The firm received an award at a 
dinner meeting in Hotel Statler, 


Buffalo 


Heard & Silvey Moves 


Heard & Silvey Service Equipment 
Co., Inc. has opened its new larger 
quarters at 1106 North Market St., 
Shreveport, La. The firm deals in 
pumps, hoists, air compressors and 
similar merchandise 





Critical Materials 
More Critical Than Ever 


Instead of building up the stock 
pile for a future, all- out war, we have 
been diverting critical materials from 
it in order to “maintain industrial pro- 
duction at current rates. 

Tip-off of trouble ahead came in 
the new stockpile report to Congress. 
It showed a dollar gain toward the 
over-all objective—$700 million nearer 
the goal now than six months ago. 
But in terms of really scarce and cnti 
cal materials, we have lost ground. 

How much is secret. But copper is 
an example. The trend began earlier 
in the year with a 50% cut in the 
stockpile take—reported to be from 
26,000 to 13,000 tons per month. 
Next came instructions to suppliers to 
suspend shipments in the third quar- 
ter. Now processors and fabricators 
are saying that an outright draft on the 
stockpile for 100,000 tons is neces- 
sary to restore inventories and keep 
industry going at the current rate. 
[rade guessers are that the govern- 
ment has something over 500,000 
tons, 

The tungsten situation has been 
termed “desperate.” The take of tin 
was cut a third in June, and previous 
goals had not been reached. Acquisi- 
tion of chromite is lagging despite 
big imports. Nickel, cobalt and molyb- 
denum have been under terrific pres- 
sure, and may have lost some ground. 


Waste In Defense 
Effort Is Decried 


America’s greatest danger is the 
costly wastage which is possible un- 
less defense expenditures are made 
carefully according to a basic plan and 
sound strategy, Floyd B. Odlum, chair- 
man of the board of Consolidated 
Vultee Aircraft Corp., told the Na- 
tional Security Traders Association re 
cently. 

“To treat the dollar something like 
confetti and to shovel it out for every 
type of armament and defense in every 


place at any time is as futile as the act | 


of the man who simultaneously 
jumped on three horses and rode off 
in three directions,” Mr. Odlum said. 

He concluded by saying that the 
inswer seemed simple to him how “an 
industrially backward nation like Rus- 
sia” came up with an air force larger 
than the United States plus tanks, 
submarines and other modern arma 
ments. 

“They have not done this by throw 
ing around rubbles”, Mr. Odlum de 
clared. “The answer is in the four- 
lettered word WORK” 
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ALL AERO-SEALS 
HAVE 
STAINLESS STEEL BANDS 


ONE-HAND INSTALLATION 


Install an Aero-Seal any place you can 
reach with thumb and one finger. Self- 
feeding when band engages worm 
threads. Thumb-grip and screwdriver 
types available. Four sizes cover 90% 
of the automotive market—all with 
stainless steel bands. 


sti y,, Aero Seal nose canes 


Wherever you have to clamp a hose 
connection tight...or wherever you 
want to lock two objects of any shape 
together in an unshakeable bond... 
your best bet is AERO-SEAL. 


t= 


Threads of steel worm engage deep into 
slots in stainless steel band — hold tight 
under extreme vibration in automotive, 
aircraft and industrial applications. 
CAN’T SHAKE LOOSE. 





RE-USE AGAIN AND AGAIN 


When hose is frayed and worn you 
RE-USE the same Aero-Seal again 
and again. RE-USE Aero-Seals 
scores of times on temporary clamp- 
ing jobs—they hold any shape ob- 
jects together, conform to any shape 
without damaging clamp band. 


ent Seat 


WORM DRIVE 


ANOTHER PRODUCT 


BREEZE CORPORATIONS, INC., 41 S. Sixth St., Newark, N. J. 
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CONGRESS SHEAVES and V-BELTS 


@ Precision built. Soundly engi- 
neered. Widely used as original 
equipment by hundreds of the 
largest manufacturers of such 
appliances as washing machines, 
dryers, laundry equipment and 
air conditioning installations. 


Congress FHP pulleys are avaii- 
able in attractive 3-color indi- 
vidual boxes, with pulley outside 
diameter and bore size plainly 
marked. Simplifies storing—sell- 
ing. 


Immediate Delivery — From 
Stock 


WRITE FOR CATALOG 


CONGRESS DRIVES DIVISION 


TANN CORPORATION 
World's Largest Manufacturer of FHP Pulleys 


3750 East Outer Drive 


. Detroit 34, Michigan 








WILLEYs 


TUNGSTEN CARBIDE 


TOOLS 


CARBIDE TIPPED 
WORK SUPPORT BLADES 
for CENTERLESS GRINDERS 


Standard thrufeed and in- 
feed work support blades 
available from stock. Prices 
on special blades quoted on 
receipt of prints. We also 
regrind worn blades — and 
salvage all standard blades 
by retipping and regrinding. 


WRITE FOR CATALOG 


WILLEY’S CARBIDE TOOL CO. 


SOLE MAKERS OF WILLEY'S METAL 


1342 W. Vernor Highway 





Detroit 1, Michigan 


Machinery Order 


' Amended By OPS 


Ihe Office of Price Stabilization 


| amended its machinery ceiling price 


regulation, CPR 30 (Amend. 15, ef- 


| fective Oct. 15), to permit manufac 


turers to “round” ceiling pieces “in 


| a manner more nearly in line with 


standard industry practice.” 
The change removes a previous lim 


| itation, against rounding to the near 
| est cent or a fraction of a cent. Also, 


the change permits the rounding of 
ceiling prices to the nearest nickel on 
price list items from which a manu- 
tacturer customarily sells at established 
discounts. 

“In either case,” OPS said, “the 
rounding of prices must be applied for 
all commodities on the same_ basis 
and must reflect decreases as well as 
increases. It is not expected that the 
more flexible method of pricing pro- 
vided by the amendment will result 
in any appreciable increase in price, 
since upward and downward rounding 
would be in approximate balance. It 
will relieve a manufacturer of a cleri- 
cal burden where it has been his cus- 
tomary practice to round prices as 
now permitted by the regulation.” 














ATLAS 


CAR MOVERS 


MOVE 
PRODUCE 
QUICKLY 


The key to 
the power 
and speed of 
ATLAS Car 


pound lever- 
age’’—shown 
within the 
circle 


GREATER need for Car Movers 

is indicated by the present 
freight car shortage. Your cus- 
tomers who ship and receive freight 
need the ATLAS Car Mover best 
suited to their particular job. Be 
ready to supply them. ATLAS Per- 
fect Spurs are also a good sales 
item. Get more information now. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1421-25 So. 2nd St. Milwaukee 4, Wis. 
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Brush Manufacturers Group 
Holds First OPS Meeting 


Members of the Maintenance Brush 
Manufacturers Industry Advisory 
Committee met recently with officials 
of the OPS to discuss proposals for 
establishing a tailored ceiling price 
regulation for their products. It was 
the first meeting of the committee 
with OPS 

Manufacturers recommended _issu- 
ance of a regulation which will per- 
mit them to pass on increases in cost 
of raw materials, 90 percent of which 
ire imported, to the ultimate con- 
sumer. Increased labor costs would 
also be taken into consideration, as 
would a selected base period and a 
uniform method for reaching costs. 

The chairman appointed a_sub- 
committee of industry members which 
met today and will meet on future 
dates with OPS officials to explore 
the items in the proposed tailored 
regulation recommended by industry 
members 

Sub-committee members are Jack 
Ganz, president, Empire Brushes, 
Inc., Port Chester, N. Y.; A. R. 
McEwen, president, Ox Fiber Brush 
Co., Inc., New York, N. Y.; and 
Clyde A. Porter, secretary and treas- 
urer, National Brush Co., Inc., Aurora, 
Il. 

Following sub-committee meetings, 
i date will be set for a full committee 
meeting with OPS officials to consider 
their findings. 

Maintenance brush manufacturers, 
whose products range from vegetable 
brushes to sweeping brushes for house- 
holds and industry, are under either 
the General Ceiling Price Regulation 
or Ceiling Price Regulation 22, the 
manufacturers’ regulation, if they have 
elected to price under the latter 
regulation 


Caught in Squeeze 


Ihe industry members said they are 
caught in a squeeze between the cost 
of the raw materials used in their 
product, and what they sell the 
finished product for in this country. 
Raw materials are chiefly horse hair 
ind plant fibers. Few bristles are used 
because of their high cost. The ma- 
terials are imported from Argentina, 
Africa, Australia, India, Mexico and 
China 

The brush manufacturers said that 
prices of their basic raw materials 
have increased from between 25 to 
100 percent in recent years. The in- 
dustry has operated normally on a 
small margin of profit and is highly 
competitive. Even though CPR 22 
provided a measure of relief, they 
said, brush manufacturers have not 
generally increased their prices. 


‘NATIONAL.-SANDERS 


Re. S 


THE LINE OFFERING BOTH ORBITAL 
AND STRAIGHT-LINE ACTION SANDERS 


MODEL 400 


NATIONAL 


NATIONAL AIR SANDER, INC. 
2818 AUBURN ST., ROCKFORD, ¢LL. 




















STRAIGHT-LINE ACTION 


National Models 300 and 300A are recipro- 
cating, straight-line action air sanders. With 
this action, lacquer may be applied directly on 
sanded surface as there are no patterns to con- 
ceal. Woodinthe white can be sanded without 
fear of swirls, circles or cross-graining. 
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ORBITAL ACTION 


National Models 100 and 400 are orbital 
action, single pad, air sanders. Orbital action 
provides fast cutting and long abrasive life. 
Where rapid stock removal is desired, orbital 
action cannot be matched. Superior for sand- 
ing on wood or metal, and for finish sanding 
with opaque finishes. 


SELL YOUR CUSTOMERS 
NATIONAL’S COMPLETE LINE 


National offers both Orbital and Straight-Line 
action sanders. Whether your customers are 
working with metal, plastic, wood, leather, or 
other material there is a National Sander 
adapted to their needs. Write today for details 
on National's selective distribution system. 
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A Satement 
of “Sales Policy 
- by the 
ARRO EXPANSION BOLT CO. 


WES tae By 


= om Ga = 


The following is the Operating and Selling Policy of 
Arro Expansion Bolt Company, manufacturers of 
quality fastening and drilling devices for masonry— 
for over twenty years. 





DISTRIBUTION—Arro products are sold nationally through quali- 
fied Wholesale Hardware, Mill Supply, and Electrical Supply Dis- 


tributors. 


INQUIRIES—AIl inquiries are referred to our distributors in their 


respective territories. 


PRICES—Arro products are reasonably priced to promote their 
broad use by consumers. Distributor mark-up on the Arro line 
insures an attractive profit. 


RESALE—Arro distributors are urged to respect our suggested resale 
prices. Every lawful method is used to encourage this fair practice 
of merchandising. 


STOCK—Arro offers its distributors a complete line of fastening and 
drilling devices for masonry. We expect distributors to maintain a 
sufficient stock to adequately serve their trade. 


SERVICE—Nine branch warehouse stocks are maintained in key 
Cities, strategically located throughout the nation. All orders are 
shipped immediately from branch warehouse stocks and normally 
within 48 hours from factory stocks. 


GUARANTEE—Arro products are fully guaranteed against defects 
in material and workmanship. Returned goods are accepted on 
authority of the Marion office only. 

SALES AIDS—Arro helps promote sales for distributors by supplying 
a variety of sales literature, displays, and catalogs; by cooperating 
with their salesmen; and by regularly advertising in leading trade 
journals. 


PARTICIPATION—Arro is an active member of leading industrial 
and trade associations. 


This has been our Sales Policy since our birth in 1930. We 
believe that this policy, possible only under the American 
system of free enterprise, has been an important factor in 
our substantial growth. 


ARRO EXPANSION BOLT CO. 


MARION, OHIO 
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Meanwhile, they said, OPS has no 
control over prices of the imported 
materials. As little as 10 percent of 
raw materials used in the industry 
are domestic. 

Industry representatives were asked 
by OPS officials why they had not 


- used CPR 22 to obtain relicf from the 


high foreign prices. Some members 
reported that they had _ increased 
prices slightly on horse-hair brushes 
because of the high cost of the raw 
material. Others said they had not 
gone up because of instability within 
the industry if pricing was done under 
CPR 22. 

This was said to be due to some 
uncertainty among themselves as to 
proper application for the four elective 
pricing formulas in the regulation. 
Still others said they had been un- 
able to increase prices because of the 
highly competitive nature of the in 
dustrv. 


Tailored Regulation 


Industry members suggested that a 
regulation be issued which might in 
clude the following: An_ escalator 
clause to cover cost increases to assure 
their normal profits; that CPR 31, 
the import regulation, be tied into 
CPR 22 to cover price increases; that 
provision be made for the periodic 
price adjustments; that a single pricing 
formula for the entire industry be 
adopted; that a new cut-off date be 
established and that a certain small 
number of specialty brushes be 
declared to be exempt from price con- 
trol. 

The OPS officials said it would be 
difficult to issue a tailored regulation 
with an escalator clause and suggested 
the cost of raw materials might be 
stabilized if they reach exorbitant 
levels. It may be possible to provide 
relief if a regulation which establishes 
July 26, instead of the industry's 
earlier cut-off date in March, is issued. 

The meeting was conducted by 
J. H. Randolph, Jr., chief of the 
Housewares and Accessories Branch, 
Consumer Durable Goods Division, 
and Charles M. Gilbert, chief of the 
Housewares and Hardware section of 
the same division. 

Other OPS officials participating 
in the meeting were Ernest Heil- 
mann, director and Eugene E. Small- 
wood, assistant director, of the 
Consumer Durable Goods division; 
J. Langsner, Housewares and Acces- 
sories Branch economist; R._L. 
Wiener, price analyst; Walter Rafalko, 
counsel; Miss J. S. Richardson, coun- 
sel; Milo Turner, Office of Account- 
ing, and Walter R. Moulton, Office 
of Industry Advisory Committees. 

Members of the committee present 
were; Frank W. Bernet, president, 





right-Bernet, Inc.; Fred C. Fried- 
pat. agg Joseph O. Flatt & eV 2 T y ema) 2 ‘ S On b @) a Y d 


Co., Inc.; Jack Ganz, president, 

Empire Brushes,, Lne.; John N. Ho- ° } 

henadel, president, Mlinois Duster & Ww l t af 7 oa Oo R | A Cc oo Al a 
Brush Co.,; Walter C. Laitner presi 

dent. Laitner Brush Co., Inc.; Clyde 

A. Porter, Sec’y & Treas., National 

Brush Co., Inc., and A. R. McEwen, DISTRIBU Tog 


president, Ox Fibre Brush Co., Inc. 


General Components Division 
Gets Supplemental Allotment 


Ihe general components division 
of NPA has been given a supple- | Nobody’s “left on shore” when a PEORIA CHAIN sale gets under way. 
mental allotment of 400,000 Ibs. of Distributors are protected by a sensible factory sales policy that protects 
stainless sheet and strip steel for use their investment, time and effort. Customers profit by using high-quality 
during the fourth quarter of 1951. PEORIA CHAIN —a complete line of malleable iron chain produced 
his is the division of NPA that has by a well-established firm. Sell PEORIA CHAIN. Order now or write 
the basic responsibility for the allo- for free catalog. 
cation of controlled materials to con- 
cerns that manufacture bolts, nuts, 
bearings, valves and other similar 
items. 
l'otal supplemental allotments by 
DPA amounted to 20,330,000 Ibs., 
about seven percent of the total sup- 
ply of stainless steel available for the 
fourth quarter. In making the sup- 
plemental allotment, DPA said that 
the military did not authorize the use 
of all of the stainless steel allotted 
to it for the fourth quarter. Steel DETACHABLE CHAIN 
for additional orders, and the supple- 
mental allotments were made to take 


up this slack. : 
The stainless steel included in the 
supplemental allotment consists of 
19,300,000 Ibs. of chrome stainless 
steel and 400,000 Ibs. of nickel bear- 
ing stainless steel. REFUSE CHAIN 
Your Auto Maker Accounts enite CLass 
e " e HAIN 
Likely To Be Up In The Air 
Auto manufacturers and the Na- | 


tional Production Authority currently 
are in heavy disagreement on the num- ste inte ROOF-TOP 
ber of cars that can be produced in TRANSFER CHAIN 
the last quarter of the year. 
NPA believes the industry will be 
able to build 1.1 million cars by the ROLLER TOP 
vear’s end, but industry leaders don’t TRANSFER CHAIN 
see it that way; they blame the copper 
shortage for curtailed production that 
seems on the way. 
NPA claims that if the auto people 
do not build the 1.1 million it won’t : ELEVATOR 
be because of supplies shortages, but sit BUCKETS at .. 
because the market has dwindled. Yet , CHAIN 
a car shortage itself is a real possibility. 
Meanwhile, automotive companies 
are Closing deals for the manufacture 
of machine tools. Some already are PEORIA MALLEABLE CASTINGS Co. 
renovating their tool shops, but no FT. OF ALEXANDER ST., PEORIA, ILLINOIS 
one seems to know how far along they CHAIN MAKERS FOR OVER 30 YEARS 


are in meeting schedules. 
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ON ITS RECORD! 


Sell one portable 
‘Budgit’ Electric 
Hoist and you'll 
get repeat orders 
on its record. ‘Bud- 
git’ Hoist owners 
quickly appreciate 
its cost-cutting, 
production - in- 
creasing perform- 
ance. Appreciate 
its safety features 
that do away with 
compensation 


costs. 


‘Budgit’ Hoist owners appreciate be- 
ing able to unpack a complete lifting 
unit like these little yellow hoists, 
hang them up, plug them into the 
nearest electric socket, and start pro- 
duction. For, with defense production 
increasing its tempo daily, you'll find 
places in all kinds of industries where 
@ ‘Budgit' Hoist will help available 
manpower meet the demands put 
upon it. Make the performance record 


Welding Machine 


Manufacturer 


Specifies CASH-ACME 


sure 
Reducing and 
Regulating Vaive 


Where two or three stage high pressure reduction is required, a com- 
bination of CASH-ACME Automatic Pressure Reducing and Regulating 
Valves can be depended upon to do the job. Consistent, unfailing opera- 
tion due to precision construction of the finest quality moterials is the 
reason CASH-ACME Valves are being specified by more and more 
industries. Write for literature describing CASH-ACME Automatic 
Valves and the pressure control job they can do on your products. 


cASh 
Tf 


7 SILENT SENTINEL 
—Aihamatic Males 


SPECIFY 


Cvare 
“WHITE-TAPE 


IN 6 FT.- 8 FT. OR 10 FT. LENGTHS 


/ 


A. W. CASH VALVE 
MANUFACTURING CORP. 
6615 E Wabesh Avenve 
Decatur, Illinois 


Quality features 
packed into 
every inch of this 
outstanding 
white tape: 


of the ‘Budgit’ Hoist pay off in sales 
for you! Let a copy of Bulletin No. 
391 —=in the hands of your prospect 
— help you tell its plus-value story. 


the best BL IMtSa Las made 


‘BUDGIT’ CORD REELS are rec- 
ommended for use with any 
make of hoist, portable tool, 
and mobile device having 
motors up to and including 
1 HP., to increase their 
operating range. 


4 


R 


po 
HOISTS 


MANNING,MAXWELL& MOORE, INC. 
MUSKEGON. MICHIGAN 
Cranes, ‘Budgit 
her fting specialtie 
Har k’ Valve 
Relief Valve and 


ent 


7847 


Snow-white blade with bold, legible, 
jet-black numerals and graduations. 
Graduated in 32nds for first 6 inches. 

Sturdy die-cast case heavily chrome- 
plated, calibrated for quick reading in- 
side and outside measurements. 

Blade 1” wide made of finest high 
carbon steel—tempered — Bonderized— 
ename!lled—baked. 

Blade replaceable in seconds --with- 
out tools—without even opening case. 
And Evans replacement blades cost far 


ne Wate 2c0.: 


Prices higher in 


far 


at the lowest price yet 


Exclusive Evans automatic brake 
gives smoother push-pull action with 
absolutely no “creeping” of tape into 
case. 

Underside is white too. Mark with 
ordinary pencil, remove mark with 
flick of thumb. 

Every “Evans White-Tape” is un- 
conditionally guaranteed. 


Check these list prices: 
10-ft.$1.49 8-ff.$1.19 6-f. 98¢ 


Elizabeth, N. J—Montreal, Que. 


west and Canada 


Makers of Evans Folding Rule and “The Folding Yardstick’”’ 
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Lead Shortage Explained 
In OPI Fact Sheet 


World production of lead is about 
the same this vear as it was in 1950 
—approximately 1,860,000 short tons— 
yet there is an increasingly acute short- 
age of this metal in the United States. 
lo explain this shortage, and give 
some idea of what lies ahead, the 
Office of Public Information of the 
Defense Production Administration 
and the National Production Author- 
itv has prepared the following facts: 

Soft primary pig lead was put un- 
der allocation Sept. 1, 1951, when 
NPA issued Order M-76, a conserva- 
tion measure, to assure equitable dis- 
tribution of the short supply and 
facilitate the filling of defense re 
quirements. 

The demand for domestic primary 
pig lead is more than three times the 
supply. For the initial allocation in 
September, NPA’s Tin, Lead and 
Zine Division received requests for 
97,000 tons against an initial avail- 
able supply of 28,000 tons. Because 
of work stoppages at the mines, the 
amount actually available was reduced 
to 19,000 tons. To make up part of 
this loss, NPA has been authorized 
to distribute to industry 6,000 to 
7,000 tons of primary pig lead which 
will become available on contracts 
calling for delivery of metal to the 
stockpile from current production in 
the last four months of 1951. This 
amounts to a suspension of additions 
to the stockpile from new production 


during the period. 
October Prospect 


The prospect is that for October 
approximately 25,000 tons of soft pri 
mary pig lead will be available for 
allocation. Application for October 
allotments are now being processed 
and allotments will be made shortly. 

Because the demand for soft pri- 
mary pig lead far exceeds the supply, 
the allocations are far below the re 
quirements of the individual users. 
However, NPA reminded lead users 
that the shortage is not caused by the 
allocation. Allocation does not either 
increase or decrease the supply, but 
it does insure a more efficient and 
equitable distribution of the supplies 
that are available. 

If there were no system of alloca- 
tion in effect, some users would get all 
of the lead they could use, while 
others, including small users and many 
persons with important defense con- 
tracts, would get very little, or in 
some cases, none at all. Without al- 
location, many small consumers, in- 
cluding plumbing supply houses, stor- 
age battery manufacturers, solder 
manufacturers, babbitt and_ bearing 
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Which PYRENE 
do you need? 


, have. Are youon guard against 
ea pie eto Pyrene* jobber. ee 
hers and your extinguisher n = 
the right extinguishers for your 
fire hazard! 


TM. Reg US. Pat 
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ergency ? Good idea : 
t fire extinguls 
1] recommend 
Pyrene for every 
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check your presen! 
You can be sure he 
hazards— because there's 4 
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AiR FOAM 

Couple playpipe tc 
standpipe or hose line 
it instantly produces 
and discharges huge 
quantities of fast-acting 
foam. You get 200 gals 
of foam from 1 gal. of 
pyrene Foam Compound 
and 19 gals of water 'For 
flammable liquids and 
ordinary combustibles 


= 


fi ee at 





CARTRIDGE- 
OPERATED 
New stainless steel shell 
—new low price. No 
annual recharging, no 
acid. For fires in wood, 
paper, textiles. 
gal. size. 











shers. 


Best all-purpose extingu! . 
1 


Sate on electrical fires effect 

on flammable liquid fires. lat. 
and 1% at. pump types; 2 at. 
and 1 gal (illustrated) pressure 
types. Also special heavy = 
hicle models built to withstan 

excessive vibration. 





CHEMICAL FOAM 


S 
4 gal. size produce: 
amiess copper 2 
Also stainless -_ of a ae sok rte aoe oe 
or ee el hazards. Seamless 
tanks rechar manu . ; . 
matic hre-hghting systems. Aiso available i 


There's a PYRENE for every fire hazard 


OMPANY 
PYRENE MANUFACTURING = Jersey 


ve 
81 Belmont Aven 
‘ Affiliated with -0-Two Fire Equipment Co. 


gals. of fast-acting foam. 
ordinary combustible 
nless steel shell. 
s illustrated. 


about 22 
liquid and 
copper or stat 
gal wheeled units, @ 
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OUR ADS SELL BOTH 
PYRENE AND YOU! 


Pyrene advertising not only points up the advantages of Pyrene 
products —it also sells you as the best source of supply. Ads 
appear regularly in Business Week and a long list of 
trade publications. They'll help you plenty — 
when you mention Pyrene on every call! 





Hihy an 
HILAL RRO NN I 
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LOGAN 


The old reliable... 
Wm. H. Ottemiller Co., of course. 


O s > 


ar ’ 
Ss & 
Precision, milled-from-the-bar Cap Screws, 


Set Screws, Milled Studs and Coupling Bolts. 


Some numbers we can ship imme- REMOVES 92% OF 
diately—others—well, you know 
how it is—they'll take a little time OIL, WATER AND 


DIRT FROM GAS 


To build customer satis- AND AIR LINES BY 
faction and those profit- CENTRIFUGAL FORCE 
able repeat sales—or- 


der from Ottemiller— 
the WHO of Who's Who in the precision screw 
machine products field. 


For paint and lacquer 
spraying, ceramic sand blasting, 
air cleaning, etc. Make new instal- 


W 4 0 ‘f ) co. lations more efficient. Easily 
replaces any standard type of 
M. ” YORK, PA. drier. Saves tools. Capacity range 


The Ottemiller line is sold exclusively through 7CFM to 17,000 C.F.M. 
Mill Supply houses and Industrial Distributors. 


pRoFiTAaBle 


Backed by national 
advertising, dealer helps and a 
distributor policy 
that guarantees 
stock movement. 

Write for details 
of our sure-fire 


BENCHES _—_ | sales plan. 


BENCH | a a 








shows how air move- 
Bath) } ment operates multi- 
\ blade rotors at high 
speed, thereby remov- 
ing contamination 
from line. 


R 0 0 M + | MANUFACTURERS’ 


1 i AGENTS WANTED 

quipment Some territory still 

available. Write giving 

complete information 

on lines you handle and 
territory you cover. 














The Aridifier is made by 
the builders of Logan 
Lathes and Shapers. ‘s 


| oe ENGINEERING | 
a . ae ee COMPANY ; 
ttttenwors | : e 


SEO, Ohm Sh 208 F Ua senlinn y a2. pam alen ae a. Ri) 
“ego PRAIRIE © PHONE: AURORA 9231 ora ” 
4911 W. Lawrence Avenue «+ Chicogo 30, Ill. 
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manufacturers, paint manufacturers 
and jobbers and distributors would 
find it virtually impossible to obtain 


supplies of lead or lead products they 
need. 
Allocations are based primarily on 


the historical pattern of distribution. 


First preference is given to filling es- 

. e 
sential military aad Atomic Energy G@ 
Commission orders. ‘The remaining 


supplies are distributed among other 
users, the amount allocated partly de- = aa. 
pending on the essentiality of the 
product to be manufactured and the 
lead supplies already held in inven- 
tory. 
Che largest single user of lead is 
the storage battery industry, which 
consumes about one-third of all types 
of lead produced. Each storage bat- ; 
tery requires on the average from 22 
to 23 pounds of lead, one-half of 
which is hard lead (antimonial lead) Studs 
and the remainder lead oxide. About 


70 percent of the lead in each storage Taper Pins 
battery is recovered when it is Cap Screws 


scrapped 


Other Users 


Other big users of lead are the : 
electric cable industry, which con- fa 
sumes 10 to 12 percent of all lead ; 
sroduced; the paint industry, which H 
ee about 13 naa and the tetra- Pipe Plugs 
ethyl lead industry, which consumes 
nearly 10 percent. 

In 1950 the United States used 
about 1,214,000 short tons of lead, 
of which about 537,000 tons was im- 
ported and the remainder produced 
in this country from domestic mines 
and secondary sources. 

During 1950 the new supply of 
lead from all sources amounted to 
approximately 1,359,000 short tons. 
Of this amount, 430,000 tons was 
mined in the United States; 392,000 
tons was recovered as scrap and 537,- 
000 tons was imported. Of these 
imports, 75,000 tons was in the form 
of ores and concentrates; 442,000 tons 
in the form of refined lead, and 
20,000 tons was scrap. 

Imports in 1950 were considerably Set 
above the 1941-49 average of 315,000 j 
tons. - Screws 

I'he Nation’s 1951 lead supply is - , 
estimated at 410,000 tons from do- 
mestic production; 440,000 tons from 
scrap and 180,000 tons from foreign 
imports. 

At the beginning of 1950, lead in- 
ventories in the hands of manufac- ‘ 
turers amounted to about 92,000 tons. | ® 
These inventories increased during Western Automatic 
the vear to about 134,000 tons. How- 


ever, since the first of the year inven- Machine Screw Company RS 


iteeeees 











tories have declined sharply and were 722 Lake Ave., Elyria, O. 


down to 103,600 tons as of June 30. 
The chief reason for the smaller cig : : 
inventories was the reduction in im- Precision Screw Products, Parts and Assemblies Since 1873 
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Y. 
Qual’ 


"Since 1857” 


When it comes to judging the 


worth of pliers, ask the man who 
uses them every day. He'll tell 
you Kleins—for their hand fit— 
their proper balance—their care- 
fully matched knives that stay 
keen longer. 

The same top quality that typi- 
fies Klein pliers is also character- 
istic of other Klein tools and 
equipment—safety straps and 
belts, climbers, grips and 
wrenches. Men who know good 
tools have been choosing Kleins 
since 1857. 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: 
International Standard Electric Corp. 
New York 


No. 201-NE 


The Klein Pocket Tool Guide shows 
the many sizes and types of Klein 
Pliers and contains valuable infor- 
mation on other Klein products. A 
copy will be sent without obligation. 


Since 1857 


Mathias 


3200 BELMONT 


EINES 


AVENUE, CHICAGO 18 ILLINOIS 
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ports in 1951. ‘Total imports of re 
fined lead this year are expected to 
be about 175,000 tons, as compared 
with 442,000 tons in 1950. Imports 
of both ore and metal for 1951 are 
expected to total less than 250,000 
tons, compared with 521,000 tons in 
1950. 

Reduction of imports is due partly 
to the difference between the price of 
lead on the world market and in this 
country. ‘The ceiling price for pri- 
mary soft pig lead is 17 cents a pound 
in the United States. In the United 
Kingdom and Europe the price is 
currently about 234 cents a pound. 

In March 1950, lead sold at 104 
cents a pound, the low price for the 
year, and in June 1950, prior to the 
outbreak of hostilities in Korea, the 
price was 1] cents. After Korea, the 
price jumped to 17 cents in Septem- 
ber, remaining at this level in the 
United States until the present. 

Another factor in the decline of 
imports is the import duty. ‘This 
duty was ly cents a pound on Jan. 
1. It was doubled to 24 cents in 
April, but has since again been  re- 
duced to li cents. The House of 
Representatives has passed a bill to 
suspend the duty until March 1953. 
This bill is pending in the Senate. 

World production of lead is about 
the same in 1951 as it was in 1950- 
approximately 1,860,000 tons. But 
world demand is much greater as for- 
eign countries improve their economic 
position, join in the NATO defense 
effort and build up their industrial 
plants. 

United States stockpile require- 
ments also add to the world demand 
During the first half of 1951 demand 
for lead was at an unprecedently 
high level. U. S. consumption of 
lead was at an annual rate of 1,400,- 
000 tons. 


Conservation Order 


To conserve the short supply of 
lead in the face of the unusually high 
demand, NPA last February issued 
an order (M-38) limiting inventories 
of lead or materials containing lead 
to 60 days supply or a practical mini- 
mum working inventory, whichever 
is less. In April NPA acted further 
to conserve the supply of lead by 
amending M-38. This amendment 
limited non-defense consumers of lead 
to the same amount they had used 
in the first half of 1950, and reduced 
from 60 to 30 days the permitted in- 
ventories manufacturers could have 
on hand. NPA Order M-76, putting 
soft primary pig lead under complete 
allocation, became effective Sept. 1, 
and was designed further to conserve 
supplies and to insure more equitable 
distribution. 





NPA officials pointed out that 
M-76 affects only soft primary pig 
lead, and that other forms of lead 
are not under allocation. ‘There are 
no restrictions on the purchase of lead 
from foreign sources, and no attempt 
has been made to put antimonial lead 
(hard lead) under allocation. Anti 
monial lead is produced largely from 
scrap and requires only small amounts 
of primary soft pig lead. 


Metals Shortages May Mean 
Substitutions, Downgrading 


Distributors and their salesmen can 
expect to hear more and more com- 
plaints among their customers about 
the tighter situation in metals as the 
defense program bites deeper into out- 
put. It’s already begun to hurt, and 
over the next year the pain will get 
WOTSE 

Some manufacturers have found 
their sources of supply cut off. Others 
busy on defense contracts can expect 
downgraded metals or substitutes. 

Up to now, supplies have been 
spotty but companies on direct or 
supporting military programs have 
been able to keep inventories in bal 
ince with production schedules. 

Scarce items next year are likely 
to include copper, tungsten, and co- 
balt. Despite production increases, 
domestic output of copper and tung- 
sten will go up only five percent by 
the end of 1953. Combined with im- 
ports, supplies of these two are ex- 
pected to be 15 percent under de 
mand 

Cobalt is short of world needs and 
will remain so far behind demand that 
designing it out of products looks 
like the only solution. 

Che deficit in titanium will be big; 
only about 15 percent of demand is 
likely to be met. ‘Titanium can be 
substituted for nickel for many uses 
by the military. There’s plenty of ore 
in this country and Canada so any 
shortage need last only until processing 
plants are built. 

Defense Minerals Administration 
expects iron ore supplies will be six 
percent less than demand by the end 
of 1953. The steel industry, tho, has 
a habit of coming up with ore for its 
furnaces; and iron, in the charts, seems 
sufficient to preclude cutbacks in steel. 

Lead’s safe; demand and supply 
will balance by the target date. 

Aluminum production will equal 
demand in the next two vears. 

Magnesium is expected to meet 
foreseeable needs. 

Chromium imports can be stepped 
up to fill demand by the end of 1953. 

Tin just about makes its own rules. 
The government, as sole buver, can 
get all it wants at a price. 


RIGID AND 


FLEXIBLE 


COUPLING 


SHEAVES 


8 & 


WITH “UNBREAKABLE” 
MALLEABLE BUSHINGS 


FLEXIBLE COUPLINGS 


machined from solid steel or malleable 
castings 


compact design 


neoprene insert for greatest possible 
strength, resiliency. and shock ab- 
sorbing qualities 

easy to mount 


positive locking clamp fit 


easy to remove 


RIGID COUPLINGS 


construction facilitates mounting and 
assembly of shafting 


made with interchangeable bushings 


machined from malleable castings 


Write for a copy of 
Bulletin V-169-B 


THE DISTRIBUTOR'S 
COMPLETE 
V-DRIVE LINE « « « 


WRITE 











FOR 
FULL PARTICULARS 


BROWNING MANUFACTURING CO 
1951 BROWNING DRIVE 
MAYSVILLE, KENTUCKY 
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PARKER’S P 


A Short Cu 
I 


Parker Distributors not only 
handle America’s oldest and 
most popular line of vises... 
they also do business with a 
manufacturer whose estab- 
lished policies look to profit 


+ to More es 
in the Long Rup 


a 


been proved repeatedly by the 
steady demand that Parker 
Vises have enjoyed from dis- 
tributors and consumers alike. 
The Charles Parker Company, 
Meriden, Connecticut. 


fits 





protection every step of the 
way. 

This is because Parker fol- 
lows a policy of selective dis- 
tribution and considers every 
Parker distributor a vitally 
important part of the Parker 
sales-service organizaiion. 


Down through the years the 
soundness of this policy has 


PARKER VISES 


America's First Vise Maker 








One of our distributors writes us, 
“The distributor policy of Laminated 
Shim is so excellent that we feel 
obliged to consider its packaged 
shim stock as a major line.” 

Good lines are not necessarily just 
the very largest. Fair policy and Handy rolls in cartons, flat packets 
of heavier gauges, and sturdy 
metal racks combine to make up 
a well-rounded line of shim stock. 
Arbor spacers also available. 


LAMINATED SHIM COMPANY, Inc. 


4111 UNION STREET GLENBROOK, CONN. 
arsor SPACERS 
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quality merchandise have built our 


distributor organization since 1913. 








You'll never find a ‘Tugit’ owner run- 
ning out of jobs for this versatile 
hoist. 


Ask the foreman of maintenance and 
construction gangs, road crews, tele- 
phone service crews, what they think 
of the ‘Tugit’ on the lifting, pulling, 
stretching jobs they do. Look up the 
farmer putting up a wire fence and 
ask him what he thinks of it. Talk to 
the service men in the railroad shops, 
and ask them how they like it for 
lifting couplings into place on gondola 
cars or journal boxes into frame. 
Wherever you go—mill, factory, 
farm, repair shops, public utilities — 
you'll get the same answer, ‘Mister, 
that ‘Tugit’ is our handyman!" 


You'll find many places in your terri- 
tory where you can sell the ‘Tugit.’ 
Places where loads must be spotted 
accurately within a fraction of an 
inch; where space is limited; places 
needing a hoist of great strength 
but small size; possessing complete 
safety, portability; the ability to lift 
one- and two-ton loads. 


1 
st. 
HOISTS 


‘TUS 


mm 1NOOWD 


MANNING,MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
Builders of ‘‘Shaw-Box'’ Cranes 
Load Lifter’ Hoists and other lifting specialtie 
Makers of ‘Ashcroft’ Gauge Hancock’ Valves 
Consolidated’ Safety and Relief Valves, an 
American’ Industrial Instruments 


“Budgit’ anc 


4 


3 





Reserve Plants Speed-Up 
Expanding Defense Output 


Some 80% of the nation’s 442 
reserve war plants are back in use ot 
are being readied for defense produc 
tion. They are providing a specd\ 
means for expanding output at a time 
when it would have taken critical ma- 
terials and many months to build new 
plants from scratch. 

Reserve plants fall into two classi- 
fications 

1) Departmental industrial __ re 

serve, comprised of plants assigned 
directly to the Army, Navy or Air 
Force. They are in addition to arse 
nals, shipyards and other permanent 
plants of the Services. 
(2) National industrial plant re 
serve, which includes plants that 
could be used for civilian production 
in peacetime without hurting their 
wartime potential. Many were offered 
for sale or lease to private firms under 
specific agreement that they would be 
kept ready for prompt conversion to 
war production when and if required. 
Plants in this group not sold or leased 
remain in custody of General Services 
Administration, which is caretaker of 
government property. 

Of 260 plants in the departmental 
reserve, 243 are manufacturing plants. 
Remaining 17 are research, test and 
development facilities. Shipyards, ar 
senals, ammunition depots and_air- 
craft factories, which form a major 
part of this group, have increased 
steadily in activity the past year. All 
but 12% are in use or being reacti 
vate d 

Of 182 plants in the national indus 
trial reserve, 42 are basic raw materials 
plants, 136 are manufacturing plants. 
Some 113 of the 136 manufacturing 
plants are in production or are being 
readied. 

The table shows the status of re 
serve plants as of May 1, 1951 


Anti-Friction Bearings 
Reasonably On Schedule 


Anti-friction bearing manufacturers 
recently told the NPA that the in 
dustrv’s $60,000,000 expansion pro 
gram is reasonably on schedule despite 
a number of difficulties. 

These hindrances, the industry’s ad 
visory committee reported, include 
local zoning problems, delays in ob 
taining delivery of needed machine 
tools, and uncertainties as to just what 
tvpes and sizes of bearings will be 
most needed when the new facilities 
go into production. 

NPA officials assured the manufac 
turers that the full output of the ex 
panded industry will be required to 





TRIPLE-THREAT 


' SAF=-T-SAWS 


Proven 
Profit Makers 


Here is a HACK SAW BLADE 
your customers will buy again 


We brought this blade out one year ago. 


Industry has shown proven acceptance. 

A new welded edge High Speed Power 
Hack Saw Blade— 

Three strips of steel welded together for 


more durability and straightness. 


This blade is Shatter-Proof, will stand extra 
tension and strains. SPARTANIZED heat 


treatment. 


Pa PERO mete 


Have your customer's safety-engineers try 


SPA RTA Nypece 


them. They'll be back for more. 


Sell Your Trade 
These 
SAF-T-SAWS 


THE COMPLETE SPARTAN LINE 
Hack Saws—Band Saws—Tool Bits—Compass Saws— 
Hack Saw Frames 
Sold Through Distributors 


SPARTAN SAW WORKS SPRINGFIELD, MASS. 
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ULLMAN 





FOR HEAVY DUTY 
and 
LONGER SERVICE 











SPROCKETS 


and 


ROLLER CHAIN 


High production demands rugged components that can “take 
it." Cullman Sprockets and Roller Chain best meet today’s 
demands because they are far beyond minimum standard of 
precision. Strict adherence to specifications insures Cullman 
uniformity. 





CULLMAN 
FLEXIBLE 
COUPLINGS 











Hardened sprocket teeth engag- 
ing double-strand chain make 
Cullman Flexible Couplings out- 
standingly rugged components. 
They insure long service in a 


large variety of applications— represent a very efficient method 
of connecting two shafts of equal or different diameters. 





CULLMAN 
GRIP-MASTER 











Interchangeable Hub 
Sprockets for Quick 
Replacement 


This new time-saving hub sprocket is already in great de- 
mand. Installs easily without alterations. Ratio changes 
quickly made at minimum cost. Sprockets can be inter- 
changed and mounted without removing hubs from shaft. 
Hubs available with bores for most requirements. 


osreevrors MCLUT RR VANS 


IN MANY 


PRINCIPAL CITIES 


ower Lrandimisd(ou 


SPROCKETS and ROLLER CHAIN 





CULLMAN WHEEL COMPANY © 1347M Altgeld St., Chicago 14, Ill. | 
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satisfy mobilization needs. he de- 
mand for instrument-type bearings 
will be particularly large, NPA said. 

Anti-friction bearings include roller 
bearings and ball bearings. During 
World War II the U.S. and British 
air forces concentrated their strategic 
bombing attention on German plants 
building anti-friction bearings because 
these items are a vital component of 
every kind of moving machinery. 

Industry representatives said there 
is currently no general shortages of 
bearings for either military or civilian 
use. However, spot shortages in cer- 
tain unusual types and sizes are ap- 
pearing from time to time. 

Donald M. Davidson, of NPA’s 
General Components Division, pre- 
sided at the meeting which was at- 
tended by: 

W. A. Wood, Aetna-Ball & Roller 
Bearing Co., Chicago, IIl.; F. U. Burk- 
holder, Ahlberg Bearing Co., Chicago, 
Ill.; F. E. Ericson, The Barden Corp., 
Danbury, Conn.; Glen Johnson, 
Bower Roller Bearing Co., Detroit, 
Mich.; Stanley M. Cooper, Fafnir 
Bearing Co., New Britain, Conn.; M. 
L. Gearing, General Motors Corp., 
Bristol, Conn.; Raymond H. Cramer, 
Hyatt Bearings Div., General Motors 
Corp., Harrison, N. J.; H. A. Johnston, 
Marlin-Rockwell Corp., Jamestown, 
N. Y.; H. D. Gilbert, Miniature Pre- 
cision Bearings, Inc., Keene, N. H.; 
George Carelton, Jr., Nice Ball Bear- 
ing Co., Philadelphia, Pa.; W. L. 
Hubbard, Norma-Hoffman Bearing 
Corp., Stamford, Conn.; W. B. 
Smithers, Rollwav Bearing Co., Inc., 
Svracuse, N. Y.; Walter S. Corneille, 
SKF Industries. Inc.. Phila., Pa.; 
Robert Strom, Strom Steel Ball Co.., 
Cicero, Ill.: Howard C. Sauer, The 
Timken Roller Bearing Co., Canton, 
Ohio; and. F.. B. Thompson, The Tor- 
rington Co., Torrington, Conn 


PEI Urges Conversion 
Of Enameling Furnaces 


As a result of reports that the de- 
mand for industrial furnaces during 
the first half of 1951 was five times 
as great as during the same period last 
vear, the Government Business Com- 
mittee of the Porcelain Enamel Insti- 
tute again called attention to the 
possibility of converting porcelain 
enameling furnaces to defense heat 
treating applications. 

Because of the shortage of cobalt 
and other materials used in porcelain 
cnameling, PEI stated, a part of the 
enameling furnaces in the porcelain 
enameling industry are now available 
for prime or subcontract work involv- 
ing heat treating of aluminum and 
stecl. 





Tradition and Hoarders 
Hurt Defense Production 


The Hebrews of ancient times who 
were compelled by their Egyptian task- 
masters to make bricks without straw 
had nothing on some of our modern- 
day manufacturers busy on defense 
work. They must “do without” or 
“makedo” in many more areas; weld 
without welding electrodes, for in- 
stance. 

Consider this: Production of weld 
ing electrodes for the first six months 
of this year was up 41 percent over 
last year. Yet, according to one dis- 
tributor doing business in an im- 
portant defense area, during the past 
nine months he has gotten only 40 
percent of the electrodes he received 
a year ago. In actual fact, he should 
be receiving 140 percent of his last 
vears’ sales, for the major number of 
his big customers are “on defense.” 

Somebody’s burying the stuff. The 
Army? That’s unlikely, although the 
military forces do stockpile other 
materials. 

Che military tendency to cling to 
tradition also has its affects on critical 
materials wastage. One department 
works up a mystic belief that only a 
certain type of electrode can do the 
job, but the core of the metal (aus- 
tenitic stainless) is of critical alloys 
(about 35%). Another meanwhile 
continues to use another electrode 
(ferritic) to do similar work, yet that 
electrode uses only 24 percent of the 
same Critical alloys. How come? 


Plain Bearing Makers 
Urge Lead Control 


A recommendation that lead be in- 
cluded as a controlled material, along 
with steel, copper and aluminum, and 
that this be done as soon as possible 
was made by the Plain Bearing Manu- 
facturers Industry Advisory Commit- 
tee at its meeting recently with the 
NPA. 

The industry manufactures bearings 
such as copper bushings, sleeve bear- 
ings and steel-backed bearings which 
are lined with various compositions 
containing lead, copper or tin. 

Committee members said that un- 
less they receive assistance in obtain- 
ing lead a critical shortage of plain 
bearings may develop. 

Steel or copper is useless to the in- 
dustry, members explained, unless 
they have sufficient supplies of lead. 
Any halt in the production of these 
vital bearings would also curtail] output 
of all types of diesel and internal com- 
bustion engines used for trucks, farm 
equipment, combat vehicles and pas- 
senger cars, members pointed out. 

The committee also stressed that pro- 


| 
| 
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DO NOT 
LUBRICATE 


Permanently Lubricated for Longer Life 


Now, with these new Pillow Blocks, your cus- 
tomers don't have to worry about time-consuming, 
expensive, often faulty lubrication and its too fre- 
quent aftermath, bearing failure. 

There's a sure way to protect your customers 
even if their Pillow Blocks are mounted in out-of- 
the-way, inaccessible places. Get them to specify 
and install Wood's LIFE-LUBE Ball Bearing Pillow 
Blocks. They're equipped with MRC Bearings 
permanently lubricated at the factory with a thor- 
oughly tested and approved ball bearing lubri- 
cant. No further lubrication is required—lubricant 
and lubrication costs are eliminated. 

Keep your customers satisfied—be sure and sell 
LIFE-LUBE—positive, permanent lubrication at no 
extra cost. Write for Bulletin 194. 


T. B. WOOD’S SONS COMPANY 


CHAMBERSBURG, PA. 
Branches: Boston, Mass., Newark, N. J., Dallas, Tex., Cleveland, O. 
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GREATER PROFITS 
CLIPPER B FOR SPECIAL SHEAVES 


es 
AN 


When your customer 


f d needs a special sheave 
y Constant Consumer Deman | —one with flywheel } 
? | effect or offset hub or, if /}) 
VNo Factory Sales to Users | in fact, any type of be ide 
| round casting used for Rar vik 


. * 
W Nationally Advertised | pense eanentenialh ~ 
be e ° | you can give extra serv- f 
SS oFirm Resale Price Policy Q@y icc ad make a big 
» / R h if Q lit — — — 
yO ifications and roug 
¥ Hig est Uni orm vali y ; | sketch to Pyott. Diam- 
; eter Casting range is 


| w - . ATOR 
| from 2” to 144” and in oa 


practically any desired Saws 
hub, spoke, face width 
| or rim design—practi- 
| cally all made from 
stock pattern equip- 
ment. 








FOR STANDARD SHEAVES 


Peciape delivery of 
your stock require- 
ments in fixed bore 
and interchangeable 
hub types of sheaves is 
one reason why more 
and more distributors 
rely on Pyott. A few 
Vip hai franchises in selected 


Mr. Heffler tells our story better : AN (erritories are avail. 
than we can. Stock and feature Peay able. Why not write 

‘ d It | | © for our interesting plan 
Key Sealing Compoun Ss. x — \\ WASMNS, today. Pyott has inter- 
means steady, profitable, repeat For Waterproof Service \ changeable stock flat 


; Recommend Sealing with NAA belt pulleys. 
business for you. Key Tite SY pulley 


Key Compounds are stocked by = = SHEAVE 
1250 aggressive supply houses. KisyY 

Write for price schedules and 

descriptive literature. mechani 


Recommend Sealing 
with Key Graphite 


Paste. zz 7 re) T a bo R Y & 
KEY COMPANY MACHINE CO. 


2621 McCasland Ave., East St. Lovis, Ill. 


iy 


Q-0 SHEAVE 


310 N. Sangamon St., Chicago 7, Illinois 
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duction of these bearings for replace- 
ment purposes is essential to keep en- 
gines running. ‘The demand for plain 
bearings will increase, members said, 
as automobile engines become old and 
need replacement bearings. 

[he committee recommended that 
a study of the problems of replacement 
bearings be made. 

[he committee also recommended 
that only the copper base alloy ingots 
and copper scrap that are purchased be 
controlled and that a company have 
the right to use copper scrap generated 
with the plant. The recommendation, 
members said, would enable a plant to 
send the copper scrap generated in 
their own machine shops back to their 
foundries for recasting. 

NPA termed the copper situation as 
“bleak” and told the committee that 
30,000 tons of refined copper were lost 
by the recent work stoppage. 

NPA said that lead is critically 
short. Total lead consumption in 
1950 was approximately 1,214,000 
short tons. NPA estimated that lead 
imports in 1951 will be only slightly 
more than half as much as they were 
last year. Officials expressed belief 
that very shortly all lead scrap ship- 
ments abroad may be stopped. 

Clarence R. Burrell, of NPA’s Gen- 
eral Components Division, presided at 
the meeting attended by the following 
committee members: 

George Slick, Beckett Bronze Co., 
Muncie, Ind.; H. O. Johnson, and 
W. F. Jennings, Bound Brook Oil-less 
Bearing Co., Bound Brook, N. J.; 
W. F. Vokk, Bunting Brass & Bronze 
Co., Toledo, Ohio; W. G. Laffer, 
Cleveland Graphite Bronze Co., 
Cleveland, Ohio; Jerome J. Frank, De- 
troit Aluminum & Brass Corp., De- 
troit, Mich.; G. S. Peppiatt, Federal- 
Mogul Corp., Detroit, Mich.; M. T. 
Victor, International Powder Metal- 
lurgy Co., Ridgeway, Pa.; J. F. Barrett, 
Johnson Bronze Co., New Castle, Pa.; 
J. E. Neuman, Kingwell Bros. Ltd., 
San Francisco, Calif.; C. A. Kerner, 
National Molded Products, Inc., St. 
Marv’s, Pa.; and, Alan S. Dale, Ran- 
dall Graphite Bronze Co., Lima, Ohio. 


Devil And The Deep Blue 
Confront Appliance Makers 


If your customers who make radios 
and electrical appliances have a wor- 
ried look on their faces these days, it 
may be because they've got one eye on 
government directives which are cur- 
tailing essential materials, and the 
other cocked at the buying public, 
which has grown warier and warier. 

Although the country’s economy is 
operating at all-time records, the entire 
consumer goods field has hit a sales 


Cl METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusiye design features. 
Single and two speed models. 
Capacities: % to 5 tons. 





Industrial buyers and production executives listen when you talk 

CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders here are four “stock” items that move. 








Cif CYCLONE Cl COMET 








Model M high speed chain 
hoist. Light, easy to handle. 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 
chain. Capacities: % to 10 tons. 


4 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: % to 1 ton. 


there is any question in your mind as to the efficiency and 
economy of your present materials handling methods then 


Cif PULLER 


Lifts and pulls at any angle. A 
safe, easy operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac 
ities: %, 14%, 3 and 6 tons. 


Wute: 


CHISHOLM-MOOQRE 


HOIST CORPORATION 


bus McK n Ch 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES 


New York, Chicago and Cleveland ¢ 
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Distributors Everywhere 





KEEP THINGS RUNNING SMOOTHLY 


ve does what no / : O/L WITH AN EAGLE O/LER! 


other tool can do! | v\ fone oe 


\ for use in mills 
and 


factories 


® 


Keep your machines 
on the job... full 
time ... full speed ... 
| ‘ for a full productive 
AT LAST! AN OPEN-END ead day—by frequent spot oilings 
RATCHET WRENCH —the | with dependable Eagle Oilers. 
world’s first true universal wrench. Designed for industrial uses, 
A patented design for connections — = sturdy welded steel 
on tubing, rods, piping, conduit, a oilers, hydraulic pump 
studs, etc. Sixty-four socket sizes makers of leon aaahe aoe ae 
oue iz $s ¢: 
from %" to 4”. Smallest effective advanced tools for every ya yg aS anc spouts 
ratcheting arc yet—5° to 7°. for industry Ae 
Order from your Distributor 
TAC will also do every job any ; os poeta ur | t 
ordinary ratchet wrench will do: | and include “DO” Certification if possible. 
one TAC set replaces literally doz- 
ens of single-purpose hand tools. 





: cma MANUFACTURING 
cable oc ia “= COMPANY 
2 South Victoria + 10321 Anza Ave. + Los Angeles, Call : Wellsburg, W. Vo. 


IN ANY COMPETITION! Ml The Torch that 
Stays Lighted 


The line is complete in sizes, shapes and cuts and 
in both American and Swiss patterns giving you a 


line that can furnish the proper file for any filing No. 750 
Lock E Lite 





job that your trade may have. 
YOU CAN’T BUY OR SELL A BETTER FILE 


“ ALLIGATOR” “CARSON” “NEWTON” 


SWISS PATTERN AMERICAN PATTERNS 


CARSON-NEWTON CO., BELLEVILLE, N. J. 


windproof... weatherproof 


Werle: EMBURY MANUFACTURING CO 
EW YORK 


EMBURY 


TORCHES & LANTERNS Wl = 
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slump. Sales are low, but production 
for the first half of the year in many 
appliance lines has been the biggest in 
history. Adjustment to normal supply 
and demand might come by the 
middle of 1952—might. , 

Increased housing, the end of the 
television freeze and FCC’s permission 
for power increases to some T'V sta- 
tions may help, but the proposed 
higher personal income taxes and in- 
creased excise taxes on major appli- 
ances will hurt sales more. 

For the last few months of the year, 
less production, liquidation of inven- 
tories, firmer prices and seasonal im- 
provement in sales are indicated. 


No Ban on Copper, Alumi- 
num Says Manly Fleischmann 


Defense Production Administrator 
Manly Fleischmann warned recently 
of a “very acute shortage” of copper 
and aluminum in the first half of 
next year but denied reports that it 
had decided to impose a “death sen- 
tence” on the manufacture of any 
civilian items. ; 

Because these “‘materials just won't 
be there,” Mr. Fleischmann disclosed 
that he is thinking of recommending 
to Chief Mobilizer Charles Wilson an 
extension in the current moratorium 
on the issuance of new rapid tax 
amortization certificates. 

He told newsmen that the agency’s 
“present thinking” is to spread the 
shorter supplies of these materials 
even if it means that some companies 
may find themselves with too little 
copper or aluminum to continue eco- 
nomic production of an item. 

A direct ban on production of non- 
essential items, Mr. Fleischmann said, 
is regarded as a “last resort” to be 
used only if other measures, such as 
product standardization and ‘conserva- 
tion orders, fail to release enough 
metal for military and essential de- 
fense programs. 

He estimated that demand for alu- 
minum will exceed supply in the 
current quarter by 50 to 100 percent 
but that they should draw even by 
the end of next year. The problem of 
a “totally inadequate” copper supply 
“will always be with us, like death 
and taxes,” he declared. 

Nevertheless, he expressed hope 
that all allotments for aluminum in 
the current quarter under the Con- 
trolled Materials Plan will be filled 
and that “‘we can avoid a drastic pull- 
back.” 

Mr. Fleischmann is confident that 
the recent order banning delivery of 
third-quarter allotments of controlled 
materials after this Sunday will cause 
many cancellations and that CMP 


OUR STOCK OF PUMPS 
IS GETTING LOW— 
BETTER RE-ORDER 
FROM GOULDS TODAY 


This distributor is building a 
PROFITABLE pump business 


When a customer wants a pump, he usually wants it right 
away. All factory shipments under present conditions are 
apt to be extended. The distributor with “pumps in 
stock”’ makes the sale! Here’s one sure way you can win 
new customers and please old ones. Keep a good supply 
of Goulds pumps in stock. 

Place your order for Goulds pumps today. Then, as your 
stock gets low, re-order immediately . .. and be prepared 
to deliver on short notice. 

Goulds are always ready and anxious to help you with 
your merchandising problems or advise you as to the 
most saleable items to stock. For this information, call 
your nearest Goulds Branch or write Pump Headquarters. 


STOCK THESE “ALL AROUND” GOULDS PUMPS 


Fig.1813 Reciprocating Piston Pump Portable Self-priming Centrifugal 





Goulds branches in 
all principal cities. 


== _ poMPS INC. 


uld: el 
fowltek 
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Fig. 3650 Close-cupld Centrifugal | ree teeeenarane 
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Our greatly expanded fa- 
cilities will insure unusually 
eae fast deliveries, despite the 
jn fact most machine tool 
Details! manufacturers are back- 
logged months ahead. Here's 
a time - tested line, with 
good profit margins, and 
which WE can SHIP and 
YOU can SELL today... 
NOW! 


PUNCH PRESSES 
nchmaster ‘ano muss 


2952 West Pico Boulevard, Los Angeles 6, California 








PEED 
COUNTS 


When a breakdown occurs and 
your customer needs a length 
of flexible metal hose at 
once, it is good to know 

that ATLANTIC is al- 

most as close as your 

ewn stock room. 

The telephone at your 

elbow—the telegram 

blank on your desk 
activate a top notch 


production service y 


that insures maxi- 
mum speed and 
accuracy in de- 
livering what 
you want. 


FOILED AGAIN! 


Those three little villains—Dust, Dirt, 
and Grit—are foiled every time 
they match their wits against a 


ADVERTISING 
LIKE THIS 


Better 


CLEMENTS-CADILLAC blower- 
suction cleaner. It blasts them 
out of every nook and cranny 

of your machinery and 


equipment—dquickly, eas- 


ily, and economically. 


Eligible under C.M.P. 
regulations 


TIME + MONEY 

PREVENT DAMAGE 
TO MACHINERY 
WITH THE 


} STOCK BINS 
ON a 





Ce 
with attachments for 
every cleaning job. 


PORTABLE COMBINATION 
BLOWER-SUCTION CLEANER 
CLEMENTS MFG. CO. 


6624 S. NARRAGANSETT AVE. CHICAGO 38, AL 


Alt 
aleaintl 
». SEtuUED 
” 


ClLEANINE TOU 


APPEARS MONTHLY 
iN LEADING 
INDUSTRIAL 
MACATINES 


IF YOU 
WANT A 
Profitable 
SELLER 
WRITE US 
FOR DETAILS 


METAL HOSE 


for conveying 
chemicals, steam, 
oils, tars, asphalt, 
alkalis, gases, light 
solids, _refriger- 
ants, line... 
for absorbing vi- 
bration, correcting misalignments, 
mobile service, eliminating thermal 
expansion strains .. . 


In all workable metals from }”— 
36” L.D. inclusive. Standard or 
special couplings. 





Write for Bulletin 100 
See our Catalog in Sweet’s File 
for Product Designers. 


ATLANTIC 


METAL HOSE CO., INC. 


104 West 64th St, 











Nee Vorn 23. N Y 


ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR DATA 
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will be operating smoothly by the 
end of the quarter. 

As a result of this order, which 
will be enforced “vigorously and 
strictly,” a much greater number 
of tickets on the available supply will 
be cashed in the current quarter than 
in the past three months, he added. 

Mr. Fleischmann forecast a slightly 
larger supply of carbon steel in the 
coming quarter but no increase in 
alloy steel. PDA, he said, “will try 
to increase structural steel allotments 
somewhat” for expanding steel capac- 
ity and other basic programs. W hile 
the supply will be no greater than 
currently, some of the more important 
construction “will be behind us” in a 
few months, he said. 

(he moratorium on new tax amor- 
tization certificates was ordered by 
Defense Mobilizer Wilson on Aug. 18, 
to expire in 60 days. Mr. Fleischmann 
gave no indication of how long an 
extension he may recommend. 

He said continued shortages of 
copper and aluminum will be com- 
plicated by the military’s “take,” 
which will be “very much higher” 
in the coming quarter than currently 
and will go even higher in the second 
quarter. 

Allocations for civilian goods there- 
fore “probably will result in some 
casualties” which DPA will try to 
avoid by providing a little steel where 
it can be used as a substitute. 


Screw Machine Committee 
Meets On Price Regulations 


A subcommittee consisting of mem- 
bers selected from three industry ad- 
visory committees representing the 
screw machine products industry, met 
recently with OPS to discuss the draft 
of a proposed tailored pricing regu- 
lation to cover the products of the 
three industries. 

Ihree industry members represent 
ing the tools, dies, jigs, fixtures and 
workholding devices industrv were in 
vited by OPS to attend the mecting 
with a view of determining whether 
this industry might be covered by the 
proposed regulation now under con 
sideration. After a review of the pro 
posed regulation it was decided that 
the operating and pricing practices of 
the tool and die industry generally 
would not lend itself to pricing under 
the proposed regulation and that this 
industry would probably require a 
separate tailored regulation. It was 
suggested that an industrv advisor 
committee be appointed for the pur 
pose of discussing the pricing problem 
of the tool and die industry. 

OPS officials pointed out that tool 
ind die manufacturers are not covered 
by the machine tool ceiling price regu 


More SOCKET ot 


SALES COMING! 


Because socket screws save time. 

Assemblers — especially green workers 
~— find socket screws easier to manage — 
especially in hard-to-get-at places. 


ore DEMAND FOR 
BRISTOL’S BRAND! 





Because Bristol socket screws give more 
satisfaction. 

Users like their clean threads and great- 
er strength. Bristol socket screws conform 
to Class III fit and give “custom-made” 
strength for “regular” prices. 


° 2 


“distributor program” 


1. National advertising to purchasing 
agents, production men, maintenance 
men (magazines, direct mail, trade 
shows) 

2. Salesmen’s “correspondence course” — 
how to make more socket screw sales 
per day 

3. New package (eye-catching, metal- 
edged for sturdiness), catalogs, folders, 
etc. 


Interested? Get in touch with 


Mill Supplies Division 


~ THE BRISTOL COMPANY 


WATERBURY 20, CONN. 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1951 





lation since that regulation is_ re- 

Ot alume ales stricted to specified power driven ma- 
chine tools. 

The subcommittee reviewed in de- 


tail the proposed “job shop” tailored 
price regulation for the three indus- 
tries involved. 

CONCO SPUR GEAR HOIST In general, the proposed regulation 

In capacities ranging from Y%-ton through would establish ceiling prices on the 

(| 25-ton. All modern features. Request bulle- basis of pricing formulas which each 

manufacturer had in effect on Janu- 

tin 1540. For army type and low-headroom ary 25, 1951, using material and labor 
type trolley hoists request bulletin 1550. | costs as of that date. 


Generally speaking, it was felt that 








aor Cnr nr ar ae ae ee ee the proposed pricing method would 
“ fa establish ceilings somewhat lower than 
* £ the general level of prices established 
~ CONCO DIFFERENTIAL HOIST by the industry under the GCPR and 
7 at about the same level that might be 


g Light weight, low cost. Capacities %-ton | established under CPR 30 (Machin- 





and l-ton. Request bulletin 1520. ery), if CPR should become manda- 


{ 

; tory for these three industries. These 
: industries have contended that pricing 
_— 


ee eee under CPR 30 is impractical because 


= | of the job shop nature of their opera- 


CONCO I-BEAM TROLLEYS tions. 

Plain or geared type, with Hyatt Roller Bearing wheels, The proposed draft exempts small 
in capacities of 1-ton through 10-ton. | orders from ceiling price requirements. 
Request bulletin 1510. | This would involve small orders of 


less than $500 in the case of stamp- 
ings, of less than $400 in the case of 
screw machine products, and of less 
than $200 in the case of mechanical 


CONCO ENGINEERING WORKS | precision springs. This exemption 


Division of H.D.Conkey & Co, Division Street, Mendota, Illinois would be limited to a ratio of small 
| orders to total sales established by a 
selected calendar month between No- 
vember 1, 1950 and January 31, 1951. 
The committee felt this exemption 


“ Baan” | should be established on the basis of 
es tl eC ing a ratio to total sales to be selected by 


the seller for any calendar quarter 


Welding Helmet | or 1, 1950 to January 31, 


REPEAT With the exception to the provision 


BUSINESS Many welders like to work with the shirt front relating to the exemption of small 
partly open. The Sellstrom No. 241 Helmet is order sales the committee felt that 

especially designed for these welders. It has a | 2 ats, . 

Is long, straight front, giving full protection to the the proposed regulations would be 

exposed neck and chest. generally satisfactory to the industries. 


ASSURED is. Wibod: te: aekclaen mained semanas: Among the OPS officials attending 


Ne rivets used. A formed top protects the top was Edward L. Norman, former Nor- 
of the head. There is ample room inside. The . r. . 7 

e helmet is perfectly balanced, weighs only 16 | folk, \ a., distributor. 
ounces and is extremely comfortable. It can be 
furnished with any of our three headgears and 


© 
with either e 8 rd or special li roi 
F Cc ©] | (@) BA Y pat Bay le ogg Pe = | NPA Makes G. 0. Beale 
This comparatively new helmet is in good de- Head of Railroad Equipment 
p w Oo D U C T S$ mand wherever welders are told of the long, 
straight front. It is a good repeat seller. Guy O. Beale, Cleveland, Ohio, 
Great Numbers of Screw Ma- Order a Sample Helmet for has been appointed director of the 
chine Products are needed by : Railroad Equipment Division, NPA. 
Inspection Purposes . quip ‘ E 
industry today — see that He will be on leave as vice president 


If you are not already selli his helmet, | e ° 
pony ccd a ae Se us mail yous sample of the No. 241 Helmet | | Of the Chesapeake and Ohio Rail- 
mes they use. ey make pos- for inspection purposes. Show it to your cus- d I ad h NPA at} 
sible plant efficiencies that pro- tomers. Call their attention to the long, straight | roa Ss, to — the NF! 4 operating 
mote producti i The front for chest protection. You will find that } division which has the basic responsi- 
rte nef ane dhe wah wclfor whe wesk with ancgen om oer. | | Canty, 005 sllocating contvolied mate- 
Socket Head Cap Screws, Head- - rials to the nation’s railroad industry, 
leas Set Screws, Stripper Belm, | including car and locomotive builders 
and Wrenches. Get all facts tis : 
today. SELLSTROM Robert Glenn, of Sanford, Fla., 

MANUFACTURING COMPANY | who kas been hitherto serving as act- 

ECONOMY MACHINE PRODUCTS CO. || Sellstrom Safeguards Your Eyes and Face | | ting director of the division, will con- 

5217 Lawrence Ave. Chicago 30 | 662 North Aberdeen St., Chicago 22, III. | tinue as deputy director under Mr. 
Beale. 


280 INDUSTRIAL DISTRIBUTION © NOVEMBER, 1951 


























Zine Shortage To Limit 
Galvanized Sheet Output 


Producers of galvanized sheet were 
notified recently by the NPA that the 
shortage of zinc will limit production 
of this product in subsequent months 
with the result that some orders will 
have to be reduced accordingly. 

NPA instructed the producers by 
telegraph to determine the amount 
by which anticipated production of 
galvanized sheet for each month will 
fall below directed production for 
that month. A formal direction will 
be issued soon to formalize the in 
struction 

After deducting from the total pur- 
chase orders for galvanized sheets for 
a calendar month the orders received 
on NPA _ directives, military and 
Atomic Energy Commission orders, 
producers will divide the resultant 
shortage proportionately among ware- 
house orders as a class, further con- 
verters as a class, and all other orders 
as a class 

Steel producers were advised that 
they shall offer to make available sub- 
stitute production, as provided in 
their NPA production directives, to 
the extent of the reduction made to 
any individual purchaser. Where 
subsitutions are not acceptable to the 
purchaser, the portion of the order 
which the producer cannot deliver in 
galvanized sheets shall be cancelled. 

NPA said recent work stoppages in 
the copper industry will cause a loss 
of about 17,000 tons of zinc in 
September and will further reduce 
October production by at least 12,000 
tons, according to present estimates. 


NPA Revokes Seven 
Copper Use Orders 


The National Production Authority 
revoked an outmoded copper limita- 
tion order and seven orders controlling 
the use and distribution of critically 
short ferro-alloying materials. 

Dropped was order M-12, which 
limited use of copper and copper-base 
alloys, and Directions | and 2 to that 
order. Most of the limitations embod- 
ied in M-12 were dropped today be- 
cause they were “rendered unneces- 
sarv’” by the revised copper raw 
materials order, M-16, issued Aug. 1. 

The agency also revoked three or- 
ders which were issued last May as 
interim relief programs for farm equip- 
ment, components, and machine tools, 
along with Direction 1 to the three 
orders setting out the effect of CMP 
regulations. 

Revoked in this move were orders 
M-55A, M-60, M-61 and their respec- 
tive Directions 1, the latter issued 


JEFFREY 
BELT IDLERS 


Thousands of Jeffrey Idlers are being used daily in Belt Conveyor 
service all over the world. We can furnish them by the rod, or 


mile, just as the job requires. 


We know how to provide for reli- 


ability under tough conditions, handling of peak loads, low invest- 


ment, high salvage, etc. 


— 


Roller or Ball Bearing 
Troughing and Re- 
turn Idlers for belts 
from 14” to 60” 
wide. 





Roller or Ball Bearing 
Carrying and Return 
Idlers for Flat Belts 
from 14” to 60”. 


Roller or Ball Bearing 
Self-Aligning Trough- 
ing Idlers, 


Roller or Ball Bearing 
Self-Aligning flat belt 
return idlers, 


Impact Absorption Id- 
lers for protecting 
belts at loading 


points. 
(Pat'd) 


SSH 


Self-aligning spool 
type return idlers. 


Spool type return id- 

lers for use where 

sticky or dirty mate- 

rials are handled. 
(Pat'd) 


Catalog No. 785 Tells All 


THE JEFFREY 





Let us talk things over — constructively. 


PRODUCTS: 
Belt Trippers 
Bin Valves 
Bucket Elevators 
Car Pullers 
Chains 
Conveyors 
Coolers 
Crushers 
Dryers 
Feeders 
Magnetic 

Separators 
Idlers (Belt) 
Packers 
Pulverizers 
Screens 
Shredders 
Stackers 
Transmission 

Machinery 


Equipment for 
treating 
Sewage, Water, 
Industrial 
Wastes 


DISTRICT 

OFFICES: 
Baltimore 2 
Beckley, W. Va. 
Birmingham 3 
Boston 16 
Buffalo 2 
Chicago 1 
Cincinnati 2 
Cleveland 15 
Denver 2 
Detroit 13 
Harlan, Ky. 
Houston 2 
Jacksonville 2 
Milwaukee 2 
New York 7 
Philadelphia 3 
Pittsburgh 22 
St. Louis 1 
Salt Lake City 1 
Scranton 3 


MANUFACTURING COMPANY 


914 North Fourth St., Columbus 16, Ohio 


Cininnati 2 Detroit 13 Houston 2 


Cleveiand 15 


Boston iti 
Va. Buffalo 2 


Baltimore 2 


Established 1877 


New York 7 





Forty Fort 


Harlan, re Milwaukee 2 


© Galion tron Works & 
Galion (Great Britain Ltd. 
The Ohio tron Co. 


Birmingham, 3 Chicago | Denver 

] oe. Co, Ltd., Montreal, Canad 

Britis’ irey- Diamond Ltd., Wakeman, Rogues 
Jeffrey-Galion (Pty.) Ltd., Johannesburg 


Pittsburgh 22 


Mfg. Co., Galion and Bucyrus, Ohioc 
), Wakefield, Soguee 
. 0 





The Acai & Jacobs Mfg. Co., Columbus, Ohio 
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St. Louis | 
3 Salt Lake City | 





If you have a 
PUMPING PROBLEM 


s BRING 


P 
scoo NEWS 


Pe{ole}* 
VIKING PUMP ENGINEERING 


You'll find Viking engineers don’t need to compromise on size or style of Rotary 
pump to fit your needs. Probably there is one ready to adapt to your problem. 
They have a wealth of experience to draw from to help solve your pumping profitable 
problems. Forty years of building, designing and applying Viking’s gear-within- sales 
a-gear principle has developed the most com- 
plete line of all rotary pumps and it places them 


in a position to solve your pumping problem es of 
IKING | best. satisfied 


AN HONOR 
IN aaa Ask Viking for the answer to your pumping customers 


needs. Send for free bulletin 51SMM toda-. 


Pump Company 
Viking Cedar Falls, lowa 


ae 


pay top profits.. 


PROMPT SERVICE... 
You don’t lose V-Pulley sales due to poor service 
when Maurey is your line. The Maurey sales 
and service organization is geared to deliver Magor’s Eastern Pattern 16 gauge 
V-drives and drive parts where and when you is scoops are available in three popu- 
need them. MOR-GRIP lar Brands— Arrow, Bull’s Eye, and 


V-Belts Gold Target. Their non-splitting,non- 

BIGGER PROFIT MARGIN... curling normalized steel blades and 
Maurey’s competitive prices allow you a bigger seasoned ash handles will ring the 
profit margin. Maurey quality gives your cus- 


bell with your quality-minded cus- 
tomer more for his money and wins repeat sales tomers...keep them coming back for 
at bigger profits. 


repeat sales and more profits for you. 
f To dig into this profitable field 
LESS INVENTORY... a : / with the simplified Magor line...sim- 


: i ly drop a postcard for illustrated 
One interchangeable bushing for the complete : a) / } he lie, NOW! lcs 


Maurey line of Cast Iron and Pressed Steel 4 , 
V-Pulleys simplifies stock keeping, saves shelf © \ P 
space and saves money. tif MAGOR 
. , Complete 
Write For Full Details V-Drives CAR CORPORATION 


FAST 
Ask About The Complete seu SHOVEL DIVISION 


MULTLV.DRIVES MAUREY! MANUFACTURING CORP. [im :x-co:  Sosililhgpsiesddias 


the line that includes World's Largest Manufacturer of Pressed Steel 
FUL-GRIP Q-D Sheoves, and Cast Iron Single Groove V-Pulleys 


Standard Cast Iron Sheoves Z Hine! 
end MOR-GRIP Multi V-Belts 2915 S. Wabash Avenue Chicago 16, Illinois 


V-Pulleys and 
Interchangeable 
Bushings 


3 
3 
8 
i 
3 


(aie Pie 


MASTER + POWER + DIGWELL + ARROW 
BULL'S EYE + GOLD TARGET 
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June 28. The revocations state that 
farm equipment, component and ma- 
chine tool manufacturers now receive 
allotments of steel, copper and alu 
minum and priority ratings for other 
materials under CMP. 

Ihe three orders authorized the use 
of DO ratings for materials in the 
third quarter and held output to pet 
centages of base period levels. 

The other seven orders nullified 
today are M-3 (columbium and tanta 
lum-bearing steels), M-10 (cobalt); 
M-14 (nickel); M-30 (tungsten); 
M-33 (molybdenum); M-49 (colum 
bium and tantalum); and M-52 

molybdenum-bearing — steels). _Alll 
revocations took effect today. 

All the revoked orders were suc 
ceeded by either Order M-80 or M-81 
issued Aug. 15. Provisions of M-30 
ind M-33, relative to pure tungsten 
and pure molybdenum, were supe 
ceded by M-81. 

Ihe agency said that while A-1] 
rated orders for columbium-bearing 
steels under Section 6 of Schedule 5 
to M-80 require certification by the 
Aircraft Production Resources Agency, 
other uses, such as other defense pro- 
duction, atomic energy or civilian, are 
subject to NPA directives and orders. 

Some producers, NPA reported, 
have advised customers that colum 
bium-bearing steels can be obtained 
only with APRA certification under 
M-80. NPA said the APRA certifica 
tion is required only for A-1] orders. 

Revocation of the seven ferro-alloy 
materials orders does not relieve any 
one of obligations or liabilities in 
curred under them, nor deprive af 
fected persons of any rights afforded 


be fore 3 NP \ said 


Service Equipment 
Makers Get Material 


If any of your customers make 
coin-operated amusement devices, you 
may find them a little hard put to 
keep up production. NPA cut down 
the tonnage of steel, copper and alu- 
minum allotments for these manufac- 
turers in order to increase allotments 
(fourth quarter) to the accounting, 
calculating and punched-card tabulat 
ing machinery industry. The latter 
has an excessive volume of defense- 
rated orders. 

The coin-operated equipment, in- 
cluding merchandise-vending dispen- 
sors for postage stamps, cigarettes, 
packaged food and sanitary goods, re 
ceived 3,254 tons of carbon steel, 27 
tons of alloy steel, 37,097 lbs. of 
stainless, 66,076 Ibs. of coppe! brass 
mill products, 110,450 Ibs. of copper 
wire mill products, 6,251 Ibs. of cop- 


because: 


They are widely and continuously advertised. 


Your local SHELDON sales engineer is 
always available to help you close sales. 


. Prospects’ inquiries from advertising are sent 


to the local distributor. 

Catalog is easy to read—illustrations, descrip- 
tions and specifications with available vari- 
ations are all on facing pages. 


Price lists illustrate and give “professional 
quotations” as well as prices for each model. 


66 variations of 5 basic tools meet every need. 


. All SHELDON machine tools come crated 


fully assembled ready for use. 


Most widely used capacities in profitable 
“package sale” units. 


Meet or surpass N.M.T.B.A. Specifications. 


. Fit into your power tool department—sell 


like portable tools, drill presses, ete. 


Give complete satisfaction and build repeat 
business. 


Horizontal = 12” Back Geared 
Milling Machine Shaper 


thru Spindle 


SHELDON 


CHICAGO 


Profitable for Industrial 
Distributors 





per foundry products and 291,651 Ibs. SHELDON MACHINE CO., INC., 4232 N. Knox Ave., Chicago 41, Ill. 
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SOLID STEEL COLLARS 
with 
UNBRAKO 
Self-Locking 
HOLLOW SET SCREWS 


Used 
Profitably... 


by manufacturers of such 
widely diversified prod- 
ucts as lawn mowers, 
food machinery, textile 
machinery, juke boxes, 
snow plows, conveyors, 
air compressors, agricul- 
tural machinery, electric 
fans, bottling machines, 
and dozens of others. 


Precision machined 
from solid bar stock in 42 
stock sizes for shafts from 
3/16” to 3’ diameters 
inclusive. 


Write for prices 


-$PS- 


STANDARD PRESSED STEEL CO. 
JENKINTOWN 13, PENNSYLVANIA 





of aluminum. According to NPA, 
this is supposed to be enough to main- 
tain employment. 

Office machinery allotments were 
for 26,604 tons of carbon steel; 729 
tons of alloy steel; 270,110 Ibs. of 
stainless; 1,096,774 Ibs. of copper brass 
mill products; 428,907 Ibs. of copper 
wire mill products; 127,967 lbs. of 
copper foundry products; 2,904, 273 
Ibs. of aluminum. 

Commercial laundry and dry clean 
ing and industrial, vacuum and floor 
maintenance machinery producers got 
6,633 tons of carbon stccl; 378 tons 
of alloy steel, 1,579,006 Ibs. of stain 
less; 370,254 lbs. of copper brass mill 
products; 96,289 Ibs. of copper wire 
mill products; 444,028 Ibs. of copper 
foundry products, and 1,233,054 Ibs. 
of aluminum. 

Electroplating anodizing shops, ma- 
chine shops and producers of beauty 
and barber shop equipment got 7,701 
tons of carbon steel; 132 tons of alloy 
steel; 42,467 lbs. of stainless; 118,368 
Ibs. of copper brass mill products; 
23,902 Ibs. of copper wire mill prod- 
ucts; 83,809 Ibs. of copper foundry 
products and 145,406 Ibs. of alumi 
num. 

More than 500 manufacturers of 
service equipment were included in 
the distribution of fourth quarter al- 
lotments which totaled 50,350 tons 
of steel, 3,150,000 lbs. of copper and 
4,750,000 Ibs. of aluminum. NPA’s 
Service Equipment Division set aside 
a small reserve to handle contingencies 
such as new business activities. 

But NPA warns that these tonnages 
should not be taken as indicative of 
the allotments for the first quarter of 
next vear. There is more than a better 
chance that the first quarter allotments 
will be reduced because of the impact 
of defense production on the supply 
of steel, copper and aluminum. 


Machinery Ceiling 
Amended By OPS 


The Office of Price Stabilization 
amended its machinery ceiling price 
regulation by giving manufacturers 
who have not already filed their com 
putations an alternate method of 
computing materials cost adjustments. 

The amendment permits manufac 
turers to compute their materials cost 
adjustments by making required com- 
putations only for those materials 
which account for 75 percent of the 
cost of ali materials. However, manu 
facturers must include in their com 
putations each manufacturing material 
which accounts for 3 percent or more 
of their total manufacturing materials 
costs. 

The action is covered by Amend 
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(o> Years” 
SPECIALIZATION 


SAW 


Unretouched photograph shows 
MILFORD Profile Saw in action. 
Curves — simple or complex, in- 
ternal or external — are cut to 
gage tolerances with this tough, 
long-lived precision tool. 


SO YOU WANT 


ACCURACY.... 


Following patterns through 
toughest metals is easy with the 
milled, precision-set teeth of 
MILFORD Profile Saw. This 
narrow saw for contour cutting, 
originated by MILFORD, is a 
consistent favorite with tool 
makers for precise, accurate 
work. A craftsman’s tool, Pro- 
file Saw is a superb result of 
MILFORD’S 75 years of special- 
ization. 

For further details, 

write for folder 

on Band and Pro- 

file Saws, Form 

No. BS-1950. 


Rezistor & Duplex Hack Saw Blades 
Profile and Band Saw Blades 


THE HENRY G. THOMPSON « SON CO. 


Saw Specialists Exclusively 
FOR 73 YEARS 
1876 <p 1951 

NEW HAVEN 5, CONN., U.S.A. 


SOLD THROUGH SELECT INDUSTRIAL DISTRIBUTORS 





ment 17 to Ceiling Price Regulation 
30, and was effective October 13. It 
is designed to simplify calculations 
necessary to determine materials cost 
adjustments. A manufacturer is not 
required to use this alternate method. 

The alternate method provided in 
the amendment requires computa 
tions only for those materials which 
account for 75 percent of the cost 
of all materials in a plant or for the 
commodity, product line or category, 
depending on the method customarily 
used to determine the materials cost 
adjustment. 

Separate provisions in the regula 
tion and the amendment relate to 
the making of computations under (1) 
the aggregate method, (2) individual 
commodity method, (3) product line 
method using best selling commodity, 
ind (4) composite bill of materials 
method 

Changes in net cost of materials 
between the end of seller’s base period 
and Dec. 31, 1950, should be reflected 
in computations. However, for any 
materials listed in Appendix D of the 
1 gulation, cost changes mav be re 
flected to July 26, 1951. 

Manufacturers electing to use ma- 
terials cost adjustments computed un- 
der this amendment, must file a re- 
port with OPS in Washington, at 
the same time they file OPS Public 
Form No. 8, as required by the regu- 
lation. 

Manufacturers may immediately 
use the materials cost adjustment com- 
puted under the amendment. How- 
ever, OPS can disapprove the adjust- 
ment at any time, but such disapproval 
will not apply to any deliveries made 
before the date of the disapproval 
order 


More Data Sought 
For CMP Quotas 


[he Consumer Durables Goods Di- 
vision of the National Production 
Authority is mailing a special form to 
all manufacturers under its jurisdic- 


tion asking for additional data on their | 


usage of controlled materials. 

Ihe form—CMP 56—has_ been 
mailed to producers along with appli- 
cation forms for controlled materials 
for the first quarter of 1952. NPA 
said both forms should be returned to 
Washington by Oct. 1 to assure 
prompt action on first quarter quotas. 

At present the new form is required 
to be filed only by those manufactur- 
ers who will file allotment applications 
in Washington—which means the 
large users of steel, copper and alu- 
minum. Small users receive quotas 
through field offices. 

\ companion form—CMP 57—is 


being mailed to producers of 14 other | 


Help Your Customers 


SAVE STEEL 


SAVE MANHOURS 


with the 
NEW Sier-Bath 


Flexible 


GEAR COUPLINGS 


POINT OUT to them that Sier-Bath Gegr Couplings 
@ Require Much Less Steel Than Conventional Types 
@ Sharply Reduce Assembly and Maintenance Time 


CUT SIZE 40%, 
WEIGHT 50%! 


Ilustration shows Sier-Bath Gear Coupling 
compared with two major conventional types 
of same shaft size, HP capacity. By re- 
placing heavy flanges with a one-piece 
smooth sleeve, Sier-Bath saves steel, in- 
creases strength, safety. 


ONLY ASSEMBLED, UNCOUPLED in seconds! 


7 No bolts or nuts to install, no torsion 

PARTS yy wrenches needed, no grids, discs, or inserts to 

misplace or wear out. Sleeve slides easily over 

hubs, seals simply “pushed” on or off, snap 

rings installed by hand, removed with a small 

( 8S screw driver. Save time, labor when installing 
or moving equipment, checking alignment. 


\ 


Sier-Bath Coupling Distributors enjoy a sound policy that specifies 
protected territories, competitive prices, standard discounts, national 
advertising to both maintenance and O.E.M. users, all orders and 
inquiries from their territories referred to them—and no “skimming 
the cream” on O.E.M.’s. There are still territories open, so 


WRITE FOR BULLETIN Founded 1908 


—POLICY DETAILS! Si B 
Bulletin gives installation § - th 
photos, plan drawings, specs ' 1é qd 


for standard, vertical mill motor, float- G E A R arid PU MP CO. | 


ing shaft types—sizes from 7% to 6, 
HP 4 to 550. (Special types and sizes 


nc. 


on request.) 9272 Hudson Blvd., North Bergen, N. J. 


Also Manufacturers of PRECISION GEARS, SCREW AND GEAREX ROTARY PUMPS 
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> A Better 
Welded 
CHAIN 


for every industrial pur- 
pose, for every essential 
industry—-wherever chains 
are needed, you'll find 
Wesco Chains doing a 
better job because they 
are better welded chains 


Proof Coil Chain 
BBB Coil Chain 
Sling Chains and 
Log Chains . . 
Railroad Chain 


Write for the Wesco 
Industrial Chain Catalog 


WESTERN CHAIN COMPANY 


1819 BELMONT AVE. 


CHICAGO 13, ILL. 





Are You Getting Your Share? 


Commander production tools 
are the big demand line of 


drilling and tapping tools - 
this means more sales—more 
profits! Advertised to 1,000,000 
prospects each month. 


Stock, talk and sell the Com- 
mander line and get your 
share of the profits. 


DRILL CHIP 
BREAKER 


* MORE SHALLOW OR DEEP HOLES 











SOLD THRU DISTRIBUTORS 


For ALL SODERING—WELDING— 
__ PROBLEMS 


9 Paste — Sodering Sticks + Sodering 
Stainless St 


Acid Sot m for Free 
Sodering Chart which shows > melting point of all 
soders. 
L. B. ALLEN CO., Inc. 
6731 BRYN MAWR AYE. 
CHICAGO 31, ILL. 





ORRANGEVILLE.. 
TRUCKS 








‘Keep Loads Alive’ 


‘Make Heavy Loads Light and Light 
Loads Lighter’ 


The Orangeville line of floor trucks has 
been continuously added to and today is 
complete in a wide range of sizes and 
types. 

Designed for high quality and long service, 
Orangeville offers all types for factory and 
warehouse service and special trucks built 
to order. The trucks illustrated for all- 
round industrial and store use are typical 
of the many available from Orangeville. 


Distributors 


Your inquiries and orders will receive 
prompt attention. Be sure you have our 
complete catalog in your files for ready 
reference. 


ORANGEVILLE MFG. CO. 


ORANGEVILLE 6, PENNA. Since 1879 








PER HOUR 
* MORE HOLES PER GRIND 
* MORE ACCURATE HOLES 











REDUCED DRILLING COSTS 


> |] 


i | 

Commander mrc. co. Ae A Oo 
Write for descriptive literature on the a Zz = ae / 
Commander Line of Production Tools 4217 W. KINZIE ST., CHICAGO 24, ILL. — 4 : = 


Products of Gommander...Builder of Production Tools 
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general-product class codes that do not - 

fall within the jurisdiction of the con- sata to Find HIDDEN Sales 

sumer durables goods division but for 

which adequate information on steel, i 

copper and aluminum is not available. on your regular calls! 
Included are: loose-leaf binders and 

devices; luggage; handbags and purses; 

small leather goods; furniture and cabi 

net hardware; bottling machinery, ex- 


cept dairy; automatic merchandising WITH OUR 30-DAY 
machines, except refrigerated; amuse TRIAL OFFER ON THE 


ment and other coin-operated ma 
chines; domestic automatic controls, 


electric; phonograph needles and cut Te) L EY ‘ 
ting stvli; household radio receivers AUtomatt[c 
ind television sets; clocks and watches; 

watchcases; and beauty and_ barber SAW Fl L iz R 


shop equipment. 

Officials said ae the informa os probably hove 2 lot of 

0 » « < > agence ) Gn extent, yet sti if 
tion is mandatory if the agency is t te quite cae aa ee ae - Nidden 
determine equitable quarterly allot- for the Foley Saw Filer, and our 30-Day Tr 
ments of controlled materials to these — each customer to prove its merit on his own 


manufacturers In any plant where a number of saws are used, the 
Foley quickly pays for itself. Foley filed saws increase 
\ reduction in consumer durables sawing production 25% to 40%, because they cut so 


goods allocations is certain in the first 
quarter of 1952 compared with the The FOLEY SAW FILER Practically Sells 


fourth quarter of 1951, top officials | Itself on our 30-Day Trial Offer he Sony a aly hays een oa 
wide, crosscur CINGULAR wee 


much faster and smoother, run cooler, stay sharp longer. 


have confirmed rhe extent is not Our 30-Dey Triel Offer is open through you te ony 

known, though officials have indicated pay CG ~ any, ond your customers pill thank you 
m 0 | ' oday 

it probably will not be a drastic reduc- and literature. . — aoe eee 


tion 


I'he new form calls for the follow FOLEY MFG. CO. 
ing information: list of products made, 3363 N. E. 5th St. Minneapolis 18, Minn. 
shipments value and unit pivduction We also make Foley Retoothers for hand sows, Sow 
by quarters from July, 1949, through Setters, Grinders, and Foley Power Woodworking Tools 
June, 1950, plus first quarter of 1951, 
consumption of controlled materials in 
particular base period applicable to the 


manufacturers, and Re oy nag My MP THREE BASIC 
alla aint PU ASSEMBLIES PROVIDE 
DPA Resumes fESIGN VERSATILITY 


Tax Amortization Grants 


I'he DPA has recently issued a Af its Best PUMP ONLY 
ee 


list of 224 approved certificates of ASSEMBLY 


necessity for accelerated tax amortiza- The “Pump Only” assembly is an 
tion on new or expanded defense adaptation designed to readily use 
facilities The administration an- existing power or operating facilities. 
nounced that 208 applications for | 


certification had been denied since 
Aug. 18, the date the 60-day mora- FLEXIBLE COUPLED 
ASSEMBLY 


torium went into effect, involving _ a 
proposed investment total of $357,- Greater flexibility and utility is made pos- 
032,271 sible when CMC DUAL PRIME Pumps are 

I'he moratorium was designed to assembled in a flexible coupled manner. 


postpone additional new facilities ex CLOSE COUPLED 


pansion temporarily, in view of the 
serious shortage of critical materials, ASSEMBLY 
and to provide a period for review of Close coupled construction assures perfect 
administrative procedures and criteria pump and motor alignment necessary for 
for the granting of future certificates. peck performance under given conditions. 
With the certifications announced, 
accelerated amortization has now 
been approved for 3,552 new or ex- 
panded facilities. Certificates listed 
below make up a partial list of those 


granted from August 18 to September 
ly ONSTRUCTION ACHINERY ( 0's. 


Name of company: J. K. Smit & WATERLOO, JOWA, U.S.A. 
Sons. Inc., Murray Hill, N. J.—Prod- 




















CMC innovations, such as improved open thrash type impellers, double 

shaft seals, and the exclusive double jet method of priming guaran- 

tee faster primin; and greater capacities. Models range in size fram 112” to 10”°— 
capacities up to 240,000 G.P.H. Write today for latest catalog. 
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SEMI-HIGH SPEED 
METAL-CUTTING® 


That's the wrong kind of saw 
for the job! 

There's no trick to getting the right 
circular saw for your customers’ 
wood and metal cutting jobs when 
you stock Blade Circular Saws. 
You'll find that production men ap- 
preciate the high quality of BLADE 
Brand saws, and repeat their or- 
ders. Precision grinding . . . mod- 
ern, scientific heat-treating... . 
and, above all, the right circular 
saw for the individual job .. . 
these are the BLADE Brand features 
which appeal to men who must get 
jobs done on time! 

Best quality, better discounts, full 
supply and rapid delivery (7 days 
from time of order) make BLADE 
Brand circular saws popular with 
distributors everywhere. 

Write for the New BLADE catalog, 
price lists and discounts. 


*Semi-High Speed Metol-Cutting Circular Sows 
now ovoilable in 6” to 16” sizes 


STYLES 


909 W. 3rd Ave. 
Columbus 12, Ohio 


uct or service: Cutting ‘Tools—Amount 
certified: $26,378—Percentage Al- 
lowed: 85 percent. 

Carlock Packing Co., Palmyra, 
N. Y.—Gaskets—85_ percent. 

Pittsburgh Screw & Bolt Corp., 
Pittsburgh, Pa.—Industrial Fasten- 
ers—60 percent. 

Pittsburgh Screw & Bolt Corp., 
Neville Island, Pa.—Industrial Fast- 
eners— 60 percent. 

The Warner & Swasey Co., New 
Philadelphia, Ohio—Machine Tools— 
$201,598—75 percent. 

The Lewis Machine Co., Cleve- 
land, Ohio—Machine tools—$12,941 
90 percent. 

Pittsburgh Screw & Bolt Corp., 
Garv, Ind.—Industrial Fasteners—60 
percent. 

Oceana Tool Mfg. Co., Inc., Santa 
Monica, Calif —Cutting Tools—$115,- 
618—80 percent. 

Union Twist Drill Co., Athol, 
Mass.—Milling cutters—$2,200,460— 
75 percent. 

National ‘Twist Drill & Tool Co., 
Rochester, Mich.—Metal Cutting 
l'cols—$76,307—80 percent. : 

Osborn Mfg. Co., Cleveland, Ohio 
—Foundry Machines—80 percent. 

Cogsdill Twist Drill Co., Oak Park, 
Mich.—Twist Drills—$25,860—90 per- 
cent. 

The Upson-Walton Co., Cleve- 
land, Ohio—Wire Rope—60 percent. 

Certificates listed without a dollar 
value are those in which a portion of 
the facilities involved in the appli- 
cation was completed or acquired 
prior to September 23, 1950. In 
these cases, DPA action is taken in 
accord with provisions of the Act 
and action will be taken later on the 
remainder of the facilities involved. 


Collection of Scrap 
Makes Dollars and Sense 


Collection of all available scrap 
iron and steel makes dollars and sense 
for American indtistry in addition to 
being essential to our defense 
program. 

It makes dollars directly through 
the sale of scrap itself. 

It makes sense because, unless the 
scrap program is met, there will not 
be enough steel, and if there isn’t 
enough steel the nation’s production 
will be seriously crippled. 

This was the theme of a recent 
meeting of the ‘Trade Association 
Information Committee on Scrap and 
OPI officials of the NPA. The meet- 
ing was called to map a program in 
which the nation’s trade associations 
will help in impressing all industry 
with the critical need for scrap iron 
and steel. 


Trade association representatives 
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They work easy . . . hold 
fast and firm with a de- 
pendability that has been 
characteristic of CLARK 
FASTENERS for almost a 
Century. 


4 








W. A. WHITNEY 


Hand Lever Punches 


1 Punch . . . 2” hole thru 1%” 
iron —a well balanced tool 


¢ 6 Skylight, Ventilating, and 
Fank Flange Punch... 1%" hole 

@ thru 3 16” iron—especially adap- 
ted for Button Punching 


marked in fractional inches 











A SUITABLE TOOL 
FOR ANY NEED 


ie vi 
sizes. We guarantee all W. A. hitney 
Punches to give entire satisfaction and 
good service. Send for our new catalog. 


W. A. Whitney Mfg. Co. 


636 Race St. 


Rockford, Ill. 














DOMICILE 


GUARANTEED TO 
SAVE YOU TIME 
* on clean up job 

* production 
* insemi-automatic 


machines 


The XPEDITOR is the latest develop- 
ment in portable, high speed abrasive 
belt grinders. Instantly adjustable to 
any angle to give operators full view 
and control . . . swivels 360°. Equipped 
to do line contact, free belt and pre- 
cision platen grinding and contour 
polishing. Speeds deburring and clean- 
up jobs; also used with jigs or fixtures 
or automatic feeding as a production 
unit . . . guaranteed to increase pro- 
ductivity. Write for bulletin. 

Popular priced . . rapid seller . . 
repeats. 


\ x 
Kite WOOD sreeer 


HESTON & ANDERSON 


Paererrero. towa 


appearing regularly in 
a number of magazines. 


Stainless Steel 
s BOLTS 
SCREWS 
NUTS 
SWASHERS 


A Complete Line 
Available from Stock 


STAINLESS STEEL 
BOLTS SCREWS 


Machine 
Cap 
Wood 


NUTS 


Hexagon 
Square 
Wing 


ce 


FITTINGS 
2 


Machine 
Carriage 
Lag 
WASHERS 
All Types RIVETS 


All Types 
All Types 


Available also in Monel, Alumi- 
num, Everdur, Naval Bronze and 
Alloy Steels 


We are prepared to 
needs for “Specials” 
prints or specifications 


fill* your 
Send your 


‘=! 
stainless 


SCREW & BOLT CORP. 


135 Church St., New York 7, N.Y 
CoO 7-0675 





agreed on the importance of alerting 
industries to the role which they can 
play in providing vitally-needed scrap. 

Regarding the need for scrap iron 
and steel, NPA said the situation is 
desperate and constitutes the Nation’s 
top production problem. The com- 
mittee was told that unless sufficient 
scrap is collected, production goals 
will have to be revised downward. Be 
cause defense needs must be met first, 
NPA pointed out, a drop in produc- 
tion would have to come out of the 
output of civilian goods. 

The problem is so acute, it was 
emphasized, that it may mean life 
or death for many firms. Unless 
enough steel is produced, someone is 
going to have to do without it, NPA 
warned. 

Many industries involved directly 
in the use of steel already are vigor- 
ously pushing the scrap program, it 
was reported, but officials said this in 
itself will not be enough. 

All other industries, it was agreed, 
have high stakes too, in the scrap 
program. For example, it was pointed 
out that even companies which do not 
use steel or iron in their products do 
use machinery and equipment made 
of steel. 

If these companies would make a 
careful study of their plants to de- 
termine what machines and_ tools 
could be discarded as scrap, they 
would be helping not only the over-all 
scrap program but would be aiding 
themselves, since if the steel shortage 
worsens, it will become more and more 
difficult for these companies to get 
machines and tools made of steel. 


Truppner Named 
To Succeed Skuce 


Walter C. Skuce, who developed 
the Controlled Materials Plan for the 
National Production Authority, has 
returned to private business, Adminis 
trator Manly Fleischmann announced 
todav. 

Skuce will be replaced by William 
C. Truppner as acting Administrator 
for Production Controls. Mr. Trupp 
ner has been Mr. Skuce’s assistant 
since April and held a similar position 
with the War Production Board dur- 
ing World War II 

Mr. Fleischmann lauded Mr. Skuce 
for his work on CMP, which the 
NPA head called “supremely well 
done.” He said that Mr. Skuce will 
remain on call ds a consultant. 

Mr. Skuce, who joined NPA last 
December, is manager of the Trans- 
portation Products Division of the 
Owens-Corning 


Toledo. 


Fiberglas Co. of | 
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MORE TOOL SALES FOR YOU 
AS PLANT CONSTRUCTION 
AND MAINTENANCE SOARS 


Sell the Greenlee line of 
timesaving tools...in greater 
demand than ever before 


Here are electricians’ tools designed spe- 
cifically to turn hard, tedious jobs into simple, 
fast ones. Here are tools in big demand... 
talk about them on every call and profit hand- 
somely. 

GREENLEE 
HYDRAULIC 
PIPE AND 
CONDUIT 
BENDERS for 
quick, easy on- 
the-job bend- 
ing of pipe and 
conduit. With 
a Greenlee one 
man in but 
minutes makes 
smooth, pre- 
cise bends in 
pipe up to 5", 
rigid nF thin- 
wall conduit, 
tubing, bus- 
bars. 


CONDUIT and PIPE BENDERS Owners report 
: as high as 75% 
savings in man hours . . . and the cost of many 
manufactured bends and fittings is entirely 
eliminated. Compact, portable, easy to set u 

and operate exactly when and where camel 
In timesavings alone the Greenlee often pays 


for itself on the first job. 
Fe ied 

GREENLEE HAND yr | 
BENDERS for quickly 
making small radius bends 
in svenl, copper, brass and 
aluminum a 
or pipe. Especially de- 
iglelen odheane bends 
up to 180° for sharp nooks 
and corners. Several types 
and sizes. 


» 


HAND BENDERS 


GREENLEE KNOCKOUT 
PUNCHES AND CUTTERS 
for making smooth openings 
up to 434” in 1% minutes or 
less in metal, hard rubber or 
bakelite. Simply operated — 
turned with an ordinary 
wrench. Eliminate tedious 
drilling and filing. Another big 
timesaver, too, 1s the Greenice 
HydraRam Knockout Punch 
Driver, a powerful portable 
hydraulic tool which drives 
Greenlee Knockout Punches 
through 10-gauge metal in a jiffy to make 
openings for 14” to 4” conduit. 


OTHER GREENLEE TIMESAVING 
TOOLS: Hydraulic Pipe Pushers; Electricians’ 
Auger Bits; Bell Hangers’ Drills; Bit Exten- 
sions; Expansive Bits; Joist Borers; Spiral Screw 
Drivers; Automatic Push Drills and many others. 


KNOCKOUT 
PUNCHES 


x _ 
GREENLEE 


Write today for sales facts, descriptive literature 
and salesmen’s catalog pages on the Greenlee Line 
Greenlee Tool Co,, 1931 Herbert Ave., Rockford, Ill. 
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Modern Catalog 
For An 
Outstanding 
Industrial 


Supply 
Distributor 


This catalog contains MODERN 

features, typical of only Weinberg 

& McKee catalogs, a few of 

which are as follows: 

®@ Prices of tools made of high 
speed steel are printed in red 
ink 

@ Manufacturers’ trade-marks are 
reproduced in headings of well 
known products 

® Pages have a dividing rule be 
tween the columns for more 
effective presentation. 

Be certain that your next catalog 

will be MODERN in every detail 

order it from Weinberg and 

McKee. Complete information 

gladly given without obli 

gation 


WEINBERG & McKEE, Inc. 


600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 





An exceptionally sturdy barrow, designed especially for 
handling brick, concrete building blocks, and hollow tile. 
Dash reinforced with heavy steel strip. Body constructed 
of selected hardwood, well seasoned and smoothly fin- 
ished. Individually lathed handles with grip formed ends. 


Size of body ...27'.” x 24” 


Handles 


Width 
Weight 


AVAILABLE WITH 


4.00 x 8 RT.W 
Drop Center Rim, 
Plain, Ball or 
Roller Bearings, 2 
or 4 Ply Tire. 


18” All-Steel 
Wheel. 2 or 3 
Inch Tread. %” we beads, 
Bore—7” Hub. <% we 


= 
> 
& 
. 
— 
v 


BUCH MANUFACTURING COMPANY 


ELIZABETHTOWN, PENNA. 


THE NO. 22 

DOUBLE SPUR FITS 

MOST STANDARD MAKES 

OF RAILWAY CAR MOVERS. 

THERE IS A BADGER SPUR FOR EVERY 
CAR MOVER 


A Good Line 


FOR IMMEDIATE 
Sales Action 


[hens need for freight cars to 
move the huge production of 
materials, equipment, and other 
products is your immediate sales 
opportunity. Shippers and receiv- 
ers of freight must load and unload 
freight cars quickly to put them 
back into service. Your customers 
need one of the three types of Car 
Movers (medium, light, or heavy) 
to do this job most efficiently and 
safely. Get your start now on good 
substantial business with the 
BADGER Line of Car Movers. 


@ We sell only thru authorized 
distributors 





ADVANCE CAR MOVER CO. APPLETON, WISCONSIN 
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sell cleanliness 

with Victor 475 

food conveyor 
belting 





IMC Plans Curbs 
On 2 Key Minerals 


International allocations to cove! 
the distribution of tungsten and 
molybdenum during the fourth quar- 
ter have been worked out by a com 
mittee of the International Materials 
Conference 

The fourth quarter allocation plan 
for the two scarce minerals has been 
submitted to the governments of 
countries represented on the commit 
tee. If their replies are favorable, the 
plan will be made retroactive to the 
beginning of the quarter. 

Ihe plan is significantly different 
from that adopted by IMC for the 
two minerals for the third quarter in 
that it includes primary products as 
well as and concentrates. The 
member nations were asked to follow 
established practices in exporting and 
importing primary products of tung 
sten and molybdenum during the 
third quarter but were given no “en 
titlement of consumption” such as 
they will now have 

There is still a possibility that IMC 
may place two additional commodities 

nickel and cobalt—under fourth 
quarter allocation, but the committee 
had not completed its work and the 
allocation plan when and. if it is 
adopted will have to be retroactive. 





ores 











—— 


Food handling industries insist on 
cleanliness. Supplying them with a 
belting that can convey any food prod- 
uct safely is a tough job—unless you 
sell VICTOR 475. 

This tough, sanitary food conveyor 
belting cannot impart contamination. 
It is thoroughly impregnated with 
waterproof Neoprene. Food odors and 
tastes are cleaned away completely 
with steam or hot water. Belting is 
highly resistant to wear, moisture, and 
most food acids and oils. And VIC- 
TOR 475 takes the toughest treatment 
—thanks to its solid, compact weave. 

You'll build sales volume when 
you recommend VICTOR 475 because 
it brings a high percentage of re- 
orders. Learn more about it—write 
today for Bulletin No. 18. 


@ 6631 


\ /veror 
Betare & Tes = Bua ‘na t. 


Fact 


No More Rummaging 
Through Stacks of Drills 


Sell it to industrial plants, hard- 
ware stores, stock rooms. The en- 
tire stock of drills can be seen at 
a glance Compartments with 
rounded bottoms hold dozens of 
drills. Huot’s built-in inventory 
system does away with cost sheets 
—speeds up sales. 14'2” long, 
7%" high, 744" deep. Hammerlin 
baked enamel finish over rugged 
stee 

Dispensers for fractional, number 
and fetter drills. 


Write for catalog pages 


By the 
makers of 
HUOT 


DRILL 
HUOT MANUFACTURING CO. FT*fst3% 


551 No. Wheeler St. * St. Paul W4, Minn 
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6 Sound Reasons 
Why You'll Sell 
More MYERS 


Centrifugal pumps! 


.2) 


13) 


° 
6 


SIMPLIFIED CONSTRUCTION assures 
long and trouble-free operation; 
allows easier servicing. Minimum 
installation space required. 


OVERSIZE BEARINGS are pre-lubri- 
cated and extra-durable — a fea- 
ture that guarantees long life 
under severe conditions. 


SHIELDED SHAFT is protected against 
liquids and wear by bronze or 
stainless steel sleeve — readily 
accessible. 

RENEWABLE WEARING RINGS on both 
casing and suction heads. 
HYDRAULICALLY BALANCED IMPELLER 
minimizes thrust. Both casing and 
impeller quickly replaceable to 
meet changing conditions. 


(6) WIDE SELECTION of direct-connected, 


T 


motor-mounted and belt-driven 
models; types to handle any liquid 
at temperatures to 220° F.; sizes 
VY. H.P. to 20 H.P.; capacities to 
650 gpm. against heads up to 
280 ft. 


his new Myers line combines 


many other unusual advantages, 
for a broad range of industrial and 
agricultural users. And — MOST 
IMPORTANT — it’s backed by 
Myers 80-year reputation for 
building only the best in pump- 
ing equipment! Sound reasons 
why it will pay you to write for 
full trade information today! 


THE F. E. MYERS 
& BRO. CO. 
Dept. 7001-L1 
Ashiand, Ohio 
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Buda Company... a ‘ g 
Buffalo Bolt Co. Division of Buffalo- 

Eclipse Corporation . 142 
Buffalo Weaving & Belting Co 

Bunting Brass & Bronze Co 

Butcher & Hart Mfg. Co 

Butterfield Div. of Union Twist Drill Co 


Cc 
Calder Mfg. Co 
Cantol Wax Products Co 
Capewell Mfg. 
Carborundum Co 
Card Mfg. Co., 
Twist Drill Co 
Carson-Newton Co ° 
Cash Valve Mfg. Co., A. W 
Central Screw Company 
Chain Belt Co 
Champion De Arment Tool Co F 
Chester Hoist Div., National Screw 
Mfg. Co 
Chicago Metal Hose seeks 
Chicago Screw Co 
Chicago Wheel & Mig. ‘Co 
Chisholm-Moore Hoist Comp 
Clark Bros. Bolt Co... 
Clements Mfg. Co... 
Cleveland Cap Screw Co 
Cleveland Twist Drill Co., The 
Clipper Belt Lacer = m 
Collis Company, Th sate 
Colorado Fuel and ae Corp 
Columbia Steel Company 
Columbian Rope Co. 
Columbus-McKinnon Chain Corporation 
Commander Mfg. Company 
Committee on Steel Pipe Research of 
American Iron and Steel Institute 
Conco Engineering Works 
Congress Drives Division, Tann 9 : 
Construction Machinery Co 
Corning Glass Works 
Cratex Mfg. Co 
Cullman Wheel Co 
Cushman Chuck Co., The 
D 


Ss. W. Div. of 


Darnell Corp.. Ltd 
Dart Union Company 
Dayton Rubber Mfg. Co.. The 
Dayton Safety Ladder Co 
Delta Power Tool Division 
Manufacturing Company 
Deming Company, The 
Desmond-Stephan Mfg. Co 
Dixie Leather Corporation 
Dixon Valve & Coupling Co 
Dodge Mfz. Corp 
Donnelly & Sons Co., R. R 
Duff-Norton Mfg. Co., The.. 
Dumore Company, The 
du Pont de Nemours & Co., In 
Durkee-Atwood Company 


6 
Rockwell 
. 205 


es 1 
c., E, 1.203, 249 
‘ 11 
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Eagle Mfg. Co. ecewe 

Eaton Mfg. Co., Reliance Division 
Economy Machine Products Co 

Embury Mfg. Company. 1d 
Equipto Div. of Aurora Equipment | Co : 
Evans & Company..... 


F 

Factory Management & Maintenance 
Fafnir Bearing Company, The , 
Federated Metals Div. of American Smelt- 

ing and Refining Co 73 
Ferry Cap & Set Screw Company... 
Fiske Brothers Refining Co 
Foley Manufacturing Co.. a 
Foote Bros. Gear & Machine Corp 
Foredom Electric °. 
Ft. Worth Steel & Machinery Co 


150-151 
46 


General Electric Co 
Gorham Tool Company 
Goulds Pumps, Inc... : 
Graham & Co., Inc., John H 
Graton & Knight Company 
Greenfield Tap & Die Corp 
Greenlee Tool Company 
Griffin Co., G. W 


H 
Hanson-Whitney Company Div. 
Whitney Chain 
Harrington Company 
Harrisburg Steel Corp 
Hein-Werner Corporation 
Heller Brothers Company 
Heston & Anderson Division St. 
Foundry & Manufacturing Co 
Hexacon Electric Co . 
Holo-Krome Screw Corp 
Huot Mfg. Company 
Hy-Pro Tool Company 
I 
Ideal Industries, Inc 
Imperial Brass Mfg. 29 
Indianapolis Brush & icon Mig. Co. .. 166 
Industrial Tape Corp . 212 


Jackson Mfg. Co.. 

Jacobs Mfg. Co., The 

Jefferson Union Co.. 

Jeffrey Mfg. Co., The 

Jenkins Bros 

Johnson oe Appliance Co 
K 


Keckley Co., O. C . : 
Kennedy Valve Mig. Co., The.. 
Kester Solder Company 

Key Company 

Keystone Lubricating Co 

Klein & Sons, Mathias. 

Kuhns Brothers Co 


L 
Laminated Shim Co., Inc ; 
Lamson & Sessions Co., The.. 
Lavalle & Ide, Inc.. 
Lincoln Engineering Company Ks 
Link-Belt Company. 
Logan Engineering Co 
Lowell Wrench Co 
Lubriplate Division. 
Lufkin Rule Company.. 
Lunkenheimer Co 
Lyon Metal Products, Inc 


M 

Magor Car Corp 
Manhattan Rubber Div., 

hattan, Inc.. 
Manheim Mfg. i Belting Co 
Manning, Maxwell & Moore, Inc 256, 264, 
Marsh Corp., Jas. 
Maurey Mfg. Corp... 
Medart Company, The 

Mill Supply Diamond Tool Co 
Milwaukee Brush Mfg. Co., The 
Morgan Vise Co. 

Morse Twist Drill & Machine Co 
Mulconroy Company 

Myers & Bros. Co., F. E 


mnpnentem: Man- 


National Air Sander, Inc 

National Screw & Mfg. Company 
National Tube Co 

National Twist Drill & Tool Co.. 
Nicholson File Co... 

Nolan Company 

North Bros. Mfg. Co 

Norton Company 

Nu-Matic Grinders, Inc 


Ohio Injector Company 
Orangeville Mfg. Company 
Osborn Mfg. Co., The 
Oster Mfg. Co., The 
Ottemiller Co.. Wm. H 
Owatonna Tool Co 


Paasche Airbrush Commeny- 

Parker Co., 

Parker- Kalon Corp 

Peoria Malleable Castings Co.. 
Perfection Gear Co 

Pheoll Mfg. Co 3 
Philadelphia Chain Block & Mfg Co 
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Portable Electric oele, Inc 
Powell Company, 17 
Prentiss Vise Div. of the Charles Parker ie 


Co. 

Pyott Foundry. “sh Machine Co. pan 274 
Pyrene Mfg. Co..... EO 
Q 
Quaker Rubber Corp., Division of H. K. 

Porter Co., Inc.. 


R 
R-P & C Valve Div. of American ae 
& Cable Co., Inc.... 207 
Rawiplug Co., Inc...... 
Raybestos-Manhattan, Inc. 
Manhattan Rubber nen 
Packing Division. ‘ 
Remington Arms Co., OE oe 
Remington-Rand, a: 
Republic Rubber Division, 
& Tire Corp... ; ‘ 
Ridge Tool Co., The 
Roberts Rubber Co., setae 
Roper Corp., Geo. De... 
Roth Company, Roy 
Round Chain Compan 32B-C 
Russell, Burdsall & Ward won & Nut és. 199 
Rust-Oleum Corp 175 


Safety Belt-Lacer Co. ; 
Safety Socket Screw Co. Saueiis 
Sales Service Machine Tool Co..... 
Sellstrom Mfg. Co. seees 
Shaw-Box Crane & Hoist Div. of ‘Man 
ning, Maxwell & Moore, Inc. . .256, 264, we 
Sheldon Machine Co., Inc eee 283 
Sier-Bath Gear & Pump Co 
Simonds Abrasive Co 
Simonds tow & Steel Co. 
Skilsaw, In 
Skinner Chuck Co., The. 
Spang-Chalfant , 
Spartan Saw Works, Inc. 
Sprout, Waldron & Co. 
St. Louis Cordage Mills. . 
Stainless Screw and Bolt Co 
Standard Pressed Steel Co 
Standard Tool Company 
Stanley Electric Tool Div 
Starrett Co., L. 
Stephens Adamson te. Se 
Stewart-Warner Corp.. 
Strand & Co.. N. A 
Super Tool Company. 
Swift Lubricator Co., 
Syntron Company.... 


T 
Taylor Chain Co., S. G 
Templeton,—Kenly & Co 
Thermoid Co. 
Thompson & Son Co., Henry G. 
Threadwell Tap & Die Co P 
Toledo Pipe Threading Machine Co.. 
Triplex Screw 
Tubing Appliance Co 


U 
Union Twist Dpill Co 
Union Wire Rope Corp 
S. Gauge Div. of ‘iadiaas “Machine 
& Metals, Inc 
United States Steel. 
United States Steel Export Company. ia 
Universal Metal Hose Co , 
Upson-Walton Co 
Utica Drop Forge & “Tool Corp. 
Vv 


Van Cleef Bros., Inc.. 

Victor Balata & hg a wettion . ; 
Victor Saw Works, Inc.... 

Viking Pump Co... 

Vincent Steel Process Co Kies 
Vogt Machine Co., Inc., Henry.. 


w 
Walker-Turner Div., Kearney & Trecker 
r 


orp. 

Weatherhead Company.. 

Weinberg & McKee, Inc 

Western ———— Machine Screw Co. 

Western Chain 

Westinghouse Electric Corp Lamp Divi- 
sion 

Weston Electric Instrument Corp. 

Whitman 

Whitney Chain Company... 

Whitney Mfg. Co., A 

Wickwire Spencer Steel Division of the 
Colorado Fuel and Iron Corp. 

Willey’s Carbide Tool ©... 

Williams & Co., J. H. 

Wilton Tool Mig. Ce. 

Winsmith, Inc.. 

Winter Brothers Company 

Wire Rope Sling Dept. 
Chain & Cable Co., Inc.. 

Wisconsin Cuneo _— 

Wiss & Sons Co., 

Witt Cornice Cain any, The. 

Wood's Sons C e's 

Worthington Pan AS “Machinery Corp. 

Wright Hoist Division of American Chain 
& Cable Co., Inc.. 


Yale & Towne Mfg. a. The 
Yarnall-Waring Co.. 
Yates-American Machine Co 








WITH THESE 
HELPFUL 


Starrett 
SALES 


with the 


Starrett 


DISTRIBUTOR SALES 





AIDS 


You make a valuable contribution to defense 
production every time you help a customer select 
the right tools for an essential job. You'll find 
these Starrett catalogs packed with reference 
data, instructions, useful information and de- 
scriptions of more than 3000 items of shop 
equipment. Together with Starrett folders, leaf- 
lets, wall charts and displays, they help keep your 
customers posted on the newest and best in Star- 
rett precision measuring tools, dial indicators, 
steel tapes, precision ground flat stock, hacksaws, 
band saws and band knives. 

Consult your Starrett catalogs. Make sure your 
customers have them. 


SINCE 1880 


WORLD’S GREATEST TOOLMAKERS 


PROMOTION PLAN 


The Starrett Distrib- 

utor Sales Promo- 

tion Plan is an 8- Beconanctpeed 

point program that res 

will completely oeadl 

identify you as a 

Starrett distributor. 

It includes a com- 

plete advertising mat 

and electro service 

plus many sales-tested display, direct mail and 
sales promotion items. Cash in on this valuable 
free service. Get the whole story from the Starrett 
salesman or write for Bulletin No. 1300. 


THE L.S. STARRETT COMPANY * ATHOL, MASS., U.S.A 








STOCK AND SELL THE COMPLETE LINE 
MECHANICS’ HAND MEASURING TOOLS AND PRECISION INSTRUMENTS 
DIAL INDICATORS - STEEL TAPES + PRECISION GROUND FLAT STOCK 

HACKSAWS, BAND SAWS and BAND KNIVES 














uppe 


r 
Neat design, positive grip 
means safe, sure bundle handling. 


lower 


Bundles in storage yard ready to 
be picked up whenever needed. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 





